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Gyj/ COIL CARTONS 


(Colpack) 


ake Columbian Manila Rope easier to sell! 












NO CUSSIN’ NO FUSSIN’ NO MUSSIN’ 


to get at. Punch out Rope stays properly coiled Put cartons anywhere — on 
d hole at top—pull —out from underfoot— _ floor, on counter, under 
end. always clean. counter, or in basement. 


Db recent survey you told us, “Give us an easier, 


dier way to stock and sell rope.” This is it! 


umbian's new octagonal cartons hold approxi- 
ely 25, 50 and 75 pounds of %,” to *4”- 
eter Pure Manila. Carton does triple duty 
. serves as storage bin, display unit and rope 
penser. Order handy Columbian Coil Cartons 


your jobber. No increase in prices. 


FOLUMBIAN ROPE COMPANY 
4 400-70 Genesee Street 
Auburn, "The Cordage City", N. Y. 
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Only Jacobsen dealers can sell the Manor—the aristocrat 
of modestly priced power mowers — which thousands 
of owners are using to make their landscaped lawns the 
show places of their neighborhoods. 


Among popularly priced power mowers, only the 
Jacobsen Manor has rear wheel differential drive, for 
effortless non-scuff turns and exceptionally close trim- 
ming. Hand trimming around trees and shrubbery is 
practically eliminated. Independent reel and traction 
clutches — the quick-starting 1% hp. Jacobsen engine 
with automatic recoil starter and traditional Jacobsen 
quality are added features which sell the Manor. 


No other mower manufacturer can offer you the 
equivalent of this feature-packed Manor and 
other reel and rotary models — the 
ultimate in over 30 years of power 

mower experience. 


JACOBSEN MANOR 
— the aristocrat in the 
popular size class 


21-inch cutting width 
11% hp. Jacobsen Engine 


SEND COUPON 
TODAY for complete informa- 


‘ tion on’ the profitable Jacobsen 
program for 1953. 


Give me the full story on the Jacobsen 
Manor. Show me how I can make money 
with the Jacobsen line. 


_ MANUFACTURING COMPA 


COMPANY 
Racine, Wisconsi 








ADDRESS 

















...the rasp-file of a hundred uses 


Here’s the hardwareman’s prize of the moment in utility hand tools. 
Introduced last year as a tool item for many purposes and many 
users, it has proved a steady sales producer in most every type of 
community. 





Just the thing for householders, amateur craftsmen, farmers, 
repair shops, auto and boat owners! Can be used on wood, metal, 
plastics, leather, etc. Is practically four files in one. Feature-display 
it — and experience the “happy difficulty” of keeping it in stock. 
But, put it up to your hardware wholesaler...he’ll keep you 
supplied. 









OTHER SIDE— 
3. Half Round File 
4. Half Round Rasp 











Available in Nicholson or Black Diamond brand 
—the finest quality a file or rasp can have 


hts, NICHOLSON FILE CO. * 25 ACORN STREET * PROVIDENCE 1, RHODE ISLAND ce a. 
2s. s. a.* (In Canada, Port Hope, Ont.) "ee 
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| Chain on the Farm 


® There’s lots of chain used on the farm... and by subur- 
banites, too. Here you see illustrated some of the chains 






























that sell every day. There are many more, but these are the H 
ones that you should carry now to meet the needs of your TENSO Cc 
customers. A few bags of each on counters here and there HALTER and DOG Cc C 
in your store will make sales for you. CHAINS 
Check your stock right now. Then order them from your WI 
AMERICAN CHAIN wholesaler who will give you prompt point 
NO, 516 service on whatever you need. to les 
UTILITY CHAIN 
I’v 
great 
the o: 
visits 
cure-: 
Tw 
deale: 
: NO. 201 4 
. " SWING CHAIN mote 
é @ These tie-out or picket chains are made in 4 sizes— these 
1, 1/0, 2/0, and 3/0. Two lengths—20 and 30 feet. Fur- EL-WEL-TRA ' pena 
nished with a swivel every 10 feet. Bright or zinc plated Te ACs CHAINS —_ 
finish. Packed one chain in a strong cloth bag. Sh 
( 
stanti 
renta 
make 
NO. 22 We 
SLIP HOOK of gr 
this i: 
STYLE NO. 120 © Grab hook on one end, slip hook on 
other end, and swivel in center when so ordered. Furnished Ma: 
self-colored, bright, or coppered. Made in sizes—4”, pretty 
5/16”, %", 7/16”, 44”, and %”. Lengths as desired. a min 
imum 
Get this FREE > a ‘seaaiiia 
NO. 41 “Fingertip Facts about Hardware Chains” 
GRAB HOOK... Contains useful information for all ; The 
hardware people. Write today. , is a f: 
it at 1 
food 
he as! 
e can al 
merican ate 
AMERICAN CHAIN DIVISION | ® 
Abi 
AMERICAN CHAIN & CABLE Chain rons 
York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, e wry: 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. this 
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fast Among Ourselves 





Informal Editorial Comments 


How Much Rent 
Can You Stand? 


Whenever I visit a town I try to make it a 
point to visit with dealers in shopping centers 
to learn how they are making out. 


I’ve talked with managers and owners of a 
great many stores in shopping centers and about 
the only conclusion that one can draw from these 
visits is that moving to a shopping center is no 
cure-all for selling problems. 


Two items, however, are common with most 
dealers who have moved to shopping centers: 
(1) Traffic rarely reaches the intensity the pro- 
moters predict, and (2) the rentals demanded in 
these new shopping areas can be a real back 
breaker. . 


Shopping center rentals are invariably sub- 
stantially higher than the average downtown 
rental. It takes a lot of additional volume to 
make up this difference. 


We have heard rentals as high as 7 and 8 pct 
of gross taken on by some dealers; a figure like 
this is darn near suicide. 


Many of these percentage deals, which are 
pretty standard in the new shopping areas, fix 
a minimum figure, but rarely do they set a max- 
imum. Shrewd dealers now are asking for a 
maximum and are occasionally getting it. 


There’s no easy answer to the question: What 
is a fair rental? The building owner usually sets 
it at what he thinks he can get. Because a super 
food store or drug store can afford to pay what 
he asks, it doesn’t mean that a hardware store 
can also pay it and still have something left when 
all the bills are paid. 


About the best way to appraise rents is the 
way some chains do it. They lump together rent 


and advertising as a single item and will not take 


on a location that would require them to exceed 
this total for rent and advertising combined. 
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By W. A. Phair 


They figure this way: A prime store location 
is one in a maximum traffic area. In such a loca- 
tion, the store windows and the store’s general 
exposure to existing shopper traffic perform a 
part of the function of advertising. 


This type of store can afford a higher rental, 
because it can produce a given volume with a 
proportionately smaller advertising budget. 


One the other hand, a store in a secondary 
location where the traffic is not so heavy, will 
require a larger advertising budget to attract 
the traffic necessary to maintain a given sales 
volume. Hence the rent in this case should be 
proportionately lower than the other store. 


This technique of balancing the two elements 
—rent and advertising—has proved reasonably 
successful. 


What this combined figure should be depends 
on many factors. In the last survey of store ex- 
perience conducted by NRHA, rent is shown as 
averaging 2.15 pet and advertising 1.10 pct, or 
a total of 3.25 pct for both. 


It seems to us that both,these figures are a 
little too low for a shopping center store and 
likely represent the effect of unweighted data in 
the survey. 


An advertising budget should be a ‘minimum 
of 2 pct; higher is desirable. I doubt if any 
shopping center store today boasts anything near 
a 2 pet rental. 


But putting these together, in any event, would 
give you a little better than 4 pct for both. The 
added volume of a shopping center store would 
justify a higher allowance for rent, but in ap- 
praising a new move, look at the picture from 
both viewpoints. 


Perhaps an increased advertising budget might 
bring you a better net in your present location 


than a higher rental in another area. 


In any event, experience does point to the need 
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for caution in making a move, especially now 
when there is fast developing a competition be- 
tween shopping centers that is going to demand 
more and more promotion to maintain traffic in 
a given shopping center. 


We don’t want to suggest that moving to a 
shopping center is not good. Actually many 
dealers have made such a move and have had it 
work out quite satisfactorily. 


But we do want to stress the need for caution, 
for other dealers have found that the higher 
rentals they have to pay, with the minimum 
guarantee, will bring them very close to red ink 
with only a moderate decline in volume. 


Self-Service? 
Take It Easy 


Living alongside a self-service food store or 
drug store, as many hardware stores do in shop- 
ping centers, can lead to a dealer putting exces- 
sive emphasis on the potentials of self-service in 
hardware stores. 


Under such circumstances it is very easy to 
forget that the success and stability of hardware 
stores in the past have been derived from their 
character as service stores. 


Certainly anything that will help shorten the 
time required to complete a sale is both desirable 
and necessary. But it can be carried to the point 
where the store ceases to be a hardware store— 
a service store. 


It has been suggested that it would be more 
accurate to use the expression “quick service” 
rather than “self-service” when discussing hard- 
ware store needs. 


“Quick service” is certainly well put and more 
apt, but regardless of how you phrase it, it 
is something that should be approached with 
caution by the .verage independent store. 


Attempts to develop self-service exposes a hard- 
ware store manager to many new problems in fix- 
turing, displaying, in handling cash transactions, 
in pilferage, etc. 


There is also a tendency to over emphasize 
those items that lend themselves best to self- 
service. This ends up with your competing di- 
rectly with the supers, at the sacrifice of your 
strong point—service. 


Just Among Ourselves 





informal editorial comments 


There are undoubtedly many ways in which 
self-service can aid a hardware store. We will 
report in HARDWARE AGE as many experiences 
with self-service as possible. 


Several large hardware firms are currently 
making careful investigations of the potentials 
of self-service in their stores. They have at their 
disposal staffs and facilities not available to the 
average independent store. Let’s see what their 
experiences are. 


Some dealers are looking into self-service by 
converting a section at a time to give them ex- 
perience. This method has merit for the aver- 
age store. 


But, however you tackle it, do not forget that 
your success in the past, in fact the success of 
the whole trade, has been based on a hardware 
store functioning as a service store. 


Sales Good, Collections 
Slower, Buying Cautious 


A recent trip through a number of southern 
states gave us an opportunity to do some visit- 
ing down there. Most of our visits with dealers 
confirmed that business is pretty good in most 
areas, with an occasional soft spot due to local 
conditions. For example, the water shortage in 
some sections of Texas has hit lawn mower and 
garden supplies sales pretty hard. 


Collections on charge accounts seem to be get- 
ting a little slower and many dealers are stepping 
up their collection efforts. There seems to be a 
general tendency to watch buying more closely. 


This cautiousness in buying is also noticed at 
the wholesale level and the number of shipments 
being made with cancellations or back orders is 
growing. More than one dealer told us of switch- 
ing suppliers in an effort to reduce back orders. 


One of the disappointing aspects of our visits 
to stores was the small number that were mak- 
ing use of their Hardware Week kit. The stores 
we visited could not be called a good sample, and 
we can only hope that these stores were not typi- 
cal of the country at large. 


Sear’s hardware week broke in many sections 
during our trip and we saw their heavy news- 
paper promotion and store decorations. These 
decorations in many instances were not as good 
as could have been done with a Hardware 
Week kit. 
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Creating a new standard of quality in the 
low-price field, all parts are made of solid 
brass or steel — no substitute metals are 
used. Lockwood’s new ‘C’ Series is de- 
signed on the sound, basic engineering 
principles originally developed for heavier, 
more costly cylindrical locksets. 


FIELD-TESTED: All functions in the 
‘C’ Series have been field-tested and 
proved under the most severe conditions. 
Cylinder locks have full-size, solid brass 
5-pin cylinders, assuring full protection, 
continuous performance and secure mas- 
ter-keying. 


LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Massachusetts 
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SUBSTITUTE METALS e 


LOCKWOOD'S New ‘C’ Senrizs... 
Finest Quality Locksets in the Low-Price Field 


QUALITY AT 


= 
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REVOLUTIONARY: NEW TOOL 
CUTS INSTALLATION COSTS 


e Reduces boring time as much as 75% 
below previous hand methods. 


Guarantees smooth holes in perfect 
alignment. 


e Ensures rapid assembly of lock to door 
without rasping or whittling. 


e All Lockwood ‘C’ Series sets are ready 
for installation on right or left hand 
doors without any mechanical change. 


Distributed through leading jobbers 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Cut in Federal Spending Won't 
Spark A Business Recession 


The opinion grows in Administration circles that 
neither a Korean truce nor the White House $8.5 bil- 
lion budget slash—mostly in defense spending—will 
touch off a recession trend. 

There are two major reasons: first, the latest gov- 
ernment surveys show production at a record figure, 
and second, the output is being absorbed at retail levels. 

No early slowdown is foreseen in the present high 
income rate. Reports of spotty slowdowns in retail sales 
are regarded as signs of buyer resistance, not a trend. 
No income drop is found in those areas. 

Secondly, Korean activities take only a small portion 
of defense spending. The truce would cut out nothing 
except spending for hot ammunition and related items. 

And after proposed budget cuts, a backlog of more 
than $120 billion in defense orders remains to be manu- 
factured and shipped, and paid for during the next two 
to three years—an average of $40 billion a year. 


OUTLOOK—The change in White House 
policy won’t reduce the present spending rate. 
Attention will be focused on the most needed 

Ed items. The less essential defense spending is to 
be reserved as a possible economy prop “for 
years to come.” 


Congress Now Lining Up Behind 
Eisenhower on Tax Reduction 


President Eisenhower’s firm stand against tax re- 
duction until the budget is balanced is winning new 
converts among both Republicans and Democratic 
members of Congress. 

As a result, there is at present only a dim prospect 
that the excess profits tax will be allowed to expire on 
June 30. 

Endorsement of the White House position by Sena- 
tor Byrd (D., Va.) is helping a number of on-the-fence 
Congressmen to make up their minds about the touchy 
tax reduction question. Mr. Byrd’s views carry a good 


10 


deal of weight among members of both political parties. 

Chairman Reed (R., N. Y.) of the tax-writing House 
Ways and Means Committee sticks to his belief that 
the time is already ripe for tax reduction. Normally, 
the views of the Chairman of this powerful committee 
would prevail in the House. 

But Mr. Reed has been over-ruled—to his astonish- 
ment and indignation—and control of tax legislation 
has been transferred unofficially to the House leader- 
ship. 

OUTLOOK—The excess profits tax is assum- 
ing the proportions of a test issue. If the 
Administration is successful in convincing 

+ Congress that this tax should be continued, 
the prospects for scheduled cuts in income and 
excise taxes also become remote. 


Instalment Curbs May Be Tied 
To Emergency Wage-Price Lids 


Chances that Congress will enact price, wage, and 
credit controls this year are growing slimmer. 

Members of both political parties are beginning to 
wonder if the public is really demanding such controls 
as some pressure groups claim. 

In the Senate, the control bill n.ost likely to succeed 
— if any bill does succeed during the current session— 
has undergone drastic revision. 

As the bill stands now, it would permit President 
Eisenhower to freeze all prices and wages for a 90-day 
period in time of national emergency. He could also 
regulate instalment buying, provided he also imposed a 
price and wage freeze. 

Instalment curbs, could not, as the bill now reads, be 
invoked unless prices and wages also are brought under 
control. It’s questionable if this arrangement reduces 
the threat of credit regulation to retailers. 

In the House, there is little enthusiasm for a control 
law. Leaders are taking a much calmer view. They are 
not convinced of the need for controls. 

(Continued on page 162) 
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LATEST 


Colonial Door Hardware 


This complete line of colonial 
door hardware comes in three at- 
tractive finishes to match Amerock 
colonial cabinet hardware line. Door 
line includes thumb latches, 14 and 
18 in. strap hinges, butt hinges, 
hinge straps, and extra large cup- 
board latch. All items carry out 
Early American heart pattern de- 
sign. Finishes include colonial old 
weathered black, antique copper, 
and Swedish iron. No 1645 DO 








display has mounted samples in 
various finishes and cost dealer 
$9.60. American Cabinet Hardware 
Corp. 


For more data circle No. 1 on postcard, p. 173 


Food Saws 

These food saws have specially 
tempered alloy steel blades that cut 
quickly and easily through bones, 
frozen food and even metals. Blades 
are chrome plated and highly pol- 
ished to insure against corrosion. 
Kitchen Mate, illustrated, has blade 
that locks automatically in four dif- 


12 





ferent positions, and die-cast alloy 
handle with stain-resistant finish 
and convenient hanger loop. Kitchen 
Chief features the Roto-Index prin- 
ciple which gives instant adjust- 
ment of blade by means of Finger 
Locking Lever. It has pistol-grip 
handle of die-cast alloy which is 
chrome plated. Adl-Way Mfg. Co. 


For more data circle No. 2 on postcard, p. 173 


Hose Coupling-Mender 
Clincher-type hose coupling and 
mender of 7/16 in. size, called 
Long-Grip, has been added to lawn 
hose fittings line. For use on plas- 
tic hose, selection of proper size 
fitting eliminates need to heat hose 





INFORMATION ON NEW PRODUCTS AND SERVICES 





or use lubricant. For repairing or 
recoupling it can also be used on 
rubber hose. Line now includes 
7/16, %, % and % in. sizes. H. 
B. Sherman Mfg. Co. 


For more data circle No. 3 on postcard, p. 173 


Outdoor Barbecue Tools 
Three attractive gift sets and 11 

tools that are sold separately make 

up the new Ekcoline Outdoor Chef 


4 





barbecue tools. It includes such 
items as a basting brush, a new 
spear-type fryer that permits hot 
frankfurters to be removed without 
touching them, and matching salt 
and pepper shakers. Metal parts are 
stainless steel; they have long 
shanks, extra-long handles of black 
enameled wood and big hang-up 
rings. Retail prices range from 
$1.25 for standard tools to $3.50 for 
double handled steak grill. Gift 
boxed sets are $5.95, $6.95 and 
$9.95. Ekco Products Co. 


For more data circle No. 4 on postcard, p. 173 
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in hardware merch 


Lock Series 


This Series 440 National LOCK- 
set is attractively styled to comple- 
ment every type of architecture. In 
a wide selection of finishes and split 
finishes, with wear-resistant lac- 
quer baked on, series includes key 
locks, turnbutton locks, pushbutton 
locks, privacy locks and_ knob 
latches. Knob and rose are of brass, 
bronze or aluminum, with all work- 
ing parts of rust-proof, selected 





cold rolled steel. Cylinder is five-pin 
tumbler type, solid brass and easily 
reversible. National Lock Co. 


For more data circle No. 5 on postcard, p. 173 


Corn Server Set 


This No. 607 corn server set of 
durable polystyrene plastic, consists 
of an individual cornhusk-shaped 
dish with two holders. Chartreuse 
dish has deep butter well that holds 
ample butter without spilling over 
the sides. Forest green holders are 
shaped like an ear of corn and have 
two metal spikes to prevent corn 
from spinning around on the hold- 
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FOR THE HARDWARE DEALER 





ers. Set is wrapped in pliofilm bag. 
Suggested retail price is 39¢ per 
set. Federal Tool Corp. 


For more data circle No. 6 on postcard, p. 173 


Cabinet Hardware 


Called Rustic Iron, this new line 
of ornamental hardware features a 
rough textured finish, hammered 
edges, and authentic early Ameri- 





can designs. Available for both 

cabinets and full size interior 

doors. Attractive display, No. 
(Continued on page 170) 






Want more information on these 
products? Then use free post 
card on Page 173. 


TO HELP YOU 


SELL 








AND OTHER DEALER 
27ALE S HELPS 





Power Saw Display 

This attractive counter display 
features the Maxaw 700. It em- 
phasizes the all-around usefulness 
of the saw for professionals as well 
as home users or hobbyists. Piece 
of 2x4 is included with display to 





‘ 
Beet 





(ea DUTY ‘OO ALL BALL AND ROLLER BEARINGS 

HEAVY DUTY 100% ALL BALL AND ROLLE 

WEICHS ONLY 10 POUNDS _ INDUSTRIAL QUALITY 
© Cummins -Chicage Corp. __ 





illustrate angle cuts possible with 
saw. All ball and roller bearing in- 
dustrial quality, saw is light weight 
and low priced. Cummins Chicago 
Corp. 


For more data circle No. 7 on postcard, p. 173 


Rule Merchandiser 
Called the Master Merchant, this 
sturdy display board is a combina- 
tion display and package mer- 
chandiser for rules. It has heavy 
gauge wire racks for wood rules 
(Continued on page 200) 


















































oW she 





300 


Feb. » 

1953 n 

Mar. a HARDWARE 

cig a JOBBERS’ 
_—_STOCK-SALES 
’ RATIOS 


260 


Mar. 
1953 > 





Source: U. 8. Dept. of Commerce 











Some Manufacturers 
Of Durables Trim Output 
But Market Is Strong 


Some curtailment in the produc- 
tion of durable goods such as re- 
frigerators and freezers by several 
manufacturers is regarded as a 
sign that producers just don’t want 
to again get caught with heavy 
year-end stocks. 

However, this is not regarded as 
an indication that these manufac- 
turers are in any way worried 
about the ability of the consuming 
public to absorb a heavy flow of 
durables later this year. 

It appears at this time that the 
Federal Reserve Board’s Index of 
production for April will be close 
to that of the previous month. 

A majority of business executives 
interviewed by Dun & Bradstreet 
are optimistic that the high level 
of sales and earnings will be main- 
tained during the last half of the 
year. 

The manufacturers are more 
confident on this score than re- 
tailers, who are more optimistic 
than wholesale distributors. 

A slight quickening in retail 
sales volume at the end of April 
was attributed by Dun & Brad- 
street to the beginning of mild 


14 

















































HAR 


ecerel 
cover 











r 
r 
rt 
r 











UO? > HARROW ae! 
7 =Te1 








r 
r 
r 
r 
r 


“2. bit 
Cleerce ©L eC 
Tleere rer ¢ 
r 
r 


r 
r 
r 
r 
¢ 


Si i i | 


> Some Steel Prices Raised 


> Wholesale Hardware Sales Up 
> Fair Trade Upheld in California 


weather. The weatherman has 
been no friend of the retailer, this 
Spring, but with the start of warm 
weather a renascence of shopping 
for hard goods as well as summer 
clothing is expected. 

There isn’t even a hint of a re- 
cession on the horizon right now. 


Employment Continued 
At Record Level 


In a roundup of economic condi- 
tions, the Federal Reserve Board 
reports that in March seasonally 
adjusted employment in non-agri- 
cultural establishments continued at 
the record level of 49,000,000 and 
was about 1,500,000 above a year 
ago. 

Average weekly earnings at fac- 
tories advanced to $72.10 in March 
—8 pct larger than a year ago. Un- 
employment declined seasonally to 
1,700,000, the lowest March level in 
the postwar period. 

Department store sales in March 
and the first three weeks in April 
remained above a year ago and close 
to levels of the two preceding 
months—after allowances for Eas- 
ter and other seasonal fluctuations. 

The average level of wholesale 
commodity prices declined slightly 
from the latter part of March to the 
latter part of April. 


Home Construction 
Seasonally Slower 
Value of construction contract 


awards increased seasonally in 
March for most major categories, 
reports the Federal Reserve Board. 
Housing units started increased 
less than seasonally in March to 
97,000 from 77,000 in February. A 
year earlier 104,000 were started. 


Cabinet Officers 
Predict Good Business 

Secretary of Commerce Sinclair 
Weeks predicts that the long-range 
outlook for prosperity is bright and 
there is no reason to fear a slump 
when and if peace comes. 

“There will be no sudden nose- 
dive in defense production,” Mr. 
Weeks assures the business com- 
munity. 

Mr. Weeks is joined by Secretary 
of the Treasury George M. Hum- 
phrey in predicting fair economic 
weather. Mr. Humphrey says the 
United States “is not headed for de- 
pression” in the event of an armis- 
tice in Korea or world-wide peace. 
“There is no reason to fear peace,” 
Mr. Humphrey says. 

Mr. Weeks, however, warns that 


(Continued on page 242) 
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In every community, there’s at least 
one hardware store that builds up a 
reputation for having its shelves am- 
ply stocked with a wide selection of 
dependable, well-made merchandise 
...a store that customers look to first 
for their hardware needs. 

It’s easy to make your store that 
kind of store! Put in a well-assorted 
line of RB&W nuts, bolts, rivets and 
screws. You'll be surprised at their fast 
turnover; your customers will like the 
idea of finding exactly what they’re 
looking for on the very first try. 

And with RB&Ww’s attractive mod- 
ern packaging, there’s no poking and 


STOCK THE LINE THAT BUILDS 


Yessir! You name ft... 
and weve got it for you / 


oud Frit! 


hunting in mixed-up stock drawers — 
you can put your hand on a specified 
item quickly and positively! What’s 
more, with the unique RB&W “upside- 
down” boxes, the contents just can’t 
spill out when you wait on a customer. 

Because RB&W fastening items stay 
in steady, year-round demand, you 
can stock them in quantity, with no 
worries about style changes, no wor- 
ries about deterioration in storage, no 
worries about time-consuming reor- 
dering. Decide now to stock a com- 
plete line of RB&W fastenings, and 
then watch your reputation and your 
profits grow! 


108 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales offices at 
Philadelphia, Pittsburgh, Detroit, Chicago, Dallas, San Francisco. Sales agents at: Portland, Seattle. 


Available at Leading Wholesale Hardware Distributors from Coast to Coast 












































BRAND WARE 


i,.X wares promotion 
one of the biggest 


In the housewares business, June begins the 


“Soff season.” 
But not this year! Not this year! 


This year, PYREX Ware makes the “on season as 


never before’’! 


It’s the month tor brides and wedding gifts. 

It’s the month to make cooking quick and cool! 

It’s the time for PYREX colored Bakingware, Flameware, 
clear Ovenware, colored bow] sets, and colored 
refrigerator sets. 

To help you speed your June sales from a shuffle to a 
sprint, Corning has put together the biggest summer 


promotion in the history of housewares. 


Remember, when you push PYREX Ware, you push the 
most profitable merchandise in housewares. Fast turnover, 
maintained mark-up and local deliveries with little 

or no freight cost . . . all combine to give you more for 
every dollar you put in PYREX Ware. 

Order now. Be sure you have enough stock on hand. See 


your local Corning distributor and make June a BIG month! 
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2 Pages 
in LIFE 


Your June selling-story goes 
before 23,950,000 readers of LIFE 


which includes a whopping big 





number of your regular shoppers! 


a product of 
PY he EX ware Corning Glass Works 


Corning, N. Y. 
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PICKIN’ 


helps you make June 
months of the year! 


Local 
Newspaper 
Support! 


This June, PYREX Ware promotion is getting powerful newspaper 








promotiori, too, with eye-catching, selling advertisements running 


in 227 principal trading areas! 


2 Ways to 
Take Advantage! 


1. Tie in your own advertising with free mats from Corning! 





2. And make your store headquarters for the big PYREX Ware summer 
promotion with the colorful promotion banner which will reach you 


about May 15th. 
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...and FIRST CHOICE for profit 
ng ELECTRIC HOUSEWARES gifts! 


NEW 


TOASTMASTER 4.0 Le Guitz 


Featuring exclusive new Power-Action that automatically 
lowers bread, starts it toasting, serves it up fast. . . all by itself! 
The amazing ease and speed of Power-Action are sure to attract, 
interest, and convince. Look for sales action right away. 
Beginning this month, big, 4-color two-page spreads in LOOK and 
the POST will tell your customers all about the new 
‘Toastmaster’’* Super De Luxe Toaster. Toast Control Dial 
gives choice of toast that’s light, dark, or in-between 
( . perfect every time. Light finger pressure on dial 
' raises toast at any time. Plan now to give prominent display space 
to this fascinating gift of gifts. $27.50 retail. 

















€VERHOTS.2. Zt Qn 


Automatic cooking at its cleanest, coolest, worksaving best! 
Nationally advertised, continually gaining in popularity as a gift item. 
Does everything any full-size oven will—in a fraction of the space—and no 

messy oven cleaning afterwards. Exclusive Turn-A-Knob Cover Lifter 
opens, closes, and locks cover or holds it in any open position. Fiberglas 
insulated. Pilot light glows when current is “‘on.’’ Adjustable lift rack. 
Observation window. With 5-pc. ovenware glass dish set, $44.95 retail. 
New budget-priced Everhot Roaster Oven, $37.95 retail. % 


Manainc-Bowman I 


hus biniliow Coll 


A handsome table grill, a big, double-duty profit-maker in your store. 
Toasts two sandwiches or bakes two waffles at one time. 
Priced to please the gift shopper with a limited budget. Has all the added 
usefulness that only a dual-utility appliance can give. 
Heat indicator in cover tells when to pour batter. Converts in seconds from 
grill to waffle baker. Bright chromium finish. Sturdy, cool Bakelite feet 
and handles. A value leader at only $14.95 retail. 





* Toastmaster,” ‘‘Everhot,”” and 
Me Graw Electric Company — uit 
ELGIN © ILLINOIS 
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the smart old beggar? 
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According to legend, he sat in the sun at a famous tourist 
spot. 

The word got around that, if anybody offered him the 
choice of a dollar bill and a 25-cent piece, he was so stupid 
he always took the quarter. 

Thousands came, to try the trick and laugh at his 
ignorance. They never realized how smart he really was: 
because he knew that the first time he picked the dollar 
bill his beautiful little racket would end! 
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Hardware Store Merchandising 


is another story, entirely 


considerations, isn’t it? 


Every retail merchant in the world is in 
The Robeson Shurkdge cutlery line offers 


business for exactly one reason: to make 
the BIGGEST profit he legitimately can. 
Therefore, your original mark-up on any 
item you carry in stock is one of your first 


hardware stores one of the highest percent- 
ages of profit of any brand distributed in 


America. 


To Learn How Robeson Cutlery Can Increase 


Your Profits, Turn the page... .....+++++ 


ROBESON CUTLERY CO., INC., PERRY, N. Y. 


\ 
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Join these top stores... and make more money! 


A few months ago, an independent Research com- Know why? It’s simple arithmetic. A Robeson 
pany on assignment from Robeson, made an in- dealer buys direct from the factory—buys the 
tensive survey of Cutlery Department operations whole line from one sourcee—and on the great 
in several dozen top hardware stores from coast to majority of Robeson items his mark-up averages: 
coast. All stores interviewed are Robeson dealers. 16-2/3% more than on “jobber” items 


One of the questions asked store owners was: ‘ ; 
| Why settle for less? There may be a Robeson 





Direct-Franchise open in your territory right now. 
The coupon is the fastest way for you to find out. 


“Tow profitable is | THE ANSWERS! 























your Cutlery oper- ee : — 
ation, incomparison 62% said Cutlery is Que of the a 
with the veneral MOR kK profitable h _ , - available are s 
a on a FILL IN AND SEND TODAY! fo Re your shel 
4 ~* ¢ od 4 a . 
departments?” | JUST AS profitable ~ ” 
Robeson Cutlery Co., Inc., Perry, N. Y. y 
| I'd like to investigate the possibilities of a Robeson direct | 
| dealership. Please send me all details. | 
| | : 
| STORE | : 
ROBESON CUTLERY CO., INC. | “”"* | | 
ad . city STATE . LIGHTIN 
PERRY, N. Y. | SIGNED | 
Ee ROT J u 
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TO BOOST YOUR 


LIGHT BULB 
BUSINESS! 


Yes, Sylvania offers you every possible 








sales aid .. . from pre-pricing and planned 
packaging to popular premium promotions and 


special purpose bulbs for seasonal use. 


Also, eye-catching, point-of-sale displays, and big 
self-selling merchandisers. Plus ad mats, plus 
national advertising, plus commercials over the 
nation-wide TV show “Beat the Clock.” 


Valuable booklet lists Sales Helps 


To make sure you are getting all the “helps” you’re 
entitled to, send for our new illustrated booklet. 
It lists all sales material and gives you an over-all 


picture of Sylvania’s complete, coordinated 


program. You'll find it mighty profitable reading. 


Mail the coupon for your copy NOW! 


ylvanta offere you Everything! 














Special Pr 






The New #480 Merchandiser 
One of the many popular bulb mer- 
chandisers Sylvania now offers. Also 
available are special bulb racks made 
to fit your shelves. 


material. 


SYIVANIA 


LIGHTING « RADIO ¢ ELECTRONICS « TELEVISION 


In Canada: Sylvania Electric (Canada) Ltd. 
University Tower Bidg., St. Catherine St., Montreal, P. Q. 
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Sylvania offers pro 
lar premiums to help build 
multiple sales. Display carton 
contains colorful point-of-sale 





THE MOST COMPLETE 
AND POWERFUL SALES- 
HELP PROGRAM 
EVER OFFERED! 


| 
| 
| 









Pre-pricing of Sylvania 
bulbs and handy 4-packs saves 
your time and encourages mul- 
tiple-bulb sales. 


Multi-purpose Profit Makers 
Sylvania heat lamps assure a 
continuous, year-round busi- 
ness. White or hard-glass red 
bowls. The lamp of a hun- 
dred uses. Display material 
included. 





an Gees cee ean ae GRO RD cee cen evenness ome —---47 


Sylvania Electric Products Inc. 
Dept. 3L-4905, 1740 Broadway 
New York 19, N. Y. 


Please send me new illustrated booklet, “More 
Profits for You,’ 1-654, showing Sylvania’s mod- 
ern light bulb sales helps. 


Name 





Store 
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AMERICAN’S a ; : 
Here’s another hot item for 


wholesalers, retailers, and for their customers ...a new 


M Oo dern American Wood Screw Assortment of 14 pieces each 
of 7 most popular sizes... 3 head styles... all cadmium 


Me rch roa) disin re | ew: plated for rust resistance . . . neatly packed in plainly 
labeled jars . . . and offering far more per package than 


any other deal! Home workshoppers will reach out to 


N EVV e 908 pe ] grab this top buy. 
, Package is a re-shipper carton with 12 jars com- 


partmented in break-proof security. And the carton is 
VV eye! re | NYe rew all ready to stencil and ship out. Write today for 
American’s deal on this new sales-building assortment. 








9 8 Co 1838 
SELECTED ay SCREWS SJ 


/4" x No- 8 
granens Mo NE No 10 AMERICAN ai 
2 MOS, gc Wo. 20 ! SCREW Ae) 
7 oval He a COMPANY w 
Round Head 14-—- S) \ 
a— s/s"ame-S io WILLIMANTIC, CONNECTICUT S(((( a 


Main Office & Plant 


Willimantic, Conn. 
Office & Plant, Norristown, Pa. 
Office & Warehouse, Chicago, lil. 
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WOW EVERY Silver Steel HANDSAW 
1S PROTECTED WITH THE NEW 


eh: POORER AANA aw 


Fingerprints wipe right off! No more lost sales from rusted blades! 
No more loss from dampness or salt air! No more customer comebacks! 


EM CIMERRING 


| 
| 
We " orm 
von | 


piv 
as WALES 


4, 1953 
Atkins Saw Division, Borg-Warner Corporation « Successer to E.C. Atkins and Company - Indianapolis 9, Indiana 





NOW 


MANN’S 
Handles 


While it is still part of a tree, wood is protected by bark 
and by sap against the ravages of nature. This same wood, 
as lumber, is denied a defense and, unless treated, deteri- 
orates rapidly. 

Mann Edge is proud, therefore, to introduce what we be- 
lieve to be the first “weatherproofed” handle on the market. 
Oil impregnated, this U. S. #1 hickory handle will resist, like 
a tree, the heat, cold, moisture and dryness that all tools, 
used out-of-doors, are subjected to. 

This advance in handle making, coupled with the ac- 
knowledged superior quality of Mann Axes, Hammers and 
Hatchets cannot help but make Mann a top selling line 
for you. (For those who prefer, standard finish handles will 
be used when requested.) 

Write for free catalog which illustrates and describes the 
complete Mann line. 


$* 44K FS 


Write for free catalog which illustrates and describes the Mann line. 


Lnm\la 
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EDGE TOOL COMPANY B J 


LEWISTOWN, PENNSYLVANIA 





HARDWARE AGE, MAY 14, 1938 





Engine and 
Electric Drives 








- Dynamic display - 35 ways to sell mowers 
posters - 30 newspaper story 
- Electric blinker signs portfolios 


TH E TR I PLE - ACTION MOW- MASTE R . Window feature cards . Radio announcements 


MOWS GRASS * CUTS TALL WEEDS * PULVERIZES LEAVES* - Multi-color sales . Newspaper advertising 
: broadsides mats 


Here’s a line of power mowers packed with every sales- .  Multi-color direct mail . Electros of all 
compelling feature your customers demand... smoother folders M-M models 


. ‘Completely new sales 
schemes 


“Care of Lawn” 
brochures 





cutting — lighter weight — non-tip safety construction — 
easy starting—POWERFUL—A mower you'll find easy to 

sell, one that your customers will be proud to own. Look PLUS POWERFUL NATIONAL ADVERTISING REACHING 
over the big list of FREE dealer sales getters. Then write, CES SF Canes 

wire or phone for the complete Mow-Master Feature 

Story and Deal for 1953. Make it a banner profit year MAIL THIS COUPON FOR BIG 1953 DEAL 


with Mow-Master. Propulsion Engine Corporation, Dept. 10 

7th Street and Sunshine Road 

Kansas City, Kansas 

Send full details about the new Mow-Masters for 1953 


PROPULSION ENGINE COR PORATION and sales plan, prices, etc., without obligation. 
SUBSIDIARY OF FOOD MACHINERY AND CHEMICAL CORPORATION 
7TH STREET AND SUNSHINE ROAD, KANSAS CITY, KANSAS 


*with Grind-A-Leaf attachment 











Address 





City. Zone__ State 
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FEATURES 


Blade and front strap a single unit. 


Blade and straps forged from High Carbon Steel. 


Blade and lower section of socket carefully 
tempered. 


Straps are pre-formed. 


Uniformity in lift and balance of every tool - 
hang and balance never change. Pre-forming 
of straps the guarantee. 


Strength comes from its tubular shaped 
tempered socket filled by handle driven 
in under great pressure. 


APPROXIMATE 
WEIGHT 3% 
to 3% Ibs. 


LIGHTER STRONGER 


FEATHERLITE meets railroad track 
shovel weight test of 200 pounds! 


PARKERSBURG, W. VA. O. A M E S i O. NORTH EASTON, MASS. 
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ODAY’S budget-minded buyers like the Coburn 

Swing-Over Garage Door Set. They like its attractive 
price ... its ease of installation ... its smoothness and 
quietness of operation ... and the long-lived, trouble-free 
service it gives them. 

Coburn Swing-Over Garage Door Hardware is adaptable 
to all types of garages—new or conversion jobs. You'll find 
that its broad customer appeal makes it a fast-selling, 
profitable item to handle. Write for catalog and 
prices to Sales and Engineering, 56 Sterling 
Street, Clinton, Mass. 


THE COLORADO FUEL AND IRON CORPORATION * Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION © Oakland, California 


WICKWIRE SPENCER STEEL DIVISION © Atlanta * Boston * Buffalo 
Chicago * Detroit * New York * Philadelphia 


COBURN PRODUCTS 
CF 
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NEW True TEMPER dynamic LAWN RAKE 


A LARGE CAPACITY RAKE 
PRICED FOR VOLUME SALES! 


] fi OW you can offer all your customers—both home owners 
ore top $4 és eatures and professional gardeners—a large capacity, top 
quality rake at a popular price! 
than an other The Dynamic’s steel teeth are tempered for long Jife— 
Y scientifically spaced and shaped to rake clean even in heavy litter. 
The raking edge is straight and flat for “pulling”’ 


instead of ‘‘sweeping”’. 
lawn rake made! All teeth are held firmly in a one-piece tubular socket 


ferrule of heavy gauge steel. 4% ft. ash handle is fire hardened 
to protect against weather, wear and vermin. Over-all spread 
of teeth 22”. Over-all length of head 19”, with a 
raking depth of 2”. 
Yet with all these top sales features, the new Dynamic is offered 
at a price much lower than any comparable rake! So 
place your order with your True Temper Wholesaler soon, to 
take full advantage of the big sales possibilities of the 
new Dynamic Lawn Rake! 









POWERFUL 
FLEX-ACTION 






22 
TEMPERED 
SPRING 
STEEL TEETH— 
STRAIGHT, FLAT EDGE 








STRONGER 
1-PIECE SOCKET 
FERRULE 


ANS 


FIRE HARDENED 
ASH HANDLE 


7A ‘ 





HS wp 
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TRUE TEMPER Corporation 


Cleveland 15, Ohio 
FOR OVER 100 YEARS MAKERS OF FINE TOOLS, FISHING RODS, GOLF SHAFTS 
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Now ROADMASTER Brings You 


The Greatest New Bike- 
Selling Program in Years! 














ROADMASTER’S Uiloe Ahead PROFIT PROGRAM! 


.-- featuring the ROADOMETER= exclusive new Roadmaster extra! 


SALES APPEAL FOR YOUR CUSTOMERS— because BIG PROFIT OPPORTUNITY—Get in on the 
the Luxury Liner is America’s only fully- Roadmaster “Miles Ahead” Profit Program 
equipped bike—with a Roadometer! The kids today—it’s breaking big! Get your share of 
love it—they can show other kids how many profits! 

miles they go...have more fun on bike hikes! 





NATIONAL ADVERTISING SUPPORT FOR YOUR 5 el | Ame ri ca’s 

SALES— Sales power of television (including only fu lly-eq ui pped bike 
coast-to-coast OMNIBUS), radio, consumer 
ads in LIFE, BETTER HOMES & GAR- e Exclusive Roadmaster Roadometer 


DENS. Juvenile coverage in scholastic and —moswures the miles! 
comic magazines e Shockmaster coil-spring fork 


—smoother ride. 

CUSTOMER BUILDING AT YOUR PLACE OF ¢ Easier-pedaling tire 

BUSINESS— Coupon in all national ads helps —made of natural rubber. 

us to direct sales prospects in your area to ¢ Searchbeam headlight—better visibility. 
you. Free promotion kit includes display unit, @ Electronically welded frame 

window streamers, direct mail pieces, news- —100% stronger. 

paper mats, fact tags, “It’s Fun To Peddle * Safety bumper bars (front and rear) 


s ” ’ . . —more protection. 
— salesman’s book and a bike hike ¢ echt teed diieeeen. 





















THE CLEVELAND WELDING COMPANY 
W. 117th St. & Berea Rd., Cleveland 7, Ohio 
Subsidiary of 
AMERICAN MACHINE & FOUNDRY COMPANY 
New York 
me me ee mm) eee 
ROADMASTER, Dept. HA-535 
" West 117th Street and Berea Road, Cleveland 7, Ohio 
1 would like further information on the ROADMASTER 
1: *“*MILES AHEAD’’ PROFIT PROGRAM FOR 1953. 





*Road ft ft tically and records 
miles. Records every |/10th mile up to 10,000 miles! 











As original equipment the Roadometer is i ee 

a bike-selling idea that’s completely new i 

—and yet it’s a natural! Measures miles ADDRESS. 

just like instruments used on cars and 

motorcycles. And it will prove a sure-fire i city _IONE__STATE 





business getter for you! 































Featured in READER’S DIGEST ( October 1951) 


SATURN 
OVER 
RIVIERA 


with SNAP-in SWIVEL WASHERS & FAUCET SEATS 


U. S. PAT. No. 2,443,012 


for a lasting “do-it-yourself repair” 


Mr. Dealer, the new management of Snap 
Products Corporation brings you a complete 

new sales and advertising package! New display 
material—new packaging—new national 
advertising in Popular Science, Popular Mechanics, 
Good Housekeeping, your local newspapers, 

plus Institutions and Industrial Maintenance. 


Snap-in Swivel Washers and Faucet Seats 
last 10 to 20 times longer than ordinary bibb 
New Packaging washers—economical—easy to install; stainless 
Attractive counter display — shows steel and corrosion resistant metal parts- 
the product installed as used. molded neoprene washer disc. 





New Pliofilm Envelopes New Recognition New National Advertising 
New Pliofilm Envelopes Snap-in is the only swivel With a complete schedule 
allow instant identification washer and faucet seat of for local newspapers and 
and selection of washers its type to bear the Good national magazines. 
or seats. Housekeeping Seal of 

Approval, 


SNAP PRODUCTS CORPORATION 


3615 South Jasper Place Chicago 9, Illinois 
HARDWARE AGE, MAY 14, 1953 
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never rusts! never tarnishes! 
SCHLAGE 





ALUMINUM LOCKS 










Luster i i 

bcp aluminum 18 SO resistant to the effects of 
E emenh wa that it will retain its satin-silver beaut 
forever out polishing. *Luster Sealing is not a an 


\ ing process. Through electrolytic action the aluminum is 


\, 


~ . 


OVER RS 
RIVIERA i 


ee eee 


A Schlage sales-making combination! 


COLORFUL 
PAMPHLETS 


Sales literature and 
envelope stuffers 
will help do part of 
your selling job. 





COUNTER DISPLAYS 


Schlage counter cards tell the story of 
the amazing resistance of Luster Sealed 
aluminum to corrosion. Lock mounts 
display Luster 
Sealed aluminum 
locks where cus- 
tomers can see 
and try them. 





NATIONAL | a = 
ADVERTISING & 


Thousands of architects 
and builders are reading 
about Schlage Luster 
Sealed alumi- 
num locks in 
leading trade 
journals. 





























Now — available 
for pr ompt delivery 


Schlage locks with this tough 
Luster Sealed surface are now 
being produced in sufficient 
quantities for Prompt 
delivery to all parts 
of the country. 


See your nearest Schlag 
s e 
Jobber 


bd . 
‘An adaptation of Alcoa's Alumilite process. 
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The prime purpose of a heating system is to 
heat, of course, and radiant panel heating does that 
superbly. But these modern heating systems have 
much more to commend them from a woman’s 
point-of-view. And what women want, men get 
for them. 

Because the heating panels of steel pipe are 
concealed beneath the floors or in the walls or 
ceilings, every inch of wall and floor space be- 
comes available for use and decoration. Rooms 
seem larger, as a result, and furniture can be 
positioned in many more ways for complete 
decorative freedom. Women love that, just as they 
appreciate the greater cleanliness because there 
are no drafts, blasts, or hot or cold spots to cause 


Sreel Pie 


is Fst Choree, 





There’s wall space galore... 








a 
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When the heat’s in the floor! 


wall streaks and dirt deposits. 

So, more and more, architects, builders, and 
plumbing and heating contractors are planning, 
specifying and installing “invisible” heating (as 
the ladies call it!), utilizing the natural advantages 
steel pipe offers for radiant panel systems. 

They know that steel pipe has demonstrated its 
durability through more than 60 years of perform- 
ance in hot water and steam heating systems. They 
know that, to the advantage of economy, may be 
added the factors of formability and weldability es- 
sential to satisfactory fabrication of coils and grids. 

Yes, steel pipe is first choice ...for radiant heating, 
snow melting and other applications, the most 
widely used pipe in the world! 


A free 48 page color booklet “Radiant Panel Heating with Steel Pipe” is available. Write for your copy. 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N. Y. 
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MARKET FOR PLUS PROFIT! . | 
E Tastes lors a | 


More Fun te Moke / 
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4-Quarr HANDYFREEZE 
Cat. No. 2204, AC-UL, 
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oe eee $27.50 eS t*a8 sane? 
x ty Yondyfreeze |S 
6-Quartr HANDYFREEZE HY ten eter . 
Cat. No. 2206, AC-UL, Megan steer 28 
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List price.........931.95 
Slightly higher West of Rockies 


4 


1-Quart HANDYFREEZE 
Cat. No. 2201, AC-UL, 
ee re $19.95 


























STOCK Handyfreeze NOW 
FOR “‘PLUS PROFIT’’ DURING 
YOUR SUMMER SELLING SEASON! 


py. 
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Cash in on the popularity of better tasting, old 
fashioned home-made ice cream at picnics, 
outings, garden parties, back-yard -bar-b-q’s. You 
can be sure of ‘‘plus profit’’ and extra sales with 
the Handyfreeze electric ice cream freezer. The 
Handyfreeze Counter Merchandiser unit shown 
above provides a complete sales department in less 
than one square foot of space. Yes, you tap an 


unsaturated market to get ‘“‘plus’’ volume on re- 
minder and impulse sales—capitalizing on your 
customers’ self-service buying habits. Investigate 
the self-selling ‘‘plus-profit’’ opportunities — 
with Handyhot specialty appliances. Write aa 
for details today—Address dept. HA-553. ~ 


ELECTRIC HOUSEWARES— 
FIRST CHOICE FOR EVERY GIFT OCCASION 
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There's 
no substitute 


for Opal! 


It's America’s most popular insect wire screening! 
Better looking, longer lasting, easier to install with exclusive 
Multi-Strand edge and precision-made, uniform mesh. 
Fora real money making trio, stock galvanized Opal with those other 


two favorites ... Aldura aluminum and Liberty bronze. 


NEW YORK WIRE CLOTH 
COMPANY 


63 Park Street, New Canaan, Conn. 
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PACKAGED FASTENERS 





They speak for them- 
selves! Your satisfied 
customers tell why... 
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REPEAT SALES! 
— 






















pLAINLY LABELED Fo 


- / 
Yes — your salesmen praise the eye-appeal of 4$> Se — 2 Bild ; 
Central Packaged Fasteners. Color-coded labels RVice Lae) cusTOMER®? be 
enable them to select type, size and head style © waitinG! 
at a quick glance. American industry has used 
Central’s finest line of precision fasteners for 
nearly half-a-century. For real ‘Shelf Appeal” 


specify Central Packaged Fasteners. 


Speetfy Cc E NTRAL «the Complete line! 








@ WOOD SCREWS @ STOVE BOLTS 
@ TAPPING SCREWS @ DRIVE SCREWS 
- @ MACHINE SCREWS @ SEMS SCREWS 


@ WING NUTS AND CAP NUTS ®@ THUMB SCREWS 
STANDARD SLOTTED AND PHILLIPS RECESSED HEADS 
@ HEXAGON AND SQUARE NUTS @ WASHERS 


LOS ANGELES CALIF 


"You Can Depend on Central’ 


CAreai) CENTRAL SCREW COMPANY 


3501 SHIELDS AVE., CHICAGO 9, ILLINOIS 
3028 E. ELEVENTH ST, LOS ANGELES 23,CALIF. © 149 EMERALD ST., KEENE, N.H 
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first real pipe that is plastic! It offers more 

features for the money — features that 

farmers, ranchers and homeowners want. 
It is lightweight (only th as heavy as steel), 
can be installed easily by one man, and assures 
years of trouble-free service. 


a The best buy in piping is CARLON ... the 


lines and curves around obstructions. Be- 
cause it is furnished in long lengths (up to 
400 feet), fewer fittings are required. It 
can be cut to length by means of an ordinary 


; Flexible CARLON follows uneven ditch 


* Buy the Poe with the Stripe! 


SSA 
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handsaw or knife and connected quickly with 
molded plastic fittings. Adapters permit easy at- 
tachment to threaded fixtures or metallic systems. 


CARLON plastic pipe assures customer 

satisfaction because it is guaranteed for- 

ever against rot, rust and electrolytic cor- 

rosion. Every foot is factory-tested for 
more than 8 hours at higher-than-working 
pressures. You'll find it convenient to stock 
CARLON because coils require minimum space 
and can be handled by one man. 


Write today 
for literature. 





CARLON PRODUCTS 
CORPORATION 


Pioneers in Plastic Pipe 





Canada: Micro Plastics, Ltd., Acton, Ont., Export: H.E. Botzow, New York City 
10300 MEECH AVENUE ° CLEVELAND 5, OHIO 
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~ Here’s why it’s better than ever... 


1. Interlocking principle positively prevents slipping under any load Here’s the new, improved Channellock 

. .. the heavier the job, the greater the interlocking attion. Plier— bringing to you new features 
which offer, more positive gripping, 
greater strength and longer wear. The 
1 ; ae ee: ; undercut interlocking channel is the 
New nose design provides greater utility for gripping small objects. first really new idea in plier design in 
Patented design of tension edge provides more strength and elimi- years. Engineering skill has developed 
nates stress concentration at channels. a plier with new patented features 
which give you the newest, strongest, 


be ‘ : : most practical plier you can buy. Here 

6. Precision machined interlocking surfaces provide perfect fit, thus is a plier that will Jast for years! Chan- 
distributing pressure evenly. nellock Pliers—made only by Champion 

7. “Rite Angle” teeth guarantee maximum bite and minimum wear. DeArment Tool Co., Meadville, Pa. 

Channellock pliers are listed in 


Send pr YOUN Catalog Lodayg. the Yellow Pages of most Tele- 


phone Directories under ‘'Tools"’ 


, ‘ DESIGN TH 
y y , ; zy) r 
‘ y T 
NAA hh ( Pe Ssouetes Att © we, 


CHAMPION DeARMENT TOOL CO. MEADVILLE, PA. 





New type wide base lugs provide maximum cross section strength 
. . cannot shear. 





5. New interlocking design minimizes stress on joint bolt. 
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Build big floor covering business with 


Get dollars from inches with the 


KENSTYLER 


Just a small section of your counter becomes a complete flooring 
department! The KenStyler is a colorful display that lets cus- 
tomers arrange their own designs, see just how Kentile will look 
in their homes. Clinch self-installation sales this time-saving way. 


3 00 Complete with Samples of 
Only 10 Actual Tile, Self-Installation 


Manuals, Full-Color Leaflets. 

















KENTILE for self-installation! 


People everywhere ask for Kentile...won’t 
take any other asphalt tile. Because they 
know the famous name...rely on the famous 
quality...want the famous low-price! 


And, every week millions and millions more 
are sold on Kentile Floors for their homes 
because full color ads appear in the leading 
national magazines, business papers and 
Sunday newspapers. 


Get full information...find out how you can 
join the growing number of progressive deal- 
ers who are profiting with KENTILE. Contact 
any of the conveniently located Kentile, Inc. 
Offices listed below. 


The Kentile Line fs Your Profit Line 


KENTILE 


The Asphalt Tile of 
Enduring Beauty 


KENTILE, INC., 58 Second Avenue, Brooklyn 15, New York * 350 Fifth Avenue, New York 1,N. Y. * 705 Architects Building, 17th and Sansom 
Streets, Philadelphia 3, Pa. ¢ 1211 NBC Building, Cleveland 14,Ohio * 900 Peachtree Street N.E., Atlanta 5, Ga. * 2020 Walnut Street, Kansas 
City 8,Mo. * 4532 South Kolin Avenue, Chicago 32, Ill. * 4501 Santa Fe Avenue, Los Angeles 58, Calif. * 452 Statler Building, Boston 16, Mass. 
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Hook-Ring Attachmenf 
On Each EVANS Tape 
At No Extra Cost 








ABSY SMH aw 


this time with 


NEW “LONG-LINE” 


“WHITE- TAPE 


COMPARE THESE SUPERIOR QUALITY FEATURES WITH 
THE FINEST TAPES YOU'VE SEEN AT ANY PRICE 


Hook-ring combination for one-man measuring on every tape. Jet black 
markings on snow white Bonderized steel, 4g” wide, marked in feet, 
inches, and eighths; foot numbers at every inch; economical replacement 
blades can be installed in seconds, without disassembly ... improved 
anti- backlash winding. 

Inner case — steel, heavily zinc plated; strong die-cast zinc winding 
reel with housing, recessed crank, and double-roller mouth piece; all 
heavily chrome-plated for rust resistance. 

Heavy leather-grained cover of DuPont vinyl, fully resistant to mois- 
ture, scuffs, and stains; held by stainless steel edge band. 100% guaran- 
teed throughout. 


ASK YOUR JOBBER about Evans Lo-Inventory Assortment giving you 
full line at minimum investment and about Evans’ superlative free 
9” x 12” counter display. 


Ewatea & CO. 


ELIZABETH, NEW JERSEY, U.S.A. 
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Makers of Evans ‘““WHITE-TAPE” 6-8-10-ft. 
Evans PW Series “WHITE-TAPE” 6-8-10-ft. 
Evans 6-ft. Folding Rules * Evans “Folding Yardstick”’ 


LIST PRICES 
25-ft.°3.49  90-ft. °4.49 
19-ft. 5.49 —100-ft. °6.49 


Hook-Ring combinations on all sizes. 
Prices slightly higher Denver West. 





How Is It Possible? Evans is the only manufac- 
turer concentrating on steel tape production who 
fabricates from the raw steel to the finished prod- 
uct. Now, extending their specialized concept of 
manufacturing into this big, new market, Evans 
has designed and built all its own tools and dies 
into a new plant around the only long tape pro- 
duction line of its kind in the world. This produc- 
tion set-up, aimed at mass sales, enables Evans to 
bring you the long-line “White- 
Tape” at a new market price level. 





® 
e . 
Vansa° 
Evans English-Metric Steel Tapes for export. 

































INTERLANDI 


“EVERYTHING HINGES ON HAGER /:" 


FREE! if you enjoyed laughing at Interlandi’s mirth-making cartoon 

this month, send for Hager’s new book containing 28 full-size popular 

“Everything Hinges on Hager” cartoons! It’s FREE! Just address 

C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street + St. Louis 4, Mo. 
Founded 1849 — Every Hager Hinge Swings on 100 Years of Experience 
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No. H14 WOOD 
BORING DRILL SET 


Five Carbon Steel Drills in 
each set, all with 4 inch shank 
for use in portable electric 
hand drills. Tempered to avoid 
damage when striking nails 
or screws. Packed in sub- 


stantial box with clear plas- 
tic cover. Six sets in a display 
carton. 


No.H45 METALWORKING 
DRILL SET 


Five High Speed Steel 
Drills in plastic container. 
Special fast-starting point 
prevents slipping and 
shifting. Effective in thin 
or heavy metal drilling. 


4 RED suet says: Unit sales ate larger, sales costs lower, profits larger with these Drill Sets." 
Sg 
=] 


Stock and display these Shield Brand Drill Sets. Drills are industrial quality, beautifully 
You'll reduce selling costs and increase profits _ finished and packaged for display. Na- 
in your tool department as compared with tionally advertised in Popular Mechanics 
selling one drill at a time. Magazine. Ask your distributor’s sales- 

Set No. H14 retails at $3.98. man for Standard Shield Brand Drills 


Set No. H45 retails at $8.00. in sets. 








STANDARD TOOL (10. & 


NEW YORK « DETROIT «© CHICAGO #¢ DALLAS © SAN FRANCISCO 


THE STANDARD LINE: /wist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Special Tools 


Amazing Public Interest: 
New Yorks First “Do- 





DELTA DELTA QUALITY MAKES THE DIFFERENCE 
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Crects DELTA At 
It-Yourself” Show! 


HERE'S EVIDENCE OF BIG POTENTIAL IN DELTA SALES 


Talk about sales potential! You should 
have seen the thousands of “do-it- 
yourself’’ enthusiasts go for Delta 
Homecraft Tools at New York’s Ist 
Annual “Do-it-Yourself’’ Show. Many 
a home workshop dreamer saw how 
easily he could become a doer with 
Delta Tools. They literally swarmed 
into the Delta exhibit, watching ac- 
tual demonstrations of sawing, shap- 
ing, routing, planing, sanding, drilling. 
The home power workshop idea is 
sweeping the country. And rightly, 
too, for it has very practical money- 
saving angles for the average head of 
the house. 


That’s a straw in the wind for you! 


Right in your own neighborhood there 
are thousands of potential home work- 
shop owners, too. With Delta’s tool- 
at-a-time plan you can show these 
customers how easily they may ac- 
quire Delta’s revolutionary new com- 
bination unit, the Deltashop. Also, 
there’s the complete line of Home- 
craft tools to fit every buyer’s need. 


Delta makes it easy for you to sell; 
easy for you to make extra profits on 
this interesting line that helps level 
off ‘‘slump”’ seasons. All seasons are 
Delta seasons because there’s always 
something Mr. Modern Handyman 
has to fix or make around the house. 


eh 


Picture the people in your neigh- 
borhood that are this fascinated 
with the chance of owning their 
own power tools. This was Delta's 
booth at New York's “Do-it-Your- 
self” Show, March 16-21, 1953. 


lar saw —jointer—drill press — 
sander combination. Both vaits in 
the utility room, with space to spare. 


Better get on the profit bandwagon 
now! Here are two ways to do it. (1) 
If you now handle Delta Homecraft 
Tools, be sure to display them promi- 
nently. And now’s the time! (2) If you 
aren’t handling Delta Homecraft 
Tools, see your wholesaler right away. 
It’s big business with bigger profits 
for you 12 months out of the year! 
Delta's continuing NATIONAL ADVERTISING 
helps bring tool buyers right into your store. 
Colorful, forceful advertisements appear reg- 
ularly in SATURDAY EVENING POST . . LIFE 
.. . BETTER HOMES & GARDENS .. . THIS 
WEEK Supplement... POPULAR MECHANICS 
... POPULAR SCIENCE... MECHANIX ILLUS- 
TRATED . . . HOMECRAFT & THE HOME 
OWNER .. . and many other wel!-read 
magazines. Tie in with this strong advertising 
support! Cash in on it! 


Delta Power Tool Division, Rockwell 
Manufacturing Company, 680 E North 
Lexington Avenue, Pittsburgh 8, Pa. 


DELTA QUALITY POWER TOOLS 
Another Product of Rockwell 






+ YOU WANE A UTHLITY ROOM 
pur rete OELTA SHOP 
WENT Te Oh monte APruAnE 
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® Designed by Deming 
engineers and built in 
the Deming factory. 





® Quiet in operation. 


® Easy to install. 


BULLETIN 4960 ; 
® Requires no pump house. 


THE DEMING COMPANY 
517 Broadway ‘ Salem, Ohio 


Please rush Bulletin No. 6700 on the new Deming 
Submersible Water System and Bulletin No. 4960 
on the new Deming Convertible Jet Water System. 


® Made of corrosion- 
resistant materials. 


MY NAME 





® Water cooled and 
water lubricated. 


COMPANY 





STREET 





CITY 





ZONE 








MY DISTRIBUTOR 
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© The All-Purpose 
Water System! 


® For Shallow Wells. © For Dee 
the well installation. ® For, 
® Convertible in a minimug 
tools required. @ Occupie 


Send for Bulletin No. 49, 
site page for your con 


t 10 , 
lA _F= THE DEMING COMPANY e SALEM. OH a J 
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Serve Yourself a Big Slice of Profits with 
EKCO’S 


FLINT SLICER SERVER 


PREMIUM PROMOTION? 


CUT YOURSELF IN 





No housewares manufacturer creates as 
many sales for you as Ekco! You know that 
from experience! And now Ekco brings you 
a premium promotion that will send you 
more customers than ever before! 

For the first time Ekco will offer Mrs. House- 
wife a genuine Flint knife —the new Flint 
Slicer-Server—as a premium! A premium 
she can get only with the purchase of an 
Ekco product from you. 


TREMENDOUS ADVERTISING SUPPORT 


Woman’s Home Companion « This Week 
Parade Magazine + Good Housekeeping 
Woman's Day * Welcome Travelers TV 


Get your Ekco stock ready for the rush! 











From May 1 to June 15, Mrs. Housewife 
simply sends direct to Ekco the sales slip 
for her Ekco product together with $1.00, 
and Ekco sends her the new Flint Slicer- 
Server! She gets a $2.95 value and you 
get extra sales. 

To cash in on this promotion, just bring 
your inventory of Ekco products up to date 
in all price ranges. You don’t have to worry 
about any other details! Ekco does the rest! 


Send for this FREE Display Streamer! 











Identify your store as Ekco headquarters. 
Order streamer direct from Ekco! 


» «the greatest name in housewares 


PRODUCTS COMPANY, 1949 N. Cicero Avenue, Chicago 39, Illinois 


Also sold in Canada by Ekco Products Company (Canada) Lid., Toronto 
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j io) A Flood of Business is Heading Your Way in 
f int’s Summor Showor Campaigns 
Get Ready For It! | 
7 . | \ 
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Special Values! 


\g 


| iy 
Special Products! \ Special Promotions! 


Special Give-Aways! 


\ \ Special Identification! \ 
\ 





Special Advertising! 








A DELUGE OF SPECIAL ACTIVITIES AND 
PROMOTIONS TO FLOOD You WITH BUYERS 


The lightning strikes nation-wide when Hotpoint’s four-color spread in the 
June 3rd issue of Saturday Evening Post thunders the message of this earth- 
rocking special promotion, othuial tes the first time by Hotpoint. This same 
theme will be repeated later in June and in July in the national magazines and 
will be given a solid sell throughout June on Hotpoint’s sensational radio 
and television show . . . “The Adventures of Ozzie and Harriet.”’ 

As a special ‘‘get-acquainted” offer, millions of magazine readers will be 
invited to Hotpoint dealers’ for a special gift. In addition to Hotpoint's full 
and complete line of appliances, you'll be able to offer a special low-cost 
Hotpoint Automatic Electric Washer and Dryer and a special low-cost Hotpoint 
Deluxe Electric Range. You can identify your store with impelling window- 
displays. You'll have a special personalized ‘‘Hospitality Home” prospect 
mailer that offers a FREE copy of ‘‘Hospitality Home.” This is to be the 
promotion of promotions! 

Your Hotpoint distributor has all the details of this Hotpoint Hurricane 
of Special Values. See him at once and be prepared! 


























— 
.—_ 
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RANGES + REFRIGERATORS * DISHWASHERS + DISPOSALLS* * WATER HEATERS 
rOOD FREEZERS * AUTOMATIC WASHERS * CLOTHES DRYERS * ROTARY IRONERS + CABINETS * DEHUMIDIFIERS 
HOTPOINT Co. (A Division of General Electric Company) 5600 West Taylor Street, Chicago 44, Illinois 
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There's a fortune in dirty hands. Painters, Mechanics and 
Service Men know that only QUICKEE Waterless Hand 
Cleaner removes soils that are too tough for soap and 
water. 
Paint, grease, grime, adhesives, caulking and roofing 
compounds, etc. etc. disappear in 17 seconds—a dab, a 
wipe-off—that’s all. 








Cash in on the "dirty hands" market. 





QUICKEE now available in Regular (pink) and 
Chlorophyll (green). 


WRITE FOR YOUR FREE SAMPLE TODAY 





P quick Es % 


HAND 
CLEANER 
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QUICKEE WATERLESS HAND CLEANER DIVISION OF 


TUDOR CHEMICAL SPECIALTIES INCORPORATED 
YONKERS 2, NEW YORK 
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ASCO, THE MODERN TAP-WATER IRON 
HATERS SALES RECORDS EVERYWHERE 


JOBBERS AND DEALERS REPORT PHENOMENAL BUSINESS 
PACED BY CASCO’S ONE MILLION DOLLAR CAMPAIGN 


CASCO SALES IN JAN., FEB., MARCH ‘53 EXCEED 9 MONTHS VOLUME IN ‘52 












HM IRONS TAKE OVER THE HUGE 
FFIC APPLIANCE INDUSTRY! 


statistical fact now shows 
Steam Irons are outsel’ing 
entional dry irons by more 
3 to 1. The steam iron in 
volume gets more con- 
dollars for you than any 

wr traffic appliance you may 
ty, and imagine! 8 out of 
ery 10 of your customers 
mally want to buy a steam iron 
ht now. That’s why you'll lose 
iness to your competitors if 
don’t feature steam irons in 
ads, windows and displays. 












WR CUSTOMERS ARE SOLD ON 
‘STEAM IRONING! FEATURE 
00, THE REALLY MODERN IRON! 


owil make easier sales and 
tr satisfied customers if you 
mature Casco. Women don't want 
fuss with distilled water. They 
to use tap water. They want 
igon that steams for a long 
without filling. No stingy, 
p-at-a-time steam-making 
them, but safe, trouble-free 
rous steaming that really 
wonders with fabrics. They 
stainless steel construction 

t means years of trouble free 
fice, and because they want to 
everything with steam, they 
ind an iron that steams gen- 
Misly in any position... not 
flat on an ironing board. 
sco is truly the modern, 
mlined iron with every one 
‘the features that women want 



























top-demand position it en- 
Ms today ... that’s why it’s the 
in that will get you a bigger 
of business! 





NATIONALLY ADVERTISED 15 DAY FREE TRIAL OFFER 


Is SENSATIONAL SALES SUCCESS! 





that’s why it has leaped ahead | 
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save your customers up to $15 a year! 


No Stingy, Drop-at-a-time Steam action! 





CASCO PRODUCTS CORP., 









Us oon 


No Distilled Water to buy . . . 


Stam Forgur 
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Week after week, month after 
month double spread ads, full 
page ads, local newspapers, TV 
and Radio bring Casco’s terrific 
Quality Story to every home in 
America .. . and dealers from 
coast to coast are cashing in as 
never before on the now famous 
Casco 15 Day Free Trial Offer 
that wraps up sales in record 
breaking fashion. This Free Trial 
Offer is high-spotted in top mag- 
azines like the Saturday Evening 
Post, Woman’s Home Compan- 
ion, Redbook, Better Homes and 
ardens, House Beautiful Guide 
for The Bride, Good Housekeep- 
ing, Sunset, Living for Young 
Homemakers and Household, 
plus Forecast and What's New 
in Home Economics. Never 
before has any Steam Iron sup- 
ported its dealers like this, and 
no other steam iron manufacturer 
has offered dealers as effective a 
way to tie-in and cash-in. 












BRIDGEPORT 2, 


Here’s how you can get a BIG 


share of this year’s 35,000,000 


profit in the Steam Iron Market 
ORDER CASCO OFFER X6 TODAY 


from your wholesaler! 


You get 6 Casco Steam and Dry Irons... 


lus REE Displays, Mailers, Window Posters 
P —four complete Seasonal kits sent 


directly to you by Casco timed for 
biggest selling periods of the year. 


plus an official certificate, making you an 


authorized Casco 15 Day Free Trial dealer! 





CONNECTICUT 
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BEN-HUR FREEZE 


ALUMI 
DEPT. EM, 634 E. KEEFE AVE pores. oe 


Bs 4 L- FIF 
MILWAUKEE 12, WISCONSIN ite, (A i Be is, 
o . . ¥ “ne Z | 
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1939 1940 1941 1942 1943 1944 1945 1946 1947 1948 1949 1950 1851 1952 1959 BEST BUY for Your Customers 


* | ee MIRRO OFFERS: 
7 oe xz 1. 2 a ae = oe pews ... finest quality... beauty... style 
r . a aa ++. exclusive, practical features 
| [_] S150 ... pride of ownership 
||} st40 «-. even heating, easy cleaning, long life 
_| | $1.30 - +. more for the money, compared to goods in general 
= | $1.20 .---lower prices than competitive brands 


tHe BEST BUY for YOU 


(Cost-of-living index from U. S. Government figures) MIRRO OFFERS f 


--- most best-sellers 


== 





Based on over-all cost of living, it takes about $1.90 
to buy what $1.00 bought in 1939. e+. full profit ; aol 
... but, it takes ONLY $1.25 to buy the same --- continuous, compelling advertising 


amount of MIRRO Ware that cost $1.00 in 19391! -+.fast turnover 
---high volume sales 


«..consistent introduction of feature items 


For proof, compare MIRRO performance with current 
profit averages of other lines. After reviewing your findings, 
we believe you will agree that a decision to put major effort 
behind the MIRRO line will prove profitable to you. 


Sug from your MIRRO Jobber! 


ALUMINUM GOODS MANUFACTURING COMPANY ° MANITOWOC, WISCONSIN 


FIFTH AVENUE BLDG., NEW YORK 10 MERCHANDISE MART, CHICAGO 54 
WORLD'S LARGEST MANUFACTURER OF ee | COOKING UTENSILS 
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Fair Trade 
Price 98c 
® Exclusive patented safety ringed 
Kant-Kut-K i th - , 
Ce ee ee Quick, easy volume sales and fast turnover with these new ARISTO- 
rounded edges that can’t cut or : zs : 
si, Appliance-MATS, in a dramatic, colorful Blue and Yellow counter 
display package of 1 dozen, size 9 x 11 inch mats. ARISTO-Appli- 
© Asbestos padding prevents metal ance-MATS protect fine surfaces from heat burns, nicks, chips and 
from touching surface. stains when you: use electrical appliances on tables, buffets and 
cabinet tops. Heat protection up to 500°F. Heavy gauge chrome- 
: mar pletedt wg rate alii: plated steel. Heavy insulated asbestos back. Non-slip ribbed sur- 
want for, erenter carebihy: face. Packed 6, 1 dozen packages in a master carton, shipping 
Aristo-Mats are easy to sell because weight 42 Ibs. 
they are nationally advertised. . __ 
SEE YOUR JOBBER or write for your nearest distributor. 
E 
PHOENIX TABLE MAT CO., 23icsi5's3 tases" 
ed CHICAGO 49, ILLINOIS 
Manufacturers of the world’s finest quality all purpose stove and utility mats 
52 HARDWARE AGE, MAY 14, 1953 
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MERCHANDISE RACK! 


You buy a sales-tested assort- 
ment of 108 Super Frostofold 
items—and you get this beauti- 
ful, sturdy “headquarters” dis- 
play rack! 


FROSTOFOLS 


FROZEN FOOD PACKAGING 


— 

Ga Ba 

HiT 
< ia 


a Sal 


SITET EON [IF 


“a - oe 7 | 
NATIONALLY ADVERTISED! GOOD HOUSEKEEPING APPROVED! 


Food freezing season is coming up, and consumers are pre-sold on the exclusive 
features of nationally advertised Super Frostofold. The profits can be yours! 
Order today, or get full particulars from— 


aunt OR 4 RifuNp a 


~ Guaranteed by 
Good Housekeeping 
4 S 

Sor 45 anvennisto WS 
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Dunhom, Corrigo" 

San Francisco 9, al. 
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CLEMENT COLOR-IN-CUTLERY 
CUTS INTO THE MARKET ! 


A CLEVER COMBINATION: 


GENUINE HOT FORGED STAINLESS STEEL AND 
HARD-TO-BREAK COLORFUL CERAMIC HANDLES 





NEW AND UNUSUAL -a color treat to the eye, a lure 

*5) to the homemaker. Beautifully polished, hollow ground 

stainless wedded to moisture proof, easy-to-clean, heat 

and break resistant, non-scratchable ceramic handles. 

Clement Consistently Slices off Neat New Profits for Dealers! 

COLOR-IN-CUTLERY is a come-on for traffic and beautiful bait 
for customers, and the high unit sale of each set Re 

makes CLEMENT COLOR-IN-CUTLERY the f,,... pri tana: a rr 

newest most profitable line this year. Handles in brochure and price list. 

four decorator colors, and stripes. —— Open stock 

selling prices start from $2.50 — sets from $11.95. 


The Clement Company manufactures the 
only complete line of matched cutlery. 
CARVING SETS + PLACE SETTINGS 
STEAK SETS + KITCHEN CUTLERY 
HORS D’OEUVRE KNIFE SETS 

OPEN STOCK AND SPECIALTIES! 


The Clement Company, Inc. Northampton Mass. 








Dept. 
Store Name 





LY 





Buyer’s Name 


Address 








The Clement Company, Inc. Northampton Mass. 
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Gay colors, utility and the ability of Lustro-Ware to 
withstand knockabout handling appeals to practical 
minded housewives. They know its Good Housekeep- 
ing approved quality assures the service they can 
depend upon and at thrifty budget prices. 

The main attraction for top picnic accessory sales is 
Lustro-Ware divided plates and matching 11 oz. mugs. 
Note how cup recess of plate is off to the side . 
easier to hold and 
balance. No skimpy 



























P-25 DIVIDED PLATE Large 1014” dinner size in 


your choice of bright or smart, Styro-Tone colors. 
Suggested retail 39¢ each. 





C-20 BIG 11 oz. MUG for generous servings of any 
beverage. Extra strong with large, easy to hold handle. 
Suggested retail 19¢ each. 


PS-2 Gift packaged set of 4 plates and 4 matching 
mugs for retail at $2.69. 


C7 


L-45-Pitcher for refrig- 
erator or table use. 
2 qt. capacity plus ice. 





butter dish. L-36—4”x4” dish. L-37—4”x8” dish. 








ra — 
L-31-Egg Tray for safe T40-Salad Tongs one 
sanitary egg storage. at e€ spring action. 
L30-3x4 egg size. ndividually carded. 


L70-Round Bread Bas- 
ket. 9” dia. 2.” deep. 
L71-Oval Basket. 


tr It’s the RECIPE FILE 


NEW! 


cards. Suggested retail 98c 





56 








COLUMBUS PLASTIC PRODUCTS, INC., 


Refrigerator Dishes—From left to right: L-34-1 lb. butter dish, L-35-% lb. 
5 i All lightweight, durable 
with crystal covers and crystal or opaque colorful bottoms. tops. 23%” high. 





B2-Salad Bowl decora- 


B1-6” serving dishes. crysta 


every 


° 
modern housewife wants 
B-25L Recipe File without index 
= = Cover opens with flip of the finger... can’t 
drop back. Slanting front and back permit 
maximum accessibility. Practically unbreak- 
able, can’t rust,chip or peel...easy to 
clean. Colors and lettering match Lustro- 
Ware canisters. Suggested retail 69 


cards. 


B-25LC_ File complete with food 
index cards and package of plain 


HAVE A SALES PICNIC 
Feature Nationally Advertised Latins - Wkanse, 


It’s tops with young and old for more outdoor pleasure 


servings with the large, half plate meat compartment 
and two deep saucer-like divisions. There’s a built-in 
napkin holder too! Men and children also appreciate 
the big handles of the mugs. 

Get set now for the picnic season ahead. Also check 
your stock for other related Lustro-Ware items folks 
will want for outings and more pleasant summer living. 
There are over 100 items women are shopping for reg- 
ularly to brighten their kitchens, lighten their work. 
Order from your supplier today! 


Columbus, Ohio 





ay cuP Sememe 








aca siti 
SS-2 — Table Shakers 
with handy screw-lock 


bichon 

BS10-Mixing Bowl Set 
extra strong with wide 
rim. 101”, 82”, 61/4”. 


* ; 
Oe na 





S-25 Fly Swatter. Flex- L-500 Lawn Sprinkler 


tive 11” mixing size. ible pose’. strong Durable, dent-proof, 
handle-carded. 


brass hose connections. 












PLASTIC HOUSEWARES 
TT Oyama Corevicai Foremost Lene 9 


mt “a, 
* Guaranteed by ~ 
Good Housekeeping 
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STAINLESS STEEL 





Created especially to meet the needs of today’s house- 
wife, pace-setting Revere Mixing Bowls combine 
every feature women have demanded for years. 

Practically indestructible, these easily-cleaned stain- 
less steel beauties stay mirror-bright for.a lifetime. 
Steep sloping sides make mixing easier . . . beaded 
rims add extra strength. They're lightweight and 
space saving, too. 

Available in the four most-wanted sizes, Revere 
Stainless Steel Mixing Bowls can be nested together, 
hung on a Revere Rack, or hung on the wall. 

These latest additions to the top-selling Revere 
Ware family prove—once again—that Revere sets 
the pace with customer-pleasing products. 

Stir up new profits for yourself . . . stock, display, 
promote Revere Mixing Bowls! 








REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division, Rome,N.Y. 
Rome, N. Y.« Clinton, Illinois « Riverside, California 





See Revere’s ‘Meet The Press’”’ on NBC Television, Sundays 





Oo l-gt. Revere Mixing Bowl, No. 901. Retail 
$2.25. Packed singly. Shpg. Wt. 9 Ibs. per doz. 
@ 2-qt. Revere Mixing Bowl, No. 902. Retail 

$2.95. Packed singly. Shpg. Wt. 12 Ibs. per doz. 
4-qt. Revere Mixing Bowl, No. 904. Retail 
$3.95. Packed singly. Shpg. Wt. 18 Ibs. per doz. 
6-qt. Revere Mixing Bowl, No. 906. Retail 
$5.25. Packed singly. Shpg. Wt. 24 Ibs. per doz, 


Women love the “easy-grip” rings for comfortable, non- 
slip mixing .. . and they double as hanging rings, too! : 
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Says Walter Bushelman 
of Boehmer Paint & Glass: 


“L-O-F is sure easier to cut than the 
other brands | tried.” 


Mr. Bushelman ran cuts on four unidentified, but well- 
known brands of single-strength window glass. He im- 
mediately named Brand ‘‘B” as easiest to cut. “‘B’’ was 
Libbey*Owens:Ford window glass. Time after time, in 
tests all over the country, L°O-F wins! 

It’s easier to cut L‘O’F window glass into big pieces, 
little pieces; angled and curved pieces. You can even cut 
off thin strips close to the edge with a light stroke. 

L-O-F window glass cuts easier because it is annealed 
more slowly, more patiently. That makes it less brittle. 
So it’s a safer buy for your customers, too. 


FOLD TES 


TRY THE “BLINDFOLD TEST” 
YOURSELF! 






Cut L:O-F first, last, or in-between the other 
brands. Run any kind of a cut you want. You’ll 
see why you have fewer bad cuts, less waste and 
more profit, with L’O:F, 

Call your nearest L‘O:F Distributor. These local 





I 
I 
| 
businessmen are listed under ‘‘Glass”’ in the yellow | 
pages of phone books in many principal cities | 
throughout the country. And send for your free | 
booklet—For Greater Profits in Window Glass. | 
Write Libbey-Owens:Ford Glass Company, 6753 | 

i 

J 


Nicholas Building, Toledo 3, Ohio. 


SS 
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WESLOCKS are ‘tops 
with builders 


... and they can be top profit-makers for you! 
Here are some of the reasons for you to 
stock WESLOCKS: 

* Budget prices with most-demanded 
quality features. 
* A complete line plus a wide choice 
of handles and escutcheons. 
* Unconditional guarantee. 
* Simplicity of design for sustained 
popularity. 
* Complete selection of finishes. 
* Powerful national advertising and many 
sales helps. 


PLUS, expert field sales assistance to help you 
build additional sales and profits. Check with 
your JOBBER today or write for full details. 


MFG. co. ,§}, 
P.0. BOX 2261, TERM. ANNEX WESLOCKS 
LOS ANGELES 54, CALIFORNIA 


MANUFACTURERS OF RESIDENTIAL DOOR LOCKS 
BATH ACCESSORIES * CABINET HARDWARE 
























another AUTOYRE“BUSINESS BUILDER” 


NOW BBL EIA VES aor Va a 








to help you 






sell faster! 

















. 4015 Twin Corner Towel Bar 


Eye-catching new cards designed to tell your sales story for you! 
These Autoyre exclusives are now attractively carded in bright colors 
“to make the passer buy’’...to save sales-time per purchase and 

to increase your volume turnover, too. 


Autoyre’s carded accessories sell themselves. You need only 
show them to sell them. 


airhield 


COMPANY + OAKVIL E CONNECTICUT. US 4 
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see what happens | ece what you can do 


when you add the Gold Seai 


Nairn Iniaid Linoleum that makes e with the Gold Seal Nairn Inlaid Linoleum 
rooms look bigger... oe that lets you key t0 so many 
. different colors 
4 


What a floor! What a sink-top! | 


it’s intaid vinyl color goes Nothing you're apt to use in the nothing beate it 
z the backing! It’s kitchen stains it! Sc ble, countei é 
through to ‘the backing 3a chen ns it! So flexible, counter everything wonde rful you've 


bear for wear! It's resilient and splashboard form one piece 
heard about plastic is 


Goid Seat Viny!Fior Gold Geal Viny!Top 
built into @elid Seal Vinyl iniaide » 


ae t' 


‘on Hus a 


GOLD SEAL pir) rLoone ana weiss, 


Support for custom installations 


Full-color ads in LIFE ... BETTER HOMES & GARDENS ... 

LADIES’ HOME JOURNAL... SUNSET .. . featuring Gold Seal VinylFlor, 
VinylITile, VinylTop; “Bermuda Hues” VinylTile, and “Jackstraw” 

in Gold Seal Nairn Inlaid Linoleum! 

These are the products we're pre-selling for you in full-color 

national advertising. Make your sales of mechanic-installed floors the easy 
way. Stock, display and sell the in-demand Gold Seal line. 





GOLD SEAL FLOORS and WALLS 


TRADE MARK 
© 1953 Congoleum-Nairn Inc., Kearny, N. J. 


HARDWARE AGE, MAY 14, 1953 61 












‘More and more my 
customers insist on 


Yardl C@y Lleardtream . 












100% VIRGIN MATERIAL 
Top grade only. Contains no reprocessed or 
reclaimed material. 


2 GUARANTEED QUALITY 
Full weight and wall thickness meeting Ap- 
proved Standards for the industry. 


3 RECOGNIZED LEADERSHIP 
Yardley is a pioneer in the field, has the engi- 
neering know-how, the reputation for genuine 
value. 


4 NATIONAL DISTRIBUTION 
Sold only by reputable suppliers from coast to 
coast. 
5 NATIONAL ADVERTISING 
Known to millions through consistent space in 
leading farm magazines and trade papers. 
6 DEALER HELPS 
Backed up by striking direct mail, catalog ma- 
terial, newspaper ads and point-of-sale displays. 
7 DEPENDABLE SUPPLY 
Three modern plants, large inventories, prompt 
service. 
8 BRANDED PRODUCTS 
ClearStream identification protects both dealers 
and users. 
9 FIELD SERVICE 
Experienced representatives everywhere to help 
you sell and satisfy. 
WO FULL LINE OF FITTINGS 
Designed by Yardley, made by Yardley, specif- 
ically for ClearStream pipe. 

























Insist on 
Llear Stream 


Look for the Name 
on Every Length 

















The advantages of plastic pipe for every cold water use 
have been clearly established. The question now is — which 
pipe — and the clear-cut answer is Yardley ClearStream. 


The reason is simple. Yardley insists on quality, Clear- 
Stream is guaranteed to be made of 100% virgin material 
with weight and wall thickness equal to, or in excess of, 
Approved Standards for the industry. 


ClearStream lasts for years because it won’t rot, rust or 
electrolytically corrode. No pipe installs faster, easier than 
ClearStream. Long lengths and fewer fittings cut lay-up 
time, saving up to 60% of labor costs. Water volume goes 
up 25% for the same head loss. Weighs 14 as much as steel. 


For all cold’ water systems — jet and submersible pumps, 
lateral lines, sprinkler irrigation, municipal piping — as 
well as for chemicals, oils, gases, electrical conduit and 
radiant heating, Yardley makes the right type pipe for the 
purpose. Stock and sell ClearStream and be sure, Write 
for Bulletin No. 53. 


For Jet Pumps... Twin-du-it 
This new 2-in-1 pipe combines both suction and pressure 
lines into a single unit. Easier, faster, better. Fewer sizes 
to order, stock and sell. Only Yardley makes Twin-du-it. 
Send for Bulletin 222. 


YARDLEY PLASTICS CO. 
142 PARSONS AVE., COLUMBUS 15, OHIO 
In Canada: Daymond Co., Ltd., Chatham, Ontario 
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merica’ Ss moving out of doors... 


get ready NOW for ACTION! 


New Designs ¢ New Features 
Nationally Advertised 


Sizes to meet every demand. Lustrous metallic 
finished exterior. Jugs have white porcelain 
enamel-on-steel, acid-resistant interiors and 
patented ““Tempseal” stoppers. Chests have new, 
2-piece streamlined construction with rustproof, 
watertight liners. Order from your jobber today! 


‘HEMP and COMPANY inc. 


MURRAY STREET . MACOMB, ILLINOIS 
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Here’s the toy line that’s loaded with eye-appeal! 
The new line for 53 is brighter and shinier . . . 
more streamlined and just as rugged. The line has 2 
“buy-appeal” . . . just have the parents let their 


kids try em... and they’ll buy ’em. Set them up on - | : 
i ; a 


” i 
» 
oe 
» 


display, and they'll roll off your floor fast . . 
because Siebert’s over 50 years of experience in 
design and construction offers the finest quality at 
the lowest. possible prices. The line is built to sell 

. Styled to sell . . . priced to sell . . . so sell Siebert’s. 
They sell on sight — a complete line of Siebert doll 
carriages, Siebert doll strollers, Siebert velocipedes, Siebert 
Train-A-Bikes. 


Here are two beauties. They are big sellers . . . with a good 
margin of profit . . . smartly designed to resemble real 
adult models, more decorative trim .. . special multi- 
spoke wheels that roll you right into extra sales. 





ALL SIEBERT PRODUCTS ARE BUILT 
RUGGEDLY FOR LONG CHILDHOOD 
PLEASURE AND VALUE LEADERS $0 
BE SAFE, BE SURE — BUY AND SELL SIEBERT’S 








y . 5 - ” “ss 
#3-91 Rocket Express #3-A26B Train-A-Bike King O.W. 


SIEZERT, 
2 
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Permanent Showrooms: 

Space 1537, American Furniture Mart, Chicago 
Space 304, New York Furniture Exchange, New York 
Space 908, Western Merchandise Mart, San Francisco 
5th Floor, Southern Furniture Exposition Bldg., High Point, N. C. GARDNER, MASS. 1898 
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ENGINEERED FOR TOP PERFORMANCE 


5-TIMES STRONGER permanent mold aluminum castings, 
extra tough but light in weight, safety designed on all 





— 












































; » four sides. 
» BRIGGS & STRATTON or CLINTON engines with high 
power ratings. 
; THESE FOUR 
D SCIENTIFICALLY BALANCED and with ball-bearing wheels : MODELS HAVE 
for easier handling. LEAF 
EASILY ADJUSTABLE both for cutting height and for PULVERIZERS 
operator’s comfort. INCLUDED 
\ j 
: OUR BIG FOUR 
a y MODEL SP501-3—20" self-pro- 
int pelled with 2'4 H.P. 4 cycle engine, 
leaf pulverizer included. 
EE} MopEL B400-3—20" belt drive 
model with 2 H.P. 4 cycle engine, 
leaf pulverizer. 
\ Berrian 5 MODEL B200-3—18” belt drive 
cower mewnne model with 1/4 H.P. 4 cycle engine, 
« leaf pulverizer. 
'D] MODEL VS701-3—20” direct 
drive model with 2 H.P. 4 cycle en- 
gine, leaf pulverizer. 
LIGHTWEIGHT -MOWERS 
MODEL VS301-3—18" direct 
drive 4 cycle engine. List price $94.50 
f.o.b. Kansas City, Mo. 
MODEL £E600-3—16" electric; 
Investigate for Profit’s Sake! DELCO or WESTINGHOUSE motor. 
Lis ic $ 50 .o.b. ans Cc 
WRITE TODAY TO DEPT. HA hein ciate was 
SOLD ONLY 
FARM « RANCH, inc Poo 
7 : WHOLESALERS 
d 
1953 





KANSAS CITY, MISSOURI 






3907 BROADWAY 
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"CHAMPION" 


Nothing extra to buy! For shallow 
wells, mount ejector on pump. For deep 
(4”, 2-pipe) wells — same ejector goes 
4 into well. A terrific selling feature! 
y 
£ f 


4, 
uy 


NOT A 
"STRIPPED-DOWN” MODEL 


A complete, top-line Rapidayton jet water 
system with 4 H.P. motor, rotary seal, bronze 
impeller, brass venturi and nozzle and 13-gallon 
tank with air charger at the Jowest retail 
price ever—$99.50 !* 


say a Ree al 


CHAMPION PERFORMANCE 


New Quad-Volute design makes pump 
smaller, lighter and more efficient. Delivers 
up to 600 G.P.H.— reaches to 70 ft. depths—- 
develops up to 70 Ibs. pressure. 


= *Champion” Convene Jet System 
* with 4% H.P. motor and 13-gallon 
tank with air charger retails for only 
$134.50. Delivers up to 850 G.P.H., 
reaches down to 80 ft., develops up to 

80 lbs. pressure. 
Single-pipe deep-well systems also 
available. All prices F.O.B, Dayton. 
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13-gallon 
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ops up to 
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Dayton. 


ZSTAR CHAMPION 1-7 fT aE i 


Never before has any manufacturer in- 
troduced a top-line jet system like this 
new convertible “‘Champion”’ at the 
amazingly low retail price of $99.50. It’s 
truly convertible—ready for deep or 
shallow well service in a matter of 
minutes. Ejector stays on pump for shal- 
low wells, goes into well pipe for deep 
(4”, 2-pipe) wells—nothing extra to buy! 
It’s powerful—delivers up to 600 G.P.H., 


reaches down to 70 ft., and ejectors are 
available that develop up to 70 Ibs. pres- 
sure. It’s a complete jet water system— 
with a 14 H.P. motor, 13;gallon tank with 
air charger, bronze impeller, new multi- 
opening volute, rotary-type seal and 
many other features. It’s a RAPIDAYTON 
and it’s priced to sell. The sooner you 
place your order, the sooner you can start 
selling this great, new ‘““Champion.” 


The new Rapidayton “Champion” group (14 and 14 H.P. models) gives you 
the lowest price for more than 8 out of 10 jet pump sales. Write for proof. 


Kipidagion 


THE DAYTON PUMP & MANUFACTURING COMPANY, DAYTON, OHIO 








SELL DOWFLAKE TO PREVENT 
COSTLY HUMIDITY DAMAGE 


There is a ready market for DOWFLAKE, the chemical 





that dries air in basement storage areas 























In warm weather most people find that high humidity 
makes basements damp, unsuitable for storage of many 
types. By using Dowflake® (Dow calcium chloride 
77-80%), basement area can be turned into useful 
space for winter clothes, sleds, skis, skates, tools, any- 
thing that has to be stored in a moisture-free room. 


Dowflake, placed in an inexpensive dehumidification 
unit, absorbs the moisture out of the air rapidly, 
economically and safely. It reduces damaging mildew 
and corrosion that results from high humidity. 


you can depend on DOW CHEMICALS 


68 





The big Dowflake market will mean greater store 
traffic and higher sales for you. And don’t forget your 
suburban customers and vacationers. They represent 
a big potential for Dowflake dust control on unpaved 


drives and roads. 


Contact your distributor today and stock up on 25- 
pound bags of Dowflake as well as some dehumidifying 
units. Also obtain the many display and promotional 
pieces he has that are designed to help you sell, THE 
DOW CHEMICAL COMPANY, Midland, Michigan. 
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Roof Coating 


Sheffield SHEF-KOTE is the answer to the 
problem of adequate and economical roof 
maintenance! It stops leaks... forms a 
weather-proof and water-proof metallic 
coating...and will not crack! It’s NOT a paint 
.»» but an asbestos-like aluminum roof coat- 
ing in a special formulation that flows into 
seams and cracks firmly sealing them! It's bril- 
liant aluminum finish reflects the heat of the 
sun's rays keeping OUT heat... making it 
as much as 20 degrees cooler inside. And it 


is easily applied! 


Shettield Azcreze PAINT CORPORATION , 


ONE OF THE WORLD'S LARGEST 
CLEVELAND 19, OHIO 


MANUFACTURERS OF ALUMINUM PAINTS 
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UNIFORM BEAUTY and high quality 
make Pennvernon the choice of leading 
builders when ordering glass for large 
jobs like this housing project. Penn- 





vernon’s clarity and fine finish contri- 
bute to the distinction and attractive- 
ness of every building. 





Of 


MOI 
for | 














Sell “Pennvernon” 
not just window glass” 


CLEAR, DISTINCT VISION— made pos- PENNVERNON Window Glass has won 





sible by Pennvernon’s remarkable free- wide acceptance for jobs of all kinds 
dom from distorting defects — brings and sizes. It will also give complete satis 
natural outdoor beauty right into the faction when sold to the handy man 
home. When Pennvernon is glazed with who wants to replace one or more 
the wave running horizontally, distor- broken panes of window glass in his 
tion is reduced to a minimum. own home. 


Pennvernon @ Window Class 


GLASS - CHEMICALS - BRUSHES - PLASTICS - FIBER GLASS 


PITTSBURGH 





PLATS GLASS COMPANY 
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CORBIN is cookin’ up 


MORE PADLOCK BUSINESS 
for you in'53! 





with HEAVY NATIONAL 


q p ADVERTISING 











D7 tes 


Tock suop emg OOSTERS 


this 








You'll sell more padlocks this 
year if you cash in on Corbin’s 
continuing advertising campaign 
in POPULAR SCIENCE, 
POPULAR MECHANICS, and 
MECHANIX ILLUSTRATED. 
Here’s how to do it. Display the 
Corbin Lock Shop up front. 

Put one on your counter... 
another in your windows. 

It’s designed expressly to help 
you get more business from 
Corbin’s national advertising. 
Call your Corbin jobber now. 
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S 
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CORBIN CABINET LOCK 
Division 


The American Hardware Corporation 
New Britain, Connecticut, U.S.A. 
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NOW...new, super-swift NATURAL WOOD finishing systems 





acme SPEE=D= 


2 SEALERS—2 FINISHES C 













5 MAJOR CUSTOMER ADVANTAGES 


TIMESAVING 
Both the Clear and Blonding Sealers can be 
recoated after 2 to 4 hours. 
EASY TO APPLY 
Can be rolled, brushed, sprayed or wiped onto 
paneled walls, woodwork, furniture, floors. 
LASTING BEAUTY 


All-alkyd, non-yellowing finishes seal and 
protect wood surfaces for years. 


COLORFUL 


Tints easily with oil colors to harmonize 
with any color scheme. 


NATURAL FINISHES 


New, lasting, blonde or natural finishes for 
all woods. 





ee HOW-TO-DO-IT 
7 BOOKLETS 
FOR YOUR CUSTOMERS 


Covers, step-by-step, 16 recom- 
mended finishing methods, plus 


bleaching and staining of many 
woods. Easy to understand... ous 
less explaining for you to do. 


They’re here. The new, natural finishes 





you and your customers have long de- CARBOR 
manded . . . especially formulated for sells itself 
plywoods, fine interior paneling and trim, Awe 3. Ana 

furniture and floors. wee =D-DRY ad bcd 
Gives finishes so natural “woo “nee vboaghen 

al that the eye can WOOD FINISHES sects 

hardly distinguish between them and @ , ~~ vis 
bare wood, or can be tinted with oil : 2. It is us 
colors to harmonize with any color. Dur- it regardle 
able. Moisture-proof. Sell it for exteriors 3. It requ 
or interiors .. . and make a 35% profit. 3 ——— 


Spee-D-Dry is of top-quality, fully-tested 
and backed to the hilt by Acme. Soon to 
be heavily backed by aggressive national 
advertising, too. Stock, sell and profit 
from Spee-D-Dry—it’s a natural! Write 
for details, or see your Acme jobber. 

















ONLY 4 ITEMS TO STOCK - 
Pree SAMPLE PANEL WITH INITIAL STOCK ORDER 


A convincing counter display 20” high, with 
two 12”-wide wings, and showing 24 sample 
(3) High Gloss Finish—tough, indoors or out Spee-D-Dry finishes. 


(4) Dull Finish—gives hand-rubbed, satin effect 
Either sealer can be used with either finish for ACME QUALITY PAINTS, INC. , 


any one or more of 16 marvelous new finishes. DETROIT 11, MICHIGAN 


(1) Clear Sealer and Primer—clear as water 


(2) Blonding Wood Sealer—needs no wiping 
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household size / 


CARBORUNDUM’s FLEXBAC Masking Tape practically 4. The coiorful, informative self-service pe is you get 


sells itself—because: with each dozen rolls—at no extra cost—makes buying easy 


1. It has dozens of uses around the house and shop... 


such as sealing packages, labeling jars, repairing torn shades You make up to 50% gross profit—depending upon the 
...all in addition to its basic uses for striping, furniture, pro- number of cartons you stock. And if you figure your profit 
tecting one surface while painting another, and so on. per square foot of display space, you'll find FLExBAC Handy 


2. It is useful all year ‘round...so your customers will buy 


it regardless of seasons. REMEMBER: It's 9 to 1 the brand name your customers know and 
: : : prefer is CARBORUNDUM® Cash in on that preference—order FLEXBA¢ 
3. It requires very little display space. Handy Rolls today. The Carborundum Company, Niagara Falls, N. Y. 





CARBORUNDUM'S FAMOUS 





(R) 





MASKING TAPE 














...in the popular 


for your customers. 


Roll No. 3 right up at the top of your list. 
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For Fast Turnover, Display it at your Cash Register / 


This colorful display, free with each dozen rolls, attracts the eye—points out some 
of the many uses for FLEXBAC Handy Rolls. Set up this display at your cash register, 
where every customer will see it, and you'll be surprised how often you'll have to 
break out a new carton! Displayed properly, they're a steady, profitable repeat item. 


... order from your Wholesaler today / 


CARBORUNDUM 


REGISTERED TRADE MARK 







SHEETS e DISCS e BELTS e ROLLS 


stock the COMPLETE abrasives line j stom: - wones + wnents 


and MASKING TAPE too! 



























How to cut your Hack Saw Stock 


and still fill every 
customer’s needs! 


Here is a complete hack saw frame and 
blade “department” — im only 5 Millers 
Falls items! 

With the three Millers Falls frames 
shown at right, you’ll have a top quality 
frame in each of the most popular price 
classes—one to suit every type of customer. 

The two Millers Falls blades below 
meet every hack saw blade need — “Tuf- 
Flex,” for general-purpose sawing —high- 
speed “Blu-Flex,” for cutting hard alloy 
steels. 

For maximum sales with minimum 
stock, make this Millers Falls selection 
your hack saw “department.” Order a 
supply from your jobber. 

MILLERS FALLS COMPANY 
Greenfield, Mass. 

















No. 550 “TUF-FLEX”® 
BLADE DISPLAY. Free, three- 
color counter display features 
super-flexible, super-tough 
“Tuf-Flex’’ — greatest of all 
general-purpose blades. Eye- 
catching unit sturdily con- 
structed — requires less than 
one-half square foot of coun- 
| ter space. Supplied with 50 
10” and 50 12” blades of 
assorted pitches. 


(wor T BREAK a 4 
wr g| WON'T STRIP ) 


No. 2222 “BLU-FLEX’’® 
BLADE DISPLAY. Colorful 
self-service unit sells un- 
breakable “Blu-Flex’’ — the 
remarkable new high-speed 
blade for cutting even the 
hardest alloy steels. Super- 
flexible “Blu-Flex” won't 
strip or break — stands up 
under toughest cutting con- 
ditions. Display supplied 
with 25 10” and 25 12” 
blades. Assorted pitches. 
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No. 48 
A top seller among professionals. Outstanding 
design and serviceability. Exceptional balance — 





7 
well-guarded, unbreakable “Tenite” grip — unusual 
rigidity. 





No. 1237 


A leader in the medium price class. Substantial, 
reinforced frame withstands rough usage — offers 
long service. Black pistol grip handle molded on 
full-length frame-tang. Packed two in a box. 










No. 99 


Unsurpassed for top quality at low price. A sturdy, 
serviceable frame — sure-grip, reinforced black 
composition handle — excellent balance. Blade can 
be faced four ways. Packed four in a box. 


MILLERS FALLS 
TOOLS 


SINCE 


1868 2s 
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PROFIT-PROVED saute te. 22 


TACK AND NAIL GAR 


Takes Less Than 1 Sq. Ft. of Counter Space 
Holds 30 Different Items—180 Packages 








Here’s the hardest-hitting, fastest selling coun- 
ter display you ever saw! It’s already doing a 
terrific job for thousands of hardware retailers 
on items all home owners need: tacks, nails, 
staples, glazier points, furniture nails and 
brads. It holds 180 attractive Atlas packages 
a " — 30 items in rows of 6 each. As the buyer 

" helps himself to one box, the next automati- 
cally slides into place. Expose your customers 
to this automatic Self-Selling Tack and Nail 
essen roan: wanes ene Bar and you'll multiply your sales without 
effort! Actual size only 14” wide x 7” deep x 
20” high. 









SERNE YOURSELF 














HOW TO GET IT 


To get your Atlas Tack and Nail Bar you have 
only to buy the initial assortment of one dozen 
boxes each of the fast selling Atlas products 
listed below. Shipping weight 60 lbs. Auto- 
matically, you receive your self-selling display 
packaged in one carton with the merchandise. 
Then just set it on your counter and watch 
it sell! 
















Upholsterers Tacks, 4 sizes Wire Cloth Staples 
Carpet Tacks, 3 sizes Double Pointed Tacks 
Furniture Nails, 3 styles, Thumb Tacks 
Wire Brads, 6 sizes Linoleum Binding Nails 
Wire Nails, 4 sizes Glazier Points 






Metaleather Furniture Nails, 5 colors 














Quality Products Fast Profit on Small Investment 
The high quality of Atlas products is Suggested List Price 
recognized the world over. Atlas tacks, 1 Dozen each of 30 items — 360 Packages @ 10¢ $36.00 
nails and other items are precision 
made by skilled craftsmen, carefully Your Cost 21.60 
inspected, and packaged in the attrac- Your Profit $14.40 
tive “top-open” boxes that are easily ; 
handled and prevent spilling. Ask Your Wholesaler’s Salesman 


TACK 


Atlas 2: 


Fairhaven, Mass. « Henderson, Ky. 





Maus eA 
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Rocky 
ALL-P 
SAW 


26-inch, 
Hand Sc 


16-inch 
Stroke P 


Nest of 
Most ne 
around 

pruning, 
metals, « 


Rockv 
UTILIT 


Silent Salesman Display SAW 
at no extra charge KIT 


| increases sales 26-inch 


3 popular sizes 
75 watt, 100 watt, 150 watt Hand Sq 
at popular prices aoe 


FREE Sa 





File ($2. 


Increase your soldering iron sales! == 


@ METAL CLAD HEATING ELEMENT prolongs life 





@ COOLING FINS keep handle comfortable Rockw 
SWAGED TUBE seats element firmly, BOY’S 
insuring constant tip heat DELUX 

@ HIGHLY POLISHED CHROME FINISH 18-inch, 


and sales-catching package Boy's He 


@ FULLY APPROVED by Underwriters Laboratories Mfg. Company Oval-Blo 
and Canadian Standards Association Nest of $ 





@ FOR COMPLETE DETAILS see your jobber, 30 Cummington St. Sana 
or contact Lenk Mfg. Company BOSTON 15, MASS. top qual 
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Increase the size of your average saw sale with five eye-catching 
packages of top quality Rockwell Hand Saws. They actually 
create the urge to buy a new saw... have powerful year- 


‘round appeal as gift suggesti for man or boy. 





These bright new four-color boxes of gleaming Rockwell Saws 


lia ee 


Rockwell K-2 
ALL-PURPOSE 
SAW KIT 


26-inch, 8-Point 
Hand Saw 


16-inch Pull- 
Stroke Pruning Saw 








Nest of Saws 
Most needed saws 
around home, including 
pruning, irregular sawing, soft 


List Price... . $14.95 


metals, cable, etc. 


Modern Packaging 
— SELLS HAND SAWS IN GREATER VOLUME 
These 5 New Rockwell 


Self Displaying Hand Saw Kits 


Can Mean Big, New Profit Opportunities for You! 














with distinctive, blond finish, beautifully carved handles bring 
to your store new opportunities for impulse sales. They take hand 
saws off the shelf and put them out on the counter or in your 
and the profits find their way into your cash register! 
Be the firs? in your community to step up saw sales this modern way! 


window... 











Rockwell K-1 
ECONOMY SAW KIT 


26-inch, 8-Point 
Hand Saw 
Nest of Saws 

















The basic hand saw 
requirements for general 
repairing or building around the 
home or farm. List Price... $8.49 













Rockwell K-5 
UTILITY 
SAW 
KIT 


26-inch, 8-Point 
Hand Saw 
12-inch, 14-Point 
Back Saw 

FREE Saw Set and 
File ($2.55 retail value) included 
Of particular interest to the homeowner 

List Price... $10.95 





and the modern hobbiest. 









Rockwell K-4 NEST OF SAWS 


Selected Beechwood 
Handle, natural finish, 
grip carved 
10-inch, 10-Point 
Keyhole Blade 
12-inch, 8-Point 
Compass Blade 
18-inch, 15-Point 
Metal Cutting Blade 
Here's a set that would please even a critical profes- 
sional, as well as the homeowner, the hobbiest or the 
farmer. List price. . . $4.89 




























Rockwell K-3 
BOY’S 
DELUXE KIT 


18-inch, 10-Point 
Boy’s Hand Saw 
Oval-Blade 

Nest of Saws 








A wonderful gift for a growing boy. Not toys, but saws 
with design, materials and workmanship comparable to 
top quality professional standards. List price... $6.98 
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HERE’S ROCKWELL QUALITY: au biodes are made from 
high grade, saw steel, scierq&gmlly heat treated, tempered and 
ground for long life, fast cvs oth edge holding 


qualities. All have selected 2 4 / LT > 
Rockwell Tools, Inc. 


1314 Kinnear Road, Columbus 8, Ohio 
Subsidiary of Rockwell Manufacturing ae 










Pittsburgh, Pennsylvania 



























with 
GOLDBLATT Tools 


The Most Complete Line 


for the Trowel Trades. 


Goldblatt has no salesmen; sells direct to 
dealers. The Goldblatt line includes every- 
thing for the plasterer, bricklayer, cement 
mason, tile-setter and the masonry contractor. 
You'll get faster turnover — greater profits — 
satisfied customers — repeat sales — with 
Goldblatt Tools. 


Order all your tools and equipment for 
the Trowel Trades from Goldblatt. It’s 
Easy—One Order .. . It’s Economical—One 
Shipment . . . It’s Simple—One Invoice. 
Goldblatt Tools include everything for the 
apprentice, journeyman and contracting plas- 
terer, bricklayer, cement mason, and tile-setter. 
The fame and quality of this nationally known 
line make it easy for you to sell. 


GOLDBLATT Manufactures a complete line 
of Tools for the Trowel Trades. 


GOLDBLATT Distributes a supplementary line 
of equipment for the Trowel Trades. 






Send TODAY 
for FREE CATALOG 
For full information on direct-to- 
dealer sales policy, write today 


for your FREE copy of Goldblatt’s 
current Catalog and Price List. 











_vUsAN 


= @€6@ )6SWAGF 


T 


CHOICE OF THE 
TROWEL TRADES 





Goldblatt Tool Company 


1920B Walnut Street Kansas City 8, Missouri 






78 HARDWARE AGE, MAY 14, 1953 


































Beau 
Bras: 








HARDWA 






















3 


Cope Ail DISPLAY BOARD 





























Beautiful Die Cast Knobs with 
Brass or Bronze Backplates 

ois 

a fast-selling 

addition to the 
tt 
sis PWR), -y i mele 4 
nent e 
cr profit line 
vith 
attractive with all 

types of furnishings 
f 
“id selection of sizes and 
Ine finishes from open stock 
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i ready for shipment 
oo order from your jobber 
wn 

For customers who demand the finest, the 
ne 










new N-60 Display Board offers a splendid 
selection of Concave Knobs with gracious 
ne bevel-edge styling, high-accent finishes and 
smooth comfortable feel. Available with equally attractive 
matching backplates. @ Choice of Bright Brass, Dull Brass, 
] Dull Bronze, Bright Chrome and Dull Chrome finishes. eye-appealing natural 


Display Board, as illustrated, shows the three sizes of . : 
knobs and two sizes of backplates in Bright and Dull birch display board... 


1” board 






Brass, Dull Bronze and Bright Chrome. @ Board is de- only 11” wide... saves 
signed for dealer's convenience in displaying finishes most 
popular in his specific area. Board requires minimum counter valuable counter space 


space. Order knobs and backplates from open stock. 





distinctive hardware... all from | source 


|\| Natzonal Lock Company 


ae ROCKFORD e¢ ILLINOIS MERCHANT SALES DIVISION 
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New profit 


SIMONIZ LIQUID KLEENER Sales Doubled! 





8, 
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Don’t overlook this big new source of profits! | 


@ Always the leader, SIMONIZ LIQUID 
KLEENER sales now are the highest in his- 
tory! Sales actually doubled last year. Simoniz 
features LIQUID KLEENER in all SIMONIZ 
CAR WAX and BODYGARD advertising. 

Remember —even if you stock several dif- 
ferent brands of car wax or polish, every car 
must be thoroughly cleaned first. Nothing 
can clean them better than the leader — 
SIMONIZ LIQUID KLEENER. Eliminates 
messy car washing. Faster! Safer! Makes 
Simonizing far easier. And it makes use of 
BODYGARD a cinch. 

For DOUBLE profits always sell SIMONIZ 
KLEENER with regular SIMONIZ CAR WAX 
and BODYGARD. Feature, display, promote 
SIMONIZ LIQUID KLEENER all year ’round. 
It’s the profit-wise thing to do, 


























Make 2 profits instead of 1! 


Sell KLEENER with 
SIMONIZ> 





Sell KLEENER with 
BODYGARD > 





Sell SIMONIZ LIQUID KLEENER with any wax or polish! 
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SWINGSPOUT AND 
SPEEDY-WAY BRUSH 





SPREAD THIS NEWS AMONG HOMEMAKERS ...“the famous Harcraft 
Swingspout is now available with the new Speedy-Way Deter- 
gent Brush in a distinctive kitchen combination.” 


THE SWINGSPOUT under its triple-thick chrome plating is pre- 
cision-machined to micro-finish smoothness from solid extruded 
brass. 


THE SPEEDY-WAY BRUSH makes doing dishes so simple . . . so effort- 
less ... So economical. The slightest pressure on the handle di- 
verts a flow of water into the detergent brush. Then depress 
the thumb button to inject liquid detergent ... speed away the 
dirt... spray rinse... relax the pressure to divert the water 
back through the swingspout...and that’s all there is to it! 





BRASS 











DIVISION OF HARVEY MACHINE CO., INC., TORRANCE, CALIFORNIA 
REPRESENTATIVES IN ALL PRINCIPAL TRADING AREAS 


An independent facility producing special extrusions, pressure forgings, bar stock, forging stock, tubing, and related mill products. 







WATER-FLOW 
CONTROL 

































WATCH THIS CONTEST 








TIE IN WITH THE BIG NATIONAL 


FUNNY FACE CONTEST 


TO INTRODUCE W#EW FORMULA 
“SCOTCH” CELLOPHANE TAPE! 







GET THESE ENTRY BLANKS 
UP FOR IMMEDIATE SALES 


BIG PROFITS! 


L enray BLAN® 


OFFICIA 00 





BIG 4-COLOR ADS will run in LIFE Magazine and the comic 
sections of 76 Sunday Newspapers from coast to coast, starting May 17! 


HALF-HOUR TV SHOW every Tuesday morning—famous “Ding-Dong 
School” on NBC TV Network—will promote the Funny Face Contest. 


GET READY FOR a stampede of tape customers as this brand new contest 
idea captures the nation’s fancy! 


PUT THESE ADDITIONAL DISPLAY PIECES TO WORK FOR YOU! 


Your “Scotch” Cellophane Tape salesman will 
supply you with all these colerful pieces. Use 
YOUR CUSTOMERS will be on the them to steer customers toward the entry 
lookout for these official entry blanks blanks. Be sure you have plenty of entry 
... see that they get their blanks— blanks ... every one means a roll of tape sold 


and buy their tape—in your store! for you! 
Remember, each entry requires the 
plaid tab from a roll of “Scotch’’ 
Cellophane Tape! 











The term “‘Scotch” and the plaid design are registered trademarks for the more than 200 pressure-sensitive 
adhesive tapes made in U.S.A. by Minnesota Mining & Mfg. Co., St. Paul 6, Minn.—also makers of 
“Scotch"’ Sound Recording Tape, ‘‘Underseal’’ Rubberized Coating, ‘‘Scotchlite’’ Reflective Sheeting, 
“Safety-Walk"’ Non-slip Surfacing, ‘‘3M"’ Abrasives, ‘‘3M"’ Adhesives. General Export: 122 E. 42nd St., 
New York 17, N.Y. In Canada: London, Ont., Can. 


NEW FORMULA “SCOTCH” Cellophane Tape sticks 6 times tighter than ever before! 
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only ironing table 


has a 


double top 


the Oxgcual all-metal ironing table 


Only MET-L-TOP offers DOUBLE TOP construction — 
two sheets of steel eyeleted and pressed together 
and reinforced with hollow channeling. MET-L-TOP’s 
DOUBLE TOP always stays smooth, flat 


and level—never sags, buckles, bends or dips. 


GEUDER, PAESCHKE & FREY CO. 


1700 W. St. Paul Avenue © MILWAUKEE 1, WISCONSIN 
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\ong-Distance AM 


ane Most Sale-able Ths 
wet Built by Zenith 


wort? LERGee IN PORTABLE RADIOS 





Ae. Zenith "Crest”— Model 
’  K412—Perfect size to move 

about house or take on va- 
f cation trip. AC-DC only. 
Maroon, Dawn Grey, 
Ebony, Ivory. 











Zenith ‘'Personal’’ 
Model L401— Amazing 
tone and volume in a 
go-everywhere set. Bat- 
tery only. Maroon, 


Ebony, Dawn Grey. Zenith “Zenette’’— Model 


L403—Brings in even distant 
stations instantly. AC, DC or 
Battery. Maroon, Ebony, La- 
goon Green, Grey. 





Zenith “Voyager’’— Model L406 
—Covers full Standard Band plus 
International Short Wave through 
18 meters. AC, DC or Battery. 
Striking modern cabinet in Ma- 
roon. 


Zenith Meridian” —Model L507 
—Round-the-world reception at 
low cost. 2 continuous Interna- 
tional Short Wave Bands, Marine 
and weather services, amateur, 
ship-to-ship and ship-to-shore as 
well as complete Standard Broad- 
cast. AC, DC or Battery. Black 
Stag travel case. 











The Newest Notes from Zenith... World Leader in Portable Radios 














Promoted with 4-color National 

Advertising! Here’s the big 4-color 
spread Zenith is running in leading 

national magazines in May. Get 

your free giant poster blowup from 
} your Zenith distributor now! 





The royalty of television and RADIO° 


Zenith Radio Corporation, Chicago 39, Illinois 


COPR,. 1953 
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Each one a promotion item in itself, 
together the most complete line in the business! 


and all 
















Zenith" Universal”— Model 
L505 — Most powerful Zenith 
Standard Broadcast portable ever 
built. AC, DC or Battery. Has 
patented, removable Wavemag- 
net®. Maroon, Glacier Green, 


Ebony. 





\' 
Zenith Super Trans- rero 
Oceanic— Model H500— 
World’s most famous Inter- 
national Short Wave and 
Standard Broadcast portable. 
Pop-up Waverod® and de- 
tachable Wavemagnet® an- 
tenna system. Proved in use 
in trains, planes, ships, steel 
buildings. 4 International 


Short Wave Bands, AC, DC 
or Battery. Black Stag and 
Silver Grey case. 
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It’s Sensational ! 





It's NEW. .. it’s STRIKING . . . it 
has EYE APPEAL! Here's a 
utility tray that has everything! 


eee — 


/ Beautifully made of lustrous 
glistening plastic that is easy to 
clean. . . and keep clean ‘cause 


a 1’’— Model ; Pes 
rful Zenith \ . al it wipes off with a damp cloth! Well 
‘- | e ‘ 

" * fof the Boudoir . | 

en “ee made ...with rubber suction 


ortable ever 
attery. Has 


» Wavemag- >. a | 
“Coogl * a“ * for the Nursery 


cier Green, 


cup legs that hold it firmly in 


place... can’t slip! A wide 





* fits any toilet tank top variety of gorgeous colors for 


any room in the home. And 


attractively packaged . . . sells on sight! 


r 
onrorly o 


Va 


r 
,er ori . 


“rubber suction cup legs 


PLASTIC PRODUCTS, INC. 


8219 ALMIRA AVENUE + © CLEVELAND 2,OHIO 
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Gillette Blades by the Carton and Tripled 


A Real Slice of $200000000 


First Time In 12 Years, 
A *5°° DeLuxe 
Gillette Razor Set— 


THE PRESIDENT GOLDEN F 














to the Fria 

° of outstan 
Handsome—Impressive— Bedio ever 
The Finest Money Can Buy! your sales 

@ This precision-built, one-piece _ mt 

razor plated with precious rho- Withers St: 

to coast fre 


dium has gift appeal galore! 


@ Ten Gillette Blue Blades in 
dispenser with safety compart- 
ment for used blades. 


@ Metal case trimmed with 
chrome is covered with simulated 
lizard skin and lined with 
rich satin and velveteen. 
ere 
NE NE D,  asscldoniusiieuis ; 
ee 


* 
_o* 


Ohad 
- 


+ 
r 
4? 
. 
at 


FATHERS DAY <3 








Just The Ticket For *19° Gift Budgets! 
GILLETTE Super-Speed RAZOR SET 
@ Triple your razor sales during the Father’s Day 
buying season by pushing this popular gift item. 


Packed 6 sets to new, all-metal display rack (2 racks 
—12 sets to carton). 
III, RE MRIS (5.5 5 scnnenincivevesenevaddodeacsises : 


Your Cost 5 Apia iia sitlastisesivabasshe tensa tcihod eas coatatees , 
EES ty eee See coe 














y . Pe ’ ‘ “> ~ s 
; ; : bs “* ih 2 ane hk eae 
a aa “ ew sin it le Ni it ae i a = a iia pall . Se PS Niaten eC ali inal ili aides lillie ta 
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Razor Sales Will Win You 


FATHERS DAY MARKET/ 


@ Just Right For Every 8 Out Of 10 Fathers! 
Keep Gillette Razors And Blades On Display! 


@ Punch Commercials On Two Big TV And Radio 
Sports Shows Each Week (Estimated Audience 
30,000,000) Will Prime Your Customers To Buy! 


¢ 
GOLDEN HORSESHOE SWEEPSTAKES! Now, in addition Fathers Day JUNE wi 
to the Friday night fights, Gillette also presents a series GIVE HIM MONTHOOF CHayiye fe i 

of outstanding racing events over NBC-TV and ABC 

Radio every Saturday afternoon through June 20 to boost 

your sales and profits. Many of the richest stakes to be 

decided in the East this spring, such as the Wood Memorial, 

Withers Stakes and Suburban Handicap, will be aired coast 

to coast from Jamaica, Belmont and other famous tracks. 


¥% Carton Gillette Blue Blades 
—Fast Seller at *245 


@ Pre-tested—a real money-maker. Each gift pack- 
age contains 50 easy-shaving Gillette Blue Blades 
in five convenient dispensers. 

@ On television, millions will see the eye-catching 
Father’s Day merchandiser shown here. Card 
holding five units is réady for your counter and 
will sell carton after carton for you. 


Order by No. 920 
Total Retail—5 half-cartons' (50 blades each)....$12.25 


Your Cost ... 
Your Profit 


‘s in men’s oilt aales Father's Day is second only to ate 2 fh Hy 
Christmas. Most purchases are in $1 to $5 bracket. — ~ j i 
@ Make your store local headquarters for Father's Day nae | Hi 
gifts with Gillette's window display. Order by number tte Be, war Hi) } 
(OP58) now! Gillette Safety Razor Co., Boston 6, Mass. } 


y 
HH 
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For the next six months all America will be out- 
doors at picnics, barbecues, patio parties, Cash in 


ware. Customers come back again and again for Shel- 
Glo because it’s strong, durable, works equally well 





available in a choice of gay colors. You’ll have a 


now and always as regular “in stock” items. 





ALL ITEMS IN SETS 
ALSO AVAILABLE 
IN OPEN STOCK 





NO. 103 7-pc. WAT-R-JUG & TUMBLER SET 
Matching set of seven. Jug is easy to grip, fits in 
cramped refrigerator space. Packed in display carton. 
Pastel colors. 





“ 
1 


No. 2 


No. 22 


NO. 23 3-pc. LIT’L BIT FOOD SAVER SET 


Lit’l Bit Food Savers are available as single units 
or in sets of three. They are just the right size for 
individual servings of pudding, fruit or other picnic 
delicacies. Tight-fitting covers permit carrying of 
liquids safely. Made of clear polystyrene. 














on this outdoor eating trend with Kilgore Shel-Glo picnic 


for both hot and cold foods. Each item handsomely styled and 


“picnic” selling these easy-to-sell housewares available 











YOUR BEST SOURCE FOR PLASTIC HOUSEWARE STAPLES 





Ww 


NO. 344 18-pe. 
PARTY AND PICNIC KIT 
Everything’s there and ready in a convenient carrying 
kit. Six 10” divided grille plates, six hot beverage’ 
cups and six large 10-oz. flared tumblers. 





f- NO. 53 3-pe. HEAVY 
MIXING BOWL SET 


Ideal for potato salad, baked 
beans and other picnic food. 


NO.122 AND NO. 121 COVERED 


REFRIGERATOR DISHES 
Crystal-clear containers for 
olives, pickles, barbecue sauce. 
Large size holds 42 liquid oz 
Small size holds one pint. 








Pa 


~ No. 121 


jew York Office Chicago Office 


WESTERVILLE, OHIO “feces 990, Geom 44-108 
INC. U.S.A. 


Fifth Ave. Mdse. Mort 
Bidg. 
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Dring on 


the bass! 


When your customers get bass-minded, they 
get Ocean City-Montague minded—and par- 
ticularly for the two ever-popular rod and 
reel combinations shown on this page! 
Hundreds of successful tackle dealers have 
gained their customers’ confidence by featur- 
ing top quality items. A good fisherman insists 
on the best equipment, and a full display of 
Ocean City Reels and Montague Rods shows 
him you have what he wants and needs. 
Better check your stock today! Rods and 
Reels for every kind of fishing at every price! 
Write for free 1953 catalog. Dept. H5. 


OCEAN CITY MFG. CO. 


“A” and Somerset Sts. Philadelphia 34, Pa. 





OCEAN CITY 








#3619 
MONTAGUE SOLID GLASS 

FRESH WATER BAITCASTING ROD 
(detachable handle) 


Translucent glass tip, stainless steel 
guides and top. Lengths: 414’, 5’, three 
guides; 514’, 6’, four guides. $9.95 


#3-8 

MONTAGUE HOLLOGLASS 

FRESH WATER BAITCASTING ROD 
(detachable handle) 


Holloglass tip. Carboloy guides and 
top. Aluminum offset handle with solid 
cork grip and metal butt plate. Length: 
5’, three guides; 514’, 6’, four guides. 
$14.95 


MONTAGUE ROD AND REEL CO. 
Montague City Massachusetts 


yONTAGu, 


NG tl Watov Reels | 







“1950” C mee i 


Streamlined Zephaloy lightweight 
with calibrated anti-backlash con- 
trol. Weight: 6 oz. Line cap. 100 
yds. 15 Ib. test silk or nylon. $12.50 






















Strong, one-piece frame of light- 
weight Zephaloy for positive align- 
ment of spool, spindles, and gear 
centers. Sensitive anti-backlash 
control, outside oiling system. 
Weight: 6 oz. Line cap. 100 yds. 
15 Ib. test silk or nylon. $25.00 
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Carton protects rope 
Rope stays clean 
Uncoils from carton 
No inner lashings 
Uncoils properly — 
no kinking 
Easy to handle and stock 
Makes attractive display 


6 Sizes—10 Put-ups 


In Individual Cartons AA 
1/4”, 5/16", 3/8”, 1/2” dia. GZ 
600 and 1200 foot coils — 5/8” 


and 3/4” dia. in 600 foot coils 
only. 


ROPE 
IN 
CARTONS 


Handy Coils—100 foot coils up to 14” dia. 
Handy Twines —7 popular types of jute rwines 
MAIL COUPON NOW—Ger complete information on the 


“American Brand” packaged cordage merchandising pro- 
gram. 


AMERICAN MANUFACTURING COMPANY 
Brooklyn 22, N. Y. 
Rope, Twine, Oakum, Packing, BalerTwine, Carpet and Electrical Yarns 
Branch Factories: 
St. Louis Cordage Mills, St. Louis 4, Mo. 
Delaware River Jute Mills, Philadelphia, Pa. 


SALES OFFICES 
BOSTON © CHICAGO « HOUSTON * NEW ORLEANS ¢ SAN FRANCISCO 
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“AMERICAN BRAND” ROPE IN CARTONS 









i! 


ee 


AMERICAN MANUFACTURING COMPANY 
| Noble & West Sts., Brooklyn 22, N. Y. 


| Please send information about | 





A completely 


we 

we | MOdern cordage 
merchandising 
program. 


0) Rope In Cartons 0 Handy Coils ( Handy Twines 


Name 








| Company — . 
Address ie | 


City Zone IN sci acabaeems ait 
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Self-Service Store 








open displays 
shopping carts 
check-out counters 


and 


traffic promotions 


Turn Sales Decline Into 40% Gain 








With half of its 25,000-item 
inventory on display, this 






store finds that with a com- 






pletely self-service layout 






all lines move faster 





Waar is that difference between the service type 
\ of hardware store and the self-service type, that re- 
versed a 10 pct sales decline into a 40 pct volume in- 
crease for retailer W. S. Berman? 

Mr. Berman, who operates a store at 1377 E. 53rd 













letely St. in Chicago, defines that difference as “having 
‘ordage enough merchandise available on open display so that 
idising shoppers need not be bothered by salespeople if they 
. don’t want to be.” 

Opened in October, 1951, his new store has Mr. 
le Berman enthusiastic. “I’m all for self-service,” he 


men to take care of an equal number of customers. 


| says. “Under the old layout, we had five or six sales- 
| Now we have 25 or 30 shoppers in the store, three 


_ staff members on the floor, and there is no congestion, 


sete | except sometimes at the check-out counter. 

ol | Under self-service, the store has really no sales- 
men—just the three people on the floor who try to be 

oe | helpful. Besides these, and the owner, there is a 

| manager who handles ordering and pricing, and one 
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man who takes care of deliveries 
and is in charge of repair work, 
and a cashier. 


Though this makes seven people 
in all, two more than were employed 
at the old store, the new quarters 
are larger, and the sales volume is 
40 pet greater than formerly. 

Berman’s Hardware and Paint, 
as the firm was known prior to its 
move and conversion into Berman’s 
Self-Service Hardware (the new 
firm name), a super-market type 
of operation, was a 32x85 ft 
premises. After World War II, 
business at the old stand fell off 
a little more each year until Mr. 
Berman decided to do something 
about it. 


Self-Service the Answer 


He found his answer in self- 
service, which he built into his new 
store, in a location a few doors 
away from the old. The new quar- 
ters are 40x100 ft, and formerly 
had been occupied by a chain food 
store. Improvements were made 
in the building and lighting plan, 
extra lights being installed in the 
two display windows. 

Then with the aid of an electric 
saw and one assistant, Mr. Ber- 
man built all of his store’s display 
islands, racks, and shelves. Credit 
for planning the lay-out is his too. 

The actual amount of sales floor 
space in the store is 40x75 ft. 
There are 20 island display fix- 
tures, each 4x8 ft, and a kitchen 
gadget bar, 30 ft long by 30 in. 
wide. Most of the display fixtures 
are set end to end to form 4x16 ft 
display islands. 

Aisles are wide enough to allow 
passage of two shopping carts. 
These carts are nested at the front 
of the store, where a customer 
upon entering can pick one up. 

Inventory includes about 25,000 
items, and half of them, in terms 
of dollars and cents, are always on 
display, reports Mr. Berman. The 
remainder is stored behind the 
rear partition on shelves, reaching 
from floor to ceiling, and on the 
building’s second floor which is en- 
tirely devoted to warehouse space. 

But all merchandise possible is 
displayed where it should be—out 
where customers, shopping the 
sales floor, will see it, and buy it. 


92 





According to Mr. Berman, “In 
self-service, the display counts at 
least 50 pct toward making the 
sale. Nearly half of our daily sales 
are made in items for which the 
customer didn’t come into the store 
in the first place.” 

In the old lay-out, there was one 
main aisle, and customers seldom 
entered the side aisles, unless they 
were guided there by a salesman. 

Under the new lay-out, however, 
there is only one way in, through 
the turnstile, and one way out, 
through the check-out aisle and 
past the check-out counter. 


Encourages Shopping 

This arrangement, in combina- 
tion with island fixtures which 
don’t obstruct the different mer- 
chandise departments from view, 
encourages customers to shop the 
entire store. / 

And to help customers locate the 
merchandise they want, each island 
is numbered in sequence. The lo- 
cation signs are large and promi- 
nently positioned on the top and 
center of each island. Thus a cus- 
tomer can quickly be directed to 
any part of the store. 

The three men who are assigned 
to the sales floor are instructed to 
let shoppers alone unless they ap- 
pear to need help. Display is de- 
pended upon to do the selling. And 
to encourage the customer to buy 
up, large display counter cards are 
used to initiate impulse sales. 

With open display being the 
heart of a self-service operation, 
its successful functioning depends 


Visual front advertises self-service. 


on pricing and stock control. In 
this store, a pricing machine that 
prints on adhesive labels is used. 
Only a few seconds are required 
to set up the type prior to running 
off the required number of price 
labels. 

The labels show the price, the 
source of supply, the cost, the 
month and year, and quantity pur- 
chased. All but the price are in 
code. 

This simplifies entering correct 
re-order information in the want 
books, around which ordering re- 
volves. In connection with mak- 
ing these books reflect stock con- 
ditions effectively, Mr. Berman 
uses what he considers an original 
system for getting employees to 
keep the want books up-to-date at 
all times. 

The re-ordering of stock which 
is running low, and the re-filling 
of depleted display shelves, some- 
times several times daily, is of 
prime importance in a self-service 
store. 


Want Book Gets Results 

“We used to plead with and 
coax salespeople to enter an item 
in the want book,” reports Mr. 
Berman. “Four years ago, I got 
the idea of giving an employee 4 
dime for every item he entered in 
the book, and it worked out very 
well. 

“The men are pleased with this 
system. They can add as much as 
$5.00 a week to their incomes. It 
costs a little, but we’re likely to 
lose more than a dime if a cus- 
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right—gets unobstructed view of merchandise 


tomer asks for some merchandise 
that is out-of-stock.” 

What about pilferage in a self- 
service store? 

“In dollars and cents, we suffer 
less from pilferage now than we 
did under the old system,” re- 
ports Mr. Berman. “In our other 
store, we had a service counter and 
acash register at the rear. There 
was no one at the front of the 
store to stand guard. Consequent- 
ly we lost a number of large items. 


Pilferage Reduced 


“Now, since the only way out of 
the store is past the cashier at the 
door, that alone has cut down 
pilferage a great deal. The only 
pilferage we suffer is in small 
items, and that is far less than it 
was before.” 

Since the super-market atmos- 
Phere appeals strongly to women, 
the store draws more women than 
men shoppers. Another reason for 
this heavier proportion of women 
to men is the fact that though a 
good, basic inventory of hardware 
items is maintained, the firm fea- 
tures housewares heavily. 

For instance, with the conver- 
sion to self-service, and the space 
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Dear Neighbor: 
i and we'd 
We noticed that you have moved recently to a new spartment 
like to take this opportunity to wish you luck in your new home and welcome 


i i have been in our store, we are 
in our neighborhood. Although you may b 
vanes if you are familiar with the many lines of merchandise we handle 




















We carry custom made: 





Venetian blinds 
Table pads 
‘Window shades 
Window Ventilators 


Traverse rods for all draw drapes 


Plain curtain rods 
Clothes closet poles 


Window guards to protect you and the children 


We can also install any of those items for you. 

ts may have lost some of the keys to your 
let us change the combination on the lock 
would fit. You may need a complete new lock installed or 


Perhaps the former occupan 
apartment. It would be wise to 
so no other keys 


some glass or sash cords put in. We cut a 
We exchange Edison bulbs free of charge. 

. . P f — 

hand about 25,000 items in stock including: these famous nation 

be aie Mautz Paints, Ekco and Flint Kitchenware, Revere Ware, 
G. E., Westinghouse, Sunbeam Appliances, Telechron Clocks, 
and Minute Mops, Stanley Tools, Federal Toilet 
-Simon and Taylor Thermometers, Wiss Shears, Cory 
peep ge aaa -Tone pre Nu-Enamel, Yale, Segal and Master 


ally advertised bi 
Mirro, Wear Ever, 
Ridjid ironing Boards, O’Cedar 


and Silex Coffee Makers, Kem 


Locks, Bissell Carpet Sweepers, Johnson Wax. 
We have free delivery service and will appreciate a call from you. 





and the various services that we might be able to perform for you. 


191 beautiful shades of paint in flat, semi-gloss and high gloss 
Glass tops for all types of furniture 


Sincerely, 


Hi styles of keys, We sharpen knives. 


BERMAN’S HARDWARE 








All new residents receive a welcoming letter suggesting 
household needs they can fill at the store. 


saved by elimination of counters, 
Berman’s was enabled to set up a 
gadget bar. This bar, 30 ft long 
by 30 in. wide displays imported 
kitchen gadgets in so attractive a 
manner that it has become a lead- 
ing traffic draw. 

But self-service, as such, is not 
all there is to the store’s promo- 
tional activities. Mr. Berman, be- 
lieving firmly in business building 
ideas goes all out for other traffic- 
drawing promotions. 

Borrowing a leaf from the 
super-market merchandising note- 
book, he uses a tape recorder and 
loudspeakers to broadcast music 
and promotional messages to all 
parts of the store. 


Owner, Will Berman, right, pre- 
sents a dime to clerk Nathan 
Cohen, left, for entering an item 
in want book as store manager, 
George Goldman, looks on. 


94 


The music, interspersed with 
the home-made commercials for 
feature items, sounds so realistic 
that customers often remark they 
“didn’t know that Berman’s was 
on the radio.” 

The returns from this promo- 


tion are big for the little trouble 
and time spent in making the re- 
cordings, points out Mr. Berman. 
“It’s just like a discreet salesman 
following a customer about the 
store, and telling him what the 
good buys are today,” he says. 

He also hit upon the idea of 
placing a key machine at one side 
of a display window. “You’d be 
surprised,” he remarks, “at the 
number of people who will stand 
and watch us make keys. Just like 
a crowd at a restaurant window 
watching someone flip flapjacks.” 


Free Weighing Popular 


Then there is the free weighing 
scale located near the front of the 
store. Some people come in every 
day to weigh themselves, reports 
Mr. Berman. And though they 
don’t make a purchase each time, 
they do buy something often 
enough to make it more than 
worth while. 

Another excellent traffic builder 
is an electric bulb exchange. Every- 
one moving into the neighborhood 
is advised by the local utility that 
they can obtain new bulbs at Ber- 
man’s, which is an official bulb ex- 
change. 

When they come in to get bulbs, 
their names and addresses are re- 
corded. A short time later, the 
new residents receive a neighborly 
letter from Berman’s, welcoming 
them to the community, and sug- 
gesting the many hardware and 


(Continued on page 153) 
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Retail Selling 


Wallpaper Sales Build Paint Volume 


Color Service Center stops highway traffic and leads 


to wallpaper inquiries which develop into good 


orders. Most wallpaper buyers spend larger sums for a 


Wallpaper is a good traffic builder 
at the Gardner Johnston hardware 
store on Lorain Rd. in North Olm- 
stead, Ohio. It is a profit making 
department in its own right, but 
even more important it paves the 
way for much higher volume sales 
of paint and related lines. 

Lorain Rd. is a heavily traveled 
highway and so the Gardner Johns- 
ton store’s visual front store is seen 
by many motorists going past the 
store on pleasure trips and by many 





Wallpaper sam- 
ple books on tilt- 
ed panel and 
ledge are plainly 
visible to all pas- 
sers-by and store 
visitors. 





quantity of paint at the same time 


on their way to and from their jobs. 

No matter what the hour of the 
day or night the store emphasizes 
its wallpaper department with a 
very colorful display unit called its 
Color Service Center. Twenty-four 
hours of each day the Color Ser- 
vice Center—just a few feet from 
the window —is brightly illumi- 
nated with concealed fluorescent 
lighting in the canopy of the color- 
ful display unit. 

Constructed by the store’s staff 


COLOR SRC 


es ee ir 


with the assistance of a Sherwin- 
Williams representative, the Color 
Service Center is finished in two 
tones of green—from the store’s 
regular paint stocks—with a yellow 
wooden valance with large red let- 
tering. Chief eye-catcher is a 
print of a California seascape in 
greens, browns and blues. The print 
was purchased in an art shop. 
Colorful draperies, representing 
all of the colors in one of the two 
nationally advertised paint lines 










































The appliance and housewares department as seen from one end 
of the Color Service Center. 


handled by the store, give a further 
splash of color to the Color Service 
Center. For decorative effects— 
and an occasional extra sale—two 
lighted hurricane lamps are shown 
on the ledge just below the seascape. 

Visitors to the wallpaper display 


are provided with comfortable mod- 
ern style metal chairs and see 
plenty of wallpaper sample books 
from which to make selections. 
Hampers, juvenile rockers and 
other items are arranged in the area 
given over to the wallpaper selec- 





tion center. Visitors to this dis- 
play pass showings of farm freezer 
units and other major merchandise, 

All orders of wallpaper are sub- 
ject to one day delivery, the firm’s 
source of supply carrying all of the 
several thousand patterns shown in 
the store’s sample books. Patterns 
are offered in prices ranging from 
35¢ to $2.20 per roll. 

This plan gives the firm the ad- 
vantages of a huge stock with a 
limited investment in inventory. 

Very few wallpaper customers 
limit their purchases to such mate- 
rials. They may rent a wallpaper 
steamer. Most of them purchase 
wallpaper tools and a quantity of 
paint. It is most unusual to sell 
wallpaper without getting a size 
able order of paint and related 
lines. And very few wallpaper cus- 
tomers will buy materials for but 
one room, most sales being of com- 
plete materials for redecoration of 
three or more rooms. 

Although the Color Service Cen- 
ter does shut off portions of the 
store’s display from several angles 
O. H. Johnston, one of the firm’s 
partners, observes, “It is such a 
good traffic puller that loss of a 
complete view of the store is more 
than offset by its attention getting 
power.” 


Compact Builders' Hardware Display 


To give better display space for 
cabinet hardware and_ smaller 
builders’ hardware items at the 


branch store of C. W. Koenig Co. 
in the Richmond-Euclid Shopping 
Center in Cleveland, Ohio, a speci- 





John Burchard, hardware manager, with one of the removable dis- 
play panels topping the builders’ and cabinet hardware storage and 
display unit. 


96 


ally constructed 7x2 ft-display unit 
is now being used. For use in dif- 
ferent locations in the roomy store 
the unit has three stock shelves on 
each side and is topped by tilted 
shelves on each side. 


Easy for Customers 


Removable plywood panels permit 
easy handling by customers and 
will be used for displays in the 
ledges of the store’s visual front. 
The unit, built by John Burchard, 
hardware department manager of 
the branch, is of plywood and mea 
sures 7x2-ft. Overstock will be kept 
on the three shelves on each side. 

The removable display panels are 
of different sizes. Price tags are 
shown next to each item, with the 
source of supply and cost—both of 
which are shown in code on the re 
verse side of the tag. 
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Windows Promote Gifts 
For Father's Day 


Many of the items regularly fea- 
tured in the gift and tool sections 
of a hardware store are excellent 
candidates for presentation as 
Father’s Day gifts. 

Special store displays and win- 
dow showings featured merchan- 
dise hand and power tools and a 
variety of indoor and outdoor en- 
tertainment goods were used to ad- 
vantage at the Horace Green ‘& 
Sons hardware store in Long Beach, 






Tool and housewares departments make strong bid 


for sales of regular merchandise as special 


gifts. Windows and store displays tie in indoor 


and outdoor goods for gift purposes 


Calif., to sell the Father’s Day gift 
giving idea, in 1952. 

The tool window, showing mer- 
chandise at varied leveis, had a 
large wall sign, “Gifts for Dad from 
Horace Green & Sons are gifts of 
endless greetings.” A large colored 
talking card in the front had the 
suggestion that the items there 
were, Gifts for a swell dad on 
Father’s Day. 

A canopy covered with dull green 


and red tiles added color to the win- 
dow. A long streamer, not visible 
in this picture, had the message, 
Pop’s the question—power tools is 
the answer. 

The other gift window featuring 
barbecue and indoor hospitality 
items included a large card reading, 
“Make each day Father’s Day with 
practical gifts from Green’s.” On 
a long and low table were displayed 


(Continued on page 114) 























A wide variety of hand and power tools was displayed in this window with numerous reminders 


of the well known brand names offered. 







How to operate a 
profitable gift department 


the IF in gIFt selling 


A section of the basement gift department .. . 
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Is gift selling profitable? 

Does it add to a store's overall 
profits? What are the key factors 
in buying giftware? 





Here is a helpful down-to-earth 
discussion of the problems of 
operating a profitable gift 
department 


Gift selling can be profitable for a hardware store; 
but there are probably more if’s in gift selling than 
in most lines of hardware store merchandise. 

A properly operated gift department will not only 
produce profits itself, but will also help build traffic 
for other departments of the store. That is our belief 
after 12 years’ experience in selling gifts in a hard- 
ware store. 

We started our gift department in a very small 
way 12 years ago, by setting aside 4 ft. of wall space 
in our housewares department. We found this gift 
department well received and it was gradually ex- 
panded, with an encouraging increase in volume each 
year. 

Being aware of the potentialities of a larger gift 
department for some time, we took a major step in 
1951 and moved the gift department to a new basement 
display room where we created an inviting china and 
gift shop. 

This gave us 800 sq. ft. of display space and enabled 
us to greatly expand our dinnerware, glass, and gift 
lines. 

The results of this expansion have been most grati- 
fying. Operating in the new location for only the last 
8 months of 1951, our sales increase in that department 
was almost 200 pct over the previous year. Sales for 
1952 show a slightly higher increase over 1951. 

Now, after these 12 years of experience, during 
which we have learned much and made more than our 
share of mistakes, we feel that the key factors m op- 
erating a gift department in a hardware store are: 
Selection of merchandise, attractive display and ag- 
gressive promotion. 

We feel that the selection of the proper merchandise 
is the No. 1 factor in successful gift selling. It is im- 
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Miss Ruth Bock, author of this article, alongside a 
wall shadow box display. 


by Ruth Bock 


Gus Bock Hardware 
Lansing, Ill. 


portant that you know what type and price merchan- 
dise you can sell best. 

In our case we find, at present, that the moderately 
priced, modern-type gift lines are popular in our com- 
munity. Therefore, 80 pct of our stock is in the mod- 
ern theme, the balance consisting of the more tradi- 
tional styled merchandise. 

The trend in home decorating, we feel, plays an im- 
portant part in selecting merchandise for a gift de- 
partment. For example, what colors are popular? 
What accessories are being shown in the home maga- 
zines? : 

These factors definitely influence our customers’ 
choice of decorative accessories. In order to keep in- 
formed on these trends, the various home decorating 
magazines and the business magazines are read dili- 
gently. Monthly visits are made to the markets; we 
are constantly on the alert for new merchandise and 
new ideas. 

“Something new” is practically a byword in gift 
selling. Because of this, merchandise is bought by us 
in very small quantities; we concentrate on variety, 
rather than quantity. 

If an item sells well, it is reordered once, rarely 
twice, then dropped, to be replaced by something newer. 

Our buying is scheduled so that we have shipments 
arriving frequently. This is a must to keep the interest 
of the browsing shopper which a gift department at- 
tracts in numbers. 









































If we happen to receive a con- 
siderable amount of new merchan- 
dise at one time, we actually hold 
some back a few weeks before show- 
ing it. This helps maintain our 
policy of frequently showing new 
merchandise. 

Dinnerware and glassware are a 
bit more staple, we feel, although 
here, too, new patterns must be 
added each year and slow movers 
dropped. Open stock is a must in 
order to do a volume business in 
dinnerware. 





gift-buying customer it is the de- 
sire to own rather than necessity 
that is the determining factor in 
almost all sales. 

With this thought in mind, we 
realized we had to create an attrac- 
tive setting which would show the 
merchandise to its best advantage. 
Much time was devoted to studying 
color, lighting and display before 
setting up our basement gift de- 
partment. 

Since fluorescent lighting has a 
tendency to distort colors, we use 


oe 


i @. 8.6.09 Dg 
n «6... 8 
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— C4@.4 - ‘& 
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How table settings are used to display dinnerware, glassware 
and other accessories. 


We found, through our own ex- 
perience, that it is best to avoid 
the cheaper variety store type of 
gift lines. There is little profit in 
it and we found it would not sell, 
perhaps because hardware stores 
are better known for quality mer- 
chandise. 

The more select lines not only 
give more prestige to a gift depart- 
ment, but in many cases we are pro- 
tected by the manufacturer since 
many allow only one account in a 
town or trading area. 


Clearance Twice a Year 


Following these principles, we 
now have but a small percentage of 
shelf warmers. These are drasti- 
cally reduced for clearance twice a 
year. 

In gift selling, we find an entirely 
different type customer. Seldom do 
they come in with an exact item in 
mind. They want to choose lei- 
surely or just browse. We must al- 
ways keep in mind that with the 
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incandescent lighting from above. 
Fluorescent tubes are used only un- 
der frosted glass to give light from 
below. 


Background Colors 


This combirfation gives more 
sparkle to the merchandise, as well 
as showing its true color. For 
background colors we chose a deep 
burgundy for glassware; dinner- 
ware is shown against a dark blue- 
green shade; a warm gray is used 
for the pottery and other decorative 
accessories. 

If customers’ interest is to be 
maintained, we find that displays 
must be changed frequently and 
new merchandise added. Mass dis- 
play is not effective here. We show 
only one or two items of a kind, ar- 
ranging them in groupings of colors 
that harmonize or contrast. 

The addition of artificial flower 
arrangements, house plants and 
fruit in bowls and other containers 
not only made our displays more at- 





How to Advertise 
Giftwares > 


tractive, but also increased the 
sales of the containers substan- 
tially. 

Although bought originally for 
display only, we soon found our- 
selves doing a nice volume in plants 
and flowers. 

Table settings are the best 
method of promoting dinnerware 
and glassware. Two of the three 
tables in our department are used 
for this purpose at all times. We 
have a variety of colored cloths so 
we can show each pattern effec- 
tively. A center piece is chosen 
from our stock and flowers are 
added. 

Invariably, we not only increase 
sales of the pattern of dinnerware 
shown, but also the decorative ar- 
rangement used. 

New merchandise is always given 
special attention. A window dis- 
play is put in, backed by a display 
on a table or in one of the five 
shadow boxes in the department. 
This is tied in with a newspaper ad 
whenever possible. 


Builds Volume 


We believe a free gift wrapping 
service can do more to build gift 
volume than any type of advertis- 
ing. 

Customers never fail to tell us 
how much they appreciate our gift 
wrapping. Many make our store 
their gift headquarters because of 
this service. This service has 
definitely increased the sale of 
hardware and housewares items as 
gifts. 

A uniform gift wrap is used. 
Gifts are packed in a white gift box 
imprinted with our name and 
wrapped in white and silver paper. 
The customer is given a choice of 
a dozen colors of satin finished rib- 
bon with which we tie the package. 

This wrap has actually become a 
trademark of ours. We have been 
told of bridal showers where more 
than half of the gifts were from 
Bock’s. Our store was the talk of 

(Continued on page 122) 
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3455 Ridge Road 





candlestick 


CAMBRIDGE a 


exciting square bose crystal 






“GUS BOCK HARDWARE 


Open Daily 8 A.M. to 6 P.M.—Wedriesday 8 A.M. to Noon 
Friday til 9 P.M. 


It’s new, it’s different, it’s beau- 
tiful beyond words! So practical, 
too—simple in design, easy to 
clean and keep sparkling. Swank 
touch to the ah-inspiring table 
or buffet! Moderately priced — 
see it today! 





Phone Lansing 6 











. All of the beauty 
and charm of famed 


CUBRIER and IVES 


prints are yours now- 
on Dinnerware... 





20 PIECE STARTER SERVICE $595 
4 eoch: cups, saucers, fruits, 
breed and butters, 10” dinner pen 
if bought from even steck $7. 


Wonderful way to start your 
Currier and Ives collection. Add to 
Your service from open sti 
yg ot in chatming old 
pars Permancat, protective 
glaze guarantees color, 
detail forever. 
53 PIECE SERVICE FOR 8 $19.95 
China and Gilt Department 


GUS BOCK 
HARDWARE 


3455 Ridge Rd. Lansing 6 
Open Daily 8 A, M. +6 P.M. 
Wednesday, 8 A. M, ~- 12 Noon 





Friday, "til 9 P. M. 


These ads, of varying size, are typical of the type of advertising 
of giftware carried on continually by Gus Bock's Hardware. These 
giftware ads are usually run separately from the store's other hard- 


ware ads. 











GUS BOCK HARDWARE 





America’s most wanted dinnerware pattern because it's cool, 
green ivy — hand-painted against an ivory background — 
pleasingly fits in with your dining room color scheme—as modern 
as you wish yet perfectly at home with your provincial pieces, 


STARTER SET 
16 PIECES 
OPEN STOCK 


4 - 


China and Gift Department 


GUS BOCK HARDWARE 


3455 RIDGE ROAD 


LANSING 6 


Open Daily 8 A. M.-6 P.M. 


Wednesday, 8 A. M. - 12 Noon—Friday, ‘til 9 P. M. 

















VERNON’S 


Match or mix the 4 striking 
colors: Acacia Yellow, Lime Green, 
Pine Green, Mahogany Brown. - 


SPR (VAR RICE EVENT 





Choice of 
Gloriows Colors e 
s 
16 piece starter sets 
Take advantage of this “Special $ 49 
Price Event” to stock up on this 
California made, top quality earth- service for 4 Only =) 
wi teed fi 
agit cniiba or cabiae es Reg. Price 46.95 


CHINA and GIFT DEPARTMENT 





GUS BOCK HARDWARE 
Open Daily 8 AM. to 6 PM—Wednesday 6 AM. te Noon 
Friday ti) 9 PM. 
3455 Ridge Road Phone Lansing 6 
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CHINA AND GIFT DEPT. 


GUS BOCK HARDWARE 


3455 RIDGE ROAD LANSING 6 
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This open front puts the entire store before the eyes of the public. 


New Location, New Fixtures 
Increased Small Store's Volume 


Removal to new location with new fixtures providing 
maximum display help increase volume and reduce 
overhead in long, narrow store 


Since January, when Harry L. 
Kessler opened his new Park Hard- 
ware in Ventnor, N. J., turnover 
has been stepped up without an in- 
crease in sales costs as a result of 
modernization being keyed to self- 
service. 

Mr. Kessler, who had operated a 


102 


small hardware store a few doors 
away from his present quarters at 
4012 Ventnor Ave., had faced sev- 
eral problems, typical of many small 
stores, in the old location. 

These, he felt, could only be 
solved by a planned merchandising 
and modernization program which 


would allow Mrs. Kessler and him- 
self to operate as efficiently during 
the store’s peak selling months, 
without extra salespeople, as during 
the slack period. 

Ventnor, being a small com- 
munity near Atlantic City, gets 4 
huge business upswing during the 
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summer months. And to handle 
the greatly increased traffic, the 
Kesslers had to take on extra help. 
That, in the old, small store, caused 
confusion rather than better ser- 
vice. 

The new Park Hardware is only 
15 ft wide with a depth of 60 ft. 
And to overcome the disadvantages 
of its width, fixtures designed and 
supplied by Supplee-Biddle-Steltz 
Co., Philadelphia, hardware whole- 
salers, and the layout planned by 
Mr. Kessler have created a feeling 
of spaciousness. All fixtures are 
of the open display type so that cus- 
tomers may make their own selec- 
tion. 


Full Vision Front 


The feeling of spaciousness, in 
part, comes from the full-vision dis- 
play front which provides street 
traffic with an unobstructed view of 
the entire sales floor. There is only 
one center row of island fixtures, 
and these have been restricted to a 
4-ft height so as not to break-up 
and isolate any part of the sales 
floor. 

The island gondolas, five in num- 
ber, are each 23 in. wide by five feet 
long, and the top display area of 
each is divided into two display sec- 
tions. A reserve stock section 
forms the base. The remainder of 
the store is fixtured with open-dis- 
play wall fixtures. 


Store Departmentalized 


All merchandise is completely de- 
partmentalized with each gondola 
display forming a department of 
its own. Wall areas are also di- 
vided into different merchandise 
classifications, and are plainly iden- 
tified. 

To make self-service use of the 
open displays most effective, prices 
are clearly marked, either with 
small price markers on the bins or 
compartments, or the price is 
stamped on the individual item. 
Customers need only bring their 
purchases to the cash register, 
where they can easily be totaled. 

The cash and wrap counter is at 
the front of the store. In the old 
location, it was at the rear. But 
from its present location, it is easy 
for the Kesslers to serve custom- 


Above —A _ full 
vision store front 
creates the illu- 
sion of space at 
Park Hardware. 


Right—The cash 
counter is at the 
front of the store 
and is manned 
by either Mr. or 
Mrs. Kessler. 


Below — Owner 
Harry L. Kessler, 
who, with Mrs. 
Kessler, is able to 
handle all sales 
because the store 
is designed to 
provide a maxi- 
mum of self-ser- 
vice. 
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ers better and to maintain a watch- 
ful eye over the entire establish- 
ment. 

In the peak summer months, 
when the traffic rush is on, Mrs. 
Kessler stations herself at the cash 
counter, and Mr. Kessler mans the 


sales floor, helping customers, and 
taking care of such service func- 
tions as cutting glass, oil cloth, etc. 
This arrangement has been devised 
to make it possible to operate with- 
out extra help. 

On the day of the opening of the 

















store, Mr. Kessler advertised the 
new Park Hardware with a two- 
page spread of specials in the local 
newspaper. That attracted hun- 
dreds of viewers. A record was 
made of their names and they form 
the nucleus of a mail list. 


Here are more examples that prove hardware 


retailing has a history all its own 


Air Conditioning—I!840 Model 


Accenting the new in hardware store merchan- 
dise is this old time heater on display at the 
Villwock Hardware, Grey Eagle, Minn. Believed 
to have been made about 1840, stoves of this type 
were designed to heat one room. Known then as 
“sittin’ room” stoves, they were used in the par- 
lor or bedroom, and the front grates could be 
left open, if desired, to give the effect of an open 
fireplace. Though bearing no date of manufac- 
ture, the heater carries the maker’s name on it— 
Treadwell & Perry, Albany. Photo and historical 


background, courtesy of the Our Own Hardware 
News. 
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Floor Refinishing—As It Used to Be 


This floor sanding machine, the Big American, 
was first used 50 years ago at Stanford Univer- 
sity. Produced by the American Floor Surfacing 
Machine Co. of Toledo, Ohio, a few of this model, 
the granddaddy of the company’s line, are still 
in use. This 5-hp machine had double 18-in. sand- 
ing drums and was self-propelled, the operator 
standing on the machine. The frame was of 
wood. 
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In planning today’s modern 
hardware layout, the hardware re- 
tailer is faced with an important 
decision. Shall he dispense with 
the traditional type of window de- 
sign in favor of the newer back- 
less, full-view window. 

The problem arises from the 
idea that the enclosed window is 
necessary for building window dis- 
plays of seasonable merchandise 
in order to draw the maximum 
amount of store traffic. However, 
that promotional advantage need 
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not be sacrificed in the backless 
window. 

It is possible to retain its main 
features, and gain the added bene- 
fits that full-view windows offer 
by building the window display 
unit, a below eye-level fixture, de- 
scribed in this article. 

This unit will provide a fixture 
for seasonal promotions, and still 
offer passing street traffic a sweep- 
ing view of the store interior. 

Such a unit (A) is shown in Fig. 
1 which diagrams the interior of a 
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Below Eye-Level Display 
For Backless Windows 













MODERN DISPL, 
4 SE 
Gereased™ 


hardware store from the display 
window to the rear. See Fig. 2 for 
a detail drawing of the unit, which 
is positioned on a low window 


base such as in (B) of Fig. 1. 
The unit (Fig. 2) can easily be 
constructed from lengths of pine 
board and perforated board. The 
first step is to construct the frame, 




































































































limiting its height so as to be be- 
low eye-level when viewed from 
the street. 

Then install a number of elec- 
trical outlets as shown in Fig. 2. 
Use of electric light bulbs will 
make the center panel an eye-stop- 
per, and to heighten the effect even 
more, action can be built into the 
display by installing an inexpen- 
sive flasher attachment. 


Easy to Trim 


Next, face both sides of the cen- 
ter panel, which bears the letter- 
ing—“Special,” with the perfo- 
rated board. This will allow any 
number and type of fixture hard- 
ware to be used in various ar- 
rangements for the display of 
merchandise. Many small metal 
brackets, hooks, and price clips are 
now available to make the trim- 
ming of these perforated panels 
an easy matter. 

A local sign man can cut the 
lettering for the word, “Special,” 
out of %4-in. plywood or wallboard. 
Most sign shops have a special 
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machine that will do this quickly, 
easily, and inexpensively. 

Then paste a piece of ordinary 
tracing paper on the back of the 
lettered board, and attach a piece 
of window glass between the paper 
and the light bulbs to protect it 
from heat. This will eliminate a 
fire hazard. The window glass is 
held in position ‘by wood molding. 

Drill one-inch diameter holes in 
the top of the center panel to al- 
low the heat generated by the light 
bulbs to escape. This will also en- 
able some of the concealed light- 
ing to reflect upward, through the 
holes, on merchandise displayed 
on top of the center panel. 

The finished unit may be painted 
in some suitable color, and there- 
after refinished when desired. 

The two side step-up units may 
be constructed from pine board 
and attached to the center panel 
as indicated in Fig. 2. The width 
of these two side units, and the 
center panel, will depend upon the 
width of the window. 


In Fig. 1 note the two separate 
small display units (C), construc- 
tion details for which are shown 
in Fig. 2. These are constructed 
of heavy cardboard tubes which 
can be purchased from most dis- 
play firms in diameters up to 12 in. 

To form the ends for the tube, 
cut two round sections, to the re- 
quired diameter, out of plywood 
or pine board and nail one at each 
end of the tube. 

A third round disc should be 
nailed in position as in (C) Fig. 2 
so that the smal] shelf can be toe- 
nailed to it for support. The other 
end of the shelf is supported by a 
suitable length of dowel. 

In the event that there is not 
sufficient width to the window to 
take these two units in combina- 
tion with the larger center sec- 
tion, eliminate the side shelf of 
(C). In its place, use a piece cf 
Y%-in. plate glass on top of the 
cardboard tube. 

Use of the complete window 
display unit, as described and 
illustrated, will result in displays 
for open, full-view windows that 
won’t cut off the store’s interior 
displays from view of people on 
the street. 

Referring again to Fig. 1, note 
the interior store fixtures which 
offer extreme flexibility in ar- 
ranging new layouts for building 
up special display promotions that 
can be seen from the _ street 
through the full-view windows. 


Flexibility Desirable 

Flexibility is also highly desir- 
able in order to change store lay- 
outs to take care of expanding 
merchandise lines or in a move to 
a new location. 

The display fixtures diagrammed 
in Fig. 1 consist of counters, 30 in. 
wide by 30 in. high, and 5 and 6 ft 
in length, and are placed together 
to form a four-bank island unit. 
These can be broken down and 
used in different combination, 
making islands of different sizes. 

Used as shown, this bank of 
counters can be equipped with a 
%4-in. plywood center panel (B) 
on which plywood or glass adjust- 
able shelves can be _ installed. 
These are supported by heavy 

(Continued on page 129) 
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$8,000 Volume in Fans 
And Air Conditioners 


Early and continuing use of mass displays of 
warm weather equipment helps Texas dealer 


to sell these lines throughout season 


The middle of March of each year 
finds up-front mass displays of elec- 
tric fans and individual room air 
conditioners at National Hardware 
& Electric in New Braunfels, Tex. 
This policy is one of the keys to the 
more than $8,000 volume in these 
items according to Tom Cater, 
owner-manager of the store. 

These displays are continued 
right through the warm weather. 
Early display impresses the public, 
but an equally important angle in 
the firm’s successful merchandising 
of these lines is the policy of buying 
a good quantity of them early 
enough to have them in the stock- 
room well before the first of the 
year. All sizes and types offered by 
the firm aye thus in the hands of 
the firm to meet its needs for an en- 
tire year. 

It is Mr. Cater’s opinion that you 
must have a mass display to do a 
volume business in fans and air 
conditioning units. He finds that 
displaying both fans and air con- 
ditioning units next to each other 
helps to sell both types of equip- 
ment. And early display leads to 
early sales. 

The store, located in a town of 
12,000, shows materials needed for 
installation and use right next to 
the individual units. This serves 
to remind both customers and store 
staff of the need for these addi- 
tional items. Many extra sales re- 
sult. 

The first fans which start to sell 














Following discussion of a portable fan Mr. 
Cater shows an evaporative cooler. (Continued on page 150) 
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Profits From Related Sales 


Wisconsin firm’s full service helps to sell 75 
refrigerators, washers and dryers, 175 oil 
burners and 125 water systems in a year. What 
begins as a sale of a heating plant, a 

complete bathroom or a water system often leads 
to sales as high as $2,500 for one home 
















Visual-front of 
the modernized 
store. Note sun- 
shades just under 
the canopy. 


Sgr se 


Many hardware dealers think of 
related goods sales in terms of paint 
brushes, oil, abrasives and other 
paint tools when some paint is sold. 

This is true at Welch’s, hardware 
and plumbing firm in Hales Cor- 
ners, Wis. 

But Thomas Welch and his em- 
ployees also think of related mer- 
chandise sales in terms of a water 
system sale which leads to a com- 
plete new bathroom and kitchen in- 
stallation. They think of a water 





Welch's service crew, members of which decorated seven of the firm's 10 service trucks for a local 
parade. Each truck carried new labor-saving equipment with an older version of the same item. 
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heater sale as something to pave 
the way for the sale of a complete 
automatic laundry installation. 

Although the firm employs no out- 
side salesmen its volume was in- 
creased in 1952 by the sale of 75 
refrigerators, washers and driers, 
175 oil burners and 125 water sys- 
tems—and a myriad of other mer- 
chandise and materials which major 
item buyers purchased. 

“We sell, install and service,” re- 
ports Thomas Welch, who empha- 
sizes that he tries to build volume 
on the repeat visit or related items 
idea. 

The firm’s reputation for service 
and quality lines is so firmly en- 
trenched that newcomers in the area 
hear of it soon after their arrival. 
This is illustrated by a recent inci- 
dent : 


Knew Firm's Reputation 


A well dressed couple, with whom 
the dealer was not acquainted, came 
to the store and the man said, “We 
have just bought a home near here, 
and we want a new bathroom and an 
oil burner. We are not shopping 
around, but were told that you, are 
reliable. We want a quality job and 
that is why we came to you.” 

The visitors bought more than 
$2,400 worth of merchandise in a 
short time. 

Four men are employed in the 
firm’s hardware division and 25 men 
in the plumbing, sheet metal, air 
conditioning, heating and water 
systems sales and service. Top-qual- 
ity nationally advertised lines of 
washing machines, refrigerators 
and other major items are sold. 

Welch’s have two lines of water 
systems, two makes of oil burners 
and three brands of gas furnaces. 
Three lines of plumbing equipment 
are sold, installed and serviced. 

Mr. Welch personally inspects 
every plumbing and heating instal- 
lation, as well as appliance jobs soon 
after they have been installed. In 
this way he gets the customer’s re- 
action to the equipment, hears his 
complaints, if any, and answers any 
questions a customer may have con- 
cerning the job. 

He states that time spent on such 
follow-ups is very productive of 
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Brushes and other related goods are in front of paint shelves to sug- 
gest extra sales. 


good will and future business. “Of- 
ten there are minor questions which 
homeowners have forgotten to ask 
the installers,” reports Mr. Welch, 
“and when I visit their homes, they 
have an opportunity to get the in- 
formation. Frequently I get valu- 
able tips on neighbors and relatives 
who are interested in plumbing, 
heating or appliances. 

“We do not have an outside sales- 
man and do not need one at present. 
By these follow-up calls, plus store 
developed leads, we get enough 
prospects to keep us busy.” 

There are seven small towns in 
the store’s trading area and a fine 
rural area surrounding them. The 


a 





Welch water systems service covers 
many homes in this area on a 24- 
hour basis. People know that they 
can depend on this hardware store’s 
service crew. 

Water systems service crews al- 
ways try to sell additional items 
when making farm and small town 
calls. Oil burners, bathroom and 
kitchen equipment, water heaters, 
washers and_ refrigerators are 
among the many items sold to water 
pump customers. 

While the company does not do 
complete electric wiring jobs, its 
service crews do wire extensions 
for its own appliance installations. 
When a model kitchen is sold, a car- 
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Three members of the Welch family and a friend preparing for the 

July 4th parade in which the firm participated. Left to right: Pat 

Welch, eldest son of the proprietor; a neighbor; Tom Welch, pro- 
prietor of the business and John Welch, youngest of the family. 


























Electric housewares occupy an entire island. 


penter is called in to handle some of 
the job. 

The plumbing crews operate 10 
trucks which are kept busy han- 
dling new home construction jobs 
and on remodeling contracts. Mr. 
Welch states that his p'-umbing work 
runs about 50 pet for new homes 
through building contractors, and 
the balance in remodeling for in- 
dividual home owners. With this 
balance in plumbing operations, Mr. 
Welch believes he is well situated 
in case there is any slump in local 
new home construction. He reports 
that remodeling work for home own- 
ers is very profitable, runs into con- 
siderable volume and is often non- 
competitive. 


Employs Showmanship 


Mr. Welch employs showmanship 
in his operations as was evidenced 
in the 1952 Independence Day pa- 
rade in Hales Corners, witnessed by 
about 5,000 people. Seven Welch 
trucks were entered in this parade, 
each bearing an “Old” and “New” 
appliance or way of life. 

One truck carried an old time 
outside toilet and on the same 
body was equipment for a modern 
bathroom. This display vividly 
showed the thousands of onlookers 
the differences in comfort of the old 
and new ways of living. It drama- 
tized ways in which the Welch or- 
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ganization could help people make 
their homes more modern. 

Another truck showed an old 
type coal and wood range and a mod- 
ern electric range. This display was 
a highlight insofar as housewives 
are concerned. 

On a third truck was an old tub 
over an open fireplace and a mod- 
ern, gleaming white water heater. 
The fourth truck displayed a very 
old base type coal burner, while the 
same truck body also carried a mod- 
ern oil burning unit. 

A modern washing machine and 
an old wooden tub type washer pre- 
sented contrast in a display on the 
fifth truck. , 

A sad iron was shown on the sixth 
truck together with a modern drier 
and an electric ironer. The last of 
the seven mobile displays in the 
parade of Welcn trucks had as its 
burden a wooden ice box and an elec- 
tric refrigerator. 

Each of Welch’s seven trucks in 
the parade was identified with signs 
—on the front and the back—indi- 
cating that it was the only firm with 
as many trucks in the parade. The 
company received awards for the 
originality of the effective display. 

To build interest in the creation 
of good displays among his em- 
ployees, Mr. Welch gave his own 
special awards to the three crews 
he considered as having the best of 
his group of displays. 


Last year the firm completed a 
store remodeling cycle which began 
in 1946, its visual front being ex- 
tended in 1952. Formerly 20x70-ft 
the store now measures 30x70-ft. 
It is housed in a two-story building 
in the downtown area of a town of 
1,100 population. A 30x30-ft area on 
the second floor is devoted to com- 
pany offices and an appiiance and 
plumbing equipment showroom. 


Unusual Gift Display 


An interesting feature of the 
hardware store is a gift section 
with some unusual display arrange- 
ments. Sections of 144-in. pipe, ex- 
tending from the floor to the ceiling, 
support gift display shelving. 
Shelves are clamped to the pipe with 
adjustable screws and adapters so 
that shelving may be raised or low- 
ered to accommodate merchandise of 
varied height. These units permit 
showing a large variety of mer- 
chandise without blocking the vi- 
sion of those wishing to look at dis- 
plays in other sections of the store. 

Color has been used to enhance 
the appearance of the store’s in- 
terior. Rose colored walls and red 
and black asphalt tile floor cover- 


(Continued on page 152) 





Side view of one of store's ad- 
justable pipe and plywood gift 
displays. 


HARDWARE AGE, MAY 14, 1953 














The sa 
He st 
complete 
the jaunc 
specialty 
I recog 
that he c 
for actior 
dise, and 
arod orr 
to the fr 
him he 
maneuver 
plug saili 
wall, bare 
sive ligh 
breathtak: 
tive glass’ 
gently to | 
of paint o 
Then he 
nearby di 
his hand. 
“Hoega 


In case YC 
to emphas: 
this story 
TeSE mblan 
dead is g 
unintentio: 


HARDWAR 








completed a 
vhich began 
t being ex- 
‘ly 20x70-ft 
s 30x70-ft. 
ry building 
f a town of 
)-ft area on 
ted to com- 
yilance and 
wroom. 


play 
ire of the 
ift section 
ly arrange- 
n. pipe, ex- 
the ceiling, 
shelving. 
e pipe with 
dapters so 
sed or low- 
s=handise of 
‘its permit 
y of mer- 
ng the vi- 
ook at dis- 
' the store. 
0 enhance 
store’s in- 
ls and red 
oor cover- 


152) 





2's ad- 
od gift 





The dealer in this tale could never be you—or could it? 


But whether or not you feel a sympathetic understanding 














of this dealer’s problem, we think you'll find the story 


humorous, interesting and more than a little true to life 


The salesman was good. 

He started by demonstrating 
complete immunity to the effect of 
the jaundiced eye that I keep for 
specialty salesmen. 

I recognized the spinning outfit 
that he carried, set up and ready 
for action, as top quality merchan- 
dise, and mentally clocked him as 
a rod or reel peddler. As I advanced 
to the front of the store to meet 
him he performed a deft little 
maneuver that sent his practice 
plug sailing down along the east 
wall, barely missing several expen- 
sive lighting fixtures, skimming 
breathtakingly close to some decora- 
tive glassware and, finally, coming 
gently to rest on top of a quart can 
of paint on the back shelf. 

Then he leaned the rod against a 
nearby display case and extended 
his hand. 


“Hoegan is my name,” he said, 


In case you've wondered, we'd like 
to emphasize that the characters in 
this story are all fictional and any 
resemblance to persons living or 
dead is strictly coincidental and 
unintentional. 
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by Arthur R. Boye 


Howell's Hardware, 
Grand Coulee, Wash. 


“supplying the hardware trade with 
the greatest fishing invention since 
the advent of the barbed hook. 
Grew up in a hardware store my- 
self. Can’t remember when I 
started playing around the harness 
racks, nail kegs and coal heaters in 
Pop’s old store.” 


Never Lost Their Trade 


“Pop used to carry fishing tackle, 





to 
hooks, a few sinkers and bobbers 
and a dozen bamboo poles. But do 
you know something, Pop never lost 
the fishermen’s trade like a lot of 
hardware men did. Pop had the 
first rod and reeij for sale that was 
seen in the town, the first creel and 
the first plugs and salmon eggs. 
Pop kept right up to the fishermen’s 
latest whim and do you know that 
when Pop retired and my kid 
brother took over the store five 
years ago, he didn’t have an exclu- 
sive sporting goods competitor in 
the neighborhood?” 

“Yes Sir, I sure like the looks, 
the smell, the atmosphere and the 
people in a good hardware store, 





and when I come into a new town 
I inquire for the merchant that has 
kept his sporting goods department 
right up to date—he is the man I 
want for a customer.” 

By this time my eye must have 
turned from yellow to bloodshot. 
His reference to childhood days 
spent around a hardware store 
made me feel slightly akin to him 
although, if my memory of my 
youth does not play me tricks, I pre- 
ferred to be buddy-buddy with the 
kid whose old man-owned the gro- 
cery store where we could steal Bull 
Durham and wheat straw papers to 
take down with us to the swim- 
ming hole. 

“You go right up to Howell’s and 
see Mr. Boye, they told me here. 
Boye is the man to see, they told 
me everywhere I asked. Boye fishes 
a lot himself and knows just what 
to buy, they said.” 

My eye must have gone from 
bloodshot to merely cioudy, even 
though I knew that the dope had 
been reading Dale Carnegie and 
was just putting to practical use 
what he had learned about a human 
being recognizing as music the 
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sound of some other human voice 
pronouncing his name. 

I glowed with pride at being 
dubbed as a fisherman, even though 
I had been sneaking home via alleys 
for years with my catches of 5% 
in. fish in a state where the mini- 
mum legal limit is 6 in. 





So I glowed and he reaped as 
later events were to prove. 

“This,” said Hoegan, reeling in 
what I had taken to be a practice 
plug, but now discovered to be a 
fishing lure complete with hooks, 
“Is the Spizeroid Hux.” 

“The what!” I stammered. 

“Spizeroid Hux. Patented name. 
It’s got something. It’ll catch on.” 

“Jeepers,” was the only reply I 
could think of. 


Good Lures, Bad Names 


“Lots of people have made good 
lures,” Hoegan went on, “gave them 
lousy names. Only had half a deal 
because of it. This one has every- 
thing. It casts like a bullet. It has 
more action than a muscle dancer 
with ants. And catch fish! Mr. 
Boye, a bass will drool for it and a 
trout is a fool for it.” 

“Huh!” I said, with a studied in- 
telligent inflection. 

“You are. absolutely right,” 
agreed Hoegan warmly. “We are 
going to advertise on a national 
seale. Plinkin and Plunkin maga- 
zine will have full page ads in April, 
May and June, as will Ridge and 
Creek during the same months. 
Then we will have radio and tele- 
vision spots. Newspaper sports 
editors will be given complimentary 
lures in all five finishes. 

“Five finishes?” 

“Sure, five jazzberry, razzberry, 
orange, liver and rime.” 

“Huh!” 

“And four sizes, spinning rod, 
fly rod, casting rod and troller.” 
“Huh!” 
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“And then of course in the cast- 
ing rod and troller sizes there are 
the special deep running models. 
And every color in every model 
catches fish. Confidentially Mr. 
Boye, I’m afraid that the Spizeroid 
Hux will not have a long life. It 
is such a fish killer that I expect 
that it will eventually be outlawed 
by every state fish and game depart- 
ment in the land. But the mills of 
the piscatorial demigods grind 
slowly and they probably will not 
catch up with us for a couple of 
years and in the meantime we can 
really clean up.” 

Hoegan started producing sam- 
ple plugs from the pockets of his 
sports coat. 

“Here is a Hux of each model, 
each plug is one of the five color 
finishes. Saves me carrying around 
a bulky sample case. We suggest 
that you stock only a third of a 
dozen in each model and pattern 
and size, to begin with, then as your 
customers buy and experiment with 
them and settle down to favorite 
numbers, you can readily re-order 
from our distributors in Spokane 
or Seattle.” 

I looked over the assortment 
critically. 

“The jazzberry, razzberry, orange 
and liver, might by some stretch of 
the imagination cause a fish’s mouth 
to water slightly if he happened to 
be living in a good wet lake, but 





that rime, why man, I couldn’t even 
go in a tavern and lie about catch- 
ing a fish on a plug of that color. 
And another thing, that deep run- 
ning model would do nothing but 
denude the lake bottom of water 
weeds and leave the poor fish no 
habitat.” 

Hoegan beamed. “Mr. Boye, it is 
indeed a pleasure to do business 
with a discerning fishing tackle 





dealer who knows his customers, his 
territory and what his inventory 
will handle. It is obvious why you 
are a leader in your community.” 
And that is how I became the 
owner of Spizeroid Hux in jazz- 
berry, razzberry, orange and liver 
in each of the four sizes and the 





deep running trolling model. An 
even hundred plugs at 95¢ each, 
wholesale, that I actually hadn’t in- 
tended to buy at all. 

When I looked at the invoice my 
stomach spasmed and an old dor- 
mant ulcer yawned and bit me pain- 
fully. This made me decide to say 
nothing about two extra plugs that 
had accidently gotten into my order 
and had not been charged for. They 
were the deep running casting 
model in rime finish. 


The Hux Is Featured 


So I started pushing the Spizer- 
oid Hux like crazy. Here and there 
I sold one but I missed hearing any 
stories of people being arrested for 
taking over the legal limit of fish 
with them. I even disposed of the 
two miserable rime colored mon- 
strosities. The first I sold outright 
to a tipsy, color blind Indian and 
the second I gave to Fillmo as pay- 
ment for helping me clean up the 
basement. 

Fillmo is 11 or 12 years old, black 
as night and is always, “hongry for 
feesh.” I felt no pangs of con- 
science in taking advantage of these 
two unfortunates. It was just a 
stinking dirty trick that I had 
learned from studying the histori- 
cal and contemporary colonial poli- 
cies of some of our most highly re- 
spected world powers. 

Then one day the Hux madness 
broke out. It took our serene little 
community by storm within min- 
utes after Mel Metzger came yelling 
up the street with a six-pound small 
mouth bass from the reservoir, only 
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FULL-COLOR advertisements in... 
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PLUS year-round advertising in... 
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ADD UP TO more shooters asking 
for PETERS “High Velocity” ammunition | 


That’s quite an array of magazines shown above. They are the - tn _—_ | 
top outdoor magazines plus the leading publications in the farm r : > ‘| 
market, the boys’ market and special shooting groups. These are . 
the magazines your ammunition customers read and the ones in 
which they’II see the biggest advertising program in Peters history. 
This program can mean only one thing to you—more sales! So be 
ready with a full stock of the entire Peters line. Check your supplier 
now. And remember—in sales, as in the gun—there’s no more 
powerful ammunition in the world than Peters “High Velocity.” 




















PETE RS packs Pg se 


OU POND PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc. 
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to be met by a dizzy dame I heard 
somebody call Fishin’ Fanny. 

Fanny had a 10 Jb. 2 oz. Rainbow 
from Buffalo Lake. They stopped, 
admired each other’s fish, basked in 
the admiration of a fast gathering 
crowd and discovered that both fish 
had been taken on a rime spizeroid 
Hux in the deep running casting 
model. 


Things Look Up 


I discovered later that a competi- 
tor had stuck his neck out in buy- 
ing a half dozen only, Spizeroid 
Hux, all in rime deep running cast- 
ing style. The word really got 
around and before night I had 49 
calls for rime Spizeroid Hux, deep 
casting, and was frantically calling 
Spokane and Seattle for same, rush, 
parcel post. 

I was engaged in showing a BB 
gun to a potential young customer 
named Fillmo, when the 50th cus- 
tomer came in. Fillmo wanted to 
savor his “feeshin” with a little up- 
land sparrow shooting but the $5.50 
tag on the air rifle was a mighty 
barrier that he contemplated with 
some degree of despair. He was 
contemplating without regard to 
my time when J. G. arrived. 

J. G. is one of those successful 
fellows who gets what he wants. 
And right now he wanted a Rime 
Spizeroid Hux, deep casting. J. G. 
was going fishing tomorrow morn- 
ing and was giving a cool reception 
to my “maybe” and “surely” when 
Fillmo produced the box from his 
pocket and thoughtfully contem- 
plated its rime contents. J. G. 
spotted it immediately. 

“Boy,” he said, “I’ll give you $2 
for that plug.” 

Fillmo’s face was an expression- 
less black mask in which two white 
eyeballs rolled as he slowly ad- 
dressed me in indirect answer to 
J. G.’s offer. 

“Mr. Boye, I surely would like to 
own that BB gun,” he said. 

J. G.’s face flushed a little, then 
he laughed. 

“There are more six-pound bass 
in the reservoir and I have never 
caught one that big.” He handed 
me a bill. “Give the kid the gun.” 

The flash of snow white teeth 
broke the solemn mask that was 
Fillmo as he handed the plug to 
J. G. As they left the store, both 
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happy, I thoughtfully contemplated 
the conservative markup that I had 
just received on the air rifle in com- 
parison to what Fillmo had realized 
on his $1.45 investment. 

The following day brought more 
clamor for rime Spizeroid Hux. I 
stalled them against the mid morn- 
ing mail delivery. My spirits rose 
at the sight of a package with the 
label of my Spokane supplier. I 
hummed a little tune as I slashed 
off the wrappings and dumped out 
on the counter three dozen rime 
Spizeroid Hux, trolling model. 

In my first class mail was a let- 
ter saying, “Dear Mr. Boye: After 
getting your call today we re- 
checked our stock and find that we 
are entirely out of the casting model 
you ordered, so are taking the 
liberty of substituting the trolling 
model which is similar. It has been 
our experience that the deep cast- 
ing model has been the less popular 
of the line and we feel assured that 
your customers will accept the sub- 
stitution readily.” 

My customers wouldn’t. 

In fact Axel Lindgaard, who is 
an old and valued customer of the 
store, spewed snuse all over the 
tackle counter in righteous indigna- 


tion when I even suggested it. I’ll 
bet that the fellow who dreamed up 
the name for that plug never had 
heard a mad Swede try to say, “sub- 
stitute, Spizeroid Hux.” 


The Hux Gets Results 


A fellow I knew only casually 
was chuckling to himself as Axel 
left the store. “You know I caught 
a nice string of fish myself this 
morning on one of those rime deep 
casters.” 

“You did? I’m wondering where 
you got it?” 

The chap continued to chuckle, 
“Bought it for $3.50 from a thirsty, 
near sighted Indian. Can’t imagine 
how he happened to have it. Those 
fellows don’t usually go in for plug 
fishing.” 

Out in the wash room I addressed 
my reflection in the mirror. 

“Boye, where is that smug look 
that I have often seen on your puss 
when you have been telling your- 
self that you were a salesman.” 

The following morning I heard 
from the Seattle supplier. Just to 
show me that they were as sharp as 
the Spokane people they substituted 

(Continued on page 144) 





Windows Promote Gifts for Father's Day 


(Continued from page 97) 


a variety of beverage serving goods, 
pottery and stainless steel cutlery. 
Although many of the items would 
have stronger appeal to women buy- 
ing gifts for their fathers or hus- 
bands, than they might for their 
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el 


recipients, the tie-in was an effec- 
tive one leading to a great many 
sales. 

Interior displays featured like 
merchandise with appropriate sales 
messages on cards. 


a 


Accent on beverages, their preparation and serving was the 
key appeal in this display. 
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TIE ONTO THIS COLORFUL LINE FOR BIGGER PROFITS... 


Make work lighter, 
washdays brighter 


++ With ga 


made of yly colored clotheslines 


VINYLITE Brand Plastics 
Tiger Lily Plastic 


CaaS 


Product of 
| Shuford Mills, 
* sparkling white or ” 
* won't soil or Streak 


FEATURE 


Pastel colors Ld easily wiped clean with adamp cloth 
clothing e will not Tot; ideal for all weather ° less Str etch 


derfull y 
You know it’s right if it’s 


inylite 


PLASTICS 


_— 


You can d 


BAKELITE COMPANY 


A v 
if D 
Di ‘sion oO Union Car bide and Car bon Cor oration 


As seen in 
GOOD HOUSEKEEPING, 
June 
Millions of Good Housekeep- 
ing readers will note VINYLITE 
Plastic’s sales-minded ad 
about this clothesline. Make 
sure you're — to cash in— 
with ample stocks and promi- 
nent display of this merchan- 
dise by Shuford Mills, Inc., 

Hickory, N. C. 


Customers have gone all-out for Tiger Lily clotheslines made of Viny.rTE 
Brand Plastics because they’re so darn practical! Now watch what happens when 
Tiger Lily adds glamour colors— Pin-up Pink, Azure Blue, Tiger Yellow— 

to the line! And these fast-moving clotheslines are just one example of the sales 
appeal that Vinyuie Brand Plastics give to a product. All through your 

store this trademark is working for you —saying, “top quality, 

“assured satisfaction.” Feature it for better sales. 

Display that's distinctive. Shuford puts Tiger Lily into compact shipping cartons 
that convert in seconds to attractive counter displays. For added sales-pull, 

the Good Housekeeping seal is prominent on both display and product label. 
BAKELITE COMPANY, A Division of Union Carbide and Carbon Corporation [a3 30 East 42nd Street, New York 17, .N. Yi 
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Status of the 


Taft-Hartley Act 





by George W. Armstrong, Jr. 


President, Texas Steel Co. 


and Chairman, Industrial Rel. Comm., 
National Association of Manufacturers 


One of the most critical issues 
facing our nation today concerns 
National labor policy. It is impor- 
tant to every individual in our na- 
tion that the law which sets the 
framework for labor-management 
relationships is one which is both 
sound and fair. 

Any discussion of the Taft- 
Hartley Act, and _ its _ possible 
amendment, cannot be undertaken 
without recalling the background 
against which it was adopted. 

What Put Taft-Hartley on the 
Law Books?—Congress, by sweep- 
ing majorities in both houses of 
Congress, passed the Labor-Man- 
agement Relations Act in 1947 to 
bring the labor-management rela- 
tionship back into balance after 12 
years of operation under the Wag- 
ner Act that had wrought such 
havoc in labor relations. 

A new law was required to equal- 
ize the obligations and rights of 
the parties under the law, to give 


An address presented at _ the 
April 22nd session of the Ameri- 
can Hardware Manufacturers As- 
sociation during the joint conven- 
tion of that group and the Southern 
Wholesale Hardware Association in 
Dallas, Tex. 
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‘‘Employees need to do a far 
better job explaining labor 
policies to replace distortion and 
propaganda that fills the minds 
of many employees and the 
public...” 


individual workers a _ long-needed 
bill of rights, to encourage democ- 
racy within the organized labor 
movement itself, and to place pub- 
lic welfare above the interests of 
either labor or management. 

The motivating force for this 
action was public indignation, as- 
serted in a rising tide against wide- 
spread abuse of the power of organ- 
izer labor. 

What Does the Law Provide? 
Why Is It Being Attacked?—In a 
dynamic society, no law is sacred. 
It may very we]l need some amend- 
ment in the light of experience of 
the past five years, but basically it 


represents a major step toward 


George W. Arm- 
strong, delivering 
his address. Seated 
at the right is H. 
B. Megran, Starline, 
Inc., president of 
the American Hard- 
ware Manufacturers 
Association. 


greater stability in industrial rela- 
tions. 

The unions have been very suc- 
cessful in tying the anti-labor label 
to the Act. But there is one thing 
that apparently has not yet been 
fully understood by the leaders of 
organized labor, and that is: There 
are certain protections the public 
demands in a labor law, no matter 
by what name it is called. The basic 
principles of the Act will be re- 
tained if the public is aware of the 
issues. 

But is the public aware of what 
it would mean to lose these protec- 
tions? I seriously doubt it. 

I’m not too sure we have anyone 
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MOST een cece IMPROVEMENT for lawn mowers in FIFTY YEAI; 
| wa 








The Weed-Topper, on the Moto-Boy and Scout, is an outstanding 
improvement over the conventional power lawn mower. A once- 
over cutting leaves a beautiful lawn, no weeds, plantain, buck- 

» | horn or dandelions left uncut, as the Weed-Topper cuts these 
ahead of the cutting reel. 


WEED-TOPPER 


Close-up of mechanism 
that drives Weed-Topper 


SCOUT ax 
OTO-BOY 
models 


luipped with Weed-Topper 
hts a slightly narrower swath 
an the regular models. 





18” LAWN ACE 





ROTO-CUB 16” 


With a full-floating and a 1/| 
versible tubular steel handl | 
ROTO-CUB is mounted on a 1) 
gauge pressed steel chassis, a 

ply reinforced and has full axk 

“across the body of the machii | 
for greater strength. Easily a | 
justed for cutting height, tl | 
wheelbase is of a length to allo 
cutting over rough ground wit 
out scalping. 


O-MOWER, manufactured in the most modern plant in 
dustry, employing all of the efficiencies of progressive 
or production, is the standard of value in the power 
field... . The entire “hardware line” of MOTO-MOWERS 
ts of nven different models; four reel- -types, sizes 1742” 
‘and three Rotary-types 16” to 20”. .. there is a model to 

care of every size and type of lawn—to meet all compe- 
-. $end for complete information. 


Gest huowu name in power-lawn-mowers for thinty-four Yeats 


O T O M O W E 1} 


00 Woodward Avenue Detroit Michigan AWWW TEAC 














to blame but ourselves. Labor lead- 
ers have never for one moment let 
up on their campaign to vilify the 
law. As a result, its provisions are 
widely misunderstood. 

A dispassionate analysis of the 
Act fails to indicate any ground for 
the charges that have been made 
against it. To protect the life and 
limb of the worker against goon 
squads and union racketeers can 
hardly be defined as being “anti- 
labor.” 

Nor can it be bad for employees 
to be assured of the right to pro- 
tection against threats to their 
families or violence to themselves. 
Is it asking too much to enable the 
worker who pays dues to a union to 
get a financial accounting of how 
his officers spend the money? 

Is it evil, by the standards of our 
democracy, for the union member 
to have his say in a union election 
through a secret ballot? Should an 
employee be compelled to sacrifice 
his means of livelihood without 
even the chance to know why he 
walks out? 


Have you ever brought home 
these truths to your employees? 
Have you ever discussed them with 


people you know? If you’re a typi- 
cal employer, your answer is prob- 
ably “no.” Only a small group of 
employers undertook to explain the 
provisions of the Act to their 
people. 

I am convinced that employers 
need to do a far better job in com- 
municating about our National 
labor policy—and I urge you to do 
this, if facts and understanding are 
to replace distortion and propa- 
ganda in the minds of your em- 
ployees and the public. 


How Effective Is the Law? 


How Effective is Taft-Hartley ?— 
In order to evaluate the effective- 
ness of the law, we first have to be 
clear in our own minds as to what 
we expect of a law. Let’s take out 
some yardsticks and see how the 
law is “measuring up”: 

(1) Does the law define and safe- 
guard the basic rights and priv- 
ileges of individual workers in 
their relationships with their fellow 
workers, with their unions and 
with their employers? 

A National labor policy should 
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certainly assure freedom of choice 
to the individual in his industrial 
life—free choice as to whether or 
not he wants to join a union and 
if so, free choice in selecting that 
union. He should be protected from 
coercion in making his decision and 
enjoy the assurance that he will 
not be penalized for it or compelled 
to change it against his will. 

The employee and his family 
should be free from harm or moles- 
tation to person and property—at 
home, at work or elsewhere. Free- 
dom from violence, coercion and 
intimidation, whether by the em- 
ployer or the union, is the worker’s 
right. 

(2) Does the law require the 
assumption of equitable obligations 
and responsibilities by both par- 
ties? 


Should Be Impartial 


Any Federal labor policy worthy 
of the name is fair and impartial 
in laying down the rules of the 
game. Nothing could be more im- 
portant to the successful conduct 
of collective bargaining than the 
assurance that each side of the 
table has no special advantage 
over the other before Federal agen- 
cies, before the courts and before 
the law of the land. 

(3) Does the law serve the pub- 
lic interest by promoting industrial 
peace? 

While it is not the function of 
government to organize workers 
into unions, where employees have 
fully exercised their right to select 
a bargaining representative, every 
condition should exist to place the 
bargaining relationship on a con- 
structive basis. 

The public has given unions the 
use of economic power to advance 
their interests. The right to strike 
is an inherent part of the bargain- 
ing relationship. But by its very 
nature, it cannot be absolute. It 
must not be abused. Neither the 
right to strike nor lockout should be 
used for the purpose of injuring 
innocent third parties or the pub- 
lic! There can be no justification 
for using strikes to enforce secon- 
dary boycotts or jurisdictional de- 
mands. There can be no justifica- 
tion for a strike to compel an em- 
ployer to grant demands which 
would violate the law. 





Like extra salesmen for your store, 
the new B&D Utility U-1127 and 
U-1128 Merchandisers, shown on the 
opposite page, stop shoppers, encour- 
age them to get the “‘feel’”’ of tools and 
accessories, set them up for a personal 
selling job! 

And, believe me, they’re designed 
with the store in mind . . . resulting 
from months of research and plan- 
ning, months of talking to dealers. 


THE U-1128 MERCHAN. 

. DISER, in its design 

and construction, 

, emphasizes the qual- 

ity of the Saws, 

*} Sanders and acces- 

=> sories it sells. It fits 

standard hardware 

counters, doubles equally well as an 

eye-catching window display. Its illu- 

minated sign attracts attention day or 

night, may also be used as an inex- 

pensive night light. Its special steel- 

support design preserves maximum 
through-store visibility. 


THE U-1127 MERCHAN- 

DISER is a colorful 

lithographed card- 

board display that’s 

a perfect compan- 

ion piece to the 

U-1128. It gives you 

a selection of saw 

bladesand adaptors |= 

that makes practi- [== 

cally any power saw ~— 

owner a prospect. It 

includes Combination Blades of a 
special, fast-cutting design; fast, 
smooth-cutting Crosscut Blades; and 
Flooring Blades for jobs where occa- 
sional nails may be encountered. It’s 
a perfect package for promoting re- 
peat business! 


, POWER SAWING is 

4 rapidly becoming as 

/ commonplace in 

j home workshops as 

it is on all types of 

construction jobs. 

Sales of saws and 

blades are really on 

the rise. And these new B&D Utility 

Merchandisers help you get more of 

this profitable business right in your 

own neighborhood ... by giving you a 

complete portable power saw depart- 
ment for a modest investment! 

Do yourself a favor and ask your 

Black & Decker wholesaler about 

these Merchandisers. Or write today 

for full details to: Bos Davis, Dealer 

Service Dept. H-653, The Black & 
Decker Mfg. Co., Towson 4, Md. 


Black& Decker. 
convenes 


TOOLS 
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ERE are the latest in a line of money-making 
B&D Utility Merchandisers that have set cash 
registers ringing for thousands of dealers! One sells 
high-profit Saws and Sanders. The other builds re- 
peat business that keeps profits rolling in month 
after month. Both are in the Black & Decker tradi- 
tion of good-looking, traffic-building displays that 
have revolutionized power tool selling. See your 
Black & Decker wholesaler or mail the coupon 
today for full details on how you can put these 
“silent salesmen’ to work in your store! 
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tees 


ee 5 ‘ a4 
FIT MOST TYPES OF PORTABLE & BENCH saws - 
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FOR PROFITABLE SAW BLADE SALES, get this new 
B&D Utility U-1127 Saw Blade Merchandiser. Its 
carefully planned assortment includes 19 of the most 
popular blades in use today—three different styles, 
three different sizes. It features the U-1008 Blade 
Adaptor Assortment . . . for adapting these blades to 
practically any bench or portable power saw! You 
become Saw Blade Headquarters! 


Ask your wholesaler or 
mail coupon for details! 


Bob Davis, Dealer Service Dept. H-653 
The Black & Decker Mfg. Co., Towson 4, Md. 


Please send me full information on your new 
U-1127 and U-1128 Merchandisers 


Name 


FOR MORE SAW AND SANDER BUSINESS, get this new B&D Utility Company 
U-1128 Merchandiser. It pays for itself, gives you a good profit in 

a short time. Contains popular 6", 7” and 8” Heavy-Duty Saws, Address. 

the new Portable Jig Saw, the popular No. 44 and No. 88 orbital- City.... 

type Sanders and a variety of fast-selling accessories. 
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for your 
hand tool 
department 


Improved Greenlee Woodworking 


Calculator makes more and 


more customers for Greenlee 


high quality tools... 


Here’s the new improved GREEN- 

tee Calculator for carpenters and 
other wood workers. It gives bit sizes 
for screws, nail specifications, concrete 
and mortar mixes... compares charac- 
teristics of various woods, converts linear 
to board feet . . . provides instant answers 
to many other building problems. All 


this for only 25c. 


But it does another job that’s even more 
important! It builds extra GREENLEE 
hand tool business for you! 


As Greenvee Calculators go out to the 
thousands upon thousands who write in 
for them in answer to GreeNee national 
advertising, they are accompanied by 
literature telling all about the famous 
Greenwez line. Thus, every month more 
and more people everywhere become even 
better acquainted with Greenvez Chisels, 


Gouges, Auger Bits, Spiral Screw Drivers, 
Automatic Push Drills and the other high 
quality GreeN.ee tools you stock. 


Here’s another example of the sales- 
making “‘plus’’ that brings extra cust- 
omers to you when you handle the 


‘ 


GREENLEE line. 





NOW, YOU TOO CAN USE THE 
GREENLEE CALCULATOR TO 
BUILD EXTRA STORE TRAFFIC 


Stock and display these Handy Calculators for 
extra business. They sell on sight to those who 
work with wood, either as a hobby or as a 
trade. If you prefer, they can be furnished 
imprinted with your store name Co serve as an 
ideal advertising reminder, either when sold 
at the regular 25c price or given to your special 
customers. Write today for free sample, dis- 


count, and cost of imprinting. 











EE _ 
GREENLEE 


GREENLEE TOOL CO., 1805 HERBERT AVENUE, ROCKFORD, ILLINOIS 
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Nor in an orderly society can the 
use of strikes in organizationai 
drives or strikes to force union 
recognition be tolerated when ap- 
propriate legal methods are pro- 
vided to settle these matters by 
peaceful means. 

It is also clearly a function of 
National labor policy to safeguard 
the public interest when the na- 
tional health, safety and economy is 
jeopardized through major indus- 
trial strikes. 

(4) Does the law foster, aid and 
lend assistance to settlement of in- 
dustrial disputes by impartial, vol- 
untary and peaceful means? 

It is important to labor, to man- 
agement, to the public and to the 
long-range success of any National 
labor policy, that those federal 
agencies which are entrusted with 
responsibilities in dealing with 
labor-management affairs be com- 
petent, impartial and fair. 


Is the Effect Beneficial? 


(5) Does the law have a bene- 
ficial effect on local level relations 
between the parties? 

If the law has been a failure in 
supporting collective bargaining 
and satisfactory labor-management 
relations at the local level, it has 
been a failure altogether. On the 
other hand, if it has strengthened 
the will of the parties to reach 
mutually satisfactory agreements 
at the bargaining table; if it has 
strengthened the sense of responsi- 
bility and good faith of both par- 
ties; if it has provided proper pro- 
tections to individual employers 
and to the public in the community; 
if it has stimulated peaceful settle- 
ment of disputes at the plant level, 
then—and only then—has it con- 
tributed effectively to our common 
good. 

On the whole, the Labor-Manage- 
ment Relations Act of 1947 meets 
these tests—but that law is now in 
jeopardy. 

Outlook for Amendment — My 
first responsibility as chairman of 
the Industrial Relations Committee 
of the National Association of 
Manufacturers has been to testify 
before both the House and Senate 
Labor Committees, and knowing 


(Continued on page 142) 


HARDWARE AGE, MAY 14, 1953 





HARDW: 


ety can the 
‘anizationaj 
orce union 
| when ap- 
$3 are pro- 


natters by Inves t j 9 até 





unction of 


safeguard h 
m the na- e+. See how you 


pomgeed can benefit 
jor indus- ' 

from... 
or, aid and 
nent of in- 
artial, vol- 
ns ? 
r, to man- 
ind to the 
y National PHEOLL BELIEVES screws, nuts and bolts in pack- 
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3 be com- 


that screw manufacturers should not 
compete with Distributors in selling fasteners for main- 
tenance and supplies direct to consumers. Therefore: 


ial? to immediately refer both inquiries 
_— and orders for packaged fasteners to qualified Pheoll 
Distributors. 
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relations 





failure in 








argaining — 3 ; 

nagement es ardwdre distributors get full recognition and support under 

el, it has M this firm sales policy—the first offered by a full-line screw manu- 

. On the §, facturer. Pheoll shows you how to make screws, nuts and bolts a 

ngthened ~* major volume line. 

to reach = . 

ileal ees S And you get much more from Pheoll ! The /argest inventory assures 

if tee a ~ <a speedy completion of every order. The most complete line available 

responsi- saves going to different sources for different products—with fewer 

oth par- purchase orders, less follow-up and headaches eliminated. 

oper pro- Pheoll also backs you up with a large advertising program to your 

mployers ais, ‘ customers and prospects each month. Pheoll gives you strong sales- 

yn ' | closing equipment to help get the order. 

ot ol oe: Investigate now ! Get actual proof—phone, wire or write at once to 

; it con- ee 

common : : PH EOL MANUFACTURING 
COMPANY ape SCREWS 

Manage- , + BOLTS 

[7 meets 3 M4 

; now in 

nt — My MANUFACTURERS OF 

rman of : @ SCREWS—Machine, wood, drive, cap, socket, etc. 

iamalttil @ BOLTS—Stove, machine, carriage, lag, etc. 

¥ @ Sems and Phillips recessed head fasteners. 
tion of @ Thread-cutting and tapping screws. 


testify : @ Nuts, washers, threaded rods, special fasteners, etc. 
| Senate 


on | SD OT eV GmQo% MASP 
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that you are interested in the status 
of some of the principal issues, 
perhaps I should take a few min- 
utes to indicate the outlook with 
respect to these problems, which if 
viewed in the light of the public in- 
terest clearly indicate that the Law, 
if amended, should be strengthened 
in certain respects. 


What About Compulsion? 


Compulsory Unionism—In Amer- 
ica, every employee who is capable 
and willing to perform a _ useful 
function should have the right to 
work at a job of his own choosing 
when such a job is available and to 
belong—or to refuse to belong—to 
any labor organization. We do not 
bar a man from a job because he 
joins a union. How can we bar him 
because he refuses to join? 

Congress has already recognized 
the fundamental soundness of this 
principle by outlawing the closed 
shop. The union shop—and every 
other form of compulsory unionism 
—should also be prohibited. 

States Rights in Labor Relaticns 
—The states have an important and 
legitimate role to play in the regu- 
lation of labor-management affairs 
—a role which cannot, and must 
not, be preempted by the federal 
government. Federal law ought to 
provide opportunity for state ac- 
tion in the field of labor relations. 

Concern over the manner in 
which the union shop fortifies 
unions’ monopoly power has led 
some 13 states to prohibit all forms 
of compulsory unionism; eight 
others attempt to regulate it. In 
spite of this substantial expression 
against the union shop, proposals 
have been made that such state 
laws be subject to the union shop 
provisions of the Taft-Hartley law. 

Free Speech—The Taft-Hartley 
law attempts to reinstate manage- 
ment’s right to discuss union mat- 
ters with its employees, by provid- 
ing that the expression of views 
shall not be considered an unfair 
labor practice if no threat of re- 
prisal or promise of benefit is in- 
volved. Unfortunately, this section 
has been interpreted by the Board 
to mean that the employer may not 
address his employees on company 
time concerning union matters 
without giving the union an equal 
amount of time on company prop- 
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erty and at company expense to 
present its case. 

It is clear that it is going to take 
legislative action to restore full 
freedom of communication between 
employers and employees and to 
eliminate the concept that a govern- 
ment agency may tell a private em- 
ployer how to utilize his property 
and the time of employees which is 
paid for by the employer. 

Secondary Boycotts and Injunc- 
tions — Labor unions have been 
adept at using a dispute in one 
plant as a device to cause an inter- 
ruption of work in another plant in 
which no disagreement exists be- 
tween the employer and his em- 
ployees. The Act’s limited prohibi- 
tion of such secondary boycotts is 
claimed by unions to make it diffi- 
cult for them to extend their or- 
ganizational activities. 

Recognizing that secondary boy- 
cotts constitute an unwarranted 
and vicious exercise of power, the 
Act gives the NLRB power to sue 
for a mandatory injunction. Let it 
be clear that the injunction is 
merely a tool to enforce a waiting 
period on both sides, and it is a 
tool which employers do not have. 
Only the government can enjoin 
and it is imperative that the man- 
datory injunction be retained in the 
law and that it be strengthened to 
make it fully effective. 


The Menace of Communism 


Communism in Unions — With 
our national defense program con- 
tinuing unabated, it is urgent that 
communist activjty in labor unions 
be recognized for what it is—not 
the legitimate representation of 
employee interests, but a highly 
effective method of promoting class 
conflict, subversion and employer- 
employee discord. 


The non-communist affidavit ap- 
proach has served its purpose, but 
ways must now be found to deal 
more adequately with this problem. 

An approach which combines the 
following is recommended: (a) An 
independent agency of government 
should be authorized to determine 
whether specific unions are com- 
munist-dominated; (b) Unions so 
found should be deprived of the 
protections accorded to legitimate 
labor unions; (c) Employers should 
be relieved of the obligation to bar- 
gain with such unions; (d) Dis- 
charge of an employee found to be 
a communist should not be re- 
garded as an unfair labor practice 
even though such employee be a 
union official. 


Cannot Vote in Election 


Voting by Permanently Replaced 
Strikers—Under the present law, 
an employee who strikes and has 
been permanently replaced by an- 
other employee cannot vote in an 
election to determine union repre- 
sentation. It has been suggested 
that this rule is unjust and could 
lead employers to break unions be- 
cause it would permit them to fill 
jobs with non-union employees and 
then, through an election, get the 
union ousted. 

There are no facts to support 
this theoretical supposition and the 
present provision is a just one that 
should be retained. 

Since the former employee has 
been permanently replaced, it is 
difficult to see what interest he can 
have in the election. Granting such 
former employees the privilege of 
voting might in some cases defeat 
the preference of the majority who 
will continue as employees. 

(Continued on page 142) 





The If in Gift Selling 


(Continued from page 100) 


the shower . . . what better adver- 
tising could we buy? 

Wrapping materials are expen- 
sive, it is true. But the cost cannot 
be measured in terms of what goes 
in each package. We always speak 
in terms of giftware. Actually 
only a small percentage is bought 
as gifts. Most of the merchandise 


is sold to customers for use in their 
own homes. 

In an actual survey, we found 
only 23 pct of the items sold in 
our china and gift department were 
wrapped as gifts. This percentage 
would be higher during the holi- 
day season. 

Ads featuring merchandise from 
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and the Your store is not complete without the Firestone VELON Screening rack. 

one thz 

tees This compact eye-catcher turns shoppers into Customers. Sells for you even 

while you’re busy elsewhere. Assures your share of profits on the many 

yee has thousands of feet of VELON screening being sold in your locality. 

i, it is 

+t he can DOES SO MUCH—IN SO LITTLE SPACE 

ng such The VELON Display stands 5534” high, 4514” wide, 14” deep. It stores 

ilege of the six most wanted screening widths: 24”, 26”, 28”, 30”, 32” and 36”. Ends  Guaraxteed by 
; defeat bending and searching for the right product, the right width. You trim Good Housekeeping 
ity who the required length right off the rack. 9°" 4s aoveensco Wie 


Order six rolls now and get this space and time saver for only $9.95 
—less than half our cost. We prepay shipment from Chicago. *TRADE MARK 


QUICK FACTS ABOUT 


© Permanent. Stays up year ‘round. ® No upkeep. Never needs painting. 
© Withstands the worst weather. © Can't rust or bleed—won't stain the house. 





Remember, VELON is an all-year proposition. If 
you aren't carrying it now, you're missing big profits. 
Hustle to your phone and call your Jobber right now. 

VELON Screening is available in other widths besides those carried on If he doesn’t handle VELON, write or wire us direct 
the Display. Comes in forest green, bronze brown and aluminum gray. without delay. 
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our china and gift department only 
are used regularly in our local 
paper. Whenever possible we tie in 
with national promotions. Nation- 
| wide dinnerware sale tie-ins have 
been exceptionally good. 
We also advertise weekly on the 
woman’s page of the Hammond 
| Times, a nearby city newspaper, 
| which covers the entire Calumet re- 
gion. Here we advertise only the 
| china and gift department, feeling 
that it has more drawing power 
| since there are many hardware 
stores but few gift shops advertis- 
_ ing. This has resulted in drawing 
i : many customers from that city, as 
TEM tsne | well as its suburbs. Many have be- 
| come good customers in all depart- 


NEW—FULL-SIZED HUNT-MASTERS No. H-36¢ RETAIL 79¢ | ments of the store. 


A keen, high-carbon steel blade — securely held in a rounded, full-grip handle with a | 
simulated leather sheath makes a lot of knife for this price. The handles are assorted pearl, | Department Draws Traffic ROUN 
red and black. Blade four inches long. The three dimensional display packs a real sales | Packe« 
wallop. (For fishing—Asst. No. H-37 has a scaler on back of blade—same price.) But this is | Moving the department to the Retail 
only one of the many fixed-blade hunting or fishing knife assortments produced by Imperial. | basement was a challenge as to 
Ask your distributor about them now — or write for information. whether we could get the customers 
to go down there. However, follow- 
ing the practices outlined in this f 
discussion, we have been very suc- ‘bs 
| cessful in building steady traffic in 
the department. We find we not 
only attract women but the gift de- 
<9 pcaguen 7 PARTI 
partment is also quite popular with me pc 
the men and children, too. They Ship. ° 
also are aware of our gift wrapping 
} service and many come to shop for 
4 | gifts. 
How does the gift department add 
to a hardware store? 
We know it is a good traffic 
builder. We also feel that a china 
No. TK-22 and gift department makes our 
store all the more a family store. 
We now can provide practically 
everything needed in the way of 


NEW—FRIGID TEMPERED STEAK SET...RETAIL $495 | cauipment and accessories for the 


High-carbon stainless blades... Frigid Tempered...Hollow Ground to take an edge | home. 

and hold it unbelievably long. DurOwooD Handles that thrive on abuse. Packed in hand- A typical family visit will find 
ccontcatian aanianaes tnd. boxed. Each set tagged with selling story and Good Mow shopping in the gift depart: 
One of the items in the Imperial Veri-Sharp cutlery line priced for the mass market, ment, or in housewares, while Dad 
and but one of the many fine values made by Imperial in Pocket Knives, Household Cutlery | buys hardware. The kids, mean- 
and Tableware. Ask your distributor or write for complete information. while, are spotting what they want 
in the toys and sporting goods, and, 
in many cases, sales are rung in 

all departments. 
Perhaps our sales increases are 


mper ial KNIFE ASSOCIATED COMPANIES, INC. the best answer. Disregarding the 


| gift department, our sales in the 





PROVIDENCE, @ 1 


rest of the store show a 17 pct in- 
General Sales Office: 1776 Broadway, New York 19, N. Y. crease in 1951 and 22 pct in 1952. 
| The china and gift department is 

ONE OF THE LARGEST PRODUCERS OF CUTLERY IN THE WORLD = ‘ : 
not entirely responsible for this, but 


Sharp Deluxe Household Cutlery Imperial Jack-master Pocket Knive 


» Hovsshels eithery Ulster Pockelienioes | we do believe it deserves a good 


e by Imperia Schrade-Waiden Pocket Knive share of the credit. 
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2-QT. CASSOLETTE — HR-482C “See- 
Thru” Cover. Packed 14 Doz. Ship. wt. 
21 Ibs. Retails $1.49. 








ROUND CAKE DISH—HR-248 914 x 2”. 
Packed 1% Doz. Ship. wt. 11 Ibs. 
Retails $.89. 























PARTITIONED BAKING DISH—HR-239 
18-0oz. each compart. Packed 1% Doz. 
Ship. wt. 17 Ibs. Retails $1.49. 

















READI-MIX CAKE DISH — HR-247 9” 
Square. Packed 14 Doz. Ship: Wt. 19 
Ibs. Retails $1.19. 













GET 


The Big Push is on... 






SET for the greatest spring promotion in McKee’s 






\ 





entire history! It’s spearheaded by these beautiful 
PATIOWARE Baking Dishes—backed by big adver- 
tisements in leading magazines. 


Just look what’s coming! 


WeEW PATIOWARE DISHES 


Watch sales spurt when women see these Glasbake PATIO- 
WARE Dishes in Sunny Yellow and Fiesta Red! They’re 
grand for baking, serving, storing—include new 3-Qt. Utility 
Dishes, 2-Qt. Cassolettes with new “See-Thru” Covers, plus 
Partitioned Baking Dishes and Round and Square Cake Dishes 


BIG NATIONAL ADVERTISING 


CHECK 

















3-QT. UTILITY DISH—HR-2026 15 5/16 
x 9 3/16 x 2”. Packed 1/4, Doz. Ship. wt. 
30 Ibs. Retails $1.29. 














Glasbake FRENCH CASSEROLES 


, a 


<4 
cg eux 


Service-for-4 


Sell these smart new casseroles 
that let women bake, serve and 
store foods individually. Set in- 
cludes: 4 twelve-ounce Casseroles 
——— in Dawn Gray, Sunny Yellow, 
Fiesta Red, Pastel Green plus 
4 “See-Thru” Covers and Milk- 
White Serving Tiles. 
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Look for colorful McKee ads in these outstand- 
ing magazines — Good Housekeeping, Better 
Homes and Gardens, Woman’s Home Companion. 
Thousands of women right in 
your community will see these 
ads—come into your store to 
buy! And remember: McKee 
offers you a new sales-making 
mat service for use in your own 
newspaper ads. 


YOUR STOCK 


Don’t delay—check your stock of Glasbake PATIOWARE 


now! Then order the items you need from your 


direct. 


M<KEE ice 


Division of 


THATCHER GLASS MANUFACTURING CO., INC., ELMIRA, N.Y. 


Makers of the World’s Most Complete Line of Glass Cooking Ware 


Glasbake RANGEWARE 


What a wonderful line of rangeware to step up 
your houseware sales! Available in Clear or exclu- 
sive Milk-White Glasbake. 












6-Cup PERCOLATOR $2.49 
6-Cup COFFEE MAKER $2.98 
6-Cup TEA POT $1.°8 





















nearby 
McKee distributor or representative. Or write McKee glass 


4-Cup PERCOLATOR $1.98 
10-Cup TEA KETTLE $1.75 



















































The Mark 


of a 


Good Salesman 





some suggestions. 





Product knowledge is vital to good selling. What 
are the sources of such information? Here are 








The story is told of the young 
man who wanted to be a salesman. 
He would meet many types of 
people. He could work just as hard 
as he cared to and if he had any 
enthusiasm he would get ahead 
fast. 

He got a job as a vacuum cleaner 
salesman, going from door to door. 
This job had the added advantage 
in that he would be out in the open 
and would have no boss breathing 
down his neck. 

He attended several factory 
meetings where he was taught to 
sell. He read a lot of company liter- 
ature, and then, full of enthusiasm, 
he started out in his territory. 

He memorized a fine sales talk 
including the answers to every 
housewife’s objection that could 
possibly arise. 

The sales talk seemed to go over 
very well. Housewives seemed to 
like him and he got a chance to 
make a number of demonstrations. 
But at the end of the week there 
were few sales. 

At the end of the third week 
there were still few sales in his 
book. He came home on Friday 
afternoon and lugged the heavy 
vacuum cleaner into the house. His 
wife might as well make use of it 
before he turned it back to the 
company, he decided. 

She plugged it in and while he 
watched she cleaned the living 
room. “Why, this is a wonderful 
machine,” she exclaimed. “Look 
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how much better it does the job 
than our old vacuum.” 

She went on to clean all the rugs, 
the draperies and the furniture. 
“What a difference,” she said. “I’ve 
cleaned the whole house in less 
than an hour. I don’t see how any 
housewife can afford to be with- 
out a good vacuum cleaner like this 
one.” 

This practical experience taught 
the discouraged salesman how to 
sell. He threw away his clever sales 
talk and went out and talked to 
housewives about their cleaning 
problems. He told about his wife’s 
trial of the cleaner and showed how 
all the accessories would simplify 
housecleaning. 

This salesman jhad finally learned 
the priceless ingredient of sales- 
manship: Conviction of the prod- 
uct’s value, based on his own use 
and understanding. 


Conviction of Value 


Conviction of value is what gives 
a salesman the enthusiasm to sell 
vacuum cleaners, or any other prod- 
uct. Before selling others on a 
product he must be thoroughly 
convinced of its merits before he 
can sell it with conviction. 

In a general way, a salesman 
should know these things about his 
product: (a) construction; (b) 
use; (c) care and maintenance, and 
(d) services or features. 

What are the sources available 


to a salesman in a store, to get 
more product knowledge about the 
merchandise he has to sell? Here 
are some of them: 

(1) The merchandise itself— 
Careful examination of any article 
will usually reveal a great deal 
about its workmanship, durability, 
uses and selling qualities. For ex- 
ample, you know a lot more about 
a power tool after you have used it 
yourself. You’ll know more about 
the quality of a paint after you 
have used it on your own home. 

Sales personnel should take every 
opportunity to test merchandise 
in the same way that customers 
will use it. 

(2) Customers—Just as a satis- 
fied customer is a store’s best ad- 
vertisement, so a customer is often 
a salesman’s best source for mer- 
chandise information. Customers 
use merchandise in every conceiv- 
able way. As a result, customers, 
collectively, are usually a much 
better source of information than 
the manufacturers themselves. The 
word “collectively” should be em- 
phasized because individual cus- 
tomers will frequently misuse prod- 
ucts through lack of knowledge and 
skill. 

(3) Fellow salespeople—A new 
salesman will usually find that fel- 
low salesmen are his most impor- 
tant source of information about 
product performance. They have 
had experience with the use and 
selling of the product. If the new 
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This Federal Utility Sink is a natural 
—a popular seller in hardware Acid-resistant porcelain enamel 


stores everywhere. A low cost utility on heavy gauge steel. 


sink that can be easily installed— - i 
gned for quick temnevell A now bout Contains miracle-element TITANIUM— 


seller that's a sure profit item for that makes Federal Vogue enameled ware 


A new your business! Whiter .. . Stronger .. . Longer Lasting! 
hat fel- *Sizes available 


hp a 13” x 17%e"t 16” x 24” 
: 14” ” ” ” 
Bigect a FEDERAL ENAMELING & STAMPING COMPANY 


se and tend drain only 
ba ida NO FITTINGS INCLUDED Pittsburgh 30, U.S.A. 


Ask your jobber or write to us for details. 
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Increase your profits by investing one square foot of your valuable 
floor space in a Wagner display. You'll find that the Wagner will 
earn more profits for you per square foot than most items. 







Here's why! 





When you show your customer that only the Wagner has Mov-O- 
Matic Combs that move in and out of the brush to keep it clean so 
it can sweep clean, she'll not accept anything less. And Mov-O- 
Matic Combs are just one of the ten colitis features found only 
in a Wagner. 








Boost your sales by selling that "extra something" found only in a 
Wagnerl 








YOU NEED A 


KOMBED-KLEANED SWEEPER 


EVERY DAY 


E.R. WAGNER MANUFACTURING CO. 
Dept. HA, Milwaukee 16, Wis. 










You need a Vacuum Cleaner once a week © 


salesman shows his appreciation 
for such information others will go 
out of their way to help him learn 
his new job. 

(4) Manufacturers —The man 
who makes a product may be biased 
in its merits but he also has valu- 
able information that should be 
used by the salesman. Sources of 
manufacturers’ information are: 
advertising, particularly labels and 
circulars; descriptive booklets; 
films and demonstrations, and his 
salesmen. 

(5) Trade information — Busi- 
ness magazines, such as HARDWARE 
AGE, carry a wealth of information 
about every type of product and 
how to merchandise it. Each state 
or region has its own trade shows 
where products can be studied and 
compared, and with factory repre- 
sentatives to explain details. 


Don't Talk Too Much 


A salesman can get too talkative 
in trying to sell a product and 
thereby miss the sale. A good sales- 
man stresses the salient points and 
takes his time so that each point 
sinks into the consciousness of the 
customer. Then he stops. If the cus- 
tomer then asks a question he 
should be ready to give the answer. 
If he does not have the correct ans- 
wer to a customer’s question he 
should not attempt to gloss over it. 
A salesman’s honesty will be re- 
spected and will win the customer’s 
confidence. 

A salesman should follow the 
leads offered by a customer. If a 
customer asks about a particular 
point, this may indicate his particu- 
lar interest in the product. If the 
salesman can follow up with more 
information on this point it may 
clinch the sale. 

Very often, as the experienced 
salesman knows, the customer, if 
given the opportunity, will talk 
himself into the sale—with per- 
haps just a little careful steering 
by the salesman to keep him in the 
right channel. 

The subjects covered in_ this 
series of articles on sales training 
are intended to form the basis of 
discussion at one of your store 
meetings. Use these articles to 
start a discussion of how your sales- 
people can improve their selling 
techniques. 
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Below Eye-Level 
Display 
(Continued from page 106) 


metal brackets set in lengths of 
key hole metal strip as shown in 
the illustration. 

These adjustable shelves (E and | 
F) make it possible to display 
merchandise on them, and on the | 
counter top, so as to be fully visi- 
ble to a customer. 

The bank of counters, dia- | 
grammed at the left of Fig. 1, 
show how the unit and the adjust- 
able shelving (H)- can both be 
equipped with standard metal cor- 
ners and bin glass dividers, 4 in. 
high, so that small items can | 
neatly be displayed together. Each | 
bin can be priced with small metal 
bin price clips. 


Creating Feature Ends 


In this arrangement, there is an 
opportunity for creating feature 
ends (H-1) by using 6- or 8-in. 
high bin glass dividers. This will 
make them stand out against the 
4-in. high bins used elsewhere on 
the counter top. Note how these 
feature-end bins are signed with 
large 7-in. chrome-finish card 
holders. 

Other suggestions for dressing 
up the store interior are the baffle 
(K) and the fluorescent light strip 
(L) which have been described in 
a previous issue. 

And to heighten the display 
value of the paint department, 
note how strips of plywood (<M) 
can be attached to the upper sec- 
tion of the paint shelving, and 
painted to feature the actual 
colors in stock. These strips should 
be painted with enamel, flat, gloss, 
house interior and exterior paint, 
ete. 


Easy to Handle 


These sample paint strips can 
be attached on small screw eyes 
and hooks so that they can easily 
be taken down for refinishing. And 
the advertised brand featured by | 
the store can be identified by the 
trade mark, attached to this sec- 
tion as shown on pages 105 and 106 
of this issue. 
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Labels thot tell are labels that sell 
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In the shoe repair department with C. E. Redwine, to the left, and 
F. J. Hinojosa behind the counter. A customer stands to the right. 


Shoe Repairs Pay Store Overhead | 


An up-to-date shoe repair shop 
on the mezzanine of the Maddux 
Hardware Co. in San Antonio, Tex., 
pays most of the overhead for the 
entire business. 

And patrons of that section of 
the business frequently browse 
through the rest of the store when 
going into or leaving the shoe re- 
pair department. This means that 
some customers of the mezzanine 
department actually make _ pur- 
chases—on impulse—during each 
of the two visits they make incident 
to a single shoe repair job. 

The store at 2501 St. Mary’s St. 
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A Texas dealer uses a shoe repair shop to 


attract traffic. 


This department has steady 


flow of trade, many of its customers buying 
hardware merchandise on impulse 


is in a good residential section sev- 
eral miles from the downtown busi- 
ness areas. 

The department is frequently ad- 
vertised. Says C. E. Redwine, who 
bought the hardware store in 1952 
with its already established shoe re- 
pair shop, “People in the neighbor- 
hood find it a great convenience to 
be able to get shoe repairs and to 
buy laces, polish and other related 
items without going downtown. 

“Shoe repair customers bring in 
shoes, call for them when repaired, 
and in most instances take the op- 
portunity to purchase some hard- 


ware or housewares item as they 
pass the tables on the main floor. 
The department stands on its own 
feet, not only paying for itself but 
taking care of much of the over: 
head for the entire business.” 
Shortly after Mr. Redwine pur 
chased the store he sent a letter to 
all families within a radius of 10 
blocks telling of his acquisition of 
the business and reminding them 
of the shoe repair service. 
In part that letter stated: 
“For the months of November 
and December we are featuring our 
(Continued on page 151) 
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Delivering the Goods 





‘‘... the decision to’ lift controls 
on steel distribution has been 

one of the most important single - 
contributions that the Adminis- 
tion has yet made towards the 
restoration of a free economy 


in our country...’ 


During the 40 years that I have 
spent in the steel industry, it has 
undergone many difficult changes 
and has faced some mighty perplex- 
ing problems; but never, I think, 
has it come up against any change 
more challenging than the one 
which confronts it now in the wake 
of the last election. 

Today, for the first time in more 
than a generation, we find our- 
selves operating in a free economy 
and in a free market at a moment 
when our nation is at war. The last 
time that situation prevailed was 
in 1918; and few of the men who 
now head American business and 
industry were in positions of au- 
thority then. The experience is 
new to us; and so are the heavy re- 
sponsibilities that go with it. 

Throughout most of the past 15 
years, our business has been run 
largely by government agencies in 
Washington; and we have had little 
control over our own affairs. Our 
chief responsibility has been to 
stand holding the financial bag. 

We have been told how much 





This talk was the keynote ad- 
dress at the Industrial Supply Con- 
vention in Miami, April 13-15. 
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steel we could sell, to whom we 
must sell it, and what price we could 
charge for it. When things went 
wrong, the fault usually lay with 
government, and we were not ex- 
actly slow in putting the blame 
where it belonged. 

At the drop of a gavel, we stood 
ready to mount the public platform 
and denounce—correctly and truth- 
fully, I believe—the trend towards 
socialism. Whenever and wherever 
we could find an attentive ear, we 
bent it at length with the news that 
our individual liberties were being 
undermined, and that our precious 
free enterprise system was _ in 
jeopardy. 


Still in Jeopardy 


Well, our system of free enter- 
prise is still in jeopardy, I think, 
but the danger no longer lies in 
Washington. It lies in our own of- 
fices—in the decisions that we make 
there, and in the way that we meet 
these new responsibilities that have 
fallen upon us. 

If I interpret, correctly, the tem- 
per of the people who spoke at the 
last election, what they said, in ef- 
fect, was something like this: 


by Benjamin F. Fairless 








Chairman of the Board, 
United States Steel Corp. 


“You businessmen,” they said; 
“have been telling us that govern- 
ment controls are all wrong—even 
in time of war. You say that you 
can do a better job of running busi- 
ness, in the public interest, than the 
government can. Well, all right. 
We'll give you your chance. We'll 
elect an administration that sin- 
cerely believes in a free economy— 
‘an administration that will lift 
these controls, and give you back 
the right to manage your own busi- 
nesses. From now on, you carry the 
ball; but by golly, you’d better run 
with it!” 

And by golly, gentlemen, we had 
better run with it—and in the right 
direction, too; for if we don’t score 
now, we’re liable to be benched for 
a long, long time—and so, I fear, is 
our system of free enterprise. 

Now believing this as sincerely 
and as deeply as I do, I want to 
discuss with you this morning what 
seems to me to be the most immedi- 
ate resposibility that we face to- 
gether in the light of the newly- 
won freedom that has come to us. 

Most of you are engaged in the 
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distribution of steel. My principal 
resporisibility, of course, is the pro- 
duction of steel. But both of us are 
sellers of steel, and in that capacity 
it is up to us to provide the people 
of this nation with the steel that 
they need, when they need it, and 
where they need it, under any and 
all circumstances. 

All of us, I believe, have a right 
to be proud of the way in which we 
have measured up to that responsi- 
bility in the past. So far as I know, 
there has never been a time when 
either the economic or the military 
security of our nation has been en- 
dangered by a shortage of steel. We 
have always been able to supply the 
American people with the steel that 
they needed; but in times of war, 
and in the aftermath of war, we 
have not always been able to supply 
them with all the steel they wanted. 


A Period of Change 


Today, of course, we are in a 
period of change and uncertainty. 
There is hope, at last, of real peace 
in Korea. There is also fear that 
new conflict may break out in half 
a dozen other parts of the world. 
But the one, certain fact with which 
we must deal in our business at the 
moment is that while steel short- 
ages are rapidly disappearing, they 
still exist in a number of product 
lines. 

Now about three years ago, Con- 
gress passed a law which said, in 
effect, that whenever the military 
demand for steel was heavy enough 
to create a shortage or an imbalance 
of supply, the President should step 
in and control the distribution of 
the remainder. And under that law, 
steel has been rationed by the Gov- 
ernment ever since. 

Top priority, of course, was 
given to the direct requirements of 
the armed services and of the 
atomic energy program. Then— 
since farmers needed more machines 
to do the work of the men who had 
been drafted from their fields, since 
railroads needed more freight cars 
to deliver military equipment to its 
destination, and since factories 
everywhere needed more electric 
power, more oil and more coal as 
they stepped up their production— 
Priorities also had to be given to 
about 20 “defense-supporting” in- 
dustries which provided these so- 
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acceptance among 
sprinklers’ according to the latest 
annual Store and Market Study 
conducted by Hardware Retailer. 
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called “‘essential” services. 

But when all these priorities had 
been honored, only 30 or 40 pct of 
our total steel supply remained for 
distribution among all the other in- 
dustries we serve, and most of us 
will agree, I suppose, that whenever 
the Government is going to control 
the distribution of that much of our 
total steel output, it might as well 
control the rest. 

Up to this point, therefore, the 
responsibility for assuring an equit- 
able distribution of steel has rested 
largely with government; but on 
June 30 next, this system of con- 
trols will be abandoned. 


Will Have Legal Priority 


Thereafter, the Government will 
continue to have a legal priority on 
the steel that it needs for direct use 
in national defense and in the 
atomic energy program; and no one, 
I think, can quarrel with that; for 
surely that is a right which the 
Government would enjoy at all 
times, either with or without the 
compulsion of law. 

But except for the 12 pct or so 
of our production that will go to the 
Government for these purposes, the 
rest of our steel supply—with minor 
exceptions—will no longer be ra- 
tioned, and the responsibility for 
distributing it fairly among all 
segments of our economy will rest 
with us. 

Now in my opinion, the decision 
to lift these controls on steel dis- 
tribution has been one of the most 
important single contributions that 
the new administration in Washing- 
ton has yet made towards the re- 
storation of a free economy in our 
country. 

I realize, of course, that the phil- 
osophy which prompted the estab- 
lishment of this rationing program 
in the first place has been widely 
accepted by great numbers of our 
people; and even among the staunch 
defenders of free enterprise, there 
are many, no doubt, who actually 
welcomed these controls in the be- 
lief that they might get a larger al- 
lotment of steel through this “gov- 
ernmental assistance” than they 
would otherwise be able to obtain. 

But to my way of thinking, this 
system of controls has been, from 
the start, just about the greatest 
menace that privately-owned indus- 


try has yet faced in America. And 
in support of that belief, let me 
merely point out two things: 

First, that if the Government de- 
cides who is to get the steel, then 
it must ultimately determine how 
that steel is to be used—what prod- 
ucts are to be made from it, in what 
quantities, models and styles, and 
even, perhaps, by what processes of 
manufacture. In times of serious 
shortage, that would mean virtual 
government operation of every in- 
dustry that uses steel as a basic 
material. 

Second, I would point out that 
if government is to control distribu- 
tion in times of supposed shortage, 
it may well decide to control prod- 
uction in times of presumed surplus, 

In fact that idea seems clearly to 
be suggested by the language of the 
law as it now stands; and since 
there has seldom been a time in the 
steel business when demand was in 
perfect balance with our productive 
capacity, this would mean, in effect, 
the permanent governmental opera- 
tion of our entire steel industry—a 
circumstance which would hardly 
command the confidence of private 
capital and would lead, in the end, 
I suspect, to outright government 
ownership of most of the produc- 
tive enterprises in America. 

So it seems to me that these con- 
trols have led us into far more 
dangerous waters than we may have 
realized. The controls are being 
lifted; and there is nothing to be 
gained from beating a dead horse. 
I am by no means sure, of course, 
that the animal is dead, but I have 
no wish to belabor him. Dead or 
alive, I merely want to see him 
buried beyond all hope of resurrec- 
tion. 


Have Many Advantages 


And the only way we can at- 
complish that highly-laudable ob- 
jective, apparently, is to prove that 
we can do a better job of distri- 
buting steel among our customers 
than the government has done. Nor 
should that be too difficult, I think; 
for we have many advantages work- 
ing in our favor. 

For example, each of us knows 
the needs of our own customers far 
better than any centralized agency 
ever could. We know that a con- 
tractor does not need the steel for 
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the top floors of a building when he 
has not yet begun to dig the founda- 
tions for it. 

We know that a manufacturer 
who is changing the design of his 
product, and who is in the process 
of retooling, will not need as much 
steel at the moment as he used be- 
fore or will want again later. And 
we also know what every housewife 
in America learned during the last 
war—that rationing itself tends to 
create the very shortages that it is 
designed to cure. So with these ad- 
yantages on our side—and as long 
as all of us concentrate our efforts 
within the proper limits of our re- 
spective and familiar fields of dis- 
tribution—I have no doubt that we 
shall come a lot closer to fulfilling 
the requirements of all of our cus- 
tomers than the Government was 
able to do. 


Heavier Responsibility 


Nor do I have any doubt of our 
ability to provide properly for the 
needs of new and small enterprises. 
That is a responsibility, of course, 
which falls even more heavily upon 
you, who are industrial distributors 
of steel, than it does upon us at the 
mills; and no one can deny, I think, 
that you have handled this job mag- 
nificently. . 

I see by the papers that more 
new businesses were started last 
January than in any other month 
during the past five years; and that 
isa record which speaks for itself. 
Clearly, new business is not being 
choked off by a shortage of steel. 

I would also point out in this con- 
nection, that nearly 20 pct of all 
the tonnage produced by the steel 
industry last year went to ware- 
houses; and that this is a larger 
slice of our total steel supply than 
went to any other single group of 
customers which we serve from our 
mills, so we producers, too, have 
been doing our part for small busi- 
ness, 


But in my opinion, we shall never 
be out of the woods entirely as long 
a there is any shortage of steel 
Whatever; for while it may be pos- 
sible to distribute a shortage equit- 
ably, there is no way to distribute 
one satisfactorily. 

Even if we succeed in treating 
every customer with absolute fair- 
hess, it merely means that no one 
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New Witherby Warranted 


Line Tops For Sales 
and Eye Appeal 


Top Quality, Every Chisel 
Guaranteed 


F.. decades the name Witherby has 
been associated with finest in chisels, 
gouges and turning tools. Now 
Witherby adds to its broad line two 
new series of Top Quality Chisels. 
First the new No. 75 Steelhead; sec- 
ond the new No. 70. 


These fine tools are produced by crafts- 
men who know what fine tools are. 
Crucible steel, trip hammer formed, 
highly polished and then hand honed 
for keen edge holding blades. Both 
have tough Tenite II handles and the 
No. 75 Steelhead has a steel cap for 
extra handle toughness. See these fine 
tools and you'll agree... there are 
no finer chisels on the market. 


Open stock in 4%”, ¥%”, 2”, %”, 4”, 
1”, 1144”, 1144” and 2”. Also sets of 3 
in Plastic Top Display Box, Set of 4 in 
Black Leatherette Roll and Set of 6 in 
Black Leatherette Roll. 


Ask your jobber for Witherby 
Warranted. 


= 
therby Winsted Edge Tool Works 


Winsted, Conn. 


Sales Representatives: — John H. Graham & Co, Inc., 105 Duane Street, New York 8, N. Y. 
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No. 75 
Steelhead 


of them will get as much steel as he 
wants, and thus all of them will be 
dissatisfied. So if we are to prevent 
the return of rationing, as I pro- 
foundly believe that we must, the 
only sure way to do it is to produce 
all the steel that this nation wants 
to buy. 

Now that, of course, is a matter 
that lies outside your specialized 
province. It is a responsibility that 
falls directly upon those of us who 
are engaged in the production end 
of the business; and it raises some 
pretty difficult questions. We are, 
I am afraid, in our usual unhappy 
situation where anything we do is 
wrong; but whatever we do will be 
a matter of considerable importance 
to you, both as buyers and sellers 
of steel, and so I want to outline 
this problem for you today as 
briefly and as simply as I can. 


Feast-or-Famine Business 


Steelmaking has been, historical- 
ly, a feast-or-famine business. We 
have survived, thus far, only be- 
cause we have followed the old re- 
liable prescription set forth in the 
Biblical story of Joseph and Pha- 
raoh. We have put aside enough 
provender in the fat years to see us 
through the lean ones—or at least 
we used to. But a great change 
has occurred in that practice. 

Since the start of World War II 
we have enjoyed 12 years of sus 
tained production at record-break- 
ing levels. We have spent heavily 
of our substance to build the huge 
new steel capacity that our country 
has demanded in this period of 
national emergency. 

Since Korea, moreover, we have 
sought to place this nation on a 
“guns and butter” standard that 
has never before been attempted— 
so far as I know—anywhere else on 
earth. We have met every require 
ment of our government for steel, 
and at the same time we have tried 
to satisfy, fully, all the wants of 
our civilian population—wants that 
have been considerably stimulated 
by the sub-competitive price al 
which steel products have sold for 
many years. 

Whiie our production has im 
creased enormously under the im 
pact of wartime demands, our 
profits have shrunk steadily under 
the burden of wartime controls and 
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taxation. So we have not been able 
to lay anything aside for the lean 
years if they come. There’s no fat 
left on our financial bones. 

If world-wide peace should be- 
come a reality this year, much of 
the new capacity that we have built 
at today’s greatly-inflated costs 
would no longer be needed; and a 
number of our steelmaking facili- 
ties would be left standing idle; 
for as one of our competitors has 
put it: ““We’ve stuck our necks out 
a mile” on our present expansion 
program. 

Yet, if the war should spread, 
and if our nation should suddenly 
demand a further expansion of our 
industry, we would have to build 
still more new plants at even more 
highly-inflated prices. And no mat- 
ter which way the cat may jump, 
we must always continue to de- 
velop new sources of raw materials 
and to modernize our facilities so 
that the industrial strength of our 
nation may be assured in the gen- 
erations to come. 


Strong, Healthy, Profitable 


So if it is to serve the public in- 
terest fully and to provide the 
plentiful supply of steel necessary 
to insure the economic and military 
security of the people of this nation, 
the steelmaking industry must be 
able and ready at all times to do 
three things: It must be strong 
enough to finance a vast new pro- 
gram of construction at a moment’s 
notice. It must be healthy enough 
to withstand the financial shock of 
a substantial decline in demand for 
steel. And it must be profitable 
enough to fulfill its costly commit- 
ments in the development of raw 
materials and new equipment. 

And so we come to what is usu- 
ally known, I believe, as the jackpot 
question : 

“Is the steel industry strong, 
healthy and profitable enough to 
meet any and all of these require- 
ments ?” 

Well, I’m afraid we both know 
the answer to that one. The condi- 
tion of the steel industry as a whole 
depends, of course, upon the condi- 
tion of each of the individual steel 
companies. Its strength is their 
strength. Their weakness is its 
Weakness. And while I cannot pre- 

(Continued on page 157) 
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1. GUARANTEE OF QUALITY — You can sell them with confidence 
to customers who need rules that will stand up on the job. They are the 
most durable—made of only the finest straight-grained hardwood sec- 
tions; the snow-white enamel finish is coated with tough, clear plastic to 
give longest wear; brass strike plates prevent wear. Check this feature— 
the bold easy-to-read figures and graduations are embedded right into 
the wood! Accuracy is maintained because the brass joints are triple- 
locking and double-attached to the rule—eliminating end play. Highest 
standards are maintained by careful inspection at every phase of manu- 
facture. The rules “with the bright red ends’ are known as their own 
guarantee of quality. 


2. NATIONAL ADVERTISING DIRECTS BUYERS TO 
YOUR STORE in a program equalled by no other manufacturer in 
the field. Millions of consumer ads are combined with carefully selected 
trade paper advertising to increase your sales. 


3. CUSTOMERS WHO SEE ARE 
CUSTOMERS WHO BUY ~— you buy only 


a fast-selling assortment of 2-dozen rules and 
receive an outstanding sales-builder free. This 
heavy glass modern merchandising unit makes a 
permanent, attractive addition to your store— 
and increases your sales. It can be placed 
on the counter, in the window, or hung on the 
wall. Available in regular reading or flat read- 
ing assortments. 


| SELL [UF KIN TAPES * RULES + PRECISION TOOLS 


AVAILABLE FROM YOUR HARDWARE JOBBER 


| 
THE LUFKIN RULE CO., SAGINAW, MICHIGAN 





132-138 Lafayette Street, New York City © Barrie, Ontario 























New Store Layout 





Specialized Display Units 
Sell More Merchandise 


Display fixtures, including specially-designed units, were 
built locally for use of Milwaukee suburban store which 
doubled its sales after moving across the street 


Increased display, better park- 
ing facilities, adequate lighting 
and special services are given as 
the four biggest factors in the 
sales growth of the North Side 
Hardware Co. at 1823 Atkinson 
Ave. in Milwaukee. 

The North Side store, operated 
by Robert E. Nicholus and son, 
Robert W., doubled its volume in 
three years after moving across 


the street into a store twice as 
large as its former location. 

A number of very efficient, spe- 
cialized display units were de- 
signed for the new store. All the 
wall and floor display fixtures 
were built by local cabinetmakers. 
These fixtures were painted white 
and are kept scrupulously clean. 

The elder Mr. Nicholus had the 
merchandising know-how to design 


Left—Robert W. Nicholus 


cloth on store-designed 


his new store, having established 
his first store in 1925, in what was 
then a sparsely settled district. 
Within a decade, however, the 
neighborhood developed rapidly 
and Mr. Nicholus found that his 
store was too small and parking 
in the area had become quite a 
problem. 

At one side of his new store Mr. 
Nicholus erected a two-car garage 


measures a length of screen 
unit which holds 38 rolls. 


Below—Mr. Nicholus selects a light of 
glass. The stock is arranged in sizes. 
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_ CAPITOL 





Packaged At No 
Extra Cost! 


store Mr. 
ar garage 


You make an extra profit through 
easier handling and stacking to save 


space; reduced inventory losses; 
assured accurate count; complete 
product protection. 


1 in sizes. 
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REDUCING DRIVE WELL-POINTS 
CAPS COUPLINGS HEX BUSHINGS PLUGS AND WELL SUPPLIES 











CAPITE 


ones 200 





ame CAPITOL 





MFG. & SUPPLY CO. 


COLUMBUS, OHIO 
14, 1953 








which he uses as both a selling 4 
area and storage place for lawn 
and garden supplies and heavy} 
stee] and wire goods. 
In fair weather the overhead 4 
doors are raised to expose the mer- 
chandise to view from the street, 
Merchandise displays are also’ 
made in front of the storage unit” 
and in the spring these may in- 
clude galvanized ware, fertilizer, 
wheelbarrows and garden tools. 
There is room to park 10 cars 
alongside the hardware store, in 
front of the 20 x 20-ft. garage. By 
having the garage unheated, yet 
easily accessible from the hard- | 
ware store, the management low- 
ers its fuel bill considerably dur- 7 
ing cold weather. ; 
“We make many extra sales 
through the warehouse displays,” 
reports the younger Mr. Nicholus,§ 
“because many customers like and’ 
use that parking space and enter 
the store through a side door neary 
the garage. 




















| 
} 
| 
| 
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Brushes, brooms and buckets require a minimum amount of 
space when displayed in this fashion. 










Overcomes Handicap 










“The fact that customers cal 
back their cars right up to the? 
side door of the store and load up 
heavy purchases overcomes a big 
handicap which we had in the prey 
vious location for which we had 
no private parking facilities,” Mr 
Nicholus reports. 

In recent years this store hag 
developed a considerable volume 
in gallon sales of anti-freeze. The 
anti-freeze is bought by the bar 

‘ rel, with customers bringing theif 
This wall display of lighting fixtures suggests the large own containers. The store gets @ 
amount of business done in this line. good profit on these sales. 

One of a number of time-saving 
and effective display fixtures is @ 
specially-designed glass rack, lo) 
cated in a separate room behind 
the paint department. This wooden 
rack has slots that are marked 
according to size in natural se 
quence. This arrangement was 
worked out by the younger Mr 
Nicholus to use a minimum of 
storage space and at the same time 
to cut down on handling and speed 
up service. 

Another of the store’s unusual 
merchandising fixtures is a screell 
rack which occupies a small space 
but which will take up to 38 rollé 




























tc 


ST 













This two-car garage serves as a selling area as well as a warehouse. 


Motorists drive in to pick up heavier merchandise. Parking space of screen stock. 
is provided for 10 cars. The rack was constructed of 1 
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beltie Co Man occmr Meariclm ort mcoM eo uccalmaiamitiattuc 
of paint sales and profits under a BPS Franchise. 
Exclusively yours in your own community, a BPS 
Franchise provides you with a top-quality line plus 
protected territory rights. Do as thousands of other 
independent paint merchants have done. Look into 
the advantages of an exclusive BPS Franchise. 
You'll find it well worthwhile in terms of bigger 


sales and profits. 


Hi 
THE PATTERSON-SARGENT COMPANY 


1325 East 38th Street 
Cleveland 14, Ohie 


I'd be interested in proof of how BPS can increase sales the very first month. 
NAME 
ADDRESS 
CO — 


























Savy MAT-A-DOOR 


the world’s only guaranteed 





“MAT-A-DOOR” 
he 
COCOA MAT 
GUARANTEE 








MERKINS-McKINNON Inc 


























378 NIAGARA ST., LOCKPORT, N. Y. 






COCOA MAT 





Why carry ordinary cocoa mats when MAT-A-DOORS... 
e have a Written Guarantee 
e are made in ALL sizes to meet your customers’ needs 
e are so attractive that they sell themselves 


EXCLUSIVE PACKING METHOD 
Makes Handling and Storing Easy! 


MAT-A-DOORS come to you packed in convenient dozen 
lots, covered with corrugated board and banded with steel 
for extra protection. 


InnOn, Inc. 


SEE YOUR JOBBER 
OR WRITE 
















1. GUARANTEED not 
to bind, stick or 
warp 


2. beautiful, natural 
finish 


3. water and rust-proof, 
requires no paint 


4. complete with working 
signal flag 


leck catch 





! 
5. corrugated bottom... ; 
| 
I 
| 


MAIL THIS COUPON TODAY 
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r----- 


and Reynolds Aluminum Co’s 
tremendous Advertising 
makes it easy to sell 





FAWSCO Manufacturing Division 
Cuyahoga Falls, Ohio 
Send me prices on all-aluminum mail boxes. 


I die sconaduiicukieevuseheedvooss pedesatbocarssapessouvesscosteeemalnvens 
Address ......... 


Please print name and address plainly. 












in. galvanized pipe. Metal rods 
were placed at an angle to support 
the rolls. A measuring device was 
placed waist-high for the conve- 
nience of the salesman. 

This store sells many household 
scrubbing brushes with a binned 
display. The brushes are displayed 
in the same wall unit with galva- 
nized and enamelware pails. Space 
behind this unit holds long-han- 
dled brushes, brooms and mops. 

This neighborhood store has 
good trade in hand tools since 
many residents do their own re- 
pair work. A compact wall rack 
was built to hold nearly 30 hand- 
saws. The handles rest on pipe, 
fastened to the back wall. 

Lighting fixtures also sell well 
in this store and these are dis- 
played on a sidewall display sec- 
tion. 


———_- 


The Taft-Hartley Act 


(Continued from page 122) 


There has been a great mass of 
testimony on these and many other 
issues, as a result of which it is 
almost certain that some amend- 
ments will be adopted. 

The House Labor Committee is 
expected to report out a bill shortly 
after it completes its hearings. 
This will be the first indication of 
what may be eliminated or stressed, 
and in what direction we are 
moving. 

The Senate Committee has not 
yet shown its hand. Senator Taft’s 
own bills are—in his own words— 
no more than subjects for discus- 
sion and he has made it clear that 
he is not committed to their sup- 
port. 

One thing is obvious—the con- 
tinued militant efforts of organized 
labor are having their effect on 
some key Congressmen. 

It is important to remember that 
there is a real danger that some 
important features of the Act will 
be dropped in the belief that these 
minor concessions to labor are nec- 
essary. Some Congressmen may 
sincerely believe that such changes 
would not seriously weaken the 
Act; others, that labor leaders have 
learned their lesson and it is safe 
to entrust them with self-restraint 
in the public interest. 

We can be encouraged, however, 
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that some critical evaluation is be- 
ing given in Congress to the real 
reasons for union hostility to in- 
junctions, and to union support for 
the closed shop and for secondary 
boycotts. There is also considerable 
interest in methods whereby state 
jurisdiction in labor matters might 
be expanded. 

I want to repeat my conviction 
that, while sound national labor 
policy is vital in setting the cli- 
mate in which good industrial rela- 
tions can grow and be fruitful, even 
good labor legislation does not auto- 
matically bring good employee rela- 
tions. 





Building Teamwork 


Industry has been making great 
progress in recent years in cre- 
ating a working relationship and 
plant atmosphere which recognizes 
the dignity and importance of the 
individual employee; which builds 
a sense of teamwork in the plant. 

These sincere efforts over the 
years to exercise positive leader- 
ship toward the improvement of 
employee relations can come to 
nought if the basic labor-manage- 
ment law is drawn in such a way, 
or administered in such a manner, 
as to frustrate this will and desire 
of the employer to provide a frame- 
work for mutual respect and friend- 
liness in the plant. 

All the painstaking progress can 
be nullified unless national labor 
policy adheres faithfully to certain 
fundamentals which are ingrained 
in the very fabric of our society. 
Let me enumerate some of these 
briefly : ; 

(1) Our free society has an 
obligation and responsibility to up- 
hold and safeguard the rights and 
privileges of the individual and to 
see to it that this principle receives 
effective expression in all our labor 
laws. 

(2) No policy or institution, 
whether it be of management or 
of labor, which violates or affronts 
the rights and freedom of the indi- 
vidual can long survive in a free 
society. 

(3) The American public will 
insist that certain limitations be 
placed upon the use of the right to 
Strike or the exercise of other 
forms of economic power in an arbi- 
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1 PINT... REFILLABLE... EFFECTIVE...SAFE 


Dealers all over the country 
are reporting exceptional home 
owner interest in this brand- 
new, entirely different Pyrene* 
Fire Extinguisher. Some have 
sold as many as 30 to 40 in 
amazingly short lengths of time. 
Why is this Pyrene getting such 
acceptance? It has push- 
button action. It’s beau- 
tifully streamlined. It’s 
easily refilled. And it 
carries a price tag of 


*T.M. Reg. U.S. Pat. Off. 





only $7.95 (your profit is $3.15). 
Never before has the public 
been offered such a‘low-priced 
quality extinguisher. Order 
from your jobber right away. 
You'll get everything you need 
to make sales—eye-catching, 
small space displays; colorful, 
compelling streamers; 
informative circulars; 
plus the advantage of 
publicity in leading mag- 
azines and newspapers. 
















































































GREATER 
BRUSH PROFITS 
FOR YoU HERE 















ny vif adil P| 

° a7) 
Modernize your brush depart- 
ment with this new mass 
display that shows brushes, 
not furniture. 

Put it in a good traffic spot, 
and watch your household 
brush turnover — and profits 
— start to climb. 

Rent-free with Kellogg 
Assortment No. 2944 — con- 
sisting of sixteen tested, sure- 
fire sellers that pack 3714% 
profit for you. 






Only two square feet 
of space—but it gives 
you fast turnover at 
a nice 37',% profit. 


Order today from your wholesaler — 
or write us for details. 


Kellogg Brush Mfg. Co., Westfield, Mass. 





Js Weed W0 the produttion of washers - 
‘which are stocked in thousands of dif- 


WROUGHT WASHER 
MANUFACTURING CO. 


largest Producer of Washers 





2218 $. BAY ST., MILWAUKEE 7, WIS 
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trary or irrespoasible manner on 
the part of either labor or manage- 
ment. 

There is no intent here to re- 
strain employees and their freely- 
chosen representatives in the legiti- 
mate use of their economic power. 

But let us not overlook the fact 
that the preservation of industrial 
peace at all costs may be more than 
America is prepared to pay. Such 
peace, if bought at the expense of 
the public, is at a price too dear. 

(4) Both organized labor and 
American management have a tre 
mendous stake in the achievement 
of a sound national labor policy. 
The establishment of equitable 
safeguards and controls is essential 
not only to the survival of collective 
bargaining, but of free enterprise 
and labor. 

These are things that need far 
broader understanding. It is up to 
employers to see that people are 
given more opportunity to grasp 
the significance of these truths. I 
have faith in the capacity of Amer- 
ican workers and the public, both 
as workers and consumers, to un- 
derstand these issues. 

I am confident that in the end 
they will insist on the achivement 
of an enduring national labor pol- 
icy under which labor and industry 
can go forward in this land to even 
higher goals in their relationships 
with each other and to higher 
standards of living and economic 
security for the American people. 

The Spizeroid Hux 
(Continued from page 114) 
rime, casting rod, in the regular 
surface model. Bla, bla, bla, they 
were sure that my customers would 

readily accept the substitution. 

They wouldn’t. 

Now by this time if I had been 
the ordinary gardening variety of 
hardware merchant I would have 
given up. But I am the shooting, 
fishing variety and also there is my 
pride. When my customers want 
somethinz I really go out to get it 
for them. 

l’il wire the factory, I decided. 
Then that old dormant ulcer stirred 
again as I remembered that the 
telegraphers were on strike. When 
Bendix Geer walked in, my mind 
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Clinto 
hex mesh 
nettings 





Nettings 






HAVE DIVERSIFIED CUSTOMER APPEAL |; 


OTHER WICKWIRE 
HARDWARE PRODUCTS 








a in a wide variety of widths, 
meshes and wire sizes, Clinton Hex Mesh Nettings 
are used extensively for poultry and fur farm en- 
closures, crab traps, stucco reinforcement, baseball 
and tennis court enclosures, and for numerous other 
diversified purposes. 

You can count on continued customer satisfaction 
with sturdy Clinton Hex Mesh Nettings. Made with 
extra strong selvages, they hang well, are easy to 
handle, will give years of weather-resistant service. 

Write or call our nearest sales office for full details. 








Gold Strand 
Insect Wire Screening 














Perfection 
Door Springs 






Clinton Standard 
Hardware Cloth 









THE COLORADO FUEL AND IRON CORPORATION © Denver, Colorado 

THE CALIFORNIA WIRE CLOTH CORPORATION © Oakland, California 

WICKWIRE SPENCER STEEL DIVISION © Atlanta * Boston © Buffalo 
Chicago * Detroit * New York © Philadelphia 
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Wissco Flexible 
Wire Clothes Line 


Quick Hitch 
_ WICKWIRE 


(FI HARDWARE PRODUCTS 









Wissco TV 
Guy Wire 





HARDWARE AGE, MAY 14, 1953 145 














Adjust the CLIP to HOL 


























that's all 

Favorite with profes- 
and 
alike, because they are 
easy to install, easy to 
adjust, a pleasure to use. 








Just ture the screw— 


amateurs 


the original 


PLATT 


holds anything 
with a handle 


Profitable, because they sell fast. 


© Fastens te any woodwork. 
© Plated resilient spring 


Small—3 for 10¢ 


steel. Large—l0¢ each 
© Holds shape permanently. 
In attractive self-service displays 
ASK YOUR JOBBER OR WRITE 


ARTHUR I. PLATT & CO. 


Fairfield, Conn. 


170 Kenwood Ave. 


D the TOOL! 


A-D-J-U-S-T-A-B-L-E 
FINGER 
GRIP CLIP | 


Millions of Platt adjustable Finger Grip Clips are 
in use—securely holding all kinds of tools. Practical, 
because they adjust to fit. Economical, because you 
can use one for different size handles. Inexpensive, 
because they come in 3 sizes at popular prices. 


Madium—8¢ each (2 for 15¢) 


Slightly higher on west coest. 





























TURNBUCKLES 


WHAT DO YOU NEED? 


We manufacture Galvanized Steel, Self- 
Colored Steel or Bronze Turnbuckles in 
either open or pipe type bodies—with Hook, 
Eye, Jaw or Stub End fittings. Available in 
all standard lengths in sizes from 14” to 2” 


diameter. 


The W-C line of Heavy and Shelf Hard- 


ware also includes items ranging from Blocks 








& Pulleys to Drop Forged 
Steel Shackles. For com- 
plete information on the 
“Dependable” Line write to- 
day for your free copy of 
our new 1953 Catalog “M”. 





— 


WILCOX, CRITTENDEN & CO., INC. 


“4 CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 
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Ben is a 
radio ham. They are almost as 
crazy as fishermen but not quite. 

“Ben,” I asked, “did you ever by 
any chance pick up a station in 
Umpteedoo, Conn.” 


picked up another angle. 


“Sure,” said Ben, “frequently, 
why ?” 

“Well I’ve got to have some Spi- 
zeroid Hux from Umpteedoo almost 
faster than immediately. It’s ur- 
gent, it is critical, it is most im- 
portant.” 

“Maybe if you took a sedative 
you would feel better in the morn- 


ing and not need it.” 


Speed Is of the Essence 


“No, no, the Spizeroid Hux is a 
fishing lure. I’ve got to have some 
faster than fast because on my get- 
ting them quickly hangs my repu- 
tation as a supplier of fishermen’s 
needs. It hangs by a hair.” 

“Sounds like you need a little of 
the hair of the bass that bit you. 
But don’t vou know that a ham sta- 
tion can’t send commercial mes- 
sages. Our stations are monitored 
and we are practically limited to 
yak yaking about the gizzards and 
gimmicks of our sets. Why don’t 
you wire?” 

“The operators are on _ strike. 
Telephone would cost more than the 
plugs. As fast as air mail travels, 
it is too slow. Can’t you figure out 
some way to give me a boost?” 

Ben was thoughtful for a mo- 
ment, then he grinned. 

“Pal,” he said, “I have always 
taken a keen interest in communica- 
tion in code. Now you have posed 
for me a problem that intrigues 
me; to communicate in code when 
no one but me knows the code. Your 
silly request I would gladly ignore, 
but the challenge to my ingenuity 
I cannot reject.” 

“The ham in Umpteedoo has 
sounded intelligent,” he speculated. 
“T hope that he is also imaginative, 
and Spizeroid Hux sounds like a 
fine name for a radio part. So Geer 
is going to live dangerously. He 
will gamble his license on the line 
and hope that the guy that moni- 
tors him thinks that a rod, line and 
reel is a pole, string and spool.” 

The conquest of man over imagi- 
nation is something at which to 
marvel. Or perhaps it is imagina- 
tion over matter. I do not know 
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how Ben Geer jumbled his jabber or 

joined his adjectives, nor can I con- 
ceive the mental processes by which 
the witty ham at Umpteedoo caught 
on, but two days later by air mail 
I received six dozen Spizeroid Hux, 
deep running, casting style. 

I took everything out of the dis- 
play window and dumped the plugs 
jn a jumbled heap in the center. 
Then I got a piece of white wrap- 
ping paper and scrawled a sign tell- 
ing the world that I now had its 
chosen plug in stock. 

I had just finished sticking the 
sign on the glass when who should 
meet in front of the store but Mel 
Metzger and Fishin’ Fanny. 

“Lookit, Fanny,” says Mel, “I 
been tryin’ your trout fishing game 
and it aint bad.” He held up a nice 
three-pound rainbow. 

“Whatdya know,” was Fanny’s 
retort, “I been tryin’ my hand at 
bass and it’s fun.” She held up a 
dandy smallmouth. “What you get 
yours on?” 

I stuck my head out the door and 
answered for both of them. 

“Spizeroid Hux, Rime, deep cast- 
ing.” 

“Nope, said Mel, 
spinning rod model.” 

“Imagine that,” said Fanny, hold- 
ing up her catch for the gathering 
crowd to see, “me too.” 

Well I’m still in the fishing tackle 
business and next year I am going 
to re-coup. I’ve got a supplier with 
a bait that comes in one model and 
he says that it is a dilly for catch- 
ing any and all kinds of the finny 
tribe. 

The supplier’s name is Fillmo and 
he calls his lure, “Feesh Wuums.” 


“Jazzberry, 





HARDWARE HUMOR 
By Hardware Age 





"I don't know why men are so 
crazy about screws. They're 
lots harder to use than nails.” 
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“EENY, MEENY, MINY...” 


Here’s Carrie Confusion making a “‘scientific’”’ choice 
of fasteners. It seems that she knows JUST what she wants but 
Harried Harry, our Hardware Hero, is having a 
tough time figuring it out. So, he brings out a handful 
of assorted nuts, bolts and screws hoping to hit on a 
fist full of satisfaction. 
This hit and miss system is now obsolete because the 
Bolt Bar answers Carrie’s questions. It displays 
106 of the most popular carriage, machine, lag and stove 
bolt sizes. Color illustrations, bolt gauge, price tickets 
and carry-home bags help Carrie Confusion help herself. 


? 
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Write today for complete in- 
formation on this beautiful 
addition to your store. 


\ 
) 


“7he LAMSON & SESSIONS @. 


1971 West 85th Street 
Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio 
Birmingham * Chicago 


amon 


4 
Seoasar 


106 most popular sizes 


The modern way to sel! bolts and nuts 
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Store Arrangement 





Catering to Women Fishing Fans 


A Texas hardware dealer tries to sell 
both wife and husband in his fishing 
tackle department. Plan has helped 


increase department sales by 30 pct 


A saleswoman interests a woman visi- 
tor in outdoor cooking items—step 
No. | in interesting her in tackle. 


Many hardware dealers concen- 
trate all of their fishing tackle sales 
efforts toward men. Jasper (Tex.) 
Hardware Co. has lately swung the 
other way. M. M. DuRard has con- 
centrated his sales effort to attract- 
ing fisherwomen with a resultant 
30 pct increase in sales volume for 
that department. 

Says Mr. DuRard, “Women make 
excellent fishing tackle customers. 
More of them are joining their hus- 
bands on fishing trips. They will 
buy many different items such as 
fishing clothes and picnic supplies 
in addition to items needed for 
catching fish. 

“The first step taken by the Jasper 
Hardware to attract women to the 
tackle department was to display a 
small variety of picnic and outdoor 
barbecue items in different parts of 
the store. When a customer visits 
the giftware department and be- 
comes interested in plastic picnic 
plates, the clerk suggests a visit to 
the tackle department for a basket. 
It is then up to the clerk to interest 
the customer in some type of fishing 
tackle. 


“We try to interest women in 
fishing tackle, both for their own 
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use and gifts,” said Mr. DuRard. 
“Women more than men take ad- 
vantage of our lay-away plan, which 
adds much to our volume just be- 
fore Christmas and special gift sea- 
sons. We often ask the husbands 
what kind of rod and reel they like 
and pass this information on to 
their wives as gift suggestions.” 





Active demonstrations are one of 
the best promotions used by the 
store. The women clerks are 
thoroughly schooled in the handling 
of rods and reels and are able to 
demonstrate their use. Demonstra- 
tions may last as long as 30 minutes 
at a time and often attract more 
prospects to the department. More 
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Open display of tackle, lures, rods and reels attracts many women. 
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NO. H-176 
ATTRACTIVE DISPLAY 


This lacquered steel case is attrac- 
tively finished and is designed to 
permit easy, visual selection of drills 
from all five tiers. Actually this dis- 
penser is a showcase that will en- 
hance the appearance of cny store. 


CONVENIENT STORAGE 

The steel drill dispenser is 20” wide, 
13” deep and 13” high. The 21 
compartments and storage space in nh 
the rear conveniently hold adequate quantities of 
the fastest selling sizes of Jobber Drills. 


THEFT PROOF 


Drills are accessible only from the rear of the case by pulling out the 
drawer-like tiers. Double strength glass on front of case prevents any 
opportunity for rifling of contents. 












Hercules Drills are available individually or in sets 
in fractional sizes from Ve" to V2" by 64ths, in wire 
gage sizes from 1 to 80 and in letter sizes from 
A to Z. 


Dull Set 


CONVENIENT AND COMPACT CASE 
These all-steel cases are sturdy, durable and compact. Convenient for carry- 
ing in tool boxes or kits. 

DRILLS SECURELY HELD IN PLACE 


Drills are held in panels which fold into case like the pages of a book. They 
will not fall out of place. 







Wustrotion i Set No. : 


EACH DRILL SIZE IS MARKED 


Each compartment is properly marked with drill size and its decimal inch 
equivalent. 


Whitman & Barnes Drill Sets are available with 
either carbon steel or the well known Hercules 
High Speed Drills. Hercules Drills are recom- 
mended for all general purpose drilling whether 
it is with electric or other portable equipment or 
machines operated at high speeds. 










‘Makers of Gine Tools Since 1848" 


Order From Your Hardware Jobber 


WHITMAN & BARNES 


PLYMOUTH, MICHIGAN 


NEW YORK * CHICAGO . LOS ANGELES * HOUSTON 
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JOHN H. GRAHAM & CO. IWC, 


105 Duane Street, New York 8, N.Y. 
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new prospects have been attracted 
in this manner than by any other 
way. 

“We find that almost every fisher- 
man appreciates our efforts in 
training and interesting his wife 
in fishing,” said Mr. DuRard. “They 
tell us that their wives are more 
willing to have them spend more 
money on good fishing tackle once 
they understand how they can use 
it too.” 

Another promotion used by the 
store in attracting women custom- 
ers to the tackle department is its 
trip planning service. They have a 
ready fund of fishing information 
to pass on to customers; the most 
popular lures at different places, 
and where fish are said to be bit- 
ing best. 

When customers return from fish- 
ing trips, they report their success 
to Mr. DuRard, who passes it along 
to other anglers. Women often 


visit the store and ask a good place 
to go fishing. The store suggests 
two or three and gives them direc- 
tion, any tips they may have on lo- 
cal stores where food may be pur- 
chased and recommends the most 
successful tackle to be used at that 
spot. 

“It is our displays which first 
catch the women’s eyes,” ex- 
plained Mr. DuRard. “We make it 
a point to keep them neat and clean 
at all times. We find a good variety 
is necessary because women, more 
than men, like to examine and com- 
pare the different items. Once they 
begin to ask questions and find the 
help we can give them, our volume 
starts to rise.” 

The Jasper Hardware Store’s 
best customers for fishing tackle 
are men by far, but with the dif- 
ferent helpful services they offer 
their women customers, this group 
is increasing rapidly. 





$8,000 in Fans and Air Conditioners 


(Continued from page 107) 


are the portable units that may be 
used on the floor or in a window. 
These units, consisting of a fan in 
a case with grille or screen, attract 
considerable attention. To success- 
fully sell these units salespeople 
have to understand their operation 
and know the size of room for which 
they may be used. 

Mr. Cater and his employees tell 
customers that these will circulate 
air in a room and that this circula- 
tion gives those in the room the 
sensation of coolness because cir- 
culating air causes the evaporation 
of perspiration more quickly than 


would otherwise be possible, espe- 
cially in a humid climate. 

Customers are also reminded that 
better resuits can be obtained with 
evaporative coolers, and that they 
are best used where the sun hits 
them directly throughout the day. 
Too many of them believe that the 
cooler should be kept in the shade. 

It is not unusual to sell a smaller 
model cooler at the beginning of the 
season to a customer who will later 
buy several larger units for other 
rooms. Portable type coolers and 
evaporative coolers are the units 
which make big fan volume. 





Customer is shown fittings he will need for his new cooler. 
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Most customers to whom an 1nai- 
vidual room air conditioner is sold 
will buy at least three additional 
units for other rooms in their 
homes. 

“The public prefers buying fans 
from a hardware dealer,” says Mr. 
Cater, “because he can also provide 
the necessary fittings for use with 
them. When we sell a portable unit, 
the customer usually needs a long 
extension cord with fittings to en- 
able movement of the fan to dif- 
ferent locations. 

“When we sell an evaporative 
cooler, the customer also needs a 
circulating pump, wire and copper 


tubing. If the buyer is to do his 
own installation, he will often buy 
tools, screws, nails and some sheet 
metal.” 

Mr. Cater has all of these fittings 
and extra items displayed in one 
section during the duration of the 
fan season. 

For the customer wanting the in- 
stallation done for him, the firm em- 
ploys an electrical man to do the job 
with a minimum charge of $5. 
Charges for installation may be 
paid to Mr. Cater or to the con- 
tractor, most customers preferring 
a single bill for unit and installa- 
tion. 





Shoe Repairs Pay Store Overhead 


(Continued from page 130) 





Shoe Repair Department, and this 
ietter, when presented at time of 
pick-up, entitles you to a 10 pct dis- 
count on all shoe repairs. 

“We would be glad to have you to 
drop in to see our many lines of na- 
tionally advertised products, such 
as lawn and garden tools, fertiliz- 
ers, fishing tackle, guns, ammuni- 
tion, cutlery, paint, tools, radios, 
heaters and a general line of hard- 
ware.” 

The letter further explained that 
the store offered pick-up and de- 
livery service to enable shopping by 
phone. Mention was made of the 
store’s Christmas catalog being 
mailed at an early date. 

Shoe service cards are placed in 
every outgoing package. They tell 
of store service, new shop equip- 
ment and indicate the number of 
years’ experience the shoe repair 
man had in shoe factory and shoe 
repair shops. No prices are quoted 
in these cards. 
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Corner location of store attracts considerable traffic. 
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HARDDWAI 
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Monthly mailings of two-cent 
post cards are made to all residents 
within a 10-block radius of the 
store. Various items are men- 
tioned on these cards, most of them 
also bearing some reference to the 
shoe department. 

The firm has an investment of 
approximately $2,500 in its shoe re- 
pair equipment and a $500 inven- 
tory in leather, heels and related 
goods. When shoes are packaged 
they are brought to the main floor 
and placed in a cabinet at the wrap- 
ping table. Findings are sold in 
the shoe repair section and at the 
main floor wrapping desk. 

F. J. Hinojosa is the store’s full- 
time shoe repair man. His shoe 
repair sales run to about $125 in 
a week with related sales running 
to well over $25 each week. 

In addition to its shoe repair sec- 
tion on the mezzanine, toys are 
given display, excepting for the 
Christmas season when they are 
shown on the main floor. 
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SOLDER gMrrat MENDER RADIO SOLDER 
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ACID-CORE SOLDER METAL MENDER RADIO SOLDER ROSIN-CORE SOLDER 
General Work; Acid-Core; Rosin-Core for Radio-TV, etc. 
1 and 5 Ib. spools 25¢ package everything electrical 1 and 5 Ib. spools 
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SOLDERING PASTE SOLDERING PASTE 
Handy 2 oz. tin 1 Ib. economy size 











o KESTER 9° 
SOLDERING FLUX 
(Liquid) 
All-purpose; 
4 oz. bottles 







° KESTER 
“RESIN-FIVE” 
SOLDER 
More active flux; 

1 and 5 Ib. spools 
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@ KESTER , 
SOLDERING SALTS 


1 Ib. cans; 
“Just Add Water’’ 


° KESTER ° 
BAR SOLDER 
Convenient shape; 
1 Ib. bars 








© ~ KESTER 
SOLID-WIRE SOLDER 
True alloys; 
1 and 5 Ib. spools 


“SOLDERING 
SIMPLIFIED” 
Free: 16-page booklet 
for your customers. 
“Tells ‘em 
how to do it.’’ 





























Your Customers know KESTER... 
Makes it Easier to Sell! 
Nationally advertised . .. nationally known 
..» Kester Solder enjoys real customer acceptance. 
Confidence in any product means greater sales; 
stock Kester and you'll really profit! 


Cash in on the Home Repair Market! 
More and more, the “man of the house” is turning to 
repair and hobbycraft work for economy and relaxation. 
He needs solder .. . and Kester’s “Soldering 
Simplified” booklet tells him how to use it. 
Get your free copies right away! 


KESTER 


KESTER SOLDER COMPANY 
SOLDER 


4207 Wrightwood Avenue, Chicago 39 
Newark 5, New Jersey ¢ Brantford, Canada 


Sell KESTER and you sell the BEST! 
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Related Sales Profits 


(Continued from page 110) 


ing make the showroom an attrac- 
tive one. 

Among the merchandise features 
of the gift section of the store is a 
glass case displaying costume jewel- 
ry, a line which is making good 
sales for the firm. Jewelry and other 
gift goods are wrapped in special 
materials at no extra cost. For those 
wishing more elaborate packaging 
a fee is charged. 

Another recent improvement in 
the outside of the building was the 
installation of a fourth amber col- 
ored sun shade to protect merchan- 
dise near the visual front. Until 
three of these shades, which do not 
interfere with vision, were installed 
several years ago some merchandise 
faded or was otherwise affected. 
With its south-east exposure, sun 
had also caused considerable glare 
to the discomfort of store: visitors 
and employees. 

In addition to the sun shades the 
store has a canopy above its win- 
dow tops. Indirect lighting equip- 
ment in the canopy helps attract 





Glass enclosed display case 
with sliding doors, glass shelv- 
ing and mirror back, for fea- 
turing costume jewelry and 
fancy china items. 


HARDWARE AGE, MAY 14, 1953 








attention 
plays bot! 

Plans f 
provided 
Hardware 
plied mos 
Some dis] 
structed. 

The fir 
two-story 
in the re 


Tur! 
In 


(Cor 


housewar 
the store. 
The fir 
departme 
ances. 7 
largely 
though it 
Store : 
ing its n 
the Chic 
Directory 
play ad it 
directory 
run in th 
And fo 
mails cir 
are part 
motions. 
also. fur 
pliers. 


Di 
Windovy 
portant 
they hav 
as to ope 
street t 
partially 
the store 
and fron 
Thursday 
“With 
Berman, 
for pron 
all, there 
than jus 
And wv 
he can | 
than bef 
of self-s 
cause th 
proof is 
ward sal 
rise. 


HARDW: 





rofits 
110) 


an attrac- 


> features 
store is a 
me jewel- 
‘ing good 
and other 
n special 
For those 
ackaging 


ement in 
‘ was the 
nber col- 
merchan- 
it. Until 
*-h do not 
installed 
chandise 
affected. 
ure, sun 
le glare 
‘ visitors 


ades the 
its win- 
x equip- 
attract 





ase 
elv- 
‘ea- 


and 


, 1953 








attention to the store and its dis- 
plays both day and night. 

Plans for the store interior were 
provided by the Wisconsin Retail 
Hardware Association, which sup- 
plied most of the display fixtures. 
Some display units were locally con- 
structed. 

The firm uses, in addition to its 
two-story store, a large warehouse 
in the rear. 


Turn Sales Decline 
Into 40% Gain 


(Continued from page 94) 


housewares’ needs they can fill at 
the store. 

The firm also maintains a repair 
department for household appli- 
ances. This service is offered 
largely as an accommodation, 
though it does pay its way. 

Store advertising includes hav- 
ing its name in bold-face type in 
the Chicago Classified Telephone 
Directory, and running a small dis- 
play ad in the community telephone 
directory. Display space is also 
run in the local weekly newspaper. 

And four times a year the store 
mails circulars and catalogs, which 
are part of the Cotter & Co. ‘pro- 
motions. Mats for advertising are 
also furnished by various sup- 
pliers. 


Displays Important 


Window displays play an im- 
portant role also. Well-lighted, 
they have only a two-foot back so 
as to open up the store interior to 
street traffic. The interior is 
partially lighted until midnight, 
the store hours being from 9 to 6, 
and from 9 to 9 on Mondays and 
Thursdays. 

“With self-service,” advises Mr. 
Berman, “we can afford more time 
for promotional activities. After 
all, there’s more to this business 
than just waiting on customers.” 

And with. self-service, he feels, 
he can handle several more lines 
than before, and all lines, because 
of self-service, move faster be- 
cause they sell themselves. His 
proof is in having turned a down- 
ward sales curve into a 40 pct sales 
rise. 


HARDWARE AGE, MAY 14, 1953 





| 
| 
| 





Only Buffalo Bolt gives you this combination of quality bolts, 
| a concise and complete catalog, and clearly labeled sturdy cor- 
| rugated board Handy-Pack containers. What’s more, prices are 
| no higher than for ordinary bolts in ordinary cartons. That’s 
| why it makes sense to order, stock and sell Circle © bolts. 





BOLT COMPANY 


Division of Buffalo-Fclipse Corporation 
North Tonawanda, N. Y. 


Sales Offices in Principal Cities 


This 3-WAY deal 





BUFFALO 


| PRODUCERS OF CIRCLE @ PRODUCTS—BOLTS e NUTS e@ RIVETS “ND SPECIAL FASTENERS 
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Related Sales 


Manager Day 
Looks over stock in 
the brush section. 





Better Display Builds 
Cleaning Goods Sales 


“A large variety of everyday 
cleaning needs was what we needed 
to provide enough feminine traffic 
in our store to get a triple turn- 
over in our housewares depart- 
ment,” says W. Day, who manages 
the Koontz Hardware store in West 
Hollywood, Calif. The store caters 
to what Mr. Day calls the “work- 
and-scrub” trade in its housewares 
section. 

The firm’s suburban location 
store features closet tools, cleaning 
needs and miscellaneous soft goods 
in neatly arranged island and wall 
displays. Fully $2,000 worth of 
such merchandise is always on dis- 
play. 

It is estimated that a large num- 
ber of housewives in the store’s 
trading area regularly visit the 


154 


California store’s attention to display has 
increased women traffic and helped triple 
housewares volume. Many local housewives 
visit department twice each week 





Gloves and other soft goods occupy a full island 
near the paint department. 
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Sell more...sell faster with the 








DeWaut “Power Shop” Profit Plan! 














There’s still time to get in on the gigantic 1953 


De Watt “Power Shop 
, Profit Plan! 


___ Here’s what you get 
HIGH PROFITS— $60 or 


w more on every “Power 
z Shop” sale! se 
HEAVY TRAFFIC—All adver-~ fm 
tising directs customers 
to you for De Walt “Make 
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Take any prospect that’s“power tool minded” 
—demonstrate De Walt® “Power Shop” and 
: you’ve got a sale! 
of DeWalt “Power Shop” is actually a home 
workshop version of the same precision 
model that has been the leader in industry 





It Yourself” Plans. Over . : for over 25 years. Professionally accurate... 
600,000 sold. yet amazingly simple to operate—even for 
EXTRA PROFITS —“Power Shop” sale leads to beginners! 

extra sales in accessories, building and finish- It’s 12 power tools in 1—does over 60 


ing materials. 

EASY SALES—Complete AMF De Walt “Power 
Shop” Profit Plan supplies every aid for power 
tool sales! 


Get your share of power tool profits in ‘53! 


Send coupon for full details. 


different operations. 


{ Send Us This Coupon...We’ll Send You The Customers! 
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DE WALT, Inc. 
Dept. HA-5, Fountain Ave., lL ter, Pa. 
1 would like further information on your complete AMF 


is 





Sa TONS Ripert ta tet Min 












i i 
i i 
i ‘ 
De Walt Inc., Lancaster, Pa, i De Walt “Power Shop” Profit Plan for 1953. 4 
i | 
i ee Lae i 
r i 
ee eee e eke bs 
POWER SAWS : 
r CITY. einen ainninnns f 
a 


Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY — 


Te tL _ L 


, 1953 HARDWARE AGE, MAY 14, 1953 155 











Step up summer 
sales with SPECO 


chemical moisture absorbent 





Removes up to ten times its 
weight in moisture from the air 


e For fast turnover during 
hot, humid summer months 
...8sell HUM-I-DRI. 

HUM-I-DRI dries up damp 
basements... protects metals 
against rust... prevents mil- 
dew on leathers and fabrics 
... absorbs moisture in laun- 
dries and kitchens. 


¢ requires no “baking” or drying 

¢ furnished with reusable metal 
drip pail 

e refills available 

© a necessity for every home! 


5-Ib. unit $1.95 (refill $1.35) 
10-Ib. unit $3.95 (refill $2.45) 


ORDER 
HUM-I-DRI 
TODAY! 


HUM-1I-DRI is a companion 
of ICE REM ice melting pel- 
lets, RAIN REM fabric water 
repelient, RUSTREM anti-rust 

int ond 54 other famous 


EM products. ‘ictoee 


SPECO, Inc. 
Pp vaamr phosvers 


7308 Associate Avenue © Cleveland 9, Ohio 
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A feminine customer selects a mop from a wall section. 


store at least twice each week to 
buy cleaning goods and other mer- 
chandise noted on visits intended 
solely for picking up cleaning mate- 
rials. 

When it comes to cleaning needs 
the store’s stocks of work gloves, 
tea towels, scrub brushes, dust 
cloths, sponges and chamois is well 
set to meet the needs of Mrs. Con- 
sumer. There are for example 36 
different types of scrubbing brushes 
in one special section. 

The cleaning goods department’s 
stock is turned about 10 times each 
year. Mr. Day believes that the 
plan of having many varieties of 
each type of item in its own special 
section is a big factor in the fine 
turnover. The department is de- 
signed to encourage self-service. 

Soft goods are featured in an up- 


front location on a 10-ft island close 
to the wall display of mops. House- 
hold cleaning equipment is flanked 
on both sides by Kitchenwares. 

A $500 inventory is kept on a 
sing-e table devoted to gloves and 
a variety of soft goods. There are 
15 bins of work gloves providing a 
steady volume for the department. 
Sales of work gloves average about 
30 dozen a month. 

Two gross of dish towels and 
about six dozen wash cloths are sold 
each month. 

Volume is also active in pot hold- 
ers, wiping cloths, ironing board 
cloths, ironing board pads, covers 
and pressing cloths. This section 
of the store is served with an every- 
other-week stock check from the 
supplier of these goods. 

A 20-ft wall area is devoted to 





Push brooms are shown on brackets just under the office mezzanine. 
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displays of mops. A _ waist-high 
ledge is utilized for showing a 
variety of sink items. 

In a mezzanine location, at the 
rear of the store, are four tables of 
cleaning and polishing preparations 
in bottles and cans. These tables 
are supp-emented with two wall dis- 
plays used to feature a wide variety 
of small brushes and good stocks of 
brooms and floor polishers. 

The brush compartment, built by 
Mr. Day, is 5-ft wide and has 18 
bins and two shelves of different 
depths. Twenty-five types of 
brushes are shown in each compart- 
ment with a normal stock of one 
dozen in each. 

Expansion of the broom section 
created a problem in the display of 
large push brooms. These are now 
shown on wall brackets on the side 
of the raised office section of the 
store. 


Delivering the Goods 
(Continued from page 137) 


sume to speak for any other com- 
pany, or for the industry itself, I 
can speak with some knowiedge and 
a great deal of feeling about U. S. 
Steel. So let’s look at the facts: 

Suppose we must suddenly build 
a lot of new capacity. Where do we 
get the capital to do it? With con- 
struction costs as they are today, 
and with steel prices at their pres- 
ent levels, a fully-integrated new 
plant would probably produce a 
profit of about 114 pct on the capital 
invested in it; and where—outside 
a mental institution, perhaps—can 
we find anyone who would be will- 
ing to risk his money with us at 
that rate, when he can get twice 
as much income from a government 
savings bond? Obviously, there- 
fore, we should have to rely heavily 
upon our ability to plow back into 
the business, the profits from our 
old, established operations. 

But where are these profits and 
what do they amount to? 

Well, let’s'see what has happened 
to the earnings of U. S. Steel since 
1940. I say 1940 because that, I 
Suppose, was the last year of what 
might be described as _ normal, 
peacetime operations in the steel 
industry. The depression was over; 
America’s participation in the war 
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IME CUTLERY Since ter7 


THE HENKEL-CLAUSS CO. - FREMONT, OHIO 


NEW YORK OFFICE + 1107 BROADWAY 


HOT HAMMER-FORGED | 











your table... perk perfect coffee! = 


The new Cory Perc is the sauciest 
new percolator you ever saw! All sparkling, 
heat-resistant glass in a graceful Swedish 

modern design. Watch guests sit up and admirg your 
lovely table . . . your wonderful coffee! The Cory Perc ~ 
makes coffee that tastes just as good as it smells! 








Separate Candle Warmer 
available with Cory Perc 
keeps coffee hot .. . looks 
enchanting! Only $2.95. 


New and different 
gift! Only $5.95 





® 
Cory Corporation « Chicago 1, Illinois 











Sanelle REPEATS: 


"Here's 
America's 
Fastest-Selling 
Most Popular 
QUALITY 
Step-on Can” 


YOUR PROFIT-KEY 
TO BETTER VALUES 
IN 1953 


MASTER METAL PRODUCTS, INC. 
P.O. Box 95 


321 Chicago Street 











~~ - 


CAT. NO. S-12-CE 
with Brilliant, Mirror-Like 


CHROME COVER 


and Seamless White Porcelain Pail 
in the Popular Kitchen Colors 


WHITE © YELLOW ¢ RED 


CAT. NO. S-12-ACE 


ALL- CHROME 


with Seamless White Porcelain Pail 








All Sanettes are price-lined at popular prices 
your customers can afford to pay! 
Remember, you can pay more .. . 
cannot match Sanette values. 





SALES VOLUME 
INCREASES STEADILY 


When You Offer 


All these QUALITY Features 
. +» Found Only in 


SANETTE Model S-12-CE 


Genuine 


CHROME COVER 
of Highest Quality 


White 
PORCELAIN PAIL 
Seamless, Super-Fine 


Positive Closing 

SPRING COVER CONTROL 
Easy-Acting 

CHROME PLATED PEDAL 
Beautiful, High - Lustre 

famous SANETTE 

BAKED -ON - FINISHES 


but you 


MORE DEPARTMENT STORES AND JOBBERS 
SELL SANETTES THAN ALL OTHER STEP-ON 
CANS COMBINED. 


had not begun; and a dollar was 
still worth a dollar all over the 
world. Our mills were operating at 
a normal peacetime rate, and our 
business was yielding what would 
generally be regarded, I think, as a 
normal, peacetime profit. 

Now since 1940, the capital in- 
vested in our business alone has 
been increased by more than 1% 
billion dollars. Our steelmaking 
capacity has been enlarged by 
nearly 25 pct, and our production 
has risen enormously. 

In fact, the annual average of 
our steel shipments throughout 
these 12 years has been 35 pct above 
the level of 1940. But only twice in 
that entire period has the dollar 
profit of our company been as large 
—in terms of actual purchasing 
power—as it was in 1940. 


Characteristic Experience 


That means, in effect, that in 10 
of the past 12 years, we did not 
earn one penny of increased return 
on the billion and a half of addi- 
tional capital that has been poured 
into our business, nor did we, in 
effect, net a dime of added profit 
on the millions of extra tons of steel 
that we produced for the people of 
this nation. And that experience 
has been characteristic of the steel 
industry as a whole. 

Each year the National City Bank 
compiles a list of the 45 principal 
industries in the United States and 
reports the profits that each of these 
industries is making on its net 
assets. 

In the depression years, from 
1931 through 1934, the steel in- 
dustry stood ninth from the bottom 
on this list. In the so-called re- 
covery years of 1936-39, it dropped 
still further—seventh from _ the 
bottom. In the post-war years, 
1946-49, it was eleventh from the 
bottom. Then in 1950—its best 
year in a decade—it struggled up 
almost to the middle of the list, but 
that was only temporary. 

Last year, under the weight of 
taxes, controls and strikes, it had 
dropped back once more to thir- 
teenth from the bottom. And, year 
after year—in prosperity and in 
depression; in peace and in war— 
steel profits have lagged histori- 
cally behind those of other indus- 





Buffalo 5, N. Y. 
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ollar was And the reason, of course, is 
over the clear. Since 1940, U. S. Steel’s em- 
rating at ployment costs have risen 155 pet. 
and our The cost of the goods and services 
at would we bought have increased by 138 
ink, as a pet. But the price of steel has gone 
up only 87 pct. 
pital in- A little more than two years ago 
lone has —in January of 1951—the Govern- 
han 1% ment clamped down the new wage 
eImaking and price controls that have re- 
rged by cently been lifted. Under those con- 
oduction trols, steel prices were permitted to 
rise by 434 pct; but our employment 
rage of costs and the cost of our purchased 
‘oughout goods and services were permitted 
ct above to rise neariy three times as much. 
twice in And there are the facts. If we 
e dollar can judge from the experience of 
as large U. S. Steel, then we must concede, 
‘chasing I think, that after 12 years of the 
most intensive and productive work 
this world has ever seen, the steel 
nce industry is suffering today from a 
} clear case of financial malnutrition. 
at in 10 In its present condition, its in- 
did not dividual units are no longer strong 
| return enough, nor healthy enough, nor 
f addi- profitable enough to meet all the 
poured extreme demands that may fall upon 
we, in them in the future. 
1 profit 
of steel The Responsibility Is Ours 
ople of 
erience We can never escape one fact; 
1e steel that the task of correcting’ this 
dangerous condition now rests upon 
y Bank us alone. The responsibility is ours, 
‘incipal exclusively. We must make—and 
es and must keep—our companies healthy. 
f these No one else can do it for us; and no 
ts net one else will shoulder the blame if 
we fail. 
from How healthy must we be? How 
2e] in- strong? How profitable? 
ottom I wouldn’t profess to know ex- 
ed re- actly; for these are questions 
ropped worthy of an economic Einstein; 
n the and they can never be answered, of 
years, course, by a single magic formula 
m the for the industry as a whole. They 
| best are problems that must be solved 
ed up by each individual producer on the 
st, but basis of his own experience, in ac- 
cordance with the needs of his own 
tht of business, and in the light of the 
t had ever-changing competitive condi- 
thir- tions that prevail in a free market. 
, year Speaking for myself a!one, how- 
nd in ever, I would say that a healthy 
var— steel company, efficiently managed, 
stori- should be geared to an average, 
ndus- peacetime operating rate of about 
80 pet of capacity. By that I mean 
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t action behind sales! 
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“‘Boontonware’s 1953 campaign continues its comprehensive merchandising 
policy with a Full Program! Add to the big Boontonware package of dealer 
promotion aids its full color national advertising plus the Melmac na- 
tional campaign, and you've got a real sales-push! Just check these: Action 
displays, mat ads with variety (sixteen of ‘em) for local advertising, full color 
national ad counter cards, full color consumer folders, guarantee cards, stun- 
ning packaged sets that display, ship, sell, and the latest\—eye-compelling 
new Boontonware wrought iron counter display! Here's sales power! 


Get in now on this power-packed program. Your distributor will tell you how. 
He'll give you full details, too, on how to get the wrought iron counter dis- 
play so you can make your counter look like the one shown here. Or, write us. 


The top quality line with the most wanted consumer items and colors! 


Lovvilcs wae 


MELMAC!' dinnerware at its finest! 


BOONTON MOLDING COMPANY, BOONTON, N. J. 









159 









































ee 











THE Shazoz CHROME TWINS! 





Sane 


These 2 refillable assortments 


REFILLABLE will give you a complete 
ASSORIMENT chrome plated wood 
No. CW 1988 


screw and ma- 


CHROME PLATED 


STEEL WOOD SCREWS 


® 8 Sizes Round Head 
© 8 Sizes Oval Head 
© 1988 Steel Wood Screws 


® Sizes from 2 x 4 to 244 x 8 
R.H.; 3% x 4 to 1% x 6 Oval 
Head 


chine screw 


department 








REFILLABLE 
ASSORTMENT 
No. CM 828 

CHROME PLATED 


STEEL MACHINE SCREWS 


AND NUTS 


e12 Sizes Round Head 
Screws and Hex Nuts 


@ Sizes from 6/32 x 4 to % 
(20) x 2 
© 828 Screws and Nuts 


Ask your jobber or write us 





For greater legibility, longer wear, on ALL types of lumber, 
mark with AMERICAN LUMBER CRAYONS .- .« « specially 


designed for the industry by crayon experts. 


th American Crayon Company 
me 


Sandusky, Ohio New York 
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Write today for your 
Industrial Crayon Guide, 
ane our complete 
line of markers for ev- 
ery need. Dept. HR-26 








that with one-fifth of its produc- 
tive facilities standing idle and 
ready for instant use in the event 
of a national emergency, the com- 
pany should be able to earn a profit 
sufficient to support its normal, 
peacetime growth without enabiing 
it to wax fat or allowing it to waste 
away. 

Then in future moments of na- 
tional stress, when the company 
might be operating at 100 pct of 
capacity, as our industry now is, 
the additional profit it could expect 
to earn on its increased volume of 
production would thus provide a 
reserve for use in one of two ways: 
To finance the immediate expan- 
sion of its facilities should public 
necessity so require; or to sustain 
it through the lean years that may 
lie ahead if the nations of this 
world are ever wise enough and 
sane enough to lift the crushing 
burden of armament from the suf- 
fering back of humanity. 

Such a company, I think; would 
be ready and able to meet any prob- 
able contingency that may arise in 
the foreseeable future; although 
that, as I say, is just one man’s 
opinion, and I wouldn’t wish to be 
too positive abeut it. But of one 
thing, I am quite positive indeed: 

I believe that the American 
people must have, at all times, a 
plentiful supply of steel. I believe 
therefore that they expect us to 
maintain, at all times, a sound and 
a prosperous steel industry. And 
in keeping that industry prosper- 
ous, I believe that they expect us 
to act, at all times, with due and 
full regard for the public interest 
—with restraint on the one hand 
and with courage on the other. 

They will not tolerate reckless 
greed; nor will they applaud what 
is equally dangerous — reckless 
timidity. 

They are willing to pay for what 
they get; but they will always in- 
sist upon getting what they pay for. 


To Break the Ice 


Freshmen in college are usually 
pretty lonesome people for the first 
few weeks. To welcome freshmen 
to St. Cloud, Minn., the local mer- 
chants give them a doughnut and 
soda treat each fall. 
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PROFIT BUILDING 
RENTAL FLOOR MACHINES 
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ANNIVERSARY 
MODEL P-11 
MAINTAINER 


Amateurs have no 
trouble keeping floors 
gleaming with the 
P-11. It's whisper- 
quiet, lightweight, 
stores in a square 
foot of space. Scrubs, 
polishes, waxes, steel 
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upside-down for 


ANNIVERSARY MODEL C-5 EDGER 
Adds “finishing” touch to any sanding 








ANNIVERSARY MODEL EC-8 SANDER 


job. Also used for sanding narrow Here's the fastest cutting, easiest handling 
halls, stair treads, closets, landings, machine in the rental field! Easier, faster 
etc. Flat top permits standing machine sandpaper changing, rugged 11 h.p. motor, 


ch 





Thirty-five years of Clarke know-how are 
wrapped up in the new 35th Anniversary 
Clarke rental machines — the EC-8 
Sander, the C-5 Edger and the P-11 Floor 
Maintainer. Here are easy handling, 
-ugged, designed-for-the-job machines 
that will pay you BIG profits, month after 


YOU! 


Sa 


SANDING MACHINE COMPANY 
305 Clay Avenue, Muskegon, Michigan 
Authorized Sales and Service Branches in Principal Cities 
Pioneers in the ‘‘Do-It-Yourself’’ Rental Field 


Send This Coupon Today for Full De 
tails on How the Clarke Rental Plan 
Will Make 
Money for 


increased vacuum power. 


month, If you already have a rental de- 
partment, you’ll want these new models to 
bring in MORE profits. If you haven’t en- 
tered the rental floor machine field, start 
NOW with these all-new models job- 
designed by Clarke — the pioneer in the 
“Do It Yourself” floor machine rental field. 


CLARKE SANDING MACHINE COMPANY 
305 Clay Avenue, Muskegon, Michigan 


Rush me the colorful Clarke 16 page booklet showing how 
1 can build floor machine rental profits, with the new Clarke 
35th Anniversary machines. 
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Sell this water filter set 
that answers the 
“distilled water” problem 


The perfect “tie-in” for your steam iron sales 
+-.@ sure-fire item produced by a water- 
engineering company well known in the in- 
dustrial field. 

Convenient, low-cost way for your custom- 
ers to get the kind of water (mineral-free) 
their steam irons need! 

Water produced by 
the "Wantz"” Water Fil- 
ter is also ideal for use 
in vaporizers, bottle 
warmers, ice cubes, bat- 
teries, etc. 


Simple, Fast 
1 TAP WATER goes in here. 
Excess flows over protec- 
tive rim which prevents unfil- 
tered water from entering jar. 


2 WATER FILTERS through 
tube of “Wantz" filter 
comp d which removes 
minerals and alkalies from 
tap water. 
DE-MINERALIZED WA- 
TER (mineral-free, like 
distilled) comes out here. 

















ee 


profit from filter sales, profit from refills 


No. C-600: Filter 
and six tubes of 

~, filter compound, 
$2.98. 


No. FS-100: Filter 
and one tube of fil- 
ter compound, 98¢. 
No. R-200: Two re- 
fills, 98¢. 


Write today fer complete details 





WATER FILTER 





ILLINOIS WATER TREATMENT CO., ROCKFORD, ILL. 
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NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


Office of Distribution 
Activities Face Slash 


Government advice to industry 
on how to spur sluggish sales may 
be cut back sharply in the weeks 
ahead. 

Some industry experts on dis- 
tribution believe the Commerce 
Dept. Office of Distribution should 
be provided with a _ $300,000- 
$400,000 working kitty for the 
new fiscal year, but House Appro- 
priations Committee members are 
thinking along the lines of. $177,- 
000 fund. Ex-President Truman 
had requested $1 million for the 
Office of Distribution. 

Industry spokesmen point out 
that the Agriculture Dept. has ob- 
tained appropriations averaging 
$10 million annually for the pur- 
pose of studying marketing trends 
and advising the food industry on 
how to chart its courses. Com- 
paratively, it is pointed out, a sum 
of $300,000 for similar advice to 
the manufacturing industries is 
“chicken feed.” 


Defense Secretary Plans 
Cut in Draft Calls 


Draft rate may be cut back even 
further, if Defense Secretary Wil- 
son decides to go ahead with plans 
for an across-the-board trimming 
of Army-Navy-Air Force ranks. 
Mr. Wilson recently ordered June 
inductions held to 32,000 men, 
which is 21,000 below the total 
tagged for the draft in the previous 
four months. 

Selective Service officials are 
stressing that the cut-back for 
June should not be construed by 
industry as meaning that pros- 


pects of a truce in Korea have 
lulled the Pentagon into a sense 
of security. 

Their explanation of the cut: 
The Army is entering a period of 
light draft calls after a year of a 
relatively heavy drain—more than 
50,000 men per month—upon in- 
dustry, agriculture, and schools. 
Navy and Air Force have not 
asked for any draftees for over a 
year. Voluntary enlistments are 
sufficient to keep the ranks filled 
in these two branches of the 
service. 


Post Office Deficit 
Laid to Inefficiency 


Waste and inefficiency in the 
Post Office Department, and not 
low parcel post rates, are the chief 
cause of recurring deficits in the 
postal system, business spokesmen 
are telling the rate-making Inter- 
state Commerce Commission. 

Until the Post Office Department 
moves to place its operations on 
a more efficient basis, there is no 
justifiable ground for higher par- 
cel post rates, the ICC was told. 

This is the nub of the various 
presentations being made to the 
ICC by retailing and manufactur- 
ing groups on the Post Office De- 
partment’s request for higher 
rates calculated to offset the $171 
million annual deficit resulting 
from fourth-class mail operations. 

Washington observers note that 
the Post Office Department has, 
during the past 20 years, become 
top-heavy with personnel. True, 
the volume of mail handled also 
has increased enormously. But 
there has been a noticeable lack 
of progress by the Post Office De- 


HARDWARE AGE, MAY 14, 1953 














HARDWA 
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Big, cushiony, workmanlike tools 
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HOUSEHOLD PADS 


Economical, sanitary, full-bodied 
pads for cleaning, scouring, and 
polishing pots, pans and 
kitchenware. 


1;ceseeseee8e8ee8ee28ee8ee8eaees 


BULK POUND TUBES 


The homemakers and professional 
worker's economy buy for home, 
shop and general industrial use. 


THE WILLIAMS COMPANY 


215 W. FIRST STREET, LONDON, OHIO 
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‘EI FASCO 





MODEL 56 


~~ 


—— 


AMERICA’S 


Smartt 


FLOOR FAN 


— 


“te 


mommies 


SELL FASCO...the Floor Fan with 
FEATURES YOU CAN PROVE! 


FEATURES? You name it.. 


. Fasco’s 





; got it! And Fasco’s got 


the features you can prove. Look at the New Fasco Model 56 
floor fan. Smart, dependable, efficient, powerful. 

Designed for good clean sales and plenty of them. Stock the 
complete line. Your customers know and prefer Fasco. 


Just show ’em.. 


IMPROVED MOTOR EFFICIEN- 
CIES—Extra powerful shaded- 
pole induction type motor de- 
livers 3500 CFM at highest speed. 
No radio or TV interference. 


iY 


fied 


ALL ALUMINUM BLADES — 
Design and pitch are balanced to 
motor out-put for maximum air 
delivery and whisper-quiet per- 
formance. 


EXCLUSIVE DUSTPROOF BASE— 
Solid base prevents pickup and 


Re circulation of floor dust. Only 
Fasco has it! 


FEATURE FASCO FANS . - - 
THE LINE — ot 





INDUSTRIES, INC. 


. you'll sell ‘em. 


(ta) 


ci 


NEW EYE-APPEALING COLOR— 
Cool blue-grey finish, color-tested 
by consumers to harmonize with 


all surroundings. 


POSITIVE FIVE-YEAR GUARAN- 
TEE—Modei 56, and all Fasco 
Deluxe Models, unconditionally 
guaranteed for five years against 
mechanical and electrical defects. 


FREE TRAFFIC STOPPERS 




















1553 Augusta Street 
Rochester 2, New York 


golden 


cents 10”, 
Fasco fans. 


MANUFACTURERS OF THE ONE COMPLETE FAN LINE CUSTOMERS WANT 


164 


Eye appealing heavy 
duty cards in bright 
yellow and 


blue-green tell the 
whole story. Oscillat- 
ing fan display ac- 
12” or 16” 











se Washing fon 
~t and Views 


Reports on Events Affecting 
The Hardware Business 


partment in the adoption of labor- 
saving equipment and in the in- 
stallation of modern materials- 
handling equipment. Until bold 
new steps are taken to trim the 
“fat” from the payroll and to mod- 
ernize many postal operations, 
there can be no valid argument 
for higher rates, it is believed. 


Limitations Broadened 
On Use of Nickel 


NPA has broadened the list of 
items for which nickel, including 
nickel bearing stainless, may not 
be used. 

Approximately 40 more cate- 
gories of products have been add- 
ed to Schedule A of M-80. In- 
cluded among the new groups 
now prohibited are such items as 
hand tools, implements, burner 
equipment, dishwashing machines, 
fences and posts, space and water 
heaters, heating and ventilating 
registers. 


Uniform Standards Set 
For Cast Iron Soil Pipe 


Uniform manufacturing stand- 
ards applying to production of 
cast iron soil pipe and fittings 
were put into effect on May 1 by 
the U. S. Department of Com- 
merce. 

Affected by the new standards 
are the materials, principal di- 
mensions, and dimensional toler- 
ances for service-weight cast-iron 
soil pipe and fittings. Commerce 
Dept. predicts the standards will 
serve as a basis for common un- 
derstanding between buyers and 
sellers of soil pipe, and should 
serve to assure buyers of uniform 
quality and dimensions in all fu- 
ture orders. 

Full text of the new standard 
may be obtained from the Govern- 
ment Printing Office, Washington 
25, D. C. Ask for “Commercial 
Standard 188-53.” Price 25 cents. 

(Resume reading on page 11) 
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America’s 
FASTEST-SELLING 


Dehumidifier 


ae DAMAGE {“ DAMPNESS 


SHIPPING 
WEIGHT 


pote each) 


THE MEW obe-Luxe CLOSET-STYLED 
de-moist IN METAL CASE DOES NOT 
DRIP! 


HERE’S WHY with VU-MATIC INDICATOR —» CAN BE 
REGENERATED 


EVERYBODY WANTS WITHOUT 
————— > ~—s*REMOVING 


This ingenious, new, sales-attracting 
y CRYSTALS 
De-Moist 


device shows at a glance how much 
air moisture has been absorbed— 
@ CHECKS DAMAGE FROM 
DAMPNESS 


tells when De-Moist should be re- 
generated. In effect, De-Moist be- 
comes a reliable moisture-control 
instrument, designed for many years 
of service. 


@ GUARDS AGAINST MILDEW 
AND RUST 





OPEN STOCK (Fair Trade-Price Protected) 
No. Size Pack Weight List per Case | List Each 


ND 12 oz. 1 doz. 14 Ibs. $20.28 $1.69 





























@ HANGS UP WHEREVER NEEDED 





For best discounts, order in case lots, 


@ CAN BE USED OVER AND OVER! 


USE WHEREVER DAMPNESS OCCURS FOR 
closets, laundries, basements, pantries, 
or in refrigerators to reduce defrosting. 


NATIONALLY ADVERTISED 
WITH 


100% ACTIVE INGREDIENTS TV e RADIO e MAGAZINES e NEWSPAPERS 


Manufacturers of EASY-AID Products: Chimney Sweep 


G. N. COUGHLAN co., West Orange, aE J. Process 33, Easy-Aid Oven Cleaner, Easy-Aid Silver Cleaner 
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Delight June 
brides with 
these two new 
BURNS sets 


{, ka 








Combination 


“Jewel Case” Set 


Mahogany finished wood chest 
with velour lining and platform 
which raises when lid is lifted. 8 
pieces of genuine Burns “original 
serrated edge” cutlery — carving 
knife and fork and 6 grille-type 
steak knives, all with heavy stain- 
less steel blades and pakkawood 
handles, guaranteed for a life- 
time of table use. 





Steak Knife Set 


Permanent metal-frame, leather- 
ette case with velour lined base 
and satin lined cover with spring 
hinge. Holds 6 serrated edge, 
grille-type steak knives with 
heavy, sabre-ground, stainless steel 
blades and durable, beautiful 
plexene handles _ electronically 
fused to blades. 


WRITE FOR COMPLETE 
CATALOG & PRICE LIST 


BURNS co."ine: 


SYRACUSE, N. Y. 
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Convention Check List 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 











For complete details about the convention listed by dates, below, see 
the alphabetical listings following this quick check list. 


1953 


May 
24-27 Winter Sports Show 


June 
9-10 Carolinas Assn. 
9-11 Aviation Trade Show 
11-13 Texas Wholesale Hdwe. Assn. 
11-13 Texas Hardware Boosters 
22-July 2 Int. Home Furnishings Market 


July 
13-16 Nat. Retail Hardware Congress 


13-17 Nat. Housewares and Home 
Appliance 


August 
3-14 Merchandise Mart Gift Show 
3-14 China, Glassware, Pottery Market 
9-14 Nat. Fishing Tackle Show 


October 
5-9 National Hardware Show 
11-14 Atlantic City Hdwe. Convention 


1954 


January 
12-14 Garden Supply Show (Chicago) 
17-20 Nat. Sporting Goods Show 


February 
2-4 Garden Supply Show (New York) 
9-10 lowa Assn. 
16-18 Michigan Hdwe. Assn. 











MANUFACTURING 





National Events 


American Hardware Manufacturers 


Assn. annual joint convention with 
the National Wholesale Hardware 
Assn., Oct. 11-14 at Atlantic City, 
N. J. Convention headquarters, 
Marlborough-Blenheim Hotel. Con- 
ference Booth Plan at Convention 
Hall. Arthur L. Faubel is secretary- 
treasurer of the manufacturers’ as- 
sociation with headquarters at 342 
Madison Ave., New York 17, N. Y. 
Thomas A. Fernley, Jr., is executive 
secretary of the wholesalers’ asso- 
ciation with headquarters at 1900 
Arch St., Philadelphia, Pa. 


Aviation Trade Show (Second Inter- 


national), June 9-11 at the Hotel 
Statler, New York City. Sponsored 
by Aircraft Trade Shows, Inc., 
Hotel McAlpin, Broadway at Thirty- 
fourth St., New York City. 


China Glassware & Pottery Market, 


Aug. 3-14 at the Merchandise Mart, 
Chicago, Il. 


Garden Supply Shows (National) late 
in October, 1953, on the West Coast; 
Jan. 12-14, 1954, at the Hotel Sher- 
man, Chicago, and Feb. 2-4, 1954. 
at the 71st Infantry Regiment Ar- 
mory, Park Ave and 34th St., New 
York City. Sponsored by the Na- 
tional Garden Supply Marketing 
Bureau, 1901 St. Paul St., Balti- 
more, Md. George E. Perry, director. 


Gift Show, Aug. 3-14 at the Merchan- 
dise Mart, Chicago, IIl., includes 
furniture, floor coverings, house- 
wares, major appliances, electric 
housewares, radio and TV, toys, 
games, and wheel goods, china, 
glassware and pottery, and gifts. 


International Home Furnishings Mar- 
ket, June 22-July 2 at the Merchan- 
dise Mart, Chicago, IIl. 

Materials Handling Show, May 18-22 
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Now... 
here's 
the 

Can Opener 
you asked for! 









swinG-A-WAY 
Automatic Xe 
CABINET Can Opener 


Here’s the revolutionary, new Can Opener 
you helped design. Over a span of years, we 
found the features women want 

most in a Can Opener. Now — for the 

first time ... here they are. 


@ CABINET STYLING 
all working parts are concealed in smart 
plastic cabinet : 


@ IT'S AUTOMATIC 
single-action locks the can and removes the lid 


@ MOUNT IT ANYWHERE 
on tile, metal or wood — with screws or 
permanent adhesive 

@® DECORATOR COLORS 
choice of red, white or yellow to blend 
with color scheme 














: Bs: 
Y Retail $5.95 
Y with magnetic “Lid-Lifter” $6.95 


\ 


S Other models from $2.49 
2 
5 YEAR GUARANTEE 


Lek for thig famous trademark > 


At leading hardware and department stores— everywhere. 


q 













{ 





| 
j 











>-WING-A-WAY MANUFACTURING CO. 


VENUE 

















Reprint from BETTER HOMES and GARDENS 





IN 


anit 


JUNE ISSUE 


AN 


yas ® 





JUNE ISSUE 


TV and RADIO 


TIE IN—CASH IN 
When homemakers read about the Can Opener they 
asked for—they won’t be satisfied with anything less. 


Why not sign your store name to this powerful na- 
tional advertising with tie-in ads and merchandising 


of your own? Your SWING-A-WAY distributor has 
colorful displays, window decals, mats — everything 


you need—to guarantee extra sales and profits. 


SWING-A-WaY | SiG AWAY MFG. CO. 


4100 Beck Ave., St. Louis 16, Missouri 





in Canada: Fox Agencies Ltd., Port Credit, Onterio 





winG-A'Why GOES ALL OuT 















'*3-LEG’’ 


Masons’ and Plasterers’ Tools 


You can’t sell better trowels .. . TYZACK 
""3-Leg’’ brand tools are made from 
Sheffield steel, correctly tempered with 
blade and tang forged from one piece. 


' 

core BOGS 

wre \s 
veintins ™ 


SALES OFFICE 


JOHN H. GRAHAM & CO. INC. 


105 DUANE ST NEW YORK 8, N. Y 
Send for Catalog 102 
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at Convention Hall, Philadelphia, 
Pa. Sponsored by the American 
Materials Handling Institute. 


National Builders’ Hardware Exposi- 
tion, Oct. 4-7, 1953, at the Audi- 
torium, Cleveland, Ohio. Sponsored 
by the National Contract Hardware 
Assn., John R. Schoemer, managing 
director, and the American Society 
of Architectural Consultants, W. A. 
Mathewson, executive secretary. 
Administrative offices of both 
groups, 420 Madison Ave., New 
York 17, N. Y. 


National Fishing Tackle Show, second 
annual, Aug. 9-14 at the Conrad 
Hilton Hotel, Chicago. Sponsored 
by The As:zociation Fishing Tackle 
Manufacturers, 43) Bond Bldg., 
Washington 4, D. C. John M. 
Holmes, secretary-treasurer. 


National Hardware Show, Oct. 5-9 at 
Grand Central Palace, New York 
City. Fishing and Hunting Division 
of National Hardware Show to be 
held at 71st Regiment Armory, 34th 
St. and Fark Ave., New York, Oct. 
5-8. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City. Frank Yeager, di- 
rector. 


National Housewares and Home Ap- 
pliance Show, July 13-17 at the 
Atlantic City Auditorium, Atlantic 
City, N. J. Sponsored by the Na- 
tional Housewares Manufacturers 
Assn., 1140 Merchandise Mart, Chi- 
cago 54, Ill. A. W. Buddenberg, ex- 
ecutive secretary. 


National Retail Hardware Assn. Con- 
gress, July 13-16, at Miami Beach, 
Fla. Headquarters, Casablanca Ho- 


tel. Managing director, Russell R. 
Mueller, 964 N. Pennsylvania St., 
Indianapolis, Ind. 


National Wholesale Hardware Assn., 
annual joint, convention with the 
American rdware Manufacturers 
Assn., Oct. #14 at Atlantic City, 
N. J. Convention headquarters 
Marlborough-Blenheim Eotel, Con- 
ference Booth Plan, at Convention 
Hall. Thomas A. Fernley, Jr., is 
executive secretary of the whole- 
salers’ association with headquar- 
ters at 1900 Arch St., Philadelphia 
Pa. Arthur L. Faubel is secretary- 
treasurer of the manufacturers’ as- 
sociation with headquarters at 342 
Madison Ave., New York 17, N. Y. 


Sporting Goods Show and Convention 
(National), Jan. 17-20, 1954, at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., One North LaSalle St., Chi- 
cago 2. Secretary, G. Marvit Shutt. 


Sports Show, National Winter Sports 
Show, May 24-27 at the Hotel New 
Yorker, New York City. Manager, 
J. Andrew Squires, 23 E. 26th St. 
New York 10, N. Y. 


Store Modernization, Building and 
Mairtenance Show. June 9-12 at 
Madison Square Garden, New York. 
Sponsored by Store Modernization 
Institute, 20 E. 55th St., New York 
23; N.Y. 


Surplus Dealers Trade Show and Con- 
vention, July 26-29, at the Palmer 
House, Chicago. Sponsored by the 
National Surplus Dealers Assn. 
Horst H. Backer, executive director 
of Convention Committee, 566 W. 
Roosevelt Road, Chicago 7. 


Regional Events 


Texas Wholesale Hardware Associa- 
tion and annual joint meeting with 
the Texas Hardware Boosters Club 


June 11-13 at the Plaza Hotel, San 
Antonio. Secretary, Nat M. John- 
son, P. O. Box 386, La Feria, Tex. 





State Events 


Carolinas, Hardware Assn. of, conven- 
tion, June 9-10, at Myrtle Beach, 
S. C. Secretary, Mrs. Sally Couch 
Masten, 118% E. Fourth St., Char- 
lotte, N. C. 


Iowa Retail Hardware Association, 
convention and exhibit, Feb. 9-10 
at State Fair Grounds, Des Moines, 


Iowa. Convention headquarters, 
Savery Hotel. Secretary, Philip R. 
Jacobson, Mason City. 


Michigan Retail Hardware Associa- 
tion convention and exhibit, Feb. 
16-18 at Grand Rapids. Headquar- 
ters, Pantlind Hotel, exhibit. Civi? 
Auditorium. Harold W. Schumacher, 
Olds Bldg., Lansing 8, manager. 
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lvania St., % NEW EVERY CAR OWNER 
Py FLEXIBLE 
‘are Assn., BRUSH CAP _ EVERY HOME - 
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Made of pliable 


ufacturers rubber for instant, 
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adquarters SG brush. Just snap 
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Sponsored 
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.“St., Chi- PRECISION BUILT 
vit Shutt. SHUT-OFF 


VALVE 
er Sports 


otel New Z Engineered for 

Manager, ? ¥ efficient: leak 

26th St., proof control of 
water flow, from 
off to full-on 


Each brush is individually packaged in at- 

”" tractive display box. Pliable rubber brush cap 

! York. KY) ' and horsehair brush same as Model 5336. 
arnization Handle, extendible, is 10” long, without shut- 
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and Con- TRIPLE 
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; Te, : eans 
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has detachable, 
light weight Each E-ZEE Model 5336 is individually boxed in attractive AD MATS 
handle for ex display carton containing 36” lightweight extendible handle FREE 
tending to longer with water shut-off valve on hose end; quick chanye, pliable 
length if desired. rubber brush cap and one selected quality, soft horsehair 
Extra 33° wands brush with 5 water holes in head. (Extra extension handles, 
available at horsehair and plastic bristle brushes and shut-off valves for 
. slight extra cost Models 5310 available at small extra cost.) 
otel, San 


M. John- See Your Jobber or Write... 


~q LAITNER BRUSH CO. 


2000 BROOKLYN AVE. 
DETROIT 26, MICHIGAN 


wil WINDOW SIDING 
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e idea easy, self with min 
Associa- quick way to mum effort and at 
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WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 173. 


DB533, (illustrated) is offered as 
part of a cabinet hardware pack- 
age, No. 533A. Also available is 
Black Ornamental Hardware in 
both rough textured and smooth 
finish. Stanley Works. 


For more data circle No. 8 on postcard, p. 173 


Rotary Power Mower 


This new 19 in. Pincor rotary 
power mower has 1.5 hp, two cycle 
gas engine revolving the blade at 
3000 rpm. Stamped steel, stream- 
lined chassis has double reinforced 
plates at wheel holes and guard 
teeth. The 19 in. one piece steel 





blade is austenized steel hardened 
and has a set of uplift edges at 
ends to cause suction for drawing 
grass up for neater cutting. Cut- 
ting height is adjustable from %4 
to 2%4 in. Side trim for each side 
is less than % in. to walls, fences, 
etc. Safety clutch on blade pro- 
tects engine from damage. Priced 
at $89.50. Pioneer Gen-E-Motor 
Corp. 


For more data circle No. 9 on postcard, p. 173 


Screen Painter-Duster 


Called Jiffy, this screen painter 
and duster paints without clogging 
mesh squares and saves rebrushing. 
Jiffy can be sold two at a time; one 
for dusting and the other for paint- 


17@ 


ing. Dealers can work out a com- 
bination deal: a quart of screen 
enamel and a Jiffy screen painter. 





Hairs of Jiffy are composition-set 
for longer life and easily cleaned 
with turpentine. Three-color 
counter display with cutout for in- 
serting quart can of screen enamel, 
for multiple sales, comes with each 
carton of 24 Jiffys. A. B. Carlson 
& Co. 


For more data circle No. 10 on postcard, p. 173 


Picnic Tool Kit 


Here is a package that contains 
six outdoor ‘tools: two Ham- 
burgrills, two Red Hot roasters, 
and two extension forks. Called the 
No. 2554 Picnic Tool Kit, it comes 
in a convenient box and retails at 
$2.25. Washburn Co. 


For more data circle No. 11 on postcard, p. 173 








Electric Lawn Trimmer 


This electric lawn trimmer added 
to the Desert Ray line, has special 
built, heavy duty motor; ball bear- 
ings, shock absorbing hub; 6 in. 
blade of heavy gage carbon steel; 
roller for easier edging along walks, 
drives, fences and around tree 
trunks. Twist lock connectors pre- 
vent cord disconnect. Frame is of 
heavy gage steel, electrically welded 
for strength. Unit also has safety 
guard, steel tubing handle with 
plastic form grip, and switch that 
controls motor operation. Retail 
price is $29.95. Hirsh Mfg. Co. 


For more data circle No. 12 on postcard, p. 173 


Marine Steps 

Designed to eliminate the dan- 
gers of boat docking, Dockmaster 
marine steps make it possible to 
dock a boat securely and step in or 
out of it easily and safely. Sturdy 
pine steps and steel rails keep 
swimmers with wet hands from 





slipping or sliding. Special spring 
action causes steps to spring up or 
down at the touch of the hand. 
When down, steps fit into bottom 
of boat holding it firmly to dock 
without fastening. Height from 
dock level to bottom step is 15 in. 
and can be adjusted to 6 in. rise of 
water level. Price is $39.95, with 
mounting bolts. Ripeat Co. 


For more data circle No. 13 on postcard, p. 173 


Window Ventilators 

These Air King manually re 
versible window ventilators have 
been restyled and come in 10 and 
12 in. models and a 12 in. two speed 
model. Finished in lustrous ivory, 
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“Be able to show your customers the features 
that make Cyclone a better lawn fence’”’ 


@ You don’t have to be an expert on fence to con- 
vince customers that Cyclone “Red Tag” Lawn Fence 
offers them more for their money. Just keep these 
Cyclone features in mind when you're talking with a 
prospective buyer. 


CYCLONE WOVEN LAWN FENCE is distin- 
guished by its firm, uniform weave. Picket wires 
have a deep crimp that locks the cables securely 
in place. And horizontal cable wires have a triple 
twist between pickets with this twist reversed on 
every picket. It’s a strong, durable fence that 
keeps its good looks. 


CYCLONE WELDED LAWN FENCE has every 
wire held in place with a strong weld at every 
joint. Wires are straight with spacing that is abso- 
lutely uniform. A deep crimp in the horizontal 
cable wires gives this fence extra stability. 


Be sure you carry the complete line of Cyclone 
Lawn Fence to give your customers the style and 
height of fence they want. And keep a full stock of 
Cyclone Gates on hand, too. Every fence sale should 
bring an order for one or more matching Cyclone 
Gates. 

When you point out these Cyclone features, be 
sure to call attention to the Cyclone “Red Tag” 
label. Customers know the Cyclone name; they rec- 
ognize the label as positive assurance of quality. 

Cyclone Lawn Fence is a year-around item, but 
you’re in the peak season now. Be certain your stocks 
are ample to meet the demand. 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 


WAUKEGAN, ILLINOIS + SALES OFFICES CGAST-TO-COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S°S CYCLONE 


“ped Taq 
HARDWARE PRODUCTS 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 173. 


they feature modern grill with 
horizontal bars and attractive two- 
color plastic name plate. Installa- 


ng Bade ee 


score 





tion of fans does not interfere with 
operation of windows or screens; 
sliding side panels enable fans to 
adjust to almost any window width. 
Blade can be set to reach any part 
of room. AUION, 10-in., sells for 
$29.95; AU12N, 12-in., $33.95; 
AU12N-2, 12-in., two speed, $37.95. 
Berns Mfg. Corp. 


For more data circle No. 14 on postcard, p. 173 


Garden, Tree Sprayer 


Speedex garden and tree sprayer 
has brass extension rod 12 in. long, 
with angle end that screws on end 
of brass pump. Adjustable nozzle 
screws on opposite end of exten- 
sion rod for spraying on underside 
of leaves on low growing plants. 
Double action pump works free and 
easy, and comes with 5 ft. of high- 
grade spray hose with heavy bucket 
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strainer. Brass nozzle is adjustable 
and has removable spray cap for 
cleaning. Pump can be used for 
fighting fire and spraying insecti- 
cides, whitewash and cold water 
paints. D. B. Smith & Co. 


Fer more data circle No. 15 on postcard, p. 173 


Canvas Creels 


This complete line of fishermen’s 
canvas creels includes three models. 
The Brookie has two-snap cover 
and retails for $2. The Rainbow 
has adjustable shoulder strap, zip- 
per top and retails for $3.25. The 
Big Chinook has adjustable shoul- 
der strap, zipper top, two outside 





pockets with snap-on cover, and re- 
tails for $5. Réd Head Brand Co. 


For more data circle No. 16 on postcard, p. 173 


Garden Hose Attachment 


New Multispray hose is made of 
identical material as the Koroseal 
garden hose and is used for water- 
ing lawns and gardens. Connected 
to any standard garden hose, it 
makes possible almost any type of 
watering action through hundreds 
of spaced, tiny holes. Its flexibility 
and light weight permits any de- 
sired layout, around flower beds, 
trees, in circles, etc. Green in color, 
it comes in 50 ft. length with rust- 
proof monel metal filter and a Koro- 
seal washer. Retail price is $3.95. 
B. F. Goodrich Co. 


For more data circle No. 17 on postcard, p. 173 


Plant Food 

This all-purpose 15-30-15 Starter- 
Grower is completely soluble in 
water and contains all necessary 
minerals. Three Ibs. makes 120 
gal. of plant food or 960 lb. of 


liquid fertilizer. Comes in 3 Jb, 


¥$-30-15 
m STARTER -GROWE 
ALL-PURPOSE 





green and red paper bag with com- 
plete directions for use. Retail, 
$2.70. Faesy & Besthoff. 


For more data circle No. 18 on postcard, p. 173 


Soil Conditioner Liquid 

Krilium, soil conditioner, is now 
available in liquid form. It can be 
used for prevention of soil crusting 
at a cost of $5 per acre and in no 
way replaces or duplicates powder 
formulations of Krilium. The new 
conditioner retails for $7.50 per 
gal. in single-gallon units; in 5-gal. 
containers, $5.92 per gal.; and in 
55-gal. drums, $5 per gal. It also 
stabilizes many types of soils 
against slaking and sealing, and 
improves germination and _ emer- 
gence of seedlings as well as water 
penetration. Monsanto Chemical 
Co. 


For more data circle No. 19 on postcard, p. 173 
Fly Traps 


Line of outdoor fly traps consists 
of Wee Stinky, illustrated left; Lit- 























(Continued on page 176) 
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A NEW 
HARDWARE AGE SERVICE 







A successful hardware dealer 
keeps up to date on What's 
New in merchandise. The new 
Quick Check Card on the 
bottom of this page will help 
you get more information on 
new products described in 
this issue, quickly and easily. 
HARDWARE AGE brings 
you more new product de- 
scriptions than any other 
magazine. The new Quick 
Check Card service will now 
get you all the information 
you need, quickly. 
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pee — FIRST CLASS 
-» and in PERMIT NO. 36 
It also (Sec. 34.9 P.L.&R.) 
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Here is the new Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, 
new displays, etc., in the “What's New" columns. You get more 
of these in HARDWARE AGE than in any other magazine. 


When you want more free information on any of these prod- 
ucts, simply mark a circle around the same number on the post 
card as appears under the individual item description. 


Drop the post card in the mail box. No postage is needed. You 
will quickly receive, free, complete details on the product from 
the manufacturer. You may circle as many items as you wish. 
Separate information will be sent you on each item. 


Be sure to give your full name and address on the post card. 
Print or type it clearly. We cannot service post cards with in- 
complete addresses. 


— oe eer pe ee we re -_—_ 


Postcard valid 8 weeks enly. After that use own letterhead fully describing item wanted. 5/14/53 
Please send me further infermatien en the WHAT'S NEW items, code numbers 
for which | have circled below. 

1 3 4 5 6 10 11 12 13 14 15 | A big help fag busy 
16 18 19 «620 21 26 27 28 30 d f U thi d 
31 33 34 «(35 42 43 44 45 carers. Use this Car 
46 48 for free information 

on new products de- 


61 63 
1% 78 scribed in this issue. 
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PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 
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BUSINESS REPLY CARD 


No postage y iled in the United States 














POSTAGE WILL BE PAID BY Be sure to give your 
full name and your 


HARDWARE AGE aa | full address. 
Post Office Box 60 pence 
Village Station —— 
NEW YORK 14, N. Y. yo oan 











DEXTER 





No. 300 
KEY-IN-KNOB 


Priced to soll / 


Here is a feature-packed sales leader of the 
Dexter Line. Top quality, backed by the 
famed Dexter Lifetime Guarantee — at a 
popular price! Available Master Keyed 
at slight additional cost. May be ordered 
Master Keyed or Keyed alike with any other 
Dexter Disc Tumbler Sets. Write for a 
Dexter factory representative to call on you. 


* , 
en \— \ 45 


o 
4 


* » \ we 


‘ae 


Pas 


INSTALLATION — 15/16” 1S LARGEST HOLE. SOLID BRASS TRIM — ‘JEWELERS’ FINISH. 


KNOBS REINFORCED WITH STEEL. LIFETIME GUARANTEED. 


DEXTER LOCK COMPANY 


GRAND RAPIDS, MICHIGAN 
A SUBSIDIARY OF NATIONAL BRASS COMPANY 


Menafactiron of Clmevixi eipiral Table Locks 


in Canada: Dexter Lock Canada Lid., Guelph, Ontarie 
In Mexico: Dexter Locks, Plata Elegante, $.A. de C.V. 
Monterrey, Nueve Leon 












THE 


Standard 
of Comparison 


BY WHICH OTHER 
7. PLIERS ARE JUDGED 


Keep a representative | 
selection of Klein 

Pliersin stock for your | 
best customers—the 
men who know good | 
tools. They just won’t 
settle for anything less 

than Kleins—the | 
standard of quality 
“Since 1857.” 


e | 















Write for your 

free copy of 
the Klein 
Pocket Tool 
Guide aie | 
Contains use- 
ful informa. | 
tion. 


DISTRIBUTED 
THROUGH JOBBERS 


A Foreign Distributor: 
International Stand- 
ard Electric Corp., 


oe 
| 


aK TEINS & : Sons 


BELMONT AVE CHICAGO 18 ILL 
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WHAT’S NEW 





tle Stinky, center, and Big Stinky, 
right. Control powder or fluid, sold 
with the line, utilizes a fly factor to 
attract flies into traps. Standard 
Mason jars recommended for use 
with traps, which are individually 
packed. Control fluid re-orders are 
available complete line. Diop- 
tron Co. 


for 
For more data circle No. 20 on postcard, p. 173 


Charcoal Broiler 

All-cast iron 
broiler permits cooking on two sides 
and top at the same time. Easily as- 
sembled, it has folding carrying 
handles of No. 8 wire and needs no 
carrying case. It uses small size 
charcoal and holds approximately 2 
lb., enough for eight to 12 people. 
Measuring 11 in. wide, 12% in. high 


portable charcoal 








and 61% in. deep, its cooking grilles 
are 11x9 in. and of No. 9 wire. 
Weighing 17 lb., it retails for $7.75. 
Majestic Co., Inc. 


For more data circle No. 21 on postcard, p. 173 


Electric Lawn Trimmer 
Electrically powered lawn trim- 
mer, Bantam by Trim Master, 
weighs 5 lb. and has 110 volt ac-de 
motor cushioned and insulated in 
rubber to minimize vibration. It 
has high speed 5 in. shatterproof 
blade fully protected by guard 
plates and shoe, and with slip- 
clutch protection. Flying grass is 
automatically deflected from the 


action 
for 


Vacuum 
blade 


sucks 
uniformly 


operator. 
into 


grass 





close trim, around trees, along 
walks and walls, etc. Retail price 
is $27.95. EF. F. Britten Co., Ine. 


For more data circle No. 22 on postcard, p. 173 


Electric Range 

Using 30 pct less electricity and 
giving 1/3 more surface area, this 
new medium-priced deluxe single 
oven electric range has calrod bake 
unit which increases baking ca- 
pacity. New 1600 watt super cal- 
rod surface unit boils a quart of 
water in 5.3 minutes. Other fea- 
tures include large oven, 220 volt 
outlet on control panel for auto- 
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are backed by 


SIMONDS GUARANTEE!” 


That's right...and that Guarantee is based solidly on Simonds 
Quality, made famous by America’s foremost sawmakers for 

” over 75 years! Here, for the first time is a TOP LINE AT 
“POP” PRICES ... complete with 13 saw-types (including 
dado-heads, carbide-tipped and metal cutting saws) up to 12” 
in diameter. Round or special shape center holes for all 
electric hand saws. Finest saws made at these low prices for 
home workshops, schools, contractors, and light industrial 
work ... with a discount calculated to make the most money 
for you. Get in touch with the nearest Simonds Factory Branch 
today for the complete SI-CLONE 





SIMONDS 
Si-cir0¥* 
an SAWS 











H he Ne High P lor 
ore the New Mig Quality, Pope 
ere 


SIMONDS 


SI-CLO. RS. 
5, SAWS == 


rroctors! 
Schoo!s, Cor 
Workshops 
for Home 











RETAIL SELLING PRICES 





For Rip, Cut-Off, Easy-Cut and Combination Saws 






co ..+< ae 9" . . $2.65 
eo SS ae eee Saw Deal. 
OS oe w+ ees oo « ae 


Supplied with Round or Special Shape Holes 


@@ + fe ~ 


As listed in Simonds Catalog ‘‘B” 



















Factory Branches in Boston, 
Chicago, San Francisco and 
Portland, Ore. Canadian Factory 
in Montreal, Que. 
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UNBREAKABLE 





_PLAS-TEX 


MIXING BOWLS 
£870, to nold 
Lasier to US 


Lastoy. to SELL 


Order Now Supply is limited 


Guaranteed unbreakable 
“squeeze bottle” plastic 
(polyethylene). Special 

“hand fitting” handle. 


Easy pouring lip. 
PT-705EP 3-Pc. Mixing Bowl Set........... $3.75 Retail 
PT-704EP 4-Qt. Bowl (Coral)............... $1.75 Retail 
PT-702EP 214-Qt. Bowl (Grey)............. $1.25 Retail 
PT-701EP 114-Qt. Bowl (Chartreuse)....... $0.75 Retail 





Americas Quality Plastic Houseware Line 
2525 MILITARY AVENUE 


THE PLAS-TEX CORPORATION os ancetes 64, CALIFORNIA 


Write for 
1953 Color Catalog 








The Complete ///JL7L Line of 


GAS HEATERS keeps 
e04 


A: 


all hands busy! 


Wer 


jos 














Over 
45 Years Stove 
Experience 

















360 


3034 


Enjoy more sales— 
more satisfied customers 
@® 8 FULLY VENTED HEATERS 
15,000 BTU to 85,000 BTU 
@ 22 UNVENTED HEATERS 
10,000 to 50,000 BTU 
All Martin Heaters AGA approved 
for natural, liquified and manufactured 
gases. 


MARTIN STAMPING & STOVE GO., Huntsvitle, Ata. 


vi70 


YOUR JOBBER OR DIRECT 
COMPLETE CATALOG 


























WHAT'S NEW 





@ For more information 
on these products and 
services use free post 
card on page 173. 


matic deepwell french fryer (op- 
tional equipment), standard color 
key system, oven and surface unit 
pilot lights, two speed electric time 
measure, full length fluorescent 
light, aluminum broiler and three 
storage drawers. Hotpoint Co. 


For more data circle No. 23 on postcard, p. 173 


Bench Grinders 

Line of bench grinders includes 
¥, h.p. double arbor 6 in. lathe-type 
model, illustrated, for use in small 





shops, home workshops, etc. Model 
116 takes 6x5 in. grinding wheels 
with \% in. bore and sells for $41. 
Model 517 is 13 h.p. grinder taking 
7x3, in. grinding wheels with % 
in. bore and sells for $72. Model 
518 is 1% h.p. machine taking 8xl 
in. wheels with % in. bore and sells 
for $102. Model 519, largest grinder 
in line, has 1 h.p. motor, takes 10xl 
in. wheels with %4 in. bore, and 
sells for $135. Porter-Cable Machine 
Co. 


For more data circle No. 24 on postcard, p. 173 


Wax Spreader 

This long-handled wax spreader 
is for applying self-polishing wax 
on rubber, asphalt tile or linoleum 
floors. Removable head of fluffy cot- 
ton is washable and replaceable. It 
leaves no lint on floor. Spreader re 
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THEY WANT ALUMINUM: 


For Extra Profits Sell Them 


SUN * SAND 


Aluminum 





Folding Furniture ‘| 


neue! O08 4 Miva rm 
IS” Guaranteed by 
am Good Housekeeping 


oe as doviatesa® rat 


YACHT KING ... weight. 5!/, 
lbs. Colorful vat-dyed canvas 
duck on a a ed 1” alu- 
minum frame. Rubber-tipped feet. 
Folds in one motion. 


The BIG demand today is for aluminum outdoor furniture 
—light, compact, comfortable, convenient. You can 
capitalize on this demand by featuring SUN ‘N’ SAND 
aluminum furniture—assuring yourself greater volume 
and higher profits on each sale. SUN ‘N’ SAND furniture 
sells faster because it's nationally-advertised, bears the 
famous GOOD HOUSEKEEPING Seal. You can do a big 
job with a small inventory, because your local SUN ‘N- 
SAND distributor fills your orders without delay. Get the 
full story on All-Luminum Products great SUN ‘N’ SAND 
line today—send coupon below! 





SUN KING 5-Position Chair 


+ weight, 8 lbs. Plaid 


Saran*, reinforced with 
blending solid-color canvas, 
on polished aluminum frame. 
Finger-tip adjustment to any 
of 5 positions. Folds in one 
motion. 


7 ro 
acuuunt ol it ne oF 


©" Guaranteed by 
Good Housekeeping 
a * 


” » 
2745 aoveanisto WES 







LOUNGE - KING ‘“‘Rockerless 
Rocker” .. . weight. 61/2, lbs. 
Plaid Saran* with padded seat 
and head-rest on polished 1" 
aluminum frame. Rocks to and 
fro as you shift your weight, for 
\ amazing comfort. Folds in one 
i, motion. 
















FOLDING CAMP 
STOOL .. . weight. 
11, Ibs. Extruded alu- 
minum with colorful 
vat-dyed canvas duck 
and rubber - tipped 


FOLD-A-WAY TABLE .. . 
feet. 


world-famous table of 1,000 
year-‘round uses. Weighs 
only 19 lbs., holds over 800 
Ibs. Folds to fit in car trunk, 
opens to serve 8. Carries like 
luggage on own leather 
handle. 60°’ x 24" top, or 72” 
x 30° top. 












Cl O8 4 titung o 


< « 
Guaranteed by 


Good Housekceping 





C7 \ 
C745 apyearistd WES 


MAIL COUPON TODAY FOR PRICES, 
LITERATURE, MORE INFORMATION 


® 

@ All-Luminum Products, 36th & Reed Sts., Phila. 46, Pa. 
*Miracle plastic by Milliken. & Please send literature and prices on 

@ 






oun ~~ oO 
* Guaranteed by > 
Good Housekeeping 
tor SS 








45 aovennisto HEYS 


Waterproof, non-inflammable Sun ‘N’ Sand Aluminum Furniture. 
Won't fade, stretch or mildew. 


36th & Reed Streets © . Philadelphia 46, Pa. a City ee tte is areata 
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CmUseod 


Carrier 
Cover 


Pemsco’s ALL-PURPOSE Food Car- 
rier-Cover combination keeps pastries 
fresh for days; provides an easy way to 
carry pies, cakes, sandwiches, hot 
dishes and many other food items to 
parties, picnics, etc. Beautiful Hand 
Decorated Flowercraft Design and 
sparkling colors add beauty to any 
kitchen, and its ALL PURPOSE uses 
give this item year around appeal. 


Pems0eos 


Mag-Rack “s 





os, 
— 
vf - 


NEW All-Purpose 
COMBINATION 





Can be used poe 
in any room ‘Sa 8 
in the house . yi 7 

The Pemsco Mag-Rack fits ‘is 
well into any room. Not too —= ae, 
big for crowded bathrooms, SS — if : 
yet is large enough to hold NU Fi 


sufficient number of maga- 
zines. The Pemsco Mag- 
Rack is attractive and rich- { 
looking, will blend into any = of 
living room decorative r | 
scheme. Sturdily built, the 
Mag-Rack can stand heavy 
use of basement play rooms 
dens or outside patios. 


Each Item 
Retails for Only 


soap 





BASEMENT 


i ir F 
H led] 


BEDRiWM 


So 
- va 


| han 
t 


UR 


$9.95 


PEORIA METAL SPECIALTY COMPANY 





Pemsco’s All Purpose Food 
Carrier-Cover Combination 
. . . hand decorated in gay 
colors ... makes it easy to 
carry pies, cakes, hot dishes 
and many other foods to 
parties, picnics, etc. 


Use the covers to keep foods 
fresh and appetizing . . . use 
the tray by itself to serve 
cake and sandwiches . . .use 
the compact unit for carry- 
ing hot or cold food to par- 
= ties and picnics. Any way 
P— you use it... you'll find the 


~- Sk ar new Pemsco Combination 
— one of the handiest and 
i ll most attractive items in 


your home! 





SAD) 
| 


NEW All-Purpose 


2 








Zone® 


The Pemsco Mag-Rak will give you 
an item with volume sales and year- 
round appeal. Every family will want 
one or more. An inexpensive maga- 
zine rack, expertly made from heavy 
gauge materials and velvet ebony 
finish with beautiful Hand Decorat- 
ed Flowercraft Design. 


Order Today 
From your Jobber 


2507 S. Washington St. 
PEORIA, ILLINOIS 
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WHAT'S NEW 





tails for 79¢; extra heads are 59¢. 
Shipped in utility display carton 





that sets up quickly and easily, and 
shows six spreaders to best advan- 
tage. EF. L. Bruce Co. 


For more data circle No. 25, on postcard, p. 173 


Toggle C-Clamp 

Extra reach and rapid locking 
action are featured in this new- 
type toggle C-clamp. Called the 
Vise-Grip C-Clamp, it locks to the, 
work with double-lever action. Ad- 
justing end screw pre-sets jaw open- 
ing to size of the work. Clamp can 





be applied with one hand and locked 
on. Retail price is $2.95. Petersen 
Mfg. Co. 


For more data circle No. 26, on postcard, p. 173 


All-Purpose Snips 

Eleven all-purpose snips have 
been added to the Proto line. In- 
cluded are three multiple-leverage 
snips, left, right and straight cut; 
three duckbill or circular snips, 7, 
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Fastest selling plastic dinnerware on two counts... Sy 


Beautiful design and guaranteed 
break-resistance! 






molded of Melamine plastic 
styled by Joan Luntz 











+ 
: | | me 
€ 
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€ 





BROOKPARK Modern Design BROOKPARK Desert Flower 


gner’s square shape and decorator colors in dinnerware as inviting New coupe shape with decorative floral motif. Worry-free dinnerware 
mpliments as fine china, yet it defies the hard knocks of everyday hildren in handle and wash dishpan or dishwasher with 
) 3 its sat f h. Non-fading desert colors of Navajo 


Safe in automatic dishwashers. Solid color sets or combinations 


hartreuse, emerald, burgundy, and pearl grey, or rainbow assort rown, slate blue, canyon gold, sage green, dawn pink and pebble 


piece and 8-piece starter sets. Open stock 


t Prepackaged starter sets Open stock 


Ask Your Jobber for BROOKPARK by name or send 
for catalog sheets and full information. 


International Molded Plastics, Inc., Dept. HA 
Cleveland 9, Ohio 


Rush catalog sheets and full information on Brookpark to: 


Replacement is guaranteed on any 
piece of Brookpark dinnerware which chips or breaks in 
hormal household use within a year. 


Nationally advertised in 
Better Homes & Gardens, American Home, 
House Beautiful, House & Garden, Living, 
New Yorker, Good Housekeeping 


molded plastics, inc., cleveland 9, ohio 


Creators of BROOKPARK, ARROWHEAD and EFFICIENCY WARE 


Nome 

Store Name 
Address 
City, State 


My jobber is 





HERES EVERYTHING 


FOR HOUSEHOLD LUBRICATION 


LOCK-EASE 4 


GRAPHITED 
LOCK FLUID. 


Protects 

all kinds 

of locks 

against 

freezing, 

sticking, * 

rust and wear. ‘Gobuion col- 
loidal graphite in a fluid car- 
rier. Helps free stubborn or 
frozen locks. List 35c for 4 oz. 
“controlled flow” can. Display 
merchandiser, as shown, with 
each dozen cans, 





stainess DOOR-EASE 


STICK LUBRICANT 


Nationally known, steady 10c 
seller. Stops squeaks, prevents 
sticking of drawers, doors, win- 
dows, zippers and other ex- 
posed surfaces. Packed one 
dozen in display 
box, as shown, 
or on individ- 
ual cards. Al- 
so large 
39c sell- 
er, push- 
bottom 
metal container, 

packed six to display box. 


DooR Fast 





eentanae DRIPLESS OW 
DRIPLESS OIL Se 
fz] 


Penetrates, 

lubricates, 

rustproofs 

—the finest 

oil on the 

market for 

home and 

shop. “Runs in—will not run 
out.” Display card with each 
dozen cans. List 25c for 4 oz. 
“controlled flow” can. 

Ties in perfectly with DOOR- 
EASE and LOCK-EASE to give 
you everything your customers 
need for household lubricating 
jobs. ORDER FROM YOUR JOBBER. 


AMERICAN GREASE STICK COMPANY 
Michigan 





Muskegon, 
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WHAT'S NEW 





@ For more information on these products and services 
use free post card on page 173. 


10 and 12 in.; two combination 
pattern snips, 10 and 12 in.; and 
three straight or regular snips, 7, 


Multiple- 


Leverage 





Straight or Regular 





10 and 12 in. All snips cut metal, 
rubber, leather, linoleum, canvas 
and many other materials. Shear- 
ing action of blades is uniform over 
entire length. Blades are hot drop 
forged from special steel and elec- 
trically controlled heat treated. 
Plomb Tool Co. 


For more data circle No. 27 on postcarl, p. 173 


Power Drive 

Model-D power drive is light- 
weight and small with the old steel- 
iron metal housing and chuck now 
replaced by aluminum. Other de- 
sign changes include more con- 
venient location of switch; lever 
safety-lock on switch; and bronze 
spindle bearings. Unit can be used 
easily on bench, truck or with pipe 





legs right on job location. Large 
side-openings serve for motor ven- 
tilation and hand grips for moving. 
Tools are conveniently stored on 
flat top. It has % to 2 in. chuck, 
enclosed gears running in oil, and 
weatherproof motor. Beaver Pipe 
Tools, Inc. 


For more data circle No. 28 on postcard, p. 173 


Tang Butt Chisel 

Featuring a thin, bevel-edged 
blade and plastic handle, tang butt 
chisel is lightweight and has care- 
fully tempered high-carbon steel 
blade that retains keen edge over 
long periods. Tang is firmly secured 
in handle, and blade and handle are 
proportioned to give chisel fine 
balance. Handle is of green Tenite 
II plastic, safe from flash fire, with 
contrasting yellow band at tang 


end. Blade lengths of No. 403 
chisel vary from 214 to 24 in. and 
overall lengths range from 75% 0 
834 in. Nine sizes range from 
Y, to 2 in. Greenlee Tool Co. 


For more data circle No. 29 on postcard, p. 173 


Ovenware Items 

Called Silhouette in Glasbake, 
this new line features milk-white 
Glasbake ovenware in wrought- 
iron frames. Designed for oven-to- 
table utility, line consists of 2 4. 
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150 GEAR-TOP CAPPER 


Best known, biggest value home Bottle Capper in the 
world. All-metal construction, with’ fire-engine red 
finish, lasts for years of service. Throat holds crown 
ready for capping. Crown 
is crimped on sides, de- 
pressed on top, to give posi- 
tive “‘seal’’ inside and out. 
Adjustable to bottle size. 
Broad heavy base won’t tilt. 









#250 CLIMAX CAPPER 


Volume-selling capper, made of 
heavy gauge steel and finished in 
eye-catching red. A durable 
capper at a moderate price. Caps 
quickly and easily. Comfortable, 
rounded handle. After capping, 
bottle is removed and handle 5 & L F. 45 & 
springs back. Adjustable to 

bottle size. This eye-catching d 


customers to your 
ki ime. 
NOW’S THE TIME TO STOCK UP = (‘2k'né Your time. 
asy toputup...Jju 
on these fast-selling, profitable Cappers. You’ll start as shown. Or use in 


increasing sales of these exclusive Everedy Cappers as Build your Capper 
Bottling Season. 








ISPLAY 


full color, draws 
otes sales without 
e for each Capper. 
d throat of Capper, 
k up on your door. 
uring the Canning- 


soon as you put them on display. 

Y Card packed with ea 
OUR JOBBER HAS DETAILS AND PRICES. and with each 1 doze 
PHONE HIM NOW FOR PROMPT SERVICE. increase capper sales 


zen +150 Cappers 
Cappers. Helps you 
xtra cost to you! 








WORLD'S LARGEST MAKERS 
OF HOME BOTTLE CAPPERS 


THE EVEREDY COMPANY ©& FREDERICK, MD. 
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the Only 
Paint 
Made 

Especially 





Here’s an exclusive, 
fast-moving item that 
creates demand wherever 
it’s seen! Customers get 
excited about SET- 
FAST—the only paint 
made especially for 
canvas! SETFAST brightens and 
renews drab, bleached, faded canvas 
—works wonders on fibre rugs too. 
Low price for customer—high profit 
for you! 

WE HELP YOU SELL 
When you stock SETFAST, we 
supply you with free sales helps: 
paper streamers that build traffic. . . 
a counter display that tells the story 
... folders to clinch the sale. Yes, 
SETFAST is really a bright spot in 
your profit picture! Find out now. 















MURPHY PAINT DIVISION 
~~ _—_ Interchemical Corporation 


SIRS: 
Speed me the details on SETFAST, plus 





' come with two-year guarantee of 
replacement for oven-breakage. The 
five items are uniformly priced at 
$2.98 retail, and come individually 
gift-packaged. McKee Glass Div., 
Thatcher Glass Mfg. Co., Ine. 


For more data circle No. 30 on postcard, p. 173 


WHAT'S NEW 





round casserole, 1 qt. oval casserole, 
partitioned baking dish, Readi-Mix 
cake dish, and 2 qt. utility dish. 
Casseroles have See-Thru covers. 
All 





Radial Arm Machine 


arm machine replaces the previous 
Model GR. 
radial arm 1% in. longer and roller 
head carriage which now rides on 


items are heat resistant and 





Known as Model GA, this radial 


Principal changes are 


eight bearings instead of four. 
Each of the eight bearings has full 
11/16 in. wide surface contact 


| with the carefully machined track 
| on which it rides, and all are pre- 








prices ond order forms. I'm not obligated. 


NAME 
DEALER NAME 
ADDRESS 
cry STATE 


ieanlhdaainaiasennieiiin-apomnsiaveniccenanall 








4 
a 
| 

226 MeWhorter St., Newark, N.J. | 
| 
| 
! 
| 
| 
| 
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Twosome 
aluminum with bake-proof handle. 


, . 
loaded double row type bearings to | 
reduce rolling friction. Dewalt, Inc. 


For more data circle No. 31 on postcard, p. 173 


Griddle 


Bacon and eggs can be cooked at 


one time yet not together with this 


griddle of heavy, cast | 








A new 


SPRING HINGE 
adjustable mao 


for the 


SURFACE 


SURFACE 








Shelby offers you a new size, 22” x 
2%", quality spring hinge for screen 
and light doors—competitively priced 
for the volume market to builders 
and home owners. That assures good 
profits for you! 


Adjusting spring tension is easy— 
just change the pin from one hole to 
another. They're simple to install— 
and permit full opening of doors. 


Ask your jobber for them. 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 
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You make this possible in every home... 






when you sell TEMCO Vented Gas Heaters 







Study the illustration above. No matter what his income is, with 





TEMCO Vented Gas Heaters in stock, you can offer any customer 






completely automatic work-free, healthful gas heat for his home. 






TEMCO makes 10 Vented Gas Heater models. They are or can be 
















inexpensively equipped with completely automatic controls. The range 
in size from the completely automatic Forced Air model 675-3 (capable 
of heating an entire house) to a tiny TEMCO 123-3W just right for the 
bathroom or kitchen. They’re engineered for long life and great 
economy by America’s Gas Heat Specialists. They’re styled like fine 
furniture and finished in TEMCO’s famous Lifetime Porcelain Enamel. 
They’re AGA approved for use with all gases. And they’re priced so 
low that they bring the luxury of clean, fast, fully automatic gas heat 


within the range of every person. 


tory of the amazing profit potential of « : 
for the ta sony os ° TEMCO, Inc., Department B-517 ; 
TEMCO Vented Gas Heaters — see your TEMCO dis- § Nashville 9, Tennessee . 

sd ° 

tributor or fill out this coupon. ¢ Show me how TEMCO Vented Gas Heaters can $ 

© make more profits for me. . 

e e 

. 

_— ° NAME e 
) TEMCO§#§ : 
, inc. = Cy © ADDRESS > 

NASHVILLE, TENN. e e 

BUILDER OF OVER 1,250,000 GAS APPLIANCES > mn oe _— ° 

; e 

e . 





HARDWARE AGE, MAY 14, 1953 Libs 








(Advertisement) 


HOW TO INCREASE 
IMPULSE SALES 


Statistics show that today, more 
than ever, impulse selling to the 
consumer is replacing that for- 
merly done by the store clerk. Pro- 
gressive retail hardware’ mer- 
chants have already started to cash 
in on this new buying trend by 
following 3 simple rules :— 


1. Assume customers haven’t 
made up their minds on all pur- 
chases to be made when they enter 
your store. 


2. Display merchandise where it 
can be easily seen and handled. 


3. Display merchandise that is 
attractively packaged or designed 
and easily identified. 


Make $8 into $12 


Here’s how the No. 6 Nowatoco 
Grass Hook—the best sickle value 
on the market—allows you to fol- 
low the 3 simple rules and make 
$8 into $12. 

Its attractively finished red trim 
shank, black lacquered handle and 
sharp, polished cutlery steel blade 
will catch your customers’ eyes. 
They will want to hold it and swing 
it. By their own demonstration 
they will realize the blade is offset 
to protect their knuckles, the han- 
dle made to fit their hand, that it 
has perfect hang and balance. All 
this, plus its amazingly low price, 
creates impulse sales that mean in- 
creased profits for you. 

These money makers cost you 
only $8 a dozen, retail at $1 each, 
and are a volume item. 

Don’t miss sickle sales and sickle 
profits—order your Nowatocos to- 
day from your wholesaler—display 
them—then watch them sell. 


Write for free catalog of com- 
plete line. 


FREE SHIRT 
Mr. F. Brouilette, of the Farmer’s 
Hardware, Sheffield, Ia., we have a 
famous Hathaway Shirt for you abso- 
lutely FREE for reading this adver- 
tisement. Just send us your shirt size, 
NORTH WAYNE TOOL CO, 
Oakland 1, Maine 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 173. 


Bacon grilled on ribbed surface is 
greaseless and will not curl. Grease 
drains off between ribs, so eggs 
can be basted for full bacon flavor. 
For any foods that go together— 
steak and fried potatoes, etc.—Two- 
some lets foods cook individually 
until they blend their flavors. Cook- 
ing heat is uniform to edges, Re- 
tails for $5.45. Wm. B. Watkins Co. 


For more data circle No. 32 on postcard, p. 173 


Steel Shell Box 


This all steel shell box is for 
safe, dry storage for ammunition. 
It holds up to five cartons of shot 
gun shells and cleaning rod and 
equipment. Of one piece drawn 
steel, it is completely waterproof 





and finished in green hammertone. 
Measuring 14x714x5 in., it has con- 
tinuous piano hinge and center lock 
hasp. Simonsen Industries, Inc. 


For more data circle No. 33 on postcard, p. 173 


Cooking Help 

Slik, a new cooking help, pre- 
vents food from sticking to cooking 
utensils. Liquid consists of vege- 
table oils and other ingredients. It 
can be applied as a thin film to 
cake and muffin tins, waffle and 
griddle irons, frying pans, etc., to 
prevent sticking and make clean- 
ing easy. Odorless and tasteless, 


it comes in 4 and 6 oz. sizes, and 
retails for 79¢ and $1 per bottle, 
respectively. Wolcott Co. 


For more data circle No. 34 on postcard, p. 173 


Toilet Float 


Called Adjusta-Float, this toilet 
float prevents leaky toilets. It in- 
creases pressure by adjusting the 








float level sufficiently to close a 
worn valve. It is easy to install by 
attaching it and turning to the 
proper setting. Leonard Co. 


For more data circle No. 35 on postcard, p. 173 


Oil Heaters 


Superflame Fuel-Saver oil heaters 
for 1953 come in dark mahogany, 
dark maple, blonde mahogany, and 
platinum blonde. Heaters are com- 
pletely restyled with modern cab- 
inet design and 12 additional new 
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Your best customers-—those who buy the 
most rakes, insecticides, sprays and other gar- 
den supplies—are the successful gardeners. 
Their pride keeps them interested . . . They 
watch with confidence for the healthy young 
plants they know will emerge from the seeds 
they planted. 

And because their garden success is your suc- 
cess, too—you’ll want to tell them the facts 
about Krilium* soil conditioner. How it works 
to keep soil “friendly” after cultivation .. . 
gives roots a chance to grow unhampered, 
lets water seep easily to the root areas where 
it does the most good. 


You'll want them to know how Krilium soil 
conditioner makes weeding and cultivating 
easier —keeps soil porous, loose and crumbly 
as it was at planting time. This saves hours 
and hours of hard work—a saving that makes 
any gardener happy—gives him time to do 
extra spraying, cultivate a larger plot, buy 
and use more garden supplies! 


So tell ’em the facts. Show ’em the charts. 
Urge em to prove for themselves the benefits 
they'll get from using Krilium soil condi- 


tioner. You'll reap your harvest—in profits! 


*Reg. U. S. Pat. Off. 
Folium: Monsanto Trade-mark 


i 





Folium, complement to Krilium 
soil conditi ,isM to's 
new and balanced 
plant food. Sell them 
together — make two 


Profits instead of one. a 
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larger creas. 






Recommend Krilium 
in full-strength pack- 
ages for treating 


HOW Krilium soil conditioner 
helps YOU sell more 
garden supplies! 











Fact chart on 


Planting. Cucumber seeds in properly 
worked soil . . . untreated, Note original 
ground line. 


ORIGINAL GROUND LEVEL 


garden soil 





Planting. Identical soil, except that it is 
made friendly to seeds with Krilium soil 
conditioner. 


ORIGINAL GROUND LEVEL 








Sth day, germination. Soil packed down, 
hampering development of all seeds, stop- 
ping some permanently. 


Siege ss 





* . . . 
5th day, germination has been rapid, roots 
are long and sturdy and more seeds have 


been able to develop. 


ORIGINAL GROUND L 








8th day. Emergence has not taken place, 
is only beginning in those seeds able to 


develop at all. 


Krilium 


SOIL CONDITIONER 








8th day, emergence. Plants are off to a 
good, healthy start. Note how porous the 
soil remains — without packing down. 















No. 29 FULTON FRAME-BUMPER HITCH 
One Model to Stock! 


For really secure attachment 
of boat and utility trailers, 
Frame-Bumper Hitch at- 
taches to both bumper and 
car frame. Heavy steel frame 
support reinforces frame 
without drilling. Pull is di- 
rectly on car frame. Bumper 
supports vertical load. Tie- 
bands give added strength. 
One model fits most cars. 
Easy to stock—easy to sell. 








NO. 0-7 

TRAILER COUPLING 

For use on 2-wheel boat 
and utility trailers, loads to 4,000 lb. No. 
B-6 for loads to 6,000 lb. Heavy-duty 
No. A-6 for use with trucks, tractors and 
farm machinery, to 8,000 lb. Extra Ball 
assemblies also available. 






NO. 25 BUMPER CLAMP 
Secure, all-steel anchor 
for trailer coupling. 
Adjustable for most 


NO. 30 TRAILER 
TONGUE STAND 





Supports 2-wheel utility 
trailers and many farm 
implements at hauling 
level for easy loading, 


bumper shapes. Rubber 
cushion protects bumper 
face. No. 24 is a lighter, 
lower-cost clamp for 


moderate loads. Good 
price leader. 


unloading and parking. 
Bolt or weld to trailer 
tongue. Swings to hori- 
zontal position for haul- 
ing. 








can NO. 26 BUMPER CLAMP CONNECTING BAR 
rit Use with two No. 25 Bumper Clamps where 
info center mounting is impossible and for better 
108 mous load distribution desired. Complete with 
voor \ynem bolts, nuts, lock washers. 
v 


——- 


THE FULTON COMPANY 


1912 S. 82nd St., Milwaukee 14, Wis. 
* In Canada: J. C. Adams Co., Ltd., Toronto 


188 











WHAT’S NEW 


design improvements for increased 
efficiency. Line includes 17 models 
ranging in output from 30,000 to 
135,000 b.t.u. Circulation of heated 
air has been increased 331% pct in 
all units. All models have triple- 
combustion-burner that burns clean 
and extracts maximum heat at all 
phases of combustion. Queen Stove 
Works, Inc. 


For more data circle No. 36 on postcard, p. 173 





Food-Waste Disposer 
Continuous - feed, self - cleaning 

type food-waste disposer can be 

easily and quickly installed. Com- 





pact in size, 10% in. high with 74 
in. diameter, distance from sink 
inlet to disposer is 5 in. It will 
operate on 110-115 current; 50-60 
cycle. It is powered by 1/3 h.p. ca- 
pacitor, water-cooled motor, with 
built-in motor overload protector. 
Motor, bearings and all moving 
parts are permanently lubricated 
by sealed recirculating oil system. 
Grinding chamber is of _heat- 
treated, heavy alloy steel and is 
copper-nickel-chrome -plated. 
Schaible Co. 


For more data circle No. 37 on postcard, p. 173 


Natural Wood Finishes 


Spee-D-Dry gives wood a natural 
finish. Consists of two sealers, 4 
clear sealer and primer and blond- 
ing wood sealer, and two finishes, 
high gloss and dull. Sealers can be 
tinted with oil colors to harmonize 
with any color scheme. They can be 
applied to walls, woodwork, panel- 
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WHEN 


is RED BRAND fence preferred 


BY DEALERS? 


“In season and out of season” —because farmers all over 
the country ask for it month after month. 

Dealers realize that this constantly increasing de- 
mand by farmers for RED BRAND fence makes it a 
fast-turnover, steady-profit item for them. 

Then, too, smart dealers also know that Keystone’s 
extensive program of RED BRAND Practical Land Use 
merchandising helps them to sell not only more RED 
BRAND fence, but helps them to increase the net 
profits from all other parts of their business as well. 


BY FARMERS? 


Whenever they use it “by the rod” or “by the mile; 
farmers prefer RED BRAND fence because it lasts 
longer on their fence lines. 

Farmers know that Keystone manufactures RED 
BRAND in their own mills with the right amount of 
copper in the steel wire to-protect it from rust. They 
also know that Keystone “Galvanneals’” RED BRAND 
for added protection against rust and corrosion. This 
double rust protection makes it a better fence buy for 
them. That’s why farmers insist on RED BRAND fence 
—why dealers sell more of it, year after year. 

Then, too, farmers know, through the radio broad- 
casts, magazine advertising and direct mail, that the 
way to get the information about how Practical Land 
Use can increase their incomes is to see their RED 
BRAND dealers. : 


ORDINARY RED BRAND 
FENCE 


RUST AND 
CORROSION 





WRITE FOR THE RED BRAND PRACTICAL LAND USE “PACKAGE” PROMOTION PLAN. IT TELLS 
YOU HOW TO INCREASE YOUR PROFITS THROUGH HELPING FARMERS INCREASE THEIR INCOMES. 


KEYSTONE STEEL & WIRE COMPANY Peoria 7, Illinois 
RED BRAND fence - Non-Climbable fence - Ornamental fence - Corn-cribbing - Nails - Gates » Keystone Poultry Netting 
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Smartly 
Packaged 










to help you 


MAKE 
SALES 





WIRE NAILS 
& BRADS 


Count on making more sales when you 
display Cortland Brand Nails and Brads 
prominently in your store! 


BRAND 


Because these wire nails and brads come 
in handy, eye-catching packages that cause 
shoppers to buy on impulse. 





Set up a counter display . . . and see how steadily 
they sell the whole year ‘round 





Cortland Brand Nails and Brads are packed in 
green packages for nails, yellow packages for 
brads . . . with both clearly marked for weight, 
size and gauge. A complete stock of sizes—in 1% 
Ib., % Ib., Y% Ib. and 1 Ib. packages—actually 
requires only a minimum of space. 





Cortland Brand Nails and Brads are tough and 
accurately manufactured. They feature true- 
formed heads, clean-cut barbs, sharp points and 
uniform finish. Let Wickwire’s smart-looking 
package help you make more sales ... specify 
Cortland Brand Nails and Brads when you order 
from your jobber. 
Send for Wickwire’s free sales kit, 
Send for containing streamers and newspaper 
mats to identify your store as Nail 
NEW SALES KIT 22d Brad Headquarters! Kit also 


includes Poultry Netting, Wire 


Screening mats, streamers, folders. 





@ WIRE SCREENING 
© HARDWARE CLOTH 
@ WIRE NETTING 


WICKWIRE BROTHERS, INC., CORTLAND, N.Y. 


BRAND 
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WHAT'S NEW 





@ For more information 
on these products and 
services use free post 
card on page 173. 


ling or floors and after two hours 
surfaces are ready for steel-wooling 
and then can be given a coat of 
finish, which dries quickly. All 
alkyd products, they can be used 
indoors or out. Acme Quality 
Paints, Inc. 


For more data circle No. 38 on postcard, p. 173 


Drill Stand 

Greater drilling stability and 
smoother operation for drill press 
work are features of this drill 





stand for 4 in. electric drills. Its 
direct over-the-work lever pressure, 
plus a wide, solid base permits op- 
eration without mounting _ the 
stand. Model DS-1, it has 10 in. 
maximum height adjustment and 
71% in. maximum clearance. It has 
234 in. vertical feed and holes can 
be drilled 434 in. from an edge. 
Drill can be swung in 360° circle 
and mounts for left or right hand 
operation. Mall Tool Co. 


For more data circle No. 39, on postcard, p. 173 


Fireplace Furnishings 

Line of Royal fireplace furnish 
ings includes brass fixtures and 4 
complete selection of curtail 
screens. Andirons and firesets havé 


been supplemented with new styles F 
illustrated, 1° § 


BE-800 ensemble, 
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ARCHER “POL-MER-IK”’ Linseed Oil protects 
almost anything—it’s needed in almost every 
home. It’s wide-awake makers are promoting 
this with eye-catching advertisements in Z 
MECHANIX ILLUSTRATED and other leading 
national magazines. In addition, dealers are FRANKLIN 
offered a colorful display tie-in poster encourag- 
ing paint buyers to get all needed accessory 
items at the time of their paint purchase. These 
extras—including “Pol-mer-ik”—add significant- 
ly to the dealer’s profit picture. 














FRANKLIN LIQUID HIDE GLUE backs up its dealers with the largest ad- 


vertising program of any glue in the country. A regular, intensive schedule 


of attention-getting advertisements does an effective job of pre-selling aout coauint: 
Franklin to many millions of glue users. And Franklin is packaged in sizes seal aor permed tone he ea 
for all types of glue customers—from low-priced tubes to gallon cans. More awe 


than ever, Franklin Glue is a sure bet for more sales ... more profits. ecko obtain 


ne woste — every drop werks 


SANDVIK “SHARK BRAND” Saws and Tools appeal 
strongly to the many “do-it-yourself” men who want qual- 
ity hand tools for their home workshops. An example is 
the “Shark Brand” Chisels, which are made of genuine 
Swedish Charcoal Steel hardened and tempered for two- 
thirds of the length of the blade. Sandvik is telling its 
story to the millions of home workshop enthusiasts in a 
regular series of advertisements with high reader appeal. 


aR. i 
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Look for 


the name 





Your assurance of complete 
customer satisfaction 





The name Bendix on a coaster brake means 10 outstanding selling points 
much to you—and to your customers. For 
Bendix is recognized the world over as the * Stops quicker—coasts longer 
greatest name in braking. Wherever wheels ® tine te~ediiet f 
turn or planes fly, Bendix brakes are the . Ps eaiaaalaaeai 
choice for quick sure stops and long trouble- * Lightweight—easier pedaling 
free performance. * Simplicity of design—fewer parts 
The product of over half a century of * Easy to put together and take apart 
experience plus unmatched manufacturing et 
facilities, and backed by a big national % Self-aligning rugged brass broke shoes 
advertising campaign, Bendix* Coaster * Sealed against dirt and water 
easter ee ae * More efficient braking—requires less 
Istor satisfaction. Specify Bendix for pedal pressure and travel 
the finest in coaster brakes. — *gec.u,s. pat. orF. 
* Every brake factory-tested 
ECLIPSE MACHINE DIVISION of * Made by Bendix—foremost manv- 
ELMIRA, NEW YORK pony. ppeinn wall facturer of aviation and automotive 
Export Sales: Bendix International Division brotes 
72 Fifth Avenue, New York 11, N. Y. Write for full information on this remarkable brake 





You'll Agre© 
© “UNIVERSAL” 















IS BY LONG ODDS 
THE BEST LINE TO HANDLE! 


5 ARR A 
A thoroughly complete line for every hand-spraying and dusting 
application. ot 


Sold only through jobbers —with the same square deal for 
everybody — assures quick delivery and a full 50% mark-up. 















* 
Finest designs and workmanship — products of the 
most modern factory manufacturing sprayers exclusively. 


Backed by sensible anc effective merchandising aids. 


* 
Ask your jobber for complete details. You'll 
agree that UNIVERSAL is by long odds the best 
line to handle. 





UNIVERSAL METAL PRODUCTS CO. a 


SARANAC, MICH. 
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WHAT'S NEW 


cludes curtain screen with full 
length curtain, 38x31 in., and hang- 
ing brush and poker. Frame is 








polished brass as are 16%4 in. high 
andirons. Ring pulls operate cur- 
tains individually on traverse rods 
for maximum opening and ease of 
operation. Chattanooga Implement 
& Mfg. Co. 


For more data circle No. 40 on postcard, p. 173 


Pocket Knife 

Called the Country Clubber, Jr., 
this 2 in. miniature key chain 
knife is fitted with a bottle opener, 
a corkscrew and a high-carbon steel 
blade. Handles come in red or white 
with key chain attached. Knives 
are packed 1 doz. on a four-color 
display card with illustrations de- 
scribing their various features and 
uses. Retail, 59¢ each. IJmperial 
Knife Associated Cos., Inc. 
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Can Openers 

No. 70C Table-Topper can opener 
series and No. 905C and 915C knife 
sharpener lines adhere firmly to any 
horizontal non-porous surface such 
as Formica, enameled metal, glass, 
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Assure 
china, 
leathe 
things 
proof, 


No. 12 
DISPLA 
side. J 
sealed 


No. 120 
SELF-SE 








RIiGRID" means 


ore service for Zelelmmaslelal mf 


DAR RIT LTT og 


with full 
and hang- you Yr 


Frame is 


9 canna 


/ 


in. high 
rate cur- 


25¢ adhesive line 


Iploe 
HOUSEHOLD CEMENT 


Assures permanent bond to glass, 
china, fabrics, plastic, wood, 
leather—‘‘mends a million 
things’. Crystal-clear, water- 
proof, flexible. 


Verlormapas tested by : 
U.S. Testing Labs, by 


Tip-Top Quality Control 


Lab, by millions of 


pleased users, Tip-Top 
25¢ adhesives sell fast 


because they are tops in — 
eye-appeal and value— 


g MUUNEEAL 


Bench Chain Vise 
et 5 to 8 


L@i me (eo) 4-9 Alt 


clamps anywhere - 


—to 2 


they bring fast repea 

sales because they’ 

tops in quality. In color- 

ful tubes, on compact 

: displays that tell sell 
for you —in fewest coun- _ 

ard, p. 173 a ter inches! 


SL a 


rse rods 
No. 1201—‘‘DEMONSTRATOR”’ 
ease of DISPLAY. Holds 12 tubes, 6 each 
nplement side. Actual sample materials 
sealed to display. 


You like 
the fast turnover 


per, 3p, Lot , of these 


, sto No. 1202— 
y chain || SELF-SERVICE DISPLAY CARTON j . 
» opener, | _. Holds 12 tubes, each in i : 
sate obi “ior individual box. a 
or white am : 

. - , t 

Knives — ‘ 
ur-color /KOWF | aje e 4 
ions de- gee WV a xtra- fl if I e ses 
ires and Ria i 4 


mperial ; : rN : . ; 
y, / 2 Compare these work-saver RIAD Vises with 

La “4 2 any others and you see why their bonus of extra 

— , NAM (4 $ <7 utility has boomed demand. Kit vise is easily toted 
4 5 to the job, quickly clamped on edge of bench or 
plank, ready for use. All other Rit@m1D vises have 
handy integral pipe benders and rests to make 
cutting and threading easier. Full-width firm- 


opener 

gripping jaws of top quality tool-steel, bodies of 
y to any “i pairs leaks in plumbing, ra rugged special malleable—for years of service. 
ce such ‘ \ ators, tanks. Makes speedy 9 models, yoke and chain, 23 sizes, meet every 
apices Pepicsecad need. You profit by selling your customers more- 


l, glass, . abaceres!. gaselinan-oreel for-their-money RIGAID Vises. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 
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NOW IS THE TIME TO 


BUY YOUR HEATERS: 






Unless you buy your gas heaters 
NOW you will miss a lot of prof- 
itable business this fall! Every 
fall we are swamped with or- 
ders we cannot possibly fill. 
We lose business and so do 
you, when you do not order 
early enough to have them 


in stock when the big season i 
comes around.—ORDER NOW! 











A complete range of sizes and 
styles from one reliable source 


-++ SAVES FREIGHT, TOO! 





VENTED CIRCULATORS 
20, 30, 35, 40, 50, 60 and 75 thousand 
BTU. 40 and 60 thousand BTU models 
with radiants. 





UNVENTED,. COOL CABINET 
20 and 40 thousand BTU. 


UNVENTED CIRCULATORS 
15, 24, 30 thousand BTU. 20 and 28 
thousand BTU with radiants. 


GAS LOGS 
20-inch and 24-inch. 


VENTED WALL HEATERS 
25,000 BTU single. 50,000 BTU dual. 


UNVENTED WALL INSERTS 
8 and 12 thousand BTU, 


COMPLETE LINE 
OF CLAY BACK WALL HEATERS 













THE COMPLETE ROYAL LINE i 
HAS AN OUTSTANDING RECORD FOR LONG 
LIFE AND TROUBLEFREE OPERATION. 
Folder on request — WRITE NOW! 






CHATTANOOGA IMPLEMENT 
AND MANUFACTURING CO. 


CHATTANOOGA 6, TENNESSEE 


T119-A 
Wt. 


PERMANENT DISPLAY 


Merchandise Mart, Chicago 54, 
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porcelain and stainless steel. They 
are portable, non-permanent kit- 
chen appliances with rubber vacuum 
mounting bases. Table-Topper can 
opener, illustrated, has height ad- 
justment allowing the opening of 


also available with magnetic lid- 
lifting attachment. It comes in red, 
white and yellow enamel with 
chrome trim. Priced at $6.95; with 
magnet, $7.95. Dazey Corp. 
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Steel Kitchen Line 

This steel kitchen line consists of 
compact units which provide ade- 
quate space and working surface. 





in- 


shown here, 
cludes 54 in. cabinet sink, two 24 
in. wall cabinets, two 24 in. base 
cabinets and two what-not shelves. 
Line features adjustable height in 
assemblies; broad selection of cab- 


Starter kitchen, 


inet sizes and styles; Floating 
drawer action which eliminates 
metal-to-metal contact; new insula- 
tion to deaden noise in doors and 
drawer heads; Perma-Finish en- 
amel; and Clean-Surface design 
with concealed door handles on wall 
cabinets. Berger Mfg. Div., Repub- 
lic Steel Corp. 
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Mold Preventive 

This liquid leather-mold pre- 
ventive, called Nomold, protects 
leather goods from mildew and 
mold by leaving a thin protective 
wax coating. Nomold is easily 
sprayed on by removing cap and 


tall 46 oz. fruit juice cans, and is | 









YOU'LL FIND IT 
PROFITABLE 


to send us your Fence and 
Metal Specialties orders 









| To cash in on this easy money send for litera- 

ture and familiarize yourself with the Stewart 
| line. Then when you get an inquiry for some 
Stewart product you will be in a position to 
give the prospect the information he desires, 
and close the sale. Remember, you make no 
investment—you carry no stock. Every year 
more hardware dealers are making extra profits 
through this arrangement. Are you getting your 
share? Write for catalogs today. 





Stewart Iron Railing Iron Picket Fence 


Ml) 


Stewart Chain Link 
Wire Fence 






| 
| 
OTHER PRODUCTS: 
Steel Flagpoles 
| Wire Mesh Partitions 
Settees 
Window Guards 
| THE STEWART IRON WORKS CO., INC. 
| 2037 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 











* jl 


Leoitle House Number 


In standard 3 and 4-inch heights, stamped 
and embossed from pure sheet aluminum 
or brass. Meet every requirement and are 
always popular with householders because 
of their modest price and long life. Sen 
for prices today. Free display cartons. 


PREMAX PRODUCTS 


DIVISION CHISHOLM-RYDER CO., INC 











5341 Highland Ave., Niagara Falls, N. Y. 
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YfouCan 


BALDWIN 
DOOR KNOCKERS 


MADE OF Forged Brass 


YET COST NO MORE! 


Baldwin Knockers have the unmistak- 
able mark of fine, careful craftsman- 
ship . . . They are precision 
forged, accurately machined 
and beautifully polished yet 
cost less than ordinary cast 
brass! . . . Polished and Dull 
Brass, Polished and Dull Chro- 
mium finishes . . . Individual 
gift packaging is available. 
Immediate deliveries can be 
made from our complete stocks! 


PERMANENT DISPLAY 
BOARD AVAILABLE 


N 
English STYLE 
LOWEST IN PRICE 


YET SAME HIGH 
QUALITY! 


Built to Baldwin’s 
highest quality 
standards yet priced 
to beat all competi- 
tion. Panel for en- 
graving owner’s 
name. Choice of fin- 
ishes shown above. 


MANUFACTURING 
CORPORATION 


BALDWIN 


1290 CENTRAL AVE. 


Manufacturers of Complete Lines 
of Top Quality Builders Hardware 
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@ HILLSIDE © NEW JERSEY | 





Every Screen Door 
isa Erospect! 











Your Market Is Thousands Of Homes With PLAIN 
Screen Doors! 


Homeowners Are Ready To Beautify Them With 
NEW, Fast Selling National Guard Grilles! 


CAPTURE THIS BUSINESS WITH THE 
MOST COMPLETE LINE IN AMERICA! 


| NATIONAL GUARD 


Sereen Door Grilles 


i es 6s Oe 
CHECK THESE 
IMPORTANT FEATURES ff 


@ ADJUSTABLE— 

Fit all popular size 
doors. Minimum inven- 
tory required. 


@ FIGURINES— 
Made of cast aluminum, 
not stamped. Life-like! 


@ SCROLLWORK— 















Hand - crafted steel 
with 2 coats of es 
white enamel, ONE OF 
EACH DESIGN MODELS 
IN TWO SIZES 
Models “S” for Reg- COLONIAL 
ular Screen Doors. 
Models “C” for DAME 
Combination Doors. . 
List Price 
@ PRICE RANGE $18 
FOR EVERY 
H HOME— Sais 
List from $6.50 to NATIONALLY ADVERTISED IN 
$21.5 ee 


BEAUTIFUL 


LIVING 
| ILLUSTRATED CATALOG ON REQUEST ee 
# ORDER FROM YOUR DISTRIBUTOR OR WRITE US DIRECT 


| NATIONAL GUARD PRODUCTS, INC. 540 Jackson Ave., Memphis, Tenn. 


AND 
GARDENS 
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WHAT’S NEW 


squeezing plastic bottle. Can be 
used on all colors of leather; not 








harmful to fabrics. Packed 1 doz. 
to a counter display box, bottles 
retail for $1.49 each. Dryrozx, Inc. 
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Electric Blankets 


Universal electric blankets in four 
attractive decorator colors of forest 


green, blue, rose and pebble iank, 
come in double bed, dual control 
model; double bed, single control; 
and twin bed with individual con- 
trols. Slumber Sentinel Control 
maintains constant temperature 
through changing weather, is self- 
regulating. Soft glowing light be- 
hind control dial tells in dark if 
Sentinel is operating. Blankets are 
of top quality materials with wide 





bindings, fine detail and stitching. 
Sizes are 72x86 in. and 66x86 in. 
Landers, Frary & Clark. 
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Water-Repellent Spray 

Called Wet-Pruf, this water re- 
pellent spray preserves almost 
every material from moisture dam- 
age, rot and mildew. It applies 
colorless wear and_ weather-re- 
sistant coating to materials. In 
hand-size can equipped with guar- 
anteed non-clogging spray valve, it 
has fingertip pressure _ release, 
Liquid is harmless and stainproof; 
it also safeguards wood and leather, 
Champion Bronze Powder & Paint 
Co. 
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can never was 





2. ALWAYS LIES FLAT 
















SPRINKLER has openings on 
the upper side only which 
deliver a gentle, even, rain- 


like spray that will never *¢ 


ad. 





ge your cust ‘s lawn. 
Other flexible sprinklers with 
openings all around spray 
downward too, and these 
downward jets may dig up 
and wash out lawns. 


1. SPRAYS UPWARD ONLY 


The SUPPLEX FLEXIBLE dil 








EXCLUSIVE TRIPLE-TUBE CO 
STRUCTION: The SUPPLEX FIf 
BLE SPRINKLER is wider thon? 
high. It must always lie flat, 
when curved to follow the @ 
tours of irregular areas such’ 
flpwer beds, garden walks, hi 
and grades. SUPPLEX guaran 
positive lawn protection. 
other sprinkier is built ! 
way. 


A PRODUCT OF 


INDUSTRIAL SYNTHETICS CORPORATION 





Autom 
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bing lock 
length. 
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(appre 


Model 1000 
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(approx 


iT 1S A 
see 



























ray Automobile Spotlight - ami about $1.98. General Paint Roller 
ectric 0. 


water re- Portable spotlight for automo- ” gee sie ies Sold in combination with a large, 
, ¥ r " more circle No. n » P. . ° 

Ss almost biles, Monowatt Auto Spot Light, ” ee zine-plated pan which takes any 
gg dam- operates off car’s electrical system. Dog Cleaning Cloth roller up to 9 in., this paint roller 
t applies 

eather-re- Cadie Dog Cleaning Cloth with 

rials. In chlorophyll comes 2 doz. to a wire 


vith guar- display rack. Dealer makes $4.56 
y valve, it 

release, 
‘ainproof; 
id leather, 
r & Paint 
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has a cover that can be snapped off 
and picked up by the roller arm 
without hands ever touching it. 
Called Spreadmore, its replacement 
cover has its own built-in bearings 
permanently vulcanized in the roller 
core. Plastic, airtight bag is pro- 


Hand set is power supplied by 12 
ft. rubber cord attached to spring 
tension connector which plugs into 
cigarette lighter socket. It throws 
a beam equal to that of a five cell 
flashlight. Reflector doubles as a 





egy — se length of profit on rack. Each cloth retails vided for storing wet roller, with- 
=~ . itis tte with special snub- for 49¢. Cadie Chemical Products, out cleaning, for several days at a 
bing lock which clamps cord at any Inc. time. Hanlon & Goodman Co. 





length. Ivory colored, it is priced 
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‘f/ \PRINKTER 1. IT SPRAYS UPWARD ONLY 
" 2. IT ALWAYS LIES FLAT © 


* at any price. Sell him the SUPPLEX FLEXIBLE SPRINKLER — the unique 
0 U Iwn g Ceca U se + “lie flat’ sprinkler that is guaranteed to spray water upward only. Lawn 
damage caused by inferior sprinklers can be costly to you in customer 


good will. Build real good will by selling SUPPLEX — the flexible 
sprinkler that puts . 


RAINFALL where you want if 



















Order SUPPLEX 





SPRINKLERS 
from your wholesaler today ! 
Retails at 


Model 600 — 25 foot length covers 
an area 25’ long by 25’ wide $3 95 
(approximately 625 sq. ft.) ah p> on 


AT 


—RIPLE-TUBE CO 
he SUPPLEX FLE 
tis wider thon i’ 
lways lie flat, 
10 follow the © 
lar areas such ¢ 

























Iks, hi Retails at 
eel pee Model 1000 — 50 foot length covers 
” an area 50’ long by 20’ ety 5 98 
| protection. (approximately 1000 sq Lape cd 


ier is built t 





iT IS AN EXCELLENT SOAKER TOO — 
see instructions on package. 






ba 


TION facturers of SUPPLEX TUFF-PLY All-Plastic GARDEN HOSE 











VLCHEK 


PUNCHES and CHISELS 
for you! 


Customers are impressed by 
this bright, red, plastic dis- 
play stand with sizes plainly 
marked. They step up, select 
the items wanted—and the 
sale is made. 


Here are 48 pieces to satisfy 
90% of your demands. The 
punches and chisels are 
forged from square bars of 
high carbon tool steel, preci- 
sion ground, edged, and heat 
treated. Bright plated. 
Punches and chisels sell fast 
from this Display—and profit- 
ably, too. 


THE VLCHEK TOOL COMPANY 


3001 East 87th St. « Cleveland 4, Ohio 
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@ For more information on these products and services 
use free post card on page 173. 


Paint Roller Cleaner 


Added to the Savabrush line, this 
Roller-Cleaner has a special formula 
life-preserving lanolin and 





comes packaged in a cylindrical can 
containing 1 qt. of liquid cleaner. 
To clean, scrape excess paint from 
roller; put roller in can; shake can 
vigorously; wash roller under fau- 
cet; wipe dry. Liquid is non-inflam- 


| mable and non-toxic. Schalk Chemi- 


Co. 
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Tile Flooring Material 


This standard gage KenRubber 
tile flooring material is adaptable 


| for self-installation. Called Stand- 
ard Gage KenRubber tile, it comes 
| in 9x9 and 6x6 in. tile sizes and 


contains exactly the same raw ma- 
terials as the heavier KenRubber 
tile. Colors are practically fade and 
wear-proof and tiles are priced the 
same for all colors, including Waul- 
sort No. 442; onyx No. 423; bar- 


| dilla No. 425; piastra No. $426; 
| lilas No. 433; Duporth No. S442; 





blue Belge No. S443; Rosso Di Le- 
vanto No. 8444, and medoux No. 
430. Strips of 1x36 in. come in 
green, white, red and canary 
Kentile, Inc. 
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Interior Wall Paint 

Lyt-all Flowing Flat, odorless 
type alkyd flat enamel for interior 
walls, comes in 24 colors and white. 
It has improved washability, better 
color retention and strong resis- 
tance to wear. It produces a 
velvety-smooth finish and dries to 
a hard surface which can actually 
be scrubbed. Penetrating stains 
can be removed quickly and easily. 
It is self-priming and can be 
brushed or rolled directly on plas- 
ter, wallboard, Gypsum _ board, 
cement and cinder blocks. Pratt 
& Lambert, Inc. 
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Portable Electric Saw 


Model 687 heavy-duty portable 
electric saw features a universal 
motor, ball and needle roller bear- 





ing construction, overhead type 
handle for one hand control, built- 
in rip fence, and automatic tele- 
scoping blade guard with retract- 
ing handle. Called Homebuilders 
7144 in. saw, it is adjustable for 
depth of cut from 1/16 in. to 2% 
in. and for bevel cutting up to 45°. 
New lever type clamp regulates 
depth of cut at one point. Weighs 
1314 lb. and has speed of 5000 rpm. 
Skil Corp. 

For more data circle No. 53 on postcard, p. 173 
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NO OTHER MEDIUM 


Gives the Buyer So Much 
in So Little Time . . . 


% The newest products and 
merchandising techniques 


%* The opportunity to meet and 
talk with policy making 
company executives 


%* First hand knowledge of 
what is happening in the way 
of housewares production, 
distribution, prices 


* Information with which to 
meet competitive conditions 


Get all this and more at the. . . 


NATIONAL 
HOUSEWARES 


EXHIBIT 





JULY 13-17, 1953 


AUDITORIUM 
ATLANTIC CITY, N. J. 


NATIONAL HOUSEWARES 


MANUFACTURERS ASSOCIATION 


(Incorporated not-for-profit) 


1140 Merchandise Mart, Chicago 54, Illinois 




















PORTABLE 
ENGINES “Sy’s MOTORS 
x r 


.. OUTBOARD 


| AS THE QUALITY 
. PORTABLE ENGINE 
FOR OVER 


half a century! 


Powered equipment is only as good as the engine 
that supplies the power. So, don’t take less 

than the best! Insist on Lauson ... the engine backed 
by more than 50 years of manufacturing 

know-how .. . the engine with the familiar 

Lauson shield of power, featured in regular 
advertising in Saturday Evening Post, The Flower 
Grower and other national consumer magazines. 


PORTABLE .. CUTBOARD 
ENGINES age MOTORS 


THE LAUSON 
COMPANY 


New Holstein, Wis., U.S. A.. 


Div. of Hart-Carter Co., 
In Canada: Hart- Emerson 
Co. Ltd., Winnipeg 
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HIGH SPEED STEEL 
SHARPFLEX $1218 12X%2X025X18T 
INNAANINAINANN ANA AAA 


GRIFFIN 





Since 1880 a 
BETTER BLADE 


bat ow LL] 


Hand Hack Saw Blades 


G. W. GRIFFIN CO. 


Franklin, New Hampshire 


Sales Representatives: 


John H. Graham & Co. Inc. 


105 Duane Street, New York 8, N. Y. 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


and hang card packages holding 
steel tape rules. Enclosed in a 
clear, plastic blister, steel tape is 





mounted on a 3x6 display card 
which lists outstanding features 
of rule. Master Rule Mfg. Co. 
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Fly Trap Promotion 

New packaging, prices and pro- 
motional program are offered for 
Fly King, sanitary fly trap, and Fly 
Toxin, chemical fly killer. Fly King 
now sells for $1.59 per unit and in- 
cludes a regular can of Fly Toxin. 
Fly King is made for any mayon- 
naise or mason throwaway jar and 
is used outside the house. Counter 
display box holds 12 units and has 
pocket for free literature. Fly 


T 
¥ 
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Take a good look at the threads on a 
Bethlehem Bolt, and you'll see why 
these bolts are so well liked by your cus- 
tomers. Bethlehem Bolts have smooth, 
clean threads for easy fit and accurate 
assembly. Easy-to-grip heads, too. 
Theyre good bolts in every way! 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 


ae 


STEEL 


BETHLEHEM BOLTS 
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FAMOUS NAMES IN 
WRENCHES _ 


FORCE-FORMED SOCKET WRENCHES 
AND ATTACHMENTS 


WRENCHES ARE 
60% STRONGER 





TOPS IN THE 
LOWEST PRICE FIELD 
wrenches in bright chrome 


plate. colorful xes and 


ee SET A-16 
A quality line of socket 
6 se wrench sets and open end 
packages. 








STEVENS WALDEN, Inc. 
WORCESTER 4, MASS. 
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TO HELP YOU SELL 








@ For more information on these products and services 
use free post card on page 173. 


Toxin refill, 12 to a counter display 
box, now comes packed in handy 
family size shaker can, enough for 
a full season. It is made for Fly 
King as well as all other fly traps. 
Berchin Enterprise, Inc. 
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Power Mower Catalog 
Covering the complete line of 


| Jacobsen reel and rotary power 


mowers, this new 24-page, three- 


| color catalog describes and _illus- 


| and 


trates power mowers and _ allied 
products. It discusses important 
factors to consider when buying a 
power mower, such as proper cut- 





ting width for various size lawns 
where to use reel-type and 


rotary mowers. Jacobsen Mfg. Co. 


For more data circle No. 56 on postcard, p. 173 


Fishing Tackle Catalog 
Attractively designed in two col- 
ors on 814xl11 in. pages, 32-page 
fishing tackle catalog is completely 
illustrated, describes each item, and 
contains helpful merchandising 
hints. Swivels are separately classi- 


| fied according to type and design, 


including Luxon and Kelux models. 
Complete specifications are given 
for each item and catalog is clearly 
indexed. Free upon request. Art 
Wire & Stamping Co. 


For more data circle No. 57 on postcard, p. 173 


Insecticide Display 

This new display helps sell An- 
trol rose spray, an insecticide which 
instantly kills aphids, Japanese 





leafhoppers and 
other garden pests. Operated by 
push-button pressure, unit con- 
taining lindane and rotenone, re- 
leases a sprayed mist. Boyle-Mid- 
way, Inc. 

For more data circle No. 58 on postcard, p. 173 


beetles, thrips, 


Fish Glue Offer 

Three sizes of liquid fish glue— 
gills, half-pints and pints—with 
two gill cans given free plus one 
four-color counter display card are 
offered in this special deal which 
expires Aug. 31, 1953. Glue elimi- 
nates all air from glued surfaces 
when pressure is applied to the 
joints after they have been glued. 
This is essential when working 
with dove tails, tenons and dowels. 
Rogers Isinglass & Glue Co. 





For more data circle No. 59 on postcard, p- 173 
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TO HELP YOU SELL 





Food Freezing Book 


Colorfully illustrated 128-page 
expandable book, The ABC’s of 


Food Freezing, shows freezer user | 





how to organize frozen food living 
from garden to dinner plate. Plas- 
tic-bound, it tells the story of home 
freezing and storage of food in the 
language of the homemaker. It has 
envelope dividers for recipes in ad- 
dition to those in the book. Each 
instruction page has a section, “My 
Own Suggestions,” for preferences 
in preparing food for freezing or 
how to cook the food. Written by 
Martha Kimball, book retails at 
$1.50 per copy; a copy will be 
packed in every Ben-Hur freezer 
shipped from factory. Ben-Hur 
Mfg. Co. 


For more data circle No. 60 on postcard, p. 173 


Lock Promotion 


The G-300 screen door lock is be- 
ing re-introduced with a complete 
set of sales promotion materials de- 
signed to familiarize consumer with 
ease of installation, durability and 
side-to-side operation of lock. Each 
lock is individually packaged in at- 
tractive carton and each case of 20 
locks contains two colored pop-up 
display boxes, illustrated center. As 
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Permits complete expansion before 
work is lifted into place and bolt 
Made 
hard zinc alloy collars and soft 
lead alloy retainer rings. When 
soft lead flows to fill 


deepest irregularities of anchor 


fastened. of alternating 


caulked, 


hole without crushing masonry. In- 
creased holding power results 


from wedge action of zinc collar. 






selector chart 


What you and your custo- 
mers want to know: the 
right onchor 10 use, how 
mony ... what size... 
sofe working lood ... 
mosonry clossification. 


Machine Bolt Anchor 


.S. EXPANSION BOLT CO. « YORK, PENNSYLVANIA, U.S.A. 





U.S.S. Threads 
—Bolt Head Out 
of Hole—Used with 
any standard ma- 
chine bolt or 
threaded rod for 
anchoring in all 
types of masonry. 


DESIGNED 
FOR ULTIMATE HOLDING POWER 





Other quality 
products by U.S.E. 


Machine Bolt and lag 
Shields —Caulking-type 
ond Wood Screw Anchors 
—Toggle Bolts—Turn- 
buckles— Wire Rope Clips 
and Thimbles—Pipe 
Clamps— Masonry Drills. 
SOLD THROUGH 
DISTRIBUTORS ONLY 
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here’s why 
it pays 
to stock 


STAR 


1 oe 


Stock STAR Blades and 
you’re stocking a line 
sold only through rec- 
ognized Distributors. 


Stock STAR and you’re 
stocking a line which 
is nationally adver- 
tised, year after year. 


Stock STAR and you’re 
stocking a line with 
proved, established 
quality. 


Yes, when you sell STAR Blades, you’re 
selling the line that’s profitable, the line 
that makes repeat sales easy because 
STAR Blades cut right. @ 1829 


“CLEMSON BROS., Inc. 
‘ MIDDLETOWN, N. Y., U.S.A. 


Makers of Hand and Power Hack 
Saw Blades, Frames, Metal Cutting Band 
Saw Blades and Clemson Lawn Machines. 
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| 


| trate sprayers can give orchardists | 





a demonstrator, redesigned lock 
mount is a section of dummy screen 
door on which there is a working 
sample of the G-300. Also available 
is a folder, lower left, for use as 


counter literature or envelope stuf- | 


fers, with cover illustration of lock 
installed. Schlage Lock Co. 


For more data circle No. 61 on postcard, p. 173 | 


Sprayer Catalog 


Complete facts on how concen- | 


and farmers complete coverage at 





| low-cost operation are available in 


| cerning ammunition 


this new dealer catalog. Two-color, 
eight-page catalog covers complete 
line of the manufacturer’s concen- 
trate sprayers, including new field 
crop model and a conversion unit 
which can be used for field crop or 
orchard spraying. Complete specifi- 
cations for all concentrate sprayers 
are listed. Available upon request. 
F. E. Myers & Bro. Co. 


For more data circle No. 62 on postcard, p. 173 


Ammunition Handbook 


Facts about rifle, shotgun and 
pistol ammunition can be found by 
hunters and shooters in this new 
136-page Western Ammunition 
Handbook. Free upon _ request, 
book has 272 individual illustra- 
tions and diagrams, tables, charts 
and feature articles for sportsmen. 
Specifications and ballistics of all 
Western cartridges and shot shells 
are included with information con- 
choice for 
most types of shooting. Other sub- 
jects include barrel length, choke, 
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BIG PROFITS—SMALL SPACE 
Satisfies 97% of demand, makes 
stock control easy, sells snips on 
sight. Display Rack, No Charge 
with Best Seller Selection #700 
consists of 12 popular Midwest 
snips, retailing at $23.00. Order 
today, direct, mentioning name 
of your wholesaler. 


always look to 


MIDWEST 


TOOL and CUTLERY Co., Sturgis, Mich, 
for money making ideas 











STAINLESS STEEL 
FASTENINGS 
GF OF ALL TYPES 
RIGHT OFF wn SHELF 


In-Stock-Service on small or 
large quantities * Cap Screws 
* Machine Screws © Sheet 
Metal & Wood Screws « Set 
Screws © Nuts, Washers, Etc. 
Class 8 AN Drilled Fillister Heads 
Fast service on special screw 
machine products. 

WRITE, WIRE OR PHONE 
YOUR REQUIREMENTS 


New Catalog now 


Cc 
avollable—write today 
. STAINLESS SCREW CO. ‘ 
soe tern, sata Somme AR mory 4-124 
232 Union Avenue * Paterson 2, N. J. 


Direct NEW YORK Telephone: Wisconsin 7-904 
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GRIFFIN 


BUILDERS” 
HARDWARE 


Light 


There’s plenty of quick turnover and profit 
in the Griffin line of light builders hard- 
ware. Check over this Spring and Summer 
assortment and be sure you are well 
stocked with these fast-moving items by 
Griffin . . . manufacturer of quality prod- 
ucts since 1899. 


REPRESENTATIVES 





t. G. FULLER, JR. 
644 Wellington Road 
Jackson 6, Mississippi 
HARVEY D. RUSH & SONS 

4638 Nichols Parkway 

Kansas City, Missouri 

H. C. GLOVER 

2611 Garrison Bivd 

Baltimore 16, Maryland 
ROY L. ROGERS 
1620 Garfield Street 
Denver 6, Colorado 


WALTER S. JOHNSON & SONS 
917 St. Chories Avenue 
Atlanta, Georgia 
E. H. FARRAR 
6637 Golf Drive 
Dallas 5, Texos 


CHARLES L. LEWIS 
1355 Market Street 
San Francisco 3, Calif 


WwW. C. MEIBAUM & CO 


6954 Oleatha Avenue 
St. Louis 9, Missouri 


GEORGE A. GREGG 
17134-6 Wyoming Avenue 
Detroit 21, Michigan 
AUSTIN & EDDY INC. 
115 Broad Street 
Boston, Massachusetts 
WILBUR H. DAVIS 
1639 W. Fargo Avenue 
Chicago 26, IIlinois 
R. F. BEVERS 
4524 East 60th Street 
Seattie, Washington 


THE B. S$. ALDER COMPANY 
45 Warren Street 
New York 7, N.Y 


Euery DOOR NEEDS THREE 


_C RIFFIN- 


Manufacturing Company 


ERIE © PENNSYLVANIA 
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AT NO 


IGGER 
(Berter Car 


Than Any Similar Item Shown 













QUALITY 
Tuterchangeable 
HEAVY DUTY 
4a 
SCREW DRIVER SET 


More Exclusive Advantages 
Make OXWALL 
A Best Seller 


eta atmncnonenerenee 


=a 





% Heavy Duty Transpar- 
ent, Unbreakable, Non- 
inflammable Handle. 

% Sure-Grip Screw Cap. 

% Hardened, Tempered 
Tool Steel Blade. 


% Cross Ground 
Polished. 


% Non-slip, Sturdy 
Knurled Chuck. 





Vg" blade 
for fine work 

@ 3/16" blade 
for electrical and 
cabinet work 

e 4," blade 
all-purpose 

@ Recessed Head 
fits #4 — 
#10 screw 


Intorchengeebie 


se HEAVY Dury 
~ ScRtw oaivee SET 





Eye Catching, 
Full color Display Card 


Retails @ # Oy ea. 


Dealer's Cost $7.20 doz. 


Write for complete catalog showing 
many other fast moving highly profitable 
OXWALL sensations. 


TOOL CO. tra. 


928 Broadway e« New York 10 
Factory: Oxford, N. J. 
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RICHBERRY ELECTRIC C0. 


ROAD, 


2335-45 WEST CERMAK 





monet 151 


Affiliate of Gimco 
Tool and Mfg. Co 


CHICAGO 6, I1LLINOES 








Top Managemeat: 





YOUR BOOST IS NEEDED MOST 


IN THIS CAMPAIGN TO BUILD EVERYONE'S INDEPENDENCE 


me present period marks an important 
campaign to strengthen the financial inde- 
pendence of the nation’s people. You and 
other leaders of industry will be the princi- 
p= deciders of the success of this campaign. 

t's the Treasury Department's Independence 
Drive to increase purchases of United States 
Bavings Bonds. And the Payroll Savings 
Pian, now operated by 21,000 companies, is 
responsible for the greatest share of Series 
E Bond sales. 


If your cempany doesn’t have the Payroll 
:Sevings Plan, now's the time to install it! 


If your company does have the Plan, now's 
the time to put extra push behind it! 

Employees who pile up money in Savings 
Bonds feel more secure .. . are actually 
better workers. Moreover, Bond sales build 
a back-log of future purchasing power—good 
“business insurance’ for all of us in the 
years ahead. 

This is your country—and it’s your Drive. 
Help to put it over! All the material and 
assistance you need are available from 
a | State Director, Savings Bond Division, 

. S. Treasury Department. 


The eee! Department sma with appreciation 


he publication of this message 


HARDWARE AGE 


This is an official U. S. Treasury advertisement 


© 


Fa for Mey 
i: 
% 


Pa 
a mos? 


prepared under the auspices of the Treasury Department and The Advertising Council. 
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TO HELP YOU SELL 





gage, shot string, Damascus bar- 


rels, recoil, ammunition storage 
and sight adjustment. Olin Indus- 
tries, Inc. 


For more data circle No. 63 on postcard, p. 173 


Pest Control Display 

This attractive island display rack 
is free to dealers with the purchase 
of an assortment of Black Leaf pesi 





control products. Deal allows dealer 
to stock only pesticides for which he 
has a demand: Black Leaf 46; 
Chlordane, Lindane, DDT, Mela- 
thon, multi-purpose Garden Dust, 
Aerosols and other popular pest 
control products. Tobacco By-Prod- 
ucts & Chemical Corp. 


For more data circle No. 64 on postcard, p. 173 


Sanding Machine Display 


Rubber floor mat calling cus- 
tomer’s attention to Clarke rental 
sanding and polishing equipment is 
sales help that can be used inside 
or outside doorways, at cash regis- 
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More advanced features than 
any other saw at any price! 


1. MORE POWER—Larger motor with 
higher amperage provides 10% more 
power. 


2. LIGHTER—New style casting shaves 
weight to 131% lbs.—means less muscle 
strain. 


3. KICK-PROOF CLUTCH—Eliminates 
dangerous kick-back when blade hits 
knots or hard spots. 


4. BLADE GUARD LIFT LEVER—Permits 
you to pull guard back without risk 
while blade is spinning. 


5. CAM-ACTION BLADE GUARD—Exclu- 
sive design (pat. pending) provides 
steady, full retraction—abolishes extra 
push required to overcome “hitching.” 


6. AUXILIARY FRONT GUARD — Auto- 
matically covers exposed blade at front 
of saw when base is lowered for shal- 
low cuts. 


7. EXTENDED BASE—Lets you cut in 


either direction on either side when 
notching or trimming roof overhang. 





Rugged. All the power, speed 
and stamina needed for long 
tip cuts, fast cross cuts, com- 
pound miters, etc. Actually cuts 
through 1 x 10 pine in 1 second! 


Cuts Deeper. Full 81%” blade Safer. (1) Exclusive kickproof clutch, 
cuts 2%” at 45°—deep enough (2) exclusive cam-action guard, 
for undressed 2 x 4's. 2%” cut (3) exclusive auxiliary front guard, 
at 90° is deeper than any com- (4) and extended base make sawing 
parable saw. safer than ever. 


Porter-Cable 


These are only the highlights 
of what’s new in the Porter- 
Cable CONTRACTOR’S SPECIAL. 
Write today for the full story. 





Manufacturers of GUILD and SPEEDMATIC Electric Tools 


| 


-—---—----- 


DEALERS! 


“Contractor’s Special” is bound to 
be the most-wanted saw on the 
market! We'll be glad to prove to 
you the profit potentials of the 
complete Porter-Cable line. Send 
for our 12-page Policy Booklet. 
Porter-Cable Machine Co., 1105 N. 
Salina St., Syracuse 8, N. Y. 
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Carbide “lipped 
MASONRY 


SPIRALS 
WORK LIKE 
ELEVATORS! 












CARBIDE 
TIPPED 


Easier, Faster 
Double Lead 
Fast Spiral 
Positive Action 


DEALERS—Send for Litera- 
ture and full information. 























Also 
MASONRY DRILLS 


IN KITS 












Carbide 
Glass 
Drills 
















21650 HOOVER ROAD 
DETROIT 13, MICH. 
also 


5210 San Fernando Rd., 
Glendale 3, Calif. 


Zui 


TOOL COMPANY 
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TO HELP YOU SELL 








@ For more information on these products and services 
use free post card on page 173. 


ters or before rental departments. 
Made of sturdy, natural rubber 
with slip-proof corrugation, it is 
20x36x3/16 in. It carries the sales 
message: Refinish your own floors! 
Rent our Clarke Sander, Edger and 
Polisher. Do It Yourself—Save 
Money. Mat is offered to dealers 
for $6.95. Clarke Sanding Machine 
Co. 


For more data circle No. 65 on postcard, p. 173 


Glass Cutting Booklet 


Written especially for the home 
owner, here is a free booklet called, 
“How to Cut Glass,” which ex- 
plains step by step the correct way 





to cut a pane of glass, with photo- 
graphs illustrating each _ step. 
Printed in two colofs, booklet shows 
different types of cutters and tools 
used to cut glass of varying thick- 
ness and hardness. Available in 
quantity for give-away to cus- 
tomers. Red Devil Tools. 


For more data circle No. 66 on postcard, p. 173 


Chisel Catalog Pages 

New catalog pages for Witherby 
Warranted Chisels illustrate and 
describe socket firmer  chisels, 
socket butt, chisels, socket pocket 
chisels, socket framing chisels, and 
drawing knives manufactured by 
Winsted Edge Tool Works, Win- 
sted, Conn. Free upon request, 
pages list all product specifications. 
John H. Graham & Co., Ine. 


For more data circle No. 67 on postcard, p. 173 


Drawer Knob Display 
Complete line of Ajax drawer 

knobs, drawer pulls and back plates 

is featured on this new 4-D Display 





Board made of hand-rubbed ‘ma- 
hogany. Equipped with special 
easel stand, display is 11x16 in. 
Products shown are available in 
five standard finishes. Display in- 
cluded at no extra charge for price 
of hardware mounted on_ board. 
Ajax Hardware Mfg. Corp. 


For more data circle No. 68 on postcard, p. 173 


Plastic Material Insert 


Rolls of Crystal-Lite, clear plas- 
tic material, now carry special 
paper insert that suggests 18 prac- 
tical ways of using the material. 
Insert includes illustrations and di- 
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Let 

GOULDS 
help you 
on these 


5 Steps 
to a ptofitable 


ump Business 


Put this new Goulds Sales-Planner 
to work for you... 


Just off the press—this 16-page Goulds Sales-Planner outlines the § basic 
functions in successful pump merchandising—shows you exactly how 
GOULDS can help you with each function. Everything's here 


and inside store identification displays, window displays, demonstra- 


MAY IS NATIONAL 
WATER SYSTEMS MONTH 


... the perfect time to start this 


outside 


tion equipment, local advertising for newspaper, radio or mail use 


GOULDS Sales-Planner producing 


dozens of tools that can make your store ‘‘Pump Headquarters’’! It’s the 
MORE pump profits for you! most complete pump merchandising plan in the 


industry—a proven plan that will pay off for you . . . 


GOULDS pumps inc. 




















FOR YOUR FREE COPY... 
See your Goulds Distributor... or Dept. HA-2, Seneca Falls, N.Y. 
mail this coupon today. YES — I'd like a free copy of your new GOULDS SALES-PLANNER! 
Nay NC den imeiene cota Rete tian sndhie atin ahem crea b ak aaa eaa 
2 ES Pee PAS: Se IAS A Me eT SS OE ES Bb ® 
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Every time you sell 
a customer a Star ‘‘Moly- 
flex” blade, you’re making 
about four times the dollar 
profit you’d make on a stand- 
ard blade. 
It’s easier to make these sales 
when you have the Star 
Flex-Pak® Display on your 
counter. Besides being a 
profit multiplier, it gives 
you a neatly packaged BAL- 
ANCED STOCK of 80 Un- 
breakable Special Flexible 
(green) and 20 “Molyflex” 
(copper colored ) blades. 
Ask your wholesaler for the 
Star Flex-Pak—for a per- 
fect display, balanced stock 
and bigger profit with 
“Molyflex.” 

Sold Only Through Recognized Distributors 


€ “GLEMSON BROS., Inc. 
> MIDDLETOWN, N. Y., U.S.A. 


. Makers of Hand and Power Hack 
; Sew Blades, Frames, Metal Cutting Band 
© Saw Blades and Clemson Lawn Machines. 


iain. 
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TO HELP YOU SELL 


rections for heat-sealing Crystal- 
Lite. Also in promotion are con- 
sumer ads, newspaper mats, color- 
ful five-roll merchandising display, 
folders, and a giant three-color 
mailer. Sol-O-Lite Mfg. Co. 


For more data circle No. 69 on postcard, p. 173 





Artist Brush Display 

Made of sturdy metal and deco- 
rated in a combination of colors, 
compact artists brush counter dis- 





play is attractive sales promoter. 
Transparent front allows customer 
to choose from visible assortment. 
Brushes are housed in hinged back 
panel that tilts backward when 
case is opened, allowing dealer to 
serve from behind counter. Pite- 
goff Bros., Inc. 


For more data circle No. 70 on p»stcard, p. 173 
‘ 


Motor Parts Bulletins 


Two new 12-page bulletins on 
series motor parts for built-in ap- 
plications are now available. Book- 
let GET-2297 gives selection and 
application data through the use of 
charts, curves, formulas, diagrams, 
and cut-away pictures. It deals with 
such problems as ventilation, brush 
life, armature balance, and back- 
lash. Booklet GEA-5665 highlights 
available engineering consultation 
service, reviews some typical design 
problems, and describes complete 
line of Type BA motor parts. Gen- 
eral Electric Co. 


For more data circle No. 71 on postcard, p. 173 


(Resume reading on page 14) 
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Reversible Ratchet STOCKS 
and Adjustable DIES 


Exceptionally convenient where space is 
limited, this stock simplifies pipe threading 
close to walls, in corners and wherever oper. 
at‘ng room is restricted. With adjustable die 
(cat exact, over or under size threads) it is 
an ideal tool where valves and fittings are 
being i lled or m Saad 

“ARMSTRONG BROS.” Adjustable Dies are 
ef special Vanadium Tool Steel, have “backed- 
off” teeth, correct cutting angle, ample chip 

clearance and correct throat 





angle. They start and cut easily, 

Pe > hold their sharpness and “spin 

L wene loa’ off pipe witheut jamming or 
tearing threads, 


“The Tool Holder People” 


ARMSTRONG BROS. TOOL CO. 
5214 W. ARMSTRONG AVENUE + CHICAGO 30, lil. 





Rod Devil 


FENCER | ONE WikE 


HOLDS 


A HERD 
—— +4 





wees | 





"ie 


. Barbed wire and wooden 
fences are out! Hard on hides and 
long on maintenance, they're givi 
way to the better way...Red D 
electrified, single-wire fences. Red 

_ Devil “on-off” shocking action keeps 





stock “inside the wire” without mental 

or physical harm. * One Red Devil 

Electric Fencer safeguards 15 miles of 
. fence. One moving part 


A Product of 


Red Devil Tools 


Irvington 11, NJ.U.S A 
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WORLD'S LARGEST MAKERS OF HEAVY HAND TOOLS 
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your next sledge 


aol Warren-Teed sledges are DEEP heattreated for 
a even wear and longer life. 

WARREN is : 

TOOL In a precision operation every Warren-Teed sledge 


is shock quenched by eight high-pressure nozzles— 
giving all working surfaces a uniform hardness of 
greater depth over a greater area. Each sledge is 
quenched from ten directions. The sledge eye is 
carefully shielded to give that area of every sledge 
the ability to absorb greater, shock. 

Order Warren-Teed sledges today, sketch their 
deep-treated features for your customers, and watch 
them sell. 


For fast information on“ deep-treated 


Warren-Teed sledges . . . write, wire or phone today! 


ee vanced 


lee 


a 


WARREN-TEED 


trade 





WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil railway track tools 
General Offices . . . Warren, Ohio 


Export Division . 30 Church St., New York 7, N. Y. 


exclusively 
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Worthington Co. Lists Changes 
In Sales Staff; Appoints Two 


Recent changes in the sales 
staff of the Geo. Worthington 
Co., Cleveland, Ohio, whole- 
sale hardware firm, have been 
announced by W. D. Camp- 
bell, company sales manager. 

George Schumacher has 
been transferred to the Sagi- 
naw, Mich., sales area, re- 
placing H. C. Doersam, who 
retired on April 1. Mr. Schu- 
macher, formerly Worthing- 
ton sales representative in 
northern Michigan and Wis- 
consin, has been with the 
company seven years. His 
new territory includes the 
Bad Axe area, Pigeon, Sebe- 
waing, Bay City and Midland, 
with headquarters at 1404 
Walnut St., Saginaw. 

Raymond M. Snyder has 
recently taken over Worth- 
ington sales in Dayton, Ohio, 
and surrounding area. He 
had been in the main office 
of the company for seven 
years, his last post being 
hardware buyer. 

Charles F. Bohning, a mem- 
ber of Worthington’s Cleve- 
land staff for 13 years, has 
been appointed sales repre- 
sentative in the Cleveland 
city sales area. 

J. J. Schuerger has trans- 





Davidson Heads Div. Of 
Clinton Machine Co. 


Jim Davidson, recently 
named director of sales and 
service of Clinton Machine 
Co.’s Engine Div., Maquo- 
keta, Iowa, has received an- 
other promotion. He is now 
general manager of the Clin- 
ton Chain Saw Div., Clinton, 
Mich., and in charge of all 
sales and service there. 

Clete Erlacher, sales man- 
ager of the Clinton Engine 
Div., will now head the entire 
sales and service of the Ma- 
quoketa enterprise. 
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ferred from the Cleveland 
sales post to Erie, Pa., where 
he will take over a sales area 
comprising Erie, Girard, 
North East and Wesleyville, 
all Pa., and West Springfield, 
Ohio. Mr. Schuerger is a 
Worthington veteran of 16 
years, 

Martin E. Nell has trans- 
ferred from the Worthington 
main office sales department 
to the territory comprising 
Niles, Warren, Girard and 
Newton Falls, Ohio, and Far- 
rell and Sharon, Pa. Mr. 
Nell has been with the com- 
pany for five years. 


Ludlow Heads Eastern 
Sales For Oster Mfg. 
Appointment of John P. C. 


Ludlow as eastern regional 
sales Electric 


manager, 





JOHN P. C. LUDLOW 


Housewares Div. of the John 
Oster Mfg. Co., Racine, Wis., 
has been announced by John 
Oster, Jr., executive vice- 
president of the company. 

In his new position, Mr. 
Ludlow will direct Oster sales 
activities in the eastern sea- 
board states, from New En- 
gland through Virginia. 

Prior to his appointment, 
Mr. Ludlow was affiliated 


with the Toastmaster Prod- 
ucts Div. of the McGraw 
Electric Co., where he served 
in sales and managerial posi- 
tions. Previously he held 
various sales positions with 
the Seott Paper Co. 





Assign Treen, Guitteau 
To Libbey Glass Branches 
Libbey Glass, division of 


Owens-Illinois Glass Co., 
Toledo, Ohio, announced the 








THOMAS R. GUITTEAU 


assignment of Louis S. Treen, 
Jr., to its Philadelphia branch 
sales office, and Thomas R. 
Guitteau to its New York 
City branch office. 

Mr. Treen joined Libbey’s 
Toledo plant in 1950 where 
he was employed in_ the 
Quality Specifications, and 
Service Depts. He trans- 
ferred to the Sales Dey. 
last year. 

Mr. Guitteau has been with 
Libbey Glass two years. 





Barns Elected Vice-President of Warner 
Hardware Co.; Ray Ohlson Made Director 


H. A. Burns has. been 
elected vice-president of the 
Warner Hardware Co., Min- 





H. A. BURNS 
neapolis, Minn., at the com- 
pany’s recent annual stock- 
holders’ meeting. 


Mr. Burns, who has been 
active in the company for 33 


years, has been general 
manager since 1937. In his 
new position he will also 
continue to serve as trea- 


surer of the firm. 

At the same meeting, Ray 
Ohlson was elected a direc- 
tor of the company. With 
Warner for 17 years, Mr. 
Ohlson holds the position of 
branch sstore’s supervision 
for the company. 

All other officers and di- 
rectors of the company were 
re-elected. 

Mr. Burns started at 
Warner in the accounting 
department and progressed 
to assistant office manage, 
office manager and ulti 
mately to general manager 
of the company. 
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Comtois Heads Sales At 
Screw Corp. of America 


David H. Comtois has been 
appointed director of sales 
for the Screw Corp. of Am- 
erica, New Britain, Conn. 

SCOA’s new sales manager 





DAVID H. COMTOIS 


was formerly with the Corbin 
Screw Div. of the American 
Hardware Corp., as manager 
of standard parts. 

Under the sales direction 
of Mr. Comtois, Screw Corp. 
of America will continue to 
produce and sell metal fast- 


eners to exact specifications 


The technical staff is equipped 
problems 
involving all types of indus- 


to handle special 


trial fasteners. 

Executive and sales offices 
of the Screw Corp. of Amer- 
ica are located at 103 Park 
Ave., New York City. 


1,000 Dealers Attend 
Phoenix Hardware Show 


The Phoenix Hardware 
Co., Phoenix, Ariz., whole- 
saler, held its Fifth Annual 
State Wide Housewares and 
Hardware Show April 18 to 
26, in the company’s new 
7200 sq. ft. show room. 

Displays of 200 manufac- 
turers were set up for review 
by approximately 1000 deal- 
ers from the southwest who 
attended the show. Approxi- 
mately 40 factory represen- 
tatives attended their own 
booths and demonstrated the 
various items manufactured 
by their companies. 

Harry Kay, vice-president 
of Phoenix Hardware, su- 
pervised the setting up of 
the entire show. 








W. D. Staart Honored by Richmond Hardware 


On 50th Anniversary 


Walker D. Stuart, presi- 
dent of the Richmond Hard- 
ware Co., Richmond, Va., 
wholesaler, was honored re- 
cently by directors and em- 





WALKER D. STUART 
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as Company President 


ployees of the firm in recog- 
nition of his 50th anniver- 
sary as president. 

Gifts from the employees 
included an attractive basket 
of gold colored spring flowers, 
and a gold wrist watch ap- 
propriately engraved. The 
company, through its board 
of directors, presented a life- 
size portrait of Mr. Stuart 
which is hung in the general 
office. 

Marion W. Riddell, assis- 
tant to the president, was 
also honored at the same time 
in recognition of his 50 years 


of service recently completed. 


The company presented him 


with a gold wrist watch. The 


(Continued on page 220) 
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Ace Opens Two Self-Service 
Hardware Stores in Midwest 


Two new self-service Ace a member of the Chicago Re- 


Hardware stores have been 
recently opened. One store is 
located in Rockford, IIll., the 
other in Hobart, Ind. 

The opening of another Ace 
store in South Bend, Ind., had 
been announced previously 
(See HARDWARE AGE, April 
30, 1953, page 198). 

The Rockford, IIl., store is 
located at 116 Church St., in 
the downtown section of the 
city. It is a store of modern 
design, 40x150 ft., with mod- 
ern fixtures, including peg 
boards for tool displays and a 
self-service paint section. An 
illuminated sign 11 ft. high 
extends 9 ft. over the side- 
walk. 

The Hobart, Ind., store, 60- 
x125 ft., is located in a new 
building and also features the 
latest in self-service hardware 
fixtures. 

The opening of the Hobart 
store was a gala affair with 
captive balloons, searchlights 
and free gifts. 

A digest of activities of 
other hardware dealers fol- 
lows. 





Merced, Calif. — Turner 
Hardware Co. store recently 
held its grand opening at 
17th and J Sts. Free enter- 
tainment and pony rides for 
children accompanied by their 
parents were featured at the 
affair. 

Manager of the new store 
is Robbert Phillips. Turner 
Hardware Co., headed by 
John D. Turner, has stores 
in Stockton, Lodi, Tracy, 
Manteca, Oakdale and Esca- 
lon, all Calif. 





Chicago, Ill. — Austin 
Hardware, 5219 W. Madison 
St., owned by David Axelrod, 
is celebrating its 25th anni- 
versary. The store has been 


tail Hardware Association 
since its opening in 1928. 





Chicago, Ill—Geo. Bara & 
Sons, formerly the Laramie 
Hardware, is now back in 
business at its new location, 
5251 Milwaukee Ave., under 
the name of Geo. Bara & Sons 
Hardware. 





Middleton, Wis.—Mr. and 
Mrs. E. M. Koltes, who op- 
erated the Cash Hardware 
Store for the past 17 years, 
have sold the business to R. 

(Continued on page 230) 


Holm Gets Sales Post 
With McGraw Electric 
John H. Holm has been 
appointed assistant to the 
general sales manager, Toast- 











JOHN H. HOLM 


master Products Div., Me- 
Graw Electric Co., Elgin, IIl., 
it was announced by W. E. 
O’Brien, general sales man- 
ager. 
Mr. 
the 


Holm will administer 
company’s new Fair 
Trade program announced 
earlier this year to both 
wholesalers and retailers 
of electrical housewares 
throughout the country. 
Before coming to Toast- 
master, Mr. Holm was en- 
gaged in the practice of law. 
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Form Pressure Sensitive Tape Manufacturers 
Association; M. Davier Elected President 


M. Davier, vice-president 
and general manager of Van 
Cleef Bros., Inc., Div. of 





M. DAVIER 


Johns-Manville Corp., Chi- 
cago, Ill., was elected presi- 
dent of the recently formed 
trade association of manu- 
facturers of pressure sensi- 
tive adhesive tape products. 

The group, known as the 
Pressure Sensitive Tapes 
Manufacturers’ Association, 
elected M. I. Schultz, Tech- 
nical Tape Corp., New York, 





Carlson, Neilson Get 
Telechron Posts 


Gibert H. Carlson has been 
appointed national accounts 
manager and George H. Neil- 
son has been named distribu- 
tion development manager of 
the Telechron Dept., General 
Electric Co., Ashland, Mass. 

Mr. Carlson was formerly 
New York sales representa- 
tive and Mr. Neilson was 
previously Syracuse, N. Y., 
district manager. 


—_—— 


W. H. Martindill Joins 
South Bend Bait Co. 


William H. Martindill has 
been named executive vice- 
president of the South Bend 
Bait Co., South Bend, Ind., 
it was announced by Harold 
O. Stream, company presi- 
dent. 

Mr. Martindill comes to 
South Bend from the G. S. 
Suppiger Co.. St. Louis, Mo., 
and Collinsville, Ill. He was 
vice-president and a director 
of the firm. 

Previously, Mr. Martindill 
was with the Stokely-Van 
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vice-president, and Richard 
G. Breeden, Jr., as secretary, 
manager and treasurer. 

The board of directors in- 
cludes Messrs. Davier and 
Schultz; B. W. Lueck, Min- 
nesota Mining & Mfg. Co., 
St. Paul, Minn., and W. H. 
Boylan, Seamless Rubber 
Co., New Haven, Conn. 

Some of the immediate ob- 
jectives of the association 
are to propose and clarify 
government specifications; 
develop standards in _ test 
methods and nomenclature; 
collect statistical data of in- 
terest to the industry and 
general public, and to pro- 
mote the increased use of 
pressure sensitive adhesive 
tape products. 

The following manufac- 
turers are charter members 
of the national association: 
Behr-Manning Corp., Indus- 
trial Tape Corp., Minnesota 
Mining & Mfg. Co., Mystik 
Adhesive Products, Sanette 
Mfg. Co., Seamless Rubber 
Co., Technical Tape Corp. 
and Van Cleef Bros., Inc. 


Camp Co., Indianapolis, 
Ind., for 17 years. 
It was also announced 


that Gerard W. Brooks, who 





WILLIAM H. MARTINDILL 


recently joined South Bend 
as general sales manager, 
has been made a vice-presi- 
dent of the comapny. 





Overstreet Promoted 
By Tinnerman Products 
Robert C. Overstreet, vice- 
president and secretary of 
Tinnerman Products, Inc.. 
Cleveland, Ohio, has been 


News of the Trade 





elected executive vice-presi- 
dent and re-elected secretary 
of the company. John E. 
Potter, controller, was elected 
treasurer. 

Mr. Overstreet joined Tin- 
nerman in 1941 and was 
named assistant to the vice- 
president and general man- 
ager in 1945. Three years 
later he was elected secretary. 

George A. Tinnerman and 
George J. Schad were re- 
elected vice-presidents of the 
firm. 


ns 


Douthat Made Sales 
Head of Locke Stove 


E. M. Douthat, Jr., has been 
appointed sales manager of 
the Locke Stove Co., Kansas 
City, Mo. 

Mr. Douthat has been associ- 
ated with Locke Stove Co. 





E. M. DOUTHAT, JR. 


since 1940, and for the past 
two and a half years has held 
the position of production 


manager. 
Mr. Douthat succeeds Frank 
R. Hayde, who is leaving 


Locke Stove to head his own 
firm, Frank R. Hayde & Co. 
Nashville, Tenn., distributor. 





Landers, Frary & Clark 
Names Brownlow to Post 


William R. Brownlow has 
been appointed district man- 
ager for Landers, Frary & 
Clark, New Britain, Conn. 

Mr. Brownlow will head 
the northern New England 
area for the firm’s hardware 
and vacuum goods division. 
He was formerly connected 
with the R. H. White Co., 
Boston, Mass., and in his 
new position he succeeds C. 
B. Myers, who has accepted 
a position with the Corning 
Glass Co. 


Barth to Head Sales 
Of Hyde Mfg. Co. 

H. G. Barth has been pro- 
moted to sales manager of 
the Trade Sales Dept. of the 
Hyde Mfg. Co., Southbridge, 





H. G. BARTH 


Mass., it was announced by 
A. J. LaCroiz, president of 
the Hyde company. 

Mr. Barth joined the Hyde 
Mfg. Co. 14 years ago, serv- 
ing as a salesman developing 
the company’s hardware and 
paint tool business through- 
out the Middle West. For 
the past three years, he has 
been assistant sales man- 
ager. 

Previous to his association 
with Hyde, Mr. Barth served 
in the retail hardware and 
wallpaper business. 

In his new position, Mr. 
Barth will direct the firm’s 
sales activities in the hard- 
ware and paint fields. 


Central States Group 
To Hold Golf Party 


The Central States Hard- 
ware Club will hold its 15th 
Annual Golf Party on June 26 
at the Sportsman Country 
Club, Northbrook, IIl. 

The committee in charge 
of the affair includes James 
A. Perry, general chairman, 
Sim Strauss, entertainment; 


E. W. Swarthout, prizes; 
Robert B. Kemp, scoring; 
J. A. Billings, treasurer, and 


Ben Leve, secretary. 


Couplings Co. Moves 


The Couplings Co. has 
moved to larger quarters 
located at 2205 W. Roosevelt 
Rd., Chicago, IIl. 

The new location affords 
the company more than 100 
pet increase in floor space. 
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SHEFFIELD A.S.A.E. No. 3150 SHEFFIELD A.S.A.E. No. 6500 

n A L i 4 G Ae i Ww é& For John Deere, New Idea, For International Har- 

and Oliver Balers. Pack- vester, Minneapolis - Mo- 

ages 2 coils per carton. mee by = Holland 

D FOR A imately 3150 lineal alers. One coil, approxi- 

ANNEALE ERS pproximately inea mately 6500 lineal feet, 
AUTOMATIC BAIL feet per coil. per carton. 


GUARANTEED TO MEET A. S. A. E. SPECIFICATIONS 


Sheffield has been the preferred name in bale ties for 30 years. 
Now Sheffield Baling Wire is making the same sort of reputa- 
tion for its performance in automatic balers. 


, Every coil of Sheffield Baling Wire is every inch a product of 
rigid manufacturing control that assures uniformly high quality. 
All Sheffield Baling Wire is made from special] analysis annealed 


Beginning with the manu- - — P ° ee 
Relics, a ais ike outta. te steel—perfectly combining the right properties of toughness, 


1888, Sheffield has expanded - pliability, and high tensile strength. 


its lines to become the fa- 
vorite source of supply for 


barbed and woven wire Sheffield’s manufacturing control includes checks and. tests at 
fence, smooth wire, tacks, ’ f — : 

nails, staples, rivets, bolts and each step in production to assure rigid adherence to physical and 
nuts, bale ties and spooled r os v 
Ghee. Ser eatemaiiic Mahe, chemical standards—from refining of the steel, through drawing 


of the wire, special soft annealing, and final thorough coating with 






a free-flowing rust-preventive oil before packaging. 


*American Society of Agricultural Engineers 


mae SHEFFIEL[ 


STEEL 
CORPORATION 


HOUSTON KANSAS CITY 
ve TULSA an 
$7 BA 
PIARY OF anmco greet CORP? 





Makers of bale ties for nearly a quarter century. 
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GARDNER'S WEATHERSTRIP 
Sells Fast .. and Profitably 


PACKAGED HOLDFAST 


Quickly and easily installed in 
doors and double hung windows. 
Treated felt on brass or zinc . . 
perforated for nails . . nails for 
installation included. Cartons are 
designed for effective display, to 
help make fast profitable sales. 








Also a complete line of packaged GARDNER'S 
wool, hair and cotton felts in va- 
rious quantities and lengths, is 
available to complete your weather- 


UNIVERSAL DOOR. . WINDOW SETS 


Gardner’s No. 5 Uni- 








versal Door Sets and 








ca Ss ; — z Window Sets 
: a — (for double hung win- 
aS oe — dows) are popular 


metal strip items. 
Complete including 
nails and instructions. 


BrofPocdl AND wosaxasr 
TOP QUALITY WEATHERSTRIP 


Two quality zinc strips with treated felt. 
BROWN BEAR line includes a water-proof, 
rubberized fabric covering over the felt. 
High weather-proofing qualities. Perforated 
for nailing. Seven foot lengths in 7%”, 1”, 
and 114” sizes. Also furnished in door bot- 
tom sizes with oval perforations for screws. 
Door bottoms made of treated felt on brass 
also available in several weights. 


No. 9000 BRONZE STRIP 


Packed in neat, 
individual cartons. 














CARDNER'S 9000 | 
WEATHER STRIP | | 
A double hemmed, top quality, spring crevice tee 


bronze strip that is guaranteed to give 
effective service. Perforated for nailing 
and nails included. Packaged in 100 ft. 
rolls; also in attractive transparent boxes 


GASKET STRIP 


Economical, easily installed strip that has 
many uses. Two types: STORM SEAL, 
with cotton filler . . and FIRM-FLEX, 
with special core and reinforced tacking 
flange for extra firmness. Both covered 




















included. Shipped on 500-ft. all metal 
display reels, or in 100-ft. boxes. 
ALL MERCHANDISE OFFERED SUBJECT TO GOVERNMENT REGULATIONS, 


AVAILABILITY OF MATERIALS AND LIMITATION ORDERS. ORDER FROM 
YOUR JOBBER OR WRITE US. 





ARDNER WIRE CO. 








with maroon rubber coated fabric. Tacks | 





1329 SO. CICERO AVENUE, CHICAGO 50, ILLINOIS 
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News of the Trade ——__ 


Builders’ Hardware Convention to be Held 
In Cleveland’s Civic Auditorium, Oct. 4-7 


The 1953 convention-expo- 
sition of the National Con- 
tract Hardware Association 
and the American Society of 
Architectural Hardware Con- 
sultants will be held in the 
Civic Auditorium, Cleveland, 
on Oct. 4-7. 

To date more producers 
have rented space for the 
affair than ever before were 
grouped together for a show- 
ing of builders’ hardware. 
So far, 121 booths have been 
leased. 

Many new products will be 
unveiled for the first time at 
the Cleveland affair. Stimu- 
lating business sessions are 
also being programmed. At 
a closed meeting on Monday. 
Oct. 5, society members will 
witness the installation of 
officers and be given the 
opportunity to voice their 


opinions at an organization 
forum. 

The Convention Committee 
consists of: Carl D. Himes, 
A.H.C., of Dayton, Ohio, gen- 
eral chairman; John H. Ges- 
ing, the Gesing Co., vice- 
chairman; Russell G. Leon- 
ard, A.H.C., P. & F. Corbin 
Div., chairman of registra- 
ion; Leonard _  Toensing, 
George Worthington Co., in 
charge of publicity; Stanley 
O. Hooghkirk, A.H.C., Schlage 
Lock Co., heading the pro- 
gram committee; S. B. van 
Delden, manufacturers’ rep- 
resentative, in charge of 
housing; J. R. Arney, Rich- 
ards-Wilcox Mfg. Co., chair- 
man of the entertainment 
committee, and Mrs. J. R. 
Arney and Mrs. S. B. van 
Delden, heading the ladies 
committee. 





Wallace Bros. Names 
Koerbel Sales Manager 


John Koerbel has been ap- 
pointed sales manager of the 
Wallace Bros. stainless steel 
division of R. Wallace & Sons 
Mfg. Co., New York. 

A long-time sales represent- 
ative for Wallace Bros. in the 
New York City area, Mr. Ko- 
erbel has been with the divi- 
sion for 41 years. 

Also announced is the ap- 
pointment of Charles Appleby 
as New York City represent- 
ative on major retail accounts 
for Wallace Bros. 

Formerly, Mr. Appleby had 
been 10 years with National 
Silver Co. as department store 
salesman. His previous sales 
experience also included 13 
years with the Robinson Clay 
Products Co. 





JOHN KOERBEL 


Covering jobbing and dis- 
tribution trade sales for Wal- 
lace Bros. is Louis Lichtman, 
who has been with the divi- 
sion for 20 years, selling 
coast-to-coast. 





Ackermann Retires From 
Three Wheeling Firms 


William E. Ackermann, as- 
sistant vice-president of 
Wheeling Steel Corp., vice- 
president of Wheeling Cor- 
rugating Co., and president 
of Ackermann Mfg. Co., all 
Wheeling, W. Va., retired on 
April 1. 

Mr. Ackerman began his 
career in 1905 with the Wheel- 
ing Corrugating Co., then @ 
subsidiary of Whitaker-Gless- 
ner Co. In 1919 he became 
president of Ackermann Mfg. 
Co; in 1933 he was made vice- 
president of Wheeling Corru- 
gating Co., and in 1940 he be- 
came assistant vice-president 
of Wheeling Steel Corp. 


————— 


Forsberg Mfg. Names 
Wagner in Northwest 


Henry Wagner has been 
named by the Forsberg Mfg. 
Co., Bridgeport, Conn., to 
represent it in the north- 
west, covering the states of 
Washington and Oregon. — 

Mr. Wagner will maintain 
headquarters in Seattle, 
Wash. 
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THE PEERLESS FULL LINE DEALER IS OUT IN FRONT 
IN SALES—HE SELLS A complete PUMP LINE 


» Held 
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NO MISSED SALES 
WHEN YOU SELL THE 
COMPLETE LINE 


You can’t afford to turn down the 
prospect you've developed with 

















ig and dis- an inadequate line of pumps and 
on ee water systems. He’s cost you too 
th the divi- much to develop to say, “I’m 
irs, selling sorry, I don’t have that model.” 
No more sales will be missed if 

ires From THE COMPLETE you sell the complete Peerless line 
| Firms PEERLESS LINE of water systems and pumps. 
.rmann, as There’s a pump for every purpose 
siden SATISFIES ALL and all sizes of every pump in the 
ees Cor- YOUR CUSTOMER complete Peerless quality line for 
ae SSCS IEE peep AND SHALLOW WELL RECIPROCATING PUMPS — farm, home and commercial busi- 
scion I OMRMCEITEEAN 255 SUITING or welnup te | Tue sonomy for deep wei | nesses. Widen your sales poten: 
; re oo. tial! Increase your profits! Sell the 
ae Peerless line to your market! No 
Co., then 4 new name to pioneer when you 
region sell Peerless. Peerless means qual- 
eon ity to all pump buyers. Write for 
; made vice- information today on how, when 
ae oe you handle the complete Peerless 


e-president 
Corp. 


PACKAGE PUMP—for shallow 
wells. Easy to install, operate 
and maintain. 


GENERAL PURPOSE PUMPS— 
One of the broadest lines. 
End-suction type. V4 to 20 hp. 
Capacities to 2000 gpm. 























line, you will make competition 
in your field and not just meet it. 
Do it today. 











Names 
thwest 

has been 
bere Mig. PEERLESS PUMP DIVISION 
Conn., to FOOD MACHINERY AND 
the north- CHEMICAL CORPORATION 
> states of 301 West Avenue 26 
Oregon. SELF PRIMING PUMPS — AGC SUPER 400 JET SYSTEM— CELLAR DRAINERS—Non- f . 

aintain “pproved, Capacities from Never before such high qual- clogging, high capacity, fully Los Angeles 31, California 

] main 4000 to 30,000 gph. Wheel and ity and performance at such automatic. Capacities up to 

Seattle, skid mounts. a low price. For shallow wells. 2600 gph. //[h 

ites 
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Wie SAW 


AMERICA’S FIRST AND FINEST 
RECIPROCAL ACTION SAW 















WHIZ-SAW 
Model #1 @© 


§ 55.00 


Table $18.95 

















SAWS IN 


the all purpose 1 


cutting tool 


Whiz-Saw is one of the most ver- 
satile cutting tools ever invented. 
It cuts with amazing speed—wood, 
bone, plastic, fibre, asbestos board, 
pressed wood, hard rubber — in 
thicknesses up to 1”. Whiz-Saw is 
precision built to do precision work, 
It's designed so cutting blade can 
make inside cuts without first bor- 
ing a starting hole. 









Whiz-Saw Model #2 
combines all the exciting 
features of model number 1 
with greater cutting ca- 
pacity .. . this more pow- 
erful saw rips and cross- 
cuts 2” planks. 





Whirl-Saw —This heavy- 
duty saw cuts to any speci- 
fied depth from 0” to 
1%”. A 4%” circular 
blade enables you to cut 
many times faster than by 
hand. 





If not available at your jobbers, write to Forsberg Manu- 
facturing Company, Bridgeport, Connecticut — U.S.A. 


wane FOr SberY PRODUCT 


okers of the Fomous Whole & Viking Tools 
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News of the Trade 





Continental Can Co. Names Thacker, Weir To 
Sales Posts; Murray, Wojtal Vice-Presidents 


In an exchange of posts 
in Continental Can Co.’s 
Metal Div., New York, George 





GEORGE A. THACKER 


A. Thacker has been named 
sales manager, Decoware, 
central division, and Donald 
L. Weir, district sales man- 
ager, Cincinnati. 

Mr. Thacker, who has serv- 
ed in various sales capaci- 
ties throughout the Midwest 
for the can company, will be 
in charge of central U. S. 
sales of Continental’s Deco- 


Hardware Square Club Fetes Founders 


ware canisters, trays and bas- 
kets. He will mark his 25th 
year of service with the com- 
pany in September. 

Mr. Weir joined Continen- 
tal in 1949 as sales manager 
for decorative laminates 
(Conolite). He has held sales 
executive positions With the 
company in its decorative and 
industrial plastics, and metal 
sales organizations. 

At the same time, it was 
announced that John G. Mur- 
ray and Peter P. Wojtul have 
been elected vice-presidents 
of the company. 

Mr. Murray, formerly gen- 
eral manager of Bond Crown 
& Cork Co., a Continental sub- 
sidiary, will continue to head 
the company’s operations in 
that field, with headquarters 
in Wilmington, Del. 

Mr. Wojtul, who was named 
director of sales last January, 
will be in charge of sales for 
all product divisions, includ- 
ing the metal, paper con- 
tainer, fibre drum, crown and 
cork, and bag divisions. 























| 
| 
| 
| 





Eleven of 14 surviving charter members of the Hardware 
Square Club of New York attended a testimonial dinner 
for founders of that group at White's Restaurant, 145 
Fulton St., New York City, on April 21. Each attending 
charter member was given a gold life membership card, 
presentation being made by Harry M. Ketcham, grand 
treasurer of the Grand Lodge of New York State, F. & 
A.M. President Howard Jungkind, of the George 

Jungkind organization, conducted the meeting. In the 
photo, left to right, seated are: Charles B. MacNiven; 
Lewis H. Lyons; Harry M. Ketcham; Charles Pincus, 
Stanley Works; A. D. Liederman, D. Liederman & Sons 
and Fred W. Berge of the Geo. Walter Davis organiza- 
tion; standing, left to right: A. E. Fuller, A. E. Fuller & 
Co.; Oscar Blaurock, manufacturers’ agent; A. L. Seger- 
dell, Yale & Towne Mfg. Co.; Howard Jungkind; E. W. 
Erickson, Ek Hardware Co., and Charles B. Alford. Ex- 
cepting Messrs. Ketcham and Jungkind all are charter 
members of the club. Surviving charter members not 
present were: Arthur Scheinert, Scheinert Bros.; Arthur 
P. Henricks, A. P. Henricks Co.; Charles Kurzon, Charles 


Kurzon, Inc., and Joseph Kurzon, Joseph Kurzon, Inc. 
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Jumicg 


THICKNESS GAGE 


Hueviae wiceomtren ce 
ov ohmic a oe @ 
wih nee 


22 leaves from .004” to 
.025”. Precision ground. 
For gaging narrow slots, 
spark plug and breaker 
point gaps, etc. 





Be se 


wiley a 


ee a 
ae od ogts® 
“i qf Me itigs 


uiebirthat® = 


Jumicg CENTER GAGE 


Surfaces accurately ground. Used for grinding 
and setting screw cutting tools. Graduated for 
measuring threads per inch. 





Tumicg 
SURFACE GAGE 


Case hardened, steel base. 
Carefully made for precision 
work. Used by tool makers 
ond shop-men for transferring 
measurements and scribing on 
sheet metal and castings. 














Tumicg 


MICROMETER 
DEPTH GAGE 


Precision micrometer head. 
Collars used to extend 
range. Used by machine 
shop-men and home crafts- 
men for measuring grooves, 
shoulders, holes, etc. 





The better hardware stores in town 
can make good money on these tools 


Here is an opportunity for good hard- 
ware stores to set up a profitable section 
in their tool departments. It’s selling 
the Tumico line of precision measuring 
instruments, such as those illustrated 
above. There are customers all around 
you... machine shop-men, metal work- 
ers, auto mechanics, home craftsmen 
who work with metal, manufacturing 
plants and even printers. You need only 
a small inventory to get this valuable 


UMIC 
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ST. JAMES 1, ~ 


business and very little space is required. 
If you have one of the better hardware 
stores in town—the kind that is prob- 
ably already attracting these prospects 
—why don’t you write for comiplete 
stock information and the Tumico cata- 
log? It shows the complete Tumico line 
from steel rules and combination squares 
to precision micrometers and dial indi- 
cators. Make extra sales and extra 
profits. Send for free catalog today. 


TUBULAR MICROMETER CO. 





MINNESOTA 
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Cleveland Heights Hardware Merchant To 
Face Court Trial for Blue Law Violation 


Leonard Haase, co-owner 
of the Barr Hardware at 
2078 S. Taylor Rd., Cleveland 
Heights, Ohio, was arrested 
last month by suburban police 
for keeping his store open on 
Sunday morning in violation 
of the Blue Law. Mr. Haase, 
just starting in business, was 
specifically charged with vio- 
lating an “anti-Sabbath work 
law” that hasn’t been used 
for more than 20 years. 

Ordered to appear in court 
on Tuesday, April 21, Mr. 
Haase pleaded not guilty be- 
fore a Municipal Judge and 
demanded a trial by jury. 

Warrants for the arrest 
were issued by a Law Direc- 
tor who said that the state 
law does not apply to work 
of necessity or charity and 
does not extend to persons 
who keep their Sabbath on 
Saturday. He pointed out 
that if the store were closed 
on Saturday, it could remain 
open Sunday morning. 

Both Mr. Haase and his 
partner, Sid Saper, said that 
it is not their intention to 
violate the spirit of any Sab- 
bath, but that remaining open 
is a vital economic factor 
with them. 

Mr. Haase pointed out that 
there are many other stores 
in Cleveland Heights that 
keep open seven days a week, 
among them being drug stores 
that sell as many hardware 
products as do the partners. 
Mr. Haase claimed that if 
he is forced to close on Sun- 
day mornings his store will 
lose a major portion of its 
business. 

Mr. Haase also claimed 
that there are three hard- 
ware stores in adjacent su- 
burbs—one store just about 
a block away—that also are 
open Sunday morning. “With 
this type of competition, plus 
the competition from drug 
stores who sell a cent-or-two 
below our price,” said Mr. 
Haase, “it is impossible for 
us to remain closed on Sunday 
mornings.” 

Mr. Haase also explained 
that Sunday mornings are 
the only mornings that men 
can shop. During the week, 
he said, the housewife does 
all the shopping and her sales 
are the small ones. 
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The hardwareman also 
said that if city officials are 
going to apply the law, they 
should apply it fairly to all 
stores. 

Mr. Haase is free on bail 
at present and faces a maxi- 
mum penalty of $25 and costs 
should he be found guilty at 
his impending trial. 





W. D. Stuart Honored 
By Richmond Hardware 
(Continued from page 213) 


employees presented him with 
a basket of flowers and a pair 
of sterling silver candelabra. 

On April 14, 1903, Mr. 
Stuart, S. H: Wilkinson and 
R. E. V. Farrar acquired the 
Richmond Hardware Co. from 
the former owners who in- 
corporated the business in 
1897. On April 15, 1903, Mr. 
Stuart was elected president; 
Mr. Wilkinson, vice-presi- 
dent, and Mr. Farrar, secre- 
tary-treasurer. Both Mr. 
Wilkinson and Mr. Farrar 
have died since. 

In August, 1951, the com- 
pany moved from a location 
it occupied for 45 years, into 
its new building at 1500 
Roseneath Rd. 

Present officers of the com- 
pany other than Mr. Stuart 
are: W. D. Stuart, Jr., vice- 
president and treasurer, and 
Mrs. F. B. Saunders, vice- 
president and secretary 





Ransom Marketing Head 
For Richards-Wilcox 


Elmer R. Ransom has been 
appointed vice - president, 
marketing, of the Richards- 
Wilcox Mfg. Co., Aurora, III. 





ELMER R. RANSOM 


News of the Trade 





Mr. Ransom, named vice- 
president of the firm last 
year, has been active in sales 
since joining Richards-Wil- 
cox in 1936. He was, prior 
to that, secretary-treasurer 
for Newcastle Products 
Corp. 

Mr. Ransom became assis- 
tant district manager of the 
Richards-Wileox branch in 
Cleveland, Ohio, covering ter- 
ritory in Ohio, Pennsylvania 
and New York. In 1948 he 
returned to Aurora _ head- 
quarters to become sales and 
production manager of the 
firm’s Conveyer Div. 

Named to. succeed Mr. 
Ransom as head of the Con- 
veyer Div. and sales is Alvin 
Trefethen, a veteran of 17 
years with Richards-Wilcox 
branch sales staff in New 
York City. 





Johnson's Wax Names 
Emens Regional Head 


Robert J. Emens has been 
appointed North-Central re- 
gional sales manager for S. C. 
Johnson & Son, Inc., Racine, 
Wis. 

Mr. 


Emens will be in 





ROBERT J. EMENS 


charge of one of the com- 
pany’s four national sales 
regions, with offices in the 
company’s headquarters in 
Racine. The North-Central 
region is served by district 
offices in Chicago, St. Paul, 
Cleveland, Cincinnati, and 
Detroit. He replaces R. W. 
Griffith, who has been named 
eastern regional manager for 
the company. 

Mr. Emens joined John- 
son’s Wax 12 years ago as a 
salesman in the company’s 
New York district. In 1944 
he was appointed manager of 
the Cleveland district, and in 
1946 he became Chicago dis- 
trict manager. 


F. M. Galloway Promoted 
By Quaker Rubber Corp, 
F. M. Galloway has been 


elected vice-president in 
charge of research and de- 





F. M. GALLOWAY 


velopment, Quaker Rubber 
Corp., Div. of H. K. Porter 
Co., Inc., Philadelphia, Pa., 
it was announced by G. A. 
Dauphinais, vice-president 
and general manager. 

Mr. Galloway joined Quaker 
in 1933 as assistant chemist 
and has been successively 
chief chemist and _ technical 
superintendent until his pres- 
ent promotion. He has been 
a member of the Board of 
Directors of Quaker since 
1947. Before coming to 
Quaker, Mr. Galloway was 
with Master Tire & Rubber 
Co. 





Disston Executive Post 
Goes to J. D. Thompson 


John D. Thompson has been 
elected executive vice-presi- 
dent of Henry Disston & 
Sons, Inc., Philadelphia, Pa., 
it was announced by Jacob S. 
Disston, Jr., president of the 
company. 

Mr. Thompson previously 
spent 13 years with the 
Stanley Works, New Britain, 
Conn., in various positions in 
the steel division. In 1940, 
he became works manager of 
John A. Roebling’s Sons Co., 
Trenton, N. J., and six years 
later he was elected vice 
president of Roebling in 
charge of operations. 





Berlind Appointed 


H. Berlind, Brooklyn, N. Y., 
has been appointed distributor 
by the Wooster Rubber Co. 
Wooster, Ohio, for its Rub- 
bermaid products. 
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UTICA 4, NEW YORK 











ALURE 
LY 


® 
All across the country where this automatic edge 


tester has been demonstrated with Urica® pliers, thou- 
sands have marveled at the rugged, long life of the 
Urica cutting edge. 





Pliers used are standard, out of Utica stock, and 
the wire is .080 hardened steel plow wire (Rockwell “C”’ 
47 Tensile Strength 224,000 P.S.I.). Utica standards 
require at least 100,000 cuttings — yet this minimum is 
often exceeded in our continuing laboratory tests. 

The secret is Urica’s own process of extra harden- 
ing the cutting edges. Ask for Urica, and get the benefit 
of longer tool life. 


Note that in this 
grueling test all 
cuttings are made 
at precisely the 
same points of cut- 
ting edges. In ac- 
tual use, the wear 
would be some- 
what distributed. 


OTICA’screw DRIVERS 


Ask about the new line of Utica 
Screw Drivers — typical in quality of 


all tools by Utica. 











ener — . and the world’s best tools 


It pays to sell quality tools are made in U.S.A, 





FORGE AND TOOL 


CORPORATION 


In Canada 
ADLAM TOOL & SUPPLY CO., LTD., MONTREAL; 
WALLS-IRONS, LTD., WINNIPEG 
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Nall (2 SPEED) 


Electrically 
Reversible 


WINDOW 
VENTILATORS 


ECONOMY 
FLOOR 
CIRCULATOR 
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3050 NORTH ROCKWELL STREET 


breeze through 
summer in 


Frotitable Style 





For both Exhaust and Intake. Cools an entire small home or 
apartment in minutes. Shallower design and lustrous ivory baked 
enamel finish achieve unequalled style-appeal. Completely adjus- 
table. Full 1 year guarantee. In 16-inch and 20-inch models. Priced 
to list at $54.95 and $59.95. 


Also 10-inch and 12-inch Manually Reversible Window 
Ventilators as illustrated above. 2-Speed in 12-inch model only. 
10-inch—$29.95 12-inch single speed—$33.95 12-inch, 2 speed 


America’s biggest value now smartly styled to appeal to every pros- 
pect. Blades accurately pitched and balanced to operate efficiently 
in horizontal position. Rubber mounted | 
rich Mahogany. 12-inch model list price 95 


s. 3 speeds. Finished in 


FAN-MOBILE 


The one fan with practically every wanted 
feature. For exhaust or intake—can be 
used for one room or entire average home 
or apartment. Somensioly and easily por- 
table and adjustabl he hand t 
mobile fan on the market. Finished in 
lustrous ivory. 16-inch model. List price 
$69.95 





Ask your jobber or write for fully illustrated catalog to 


BERNS MFG. CORP. 


CHICAGO 18, ILL. 

















Burgess Battery Co. 
Sales Post to Balz 


Charles E. Balz has been 
appointed sales manager of 
the Burgess Battery Co., 





CHARLES E. BALZ 


United States Battery Div., 
Freeport, Ill., it was an- 
nounced by F. J. Kirkman, 
vice-president and _ general 
manager of the company. 

Mr. Balz has been assistant 
sales manager for the com- 
pany for the past two years. 
Previously he was for 10 
years advertising and promo- 
tion manager. 





U. S. Hardware & Paper 
Names Dorff to Post 


Ralph L. Dorff has been 
promoted to sales manager 
of the Hardware Div., United 
States Hardware & Paper 
Co., Los Angeles, Calif. 

Mr. Dorff began with 
United States Hardware 
early this year as a sales 
supervisor. Previously he was 
a divisional sales manager 
for Germain’s, Los Angeles 
seed and garden supply firm. 





Wirth Named District 
Manager for Myers 


Gaylord F. Wirth has been 
appointed to the position of 
district manager for eastern 
Pennsylvania and New Jer- 
sey for the F. E. Myers & 
Bro. Co., Ashland, Ohio. 

Mr. Wirth will replace An- 
drew F. Beible, Jr., who is 
leaving Myers to enter his 
own business. The new ap- 
pointee formerly covered 
southwestern Ohio. William 
C. Rose is being transferred 
to the southwestern Ohio ter- 
ritory formerly covered by 
Mr. Wirth. 


News of the Trade 


Five new salesmen recently 
completed the sales training 
course conducted at the Myers 
factory by C. B. Sattler, sales 
training director, and Norris 
Fluke, his assistant. The 
trainees were given training, 
including production knowl- 
edge, engineering, selection, 
installation, and service of al] 
Myers products. 

New Myers salesmen and 
their territories are D. L. Coo- 
vert, northern Illinois; C. H. 
Hockensmith, southeastern 
Ohio; S. C. Miller, Wisconsin; 
W. L. Patton, northern Mich- 
igan; and C. B. Whitcomb, 
eastern New York. 





Richmond Sales Group 
Hears Gminder, Wise 


The Paint Salesmen’s Club 
of Richmond held its monthly 
meeting April 10 at the Wil- 
liam Byrd Hotel, Richmond, 
Va. 

Thomas M. Gminder, vice- 
president of the H. B. Davis 
Co., Baltimore, Md., gave a 
talk on the subject of “Sell- 
ing Dealers” based on his 
own experiences and those of 
his sales force in the field. 
Speaking on the same pro- 
gramfi with “Color” as the 
subject, was George V. Wise 
advertising manager of the 
H. B. Davis Co. 





Name Magers Assistant 
Sales Head For RPM 


Mal Magers has been named 
assistant sales manager for 
RPM Mfg. Co., Lamar, Mo. 

Mr. Magers was formerly 
territorial factory represen- 
tative for the manufacturer 
of rotary power lawn mowers, 
and will be replaced in the 
northwest territory by Bob 
Smith. 





* 


MAL MAGERS 
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e 
Ar Y Bm all-metal ironing tables lead more than ever 


in nation-wide sales with LOWEST PRICES! 











Height Adjustable 





THE NATIONALLY ADVERTISED Arvin 9 





Adjusts at a finger 
touch, when opening {eam 
—or a touch of the . 
toe when table is 
in ironing 
position. 


STYLE 1400—Lowest price by far on any fully adjustable 
nationally advertised table. Production has been sharply 
stepped-up to keep pace with increased demand. Cash in 
on Arvin’s low-price leadership. Easiest, widest-range ad- 
justability (26” to 36”). 

STYLE 1200 (not illustrated)—No all-metal 
ironing table has ever equaled the year-in, 
year-out selling success of the low-priced 
Arvin Standard. Promoted with the Arvin 
seem 1400 it’s a “natural” for building the sales 


of both! 


Both tables have finest fully automatic 
safety locks, Horizon Blue enamel finish. 
Packed in flat, space-saving cartons—-one- 
unit delivery. ORDER NOW! 


The right height 
for sitting comfort 


















The right height 
for standing 


Meonvioct 


ARVIN INDUSTRIES, Inc., Columbus Indione 


oisteisureo oy Sabgmanton & Co, nc. 
1107 BROADWAY, NEW YORK CiTY 10 


+ AMERICAN FURNITURE MART, CHICAGO 11 + WESTERN MERCHANDISE MART, SAN FRANCISCO 3 









STYLE 1400 












‘MAKES DELICIOUS ICE CREAM AUTOMATICALLY! 


aan einai Miettinen 







NO SALT! NOICE! NO MESS! 


Here’s the hottest selling sensation on the appliance market 
today!... Something housewives have always wanted... de- 
licious, old-fashioned, home-made ice cream—without all the 
fuss, muss and bother of making it! 


The ENTERPRISE HOME-AID does the job automatically! 
No tiresome, time-consuming hand cranking . .. no ice needed 
++. no salt to mess with! 






On ,tt 

Sa * fume >> 

* Guaranteed by @ 
A, Good Housekeeping 

2 o * 


40; aw 
45 apvearisto 


$19.95 RETAIL 


FEDERAL TAX INCLUDED 


The ENTERPRISE MFG. CO. of PA. *"Psitsosen'ss rama 
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Contact your distributor or write direct im- 
mediately for literature and full particulars 








Sell your customers 


30 extra minutes a day- 





SELL THE WONDERFUL NEW 


Aibbermaiy 


DISH-DRYING COMBINATION 


‘Stop drying dishes by hand the old fashioned way, 
and save at /east 10 minutes per meal, or 30 minutes 
a day!" 

That's the money-making idea that sells 
Rubbermaid's sensational new Dish-Drying Com- 
bination. Remember the set's many features. Drainer 
holds glasses outside the basket, leaves more room 
for racking dishes inside. New, detachable silver- 
draining cup can be carried to the silverware drawer 
for unloading. Matching drainboard tray has high 
rim and built-in slope, so water flows quickly 
into sink. 

Call your jobber for prices, colors, sizes. Ask him 
about other Rubbermaid items—all repeaters be- 
cause women want and need many Rubbermaid items 
for their kitchens. The Wooster Rubber Company, 
Wooster, Ohio. 


FOR ANOTHER ecObermatae 


MONEY-MAKING IDEA, SEE OPPOSITE PAGE 
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Deepfreeze Sales Post 
Goes to J. G. Lowcher 


John G. Lowcher has been 
appointed Los Angeles, Calif., 
district sales manager of the 
Deepfreeze Appliance Div. of 
Motor Products Corp., North 
Chicago, Il. 

In his new position, Mr. 
Lowcher will handle merchan- 
dising and sales of Deepfreeze 
home freezers, refrigerators, 
electric ranges and water 
heaters. 





U. S. Rubber Promotes 
Day and Delehaunty 


Edward T. Day has been 
named manager of branch 
sales for mechanical goods 
division, United States Rub- 
ber Co., New York. 

Appointed at the same time 
was Matthew J. Delehaunty, 
who becomes manager of in- 
dustrial sales. Both men will 
be headquartered in the com- 
pany’s New York offices. 

Mr. Day has been affiliated 
with the sales department of 
the mechanical goods division 
since he joined U. S. Rubber 
in 1934, 

Mr. Delehaunty, former 
sales manager for the Pitts- 


—_—News of the Trade——__— 


burgh branch of mechanical 
goods, has been with the com- 
pany since 1922. He became 
a division salesman in 1937, 
and was named Pittsburgh 
branch manager in 1949. 
His successor in Pittsburgh 
will be H. A. Lundberg, now 
a salesman at that branch. 





Johnston Lawn Mower 
Opens New Plant 


The Johnston Lawn Mower 
Corp. has opened a new plant 
at Brookhaven, Miss. The 
Johnston firm is a_wholly- 
owned subsidiary of the Ja- 
cobsen Mfg. Co., Racine, Wis. 
The new plant contains a 
total of 104,800 sq. ft. of 
space with the manufactur- 
ing area consisting of 100,800 
sq. ft. 





SPS Appoints Somes 
To New Sales Post 


George C. Somes, Jr., man- 
ager since 1944 of the New 
York City sales territory for 
Standard Pressed Steel Co., 
Jenkintown, Pa., has _ been 
named to the newly created 
position of manager of sales 
promotion and merchandis- 
ing for SPS. 





Retires After 51 Years With Stanley 











John J. McHugh, right, Stanley Tools salesman for 51 
years, was honored recently by executives of the Stanley 
Works, New Britain, Conn., at a luncheon marking his 
retirement from the company. In the photo above, Mr. 
McHugh is being presented with a camera, flash attach- 
ment and carrying case by C. K. Freedell, general sales 
manager of the company. 

Mr. McHugh, who was connected with the Chicago 
office of the Stanley Works, hand tool division, came to 
work for the Atha Div. of Newark on March 3, 1902, at 
the age of 18. In 1919, he became a member of the sales 
force, and in 1925 was transferred to the Chicago office, 
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Fastov Elected By 
Brush Association 


Benjamin Fastov, president 
of Colonial Brush Mfg. Co., 
Inc., Boston, Mass., has been 





BENJAMIN FASTOV 


elected national chairman of 
the Paint & Varnish Div. of 
the American Brush Manu- 
facturers’ Association. 

Mr. Fastov was elected at 
the recent annual convention 
of the Association held at 
the Greenbrier Hotel, White 
Sulphur Springs, W. Va. 





Harvell Mfg. Moves 
To Hubbard, Ohio 


Harvell Mfg. Corp. has 
moved its entire operation 
from La Porte, Ind., to Hub- 
bard, Ohio. 

Located approximately six 
miles north of Youngstown, 
the new plant offers more 
than 50 pct additional space. 





American Pad Acquires 
Assets of Wilber & Son 


Acquisition of the assets 
and facilities of Wilber & 
Son, Fairfield, Calif., by the 
American Pad & Textile Co., 
Greenfield, Ohio, was an- 
hounced recently by Henri M. 
Mare, American Pad presi- 
dent, 

Founded in 1918, Wilber 
has since been active in the 
manufacture of marine life- 
Saving equipment, sleeping 
bags, tents and tarpaulins, 
marketing its products na- 
tionally under the trade name 
Wilco, 

Also 
& Wilber 


subsidiary, and 


he acquired were the position with Casco, he will 
airfield Textile Works, Inc., cover western Pennsylvania, 
Ohio and West Virginia. 





News of the Trade | 


Wilber sales facilities at viel 
Howard St., San Francisco. | 
American Pad will utilize the | 
new facilities as its western 
division in order to service 
more effectively its own and | 
Wilber’s old customers in the | 
eleven western states. | 

Louis M. Frawley, Wilber | 
general manager since 1940. 
has been elected a vice-presi- | 
dent of American Pad and 
will continue to manage the 
Western operation. 





Warehousemen's Assn. 
Opens Speakers’ Bureau 


The American Warehouse- 
men’s Association, Merchan- 
dise Div., has announced the 
establishment of a Speakers’ 
Bureau, to provide capable 
and qualified speakers for 
traffic, transportation, manu- 
facturing and _ distribution 
groups who may be inter- 
ested in knowing more about 
the functions of the public 
merchandise warehousing in- 
dustry. 

Program chairman, trade 
association secretaries, and 
others making arrangements 
for meetings and conven- 
tions, may obtain further in- 
formation from AWA's Mer- 
chandise Div., 222 W. Adams 
St., Chicago 6, IIl. 





Kokoefer to Represent 
Casco Products Corp. 


William Kokoefer has been 
appointed to represent Casco 
Products Corp., Bridgeport, 
Conn., in its appliance divi- 
sion, 

Mr. Kokoefer was formerly 
with the Dormeyer Corp., 
Cincinnati, Ohio. In his new 





WILLIAM KOKOEFER 
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Sell your customers 


in the Bathtub- 





Kilbermaiy 
SAFTI-CUP BATHTUB MAT 


‘More than 100 cups of safety assure you safe, 
skid-resistant footing in your bathtub, wet or dry!"’ 


That's the money-making idea that sells 
Rubbermaid'’s Safti-Cup Bathtub Mat, a bathtub 
mat so different from others that it earned the coveted 
Lewis & Conger Safety Award as soon as it was 
introduced. Giant vacuum cups hold it firmly to 
the bottom of the bathtub. Sizes for every tub. 
Colors for every bathroom. Smart, colorful selling 
package acts as self-salesman. 


Call your jobber for prices, colors, sizes. Ask him 
about other Rubbermaid items—all heavy money- 
makers backed by the biggest advertising campaign 
in Rubbermaid’s history. The Wooster Rubber 
Company, Wooster, Ohio. 


FOR ANOTHER Aalbermait. 


MONEY-MAKING IDEA, SEE OPPOSITE PAGE 
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MORE SALES...° 
BIGGER PROFITS! 
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JAX DELUXE 


i Knocked-down 
| best-seller! 







You’re always sure of fast turnover 
when you stuck the Jackson line... 
because your customers are pre-sold 
on Jackson superiority. Yes, customers 


is know the Jackson name is an assurance 
4 of dependable quality and performance. 


They know that the modern design 
features of Jackson Home and Garden 


: Wheelbarrows are best. Result... the 
Jackson line outsells all others. There’s 
e your sales and profit proof! j 





_ woop 
’ GARDEN BARROWS 


For lawn, garden or green- 





use. Made of one- 
exterior waterproof 
. «+. Won't warp. 
tic or semi-pneu- 
fe tires; also steel 





LAWN ROLLERS © 


Various typess, . . drums ~~ 
made of high quality sheet —” 
steel; edges “to pre) 
vent cu : ’ 
able sd 
steel; 





















Oldest and largest wheelbarrow maker in America 




















Lange Joins Staff of 
Mid-Island Supply Co. 


Albert W. Lange has 
joined the Mid-Island Sup- 
ply Co., Long Island City, 





ALBERT W. LANGE 


N. Y., industrial supply dis- 
tributor. 

Mr. Lange recently re- 
signed the position he held 
for the past 10 years as a 
salesman of hardware and 


mill supplies in the indus- 
trial division of Masback, 
Inc. His territory included 


Brooklyn, Queens and Nas- 
sau counties. 

Prior to his association 
with Masback, Mr. Lange 
was for two years a sales- 
man for Pheoll Mfg. Co., 
covering the same territory. 

Mr. Lange is third vice- 
president of the New York 
City Hardware Square Club. 


Edwards Appointed By 
Chicago Specialty Mfg. 

William A. Edwards has 
been appointed sales repre- 
sentative for the Chicago 
Specialty Mfg. Co., Chicago, 
Ill. 

Mr. Edwards will cover 
the South and Southeast. He 
has long been associated 
with the wholesale hardware 
and plumbing supply trade 
in that area. He will main- 
tain headquarters at 761-B 
Button Rd., N. E., Atlanta, 
Ga. 





California Gift Show 
Set For July 26-30 


The 37th California Gift 
Show, sponsored by the Los 
Angeles Chamber of Com- 
merce, and managed by Los 
Angeles Trade Fair, Inc., will 


News of the Trade 
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be held July 26-30 in Los 
Angeles. 

The new dates cut one day 
from the previously scheduled 
time, made necessary by the 
fact that this summer the 
San Francisco gift show will 
open on Sunday following the 


Los Angeles show. 





National Ideal Assigns 
Compton New Territory 


Glen E. Compton has been 
transferred by the National 
Ideal Co., Toledo, Ohio, from 
the Iowa and Nebraska ter- 
ritory to an area composed 
of western Kentucky, south- 
ern Indiana and _ southern 
Illinois. 

Mr. Compton has been as- 
sociated with the National 
Ideal company since 1945, 
His first assignment was the 
New England states district. 
Later he traveled western 
and southern Indiana and 
southern Kentucky, with 
headquarters in Evansville, 
Ind. 





Elect F. A. Trow Head 
Of Queen Stove Works 
F. A. Trow has been elect- 


ed chairman of the board of 
directors of the Queen Stove 


Works, Inc., Albert Lea 
Minn., at a recent annual 
stockholders’ meeting. Mr. 
Trow will also serve as 


president of the company. 

Directors elected at the 
meeting include C. E. Holm- 
quist, E. H. Mickelson, R. A. 
Trow, R. C. Trow, D. J. 
Foley, A. L. Johnson, Jr., B. 
W. Yocum and Edwin John- 
son. 

The board of directors 
elected the following officers: 
Mr. F. A. Trow, president; 
Mr. Holmquist, vice-presi- 
dent and treasurer; Mr. 
Foley, vice-president and sec- 
retary; Mr. R. C. Trow, vice- 
president, Almco Div.; Mr. 
R. A. Trow, vice-president, 
Foundry Div.; Mr. A. L. 
Johnson, vice - president -di- 
rector of sales; Mr. Mickel- 
son, vice-president-director of 
purchases; Mr. E. Johnson, 
vice-president in charge o 
operations, and Mr. Yocum, 
vice-president in charge of 
production. 





Name Changed 

The Cornwell Supply, 
Plainville, Conn., has changed 
its name to the Plainville 
Plumbing Supply. 
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POWER MODELS + HAND MODELS 
reliable merchandise 






Designed and built by experienced specialists, BUCKEYE Lawn Mowers provide all modern 
features combined with practical construction. That’s why dealers find the BUCKEYE line 
to be consistently profitable year after year. Always reliable and efficient — 
always an excellent value that you can offer with confidence. 

LAWN 


MOWERS 


SINCE 1880 





Buckeye Power King 


Modern materials, tested design, attrac- 
tive appearance. Every feature, from the 
trouble-free positive clutch to the tread 
on the rugged tires, will be found 
sturdy, smooth work- 
ing and dependable. 
Ask for details on this 
MODEL 100. You'll 
find it a real king in 
its class, with every- 
thing a 20” power 
mower should have. 


HAND LAWN MOWERS 


Fine performance; 
modern materials. 








You can't offer your cus- 
tomers better values. 
Five models, each with 
many features, to fit 
every type of lawn 
care. Be sure to ask 
for particulars 
on the BUCKEYE 




















Hand Mowers. PLEASE 
Information ADDRESS 
on request Dept. LM20 











MANUFACTURING COMPANY 
SPRINGFIELD, OHIO 
POWER & HAND LAWN MOWERS 
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America’s Bgete(a (a4 im Champion 


No Finer Quality 


PLYMOUTH 


100% Yenylité Plastic 


Every Home-owner Is A Prospect! 


for a Columbiana 


CAM-LOCK HYDRANT 





@ For watering troughs, gardens, lawns, 
barns, irrigation, etc. 


@ Cam-Lock handle prevents water wast- 
ing. Valve stem operates by direct cam e, 
action. No delicate adjustments, no 
springs. Ordinary screwdriver adjusts 
packing gland. 









10 £e9:8539) 9.) @ Bronze valve body threaded for 1” pipe. 
== Ms Col Drain hole tapped for 4%” fitting. 


@ Non-corrosive internal valve parts re- 
movable without digging. Cup leather 
treated for long life. Rubber segment 
valve specially processed to resist 
water's chemical action. 


_ earomarrer 7 


o> 25 Fer (¢ 
TT AF CoP 







” 


@ Spout threaded for 1” pipe or hose. % 
brass reducer available. 


@ 2, 3, 3%, 4, 5 and 6-ft.-sizes. 


© Opaque or Transparent 
© Brilliant Red or Green 
© 10-year WRITTEN GUARANTEE 
© 2-way Perma-Grip COUPLING | 
© 25-ft., 50-ft., or 75-ft. "~~ 
© Packed 6 in attractive floor DISPLAY CARTON 











MANUFACTURED BY 
COLUMBIANA PUMP CO. 


PLYMOUTH RUBBER COMPANY, INC., CANTON, MASS. COLUMBIANA, OHIO, U.S.A 
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“Safety-Spin” Doorknob Lock 


you're SURE that it’s SAFE... because it SPINS! 


*It is estimated that 100 MILLION DOORS are in 
need of sound, safe, low-cost locks in this country 
alone! Here is the answer to this need... the answer 
that every householder awaits. The La Belle cannot 
be forced by manipulation... cannot be broken through 
by leverage—the ball-bearing SPIN transfers all force 
away from the lock! 


Converts Any Latch 
or Lock to Modern 
Cylinder Lock Pro- 


34 Ball- Bearings, 

Twin-Race Construc- 

tion — the ONLY Ball- 

Bearing Doorknob Lock in the 
World! 


tection—Installs_ in 
Seconds with Only a 
Screw Driver 


TOP quality...LOW price...Retails at 


COMPLETE with Rose Plate, Screws, 2 Keys 
















FIVE FINISHES: Statuary Bronze @ Polished Brass @ Dull Brass 
@ Polished Chrome @ Dull Chrome 


3 KEYINGS: Standard Keying @ Keyed Alike @ Master Keyed 









5-Year Guarantee! 


Solid brass exterior, solid steel and brass interior. 
All interior parts are completely plated to 
prevent rust and corrosion, even 
in salt-water locations. 









ORDER FROM YOUR JOBBER, or write direct, giving name of jobber 
LA BELLE INDUSTRIES, INC. oconomowoc, wisconsin 
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| through Friday, July 17. 





| than 135,000 sq. ft. of floor 











News of the Trade 


Expect Record Summer Housewares Show At 
Atlantic City, N. J., Jaly 13 Through 17 


Approximately 7,000 buy- 
ers throughout this country 
and Canada will be mailed 
advance registration cards 
and a list of exhibitors with 
their booth numbers. 

The Pennsylvania Rail- 
road, in conjunction with the 
NHMA, again will operate 
the “Housewares Show S§Spe- 
cial Through Train” from 
Chicago to Atlantic City and 
return. 

The train will leave Chi- 
cago on Saturday, July 1l, 
and arrive in Atlantic City 
the following morning. On 
the return trip, the train will 
leave Atlantic City on Fri- 
day, July 17. 

Reservations can be made 
with Fred J. Nolan, passen- 
ger representative, Pennsyl- 
vania Railroad, 16 S. La Salle 
St., Chicago 3, Ill. 


The largest summer house- 
wares show in history will 
greet buyers attending the 
July 1953 National House- 
wares Exhibit in the Audito- 
rium, Atlantic City, N. J., 
according to A. W. Budden- 
berg, executive secretary, 
National Housewares Manu- 
facturers Association. 

Opening Monday, July 138, 
the exhibit will continue 


A total of 540 manufactur- 
ers will display thousands of 
lines of merchandise to an 
estimated 7,000 buyers. Add- 
itional booths have been in- 
stalled on the lower level, 
made possible by the transfer 
of the restaurant to the sec- 
ond floor ballroom. 

The exhibitors will utilize 
860 booths covering more 


space. 








sisting of California, Oregon 
and Washington, for Imperial 
Knife Associated Co’s., Inc, 
New York. 

Mr. Lorenzen will handle 
the complete line of products, 
with headquarters at 132 W. 
Hillsdale Blvd., San Mateo, 
Calif. 

Mr. Lorenzen joined Imper- 
ial in 1948 and for two years 
prior to his transfer to the 
West Coast, he was sales 
manager of the company’s 
East Coast territory. 


Knapp-Monarch Opens 
International Offices 


The Knapp Monarch Co., 
St. Louis, Mo., has announced 
the opening of its interna- 
tional offices at 200 Fifth 
Ave., in New York City, with 
Henry W. Manson as division 
manager. 

Mr. Manson was formerly 
with the Philco International 
Corp. and the American Steel 
Export Co. for more than 20 
years. 

Arrangements have been 
made with the Philco Inter- 
national Corp., and all 
Knapp-Monarch activities 
will be handled through the 
New York office. 





Nesco Plans to Combine 
Activities in Illinois 


Administrative, sales and 
advertising headquarters of 
Nesco, Inc., will be moved 
from Milwaukee, Wis., to the 
firm’s factory at Jacksonville, 
Ill., it was announced by R. 
L. Purcell, first vice-presi- 
dent of the company. 

Mr. Purcell said that the 
move is slated to be made 
during June or July and is 
expected to improve operat 
ing efficiency. 





Imperial Knife Names 
Lorenzen on West Coast 


Richard M. Lorenzen has 
been named sales manager of 
the West Coast territory, con- 





Wilkens is Fedway Buyer 


A. P. Wilkens has been 
appointed buyer of hard- 
ware for Fedway Stores, 


New York. Prior to joining 
Fedway, Mr. Wilkens was & 
buyer with Masback, Ine, 
New York. 





RICHARD M. LORENZEN 
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personalized 


KEY BLANKS 


NOW FURNISHED IN 


Brass FOR THE THRIFTY MINDED 


Nickel Silver 


FOR THOSE WHO WANT THE BEST 


SPECIAL! We Invite In- 

quiries For Key Blanks 

With Special Embossing 

For Hotels, Office Build- 

ings, Fraternal Organiza- 
tions, Apartment Houses, 

Transportation Companies, 

and Industrial Users 






























Advertise Your Name! Identify Your Keys! 
Get repeat business! TAYLOR-MADE means 
well-made. Positively no compromise with 


our high quality of manufacture. Both 
Contact Your 


Jobber or Write 
Direct to 


brass and nickel silver blanks are guaranteed 
for cutting quality, precision fit, 
and attractive appearance. 


TAYLOR LOCK COMPANY ANI 


PHILADELPHIA 32, PENNSYLVANIA, U.S.A. SEA 


QUALITY PADLOCKS, LOCK SETS, KEY BLANKS, 





TAYLOR-MADE PRODUCTS NIGHT LATCHES AND DOOR KNOBS SINCE 1920 



























Pill Profit Soldering Trou! 
Here’s the line you sell at competitive prices — 


with full markup for you! Drake quality — 
Drake saleability. Better order now! 





DRAKE No. 703 
150 WATT IRON WITH 11%” TIP 


te Ideal for garages, machine shops, and heavier 
home use. Highest quality nichrome wire 
wound on amber mica in sealed element. Ra- 
diating fins keep handle cool. Chrome Plated. 
Complete with six foot cord and stand. 
Weight in carton: one pound, ten ounces. 


DRAKE No. 701 
100 WATT IRON WITH %” TIP 


Recommended for medium automotive and 
general household use. Highest quality 
nichrome in sealed element. Has baffle 
plates to keep handle cool; is Chrome 
Plated. Complete with six foot 
cord and stand. Weight in 
carton: one pound, 

four ounces. 





















DRAKE No. 700 
80 WATT IRON WITH %” TIP 
A lightweight iron for general use in small automo- 
tive work and household light soldering. Chrome 
Plated, with radiating fins to keep handle cool. 
Complete with six foot cord and stand. Weight in 
carton: one pound. 


DRAKE 


SOLDERING 


Wl wea 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVENUE, CHICAGO 13, ILLINOIS 












Represented by: 
SURPLESS, DUNN & CO. THE RUGER COMPANY 
In Canada: JOHN R. ANDERSON & SON LTD., Montreal 
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3M pp it: 


They took the mystery out of 
sandpaper—and gave you a 
simplified SANDPAPER 
IDENTIFICATION program 
and a simplified SAND- 
PAPER INVENTORY 
program. 













SM SIMPLIFIED YOUR ORDERING 
AND SELLING { 


Now 3M makes it easy for you and your cus- 
tomers to order Sandpaper. For the first time 
you can order and sell by the easily-remembered 
terms ‘‘Fine, Medium, Coarse, Very Fine, Very 
Coarse”’ instead of by confusing grit and mesh 
numbers. Identifying each grit by name instead 
of by number ends confusion for your customers 
—makes sales easier for you. 


2 SM sumeuiréo your wvenrory / 


Now you can stock only 16 (instead of 40 or 
more) grits of Sandpaper! 

Now you’ll understand your inventory better, 
have faster turnover, make higher profits! 

And the money you have invested in your / 
Sandpaper inventory will work full-time for you 
because the following Sandpapers will move— 
fast! Here’s your new simplified Sandpaper in- 
ventory: 

5 grits of 3M Production Paper 

5 grits of 3M Imperial Flint 

3 grits of ‘‘Wetordry” Tri-M-Ite 

3 grits of Crystal Bay Emery Cloth 


SO...FOR FASTER, EASIER SALES— 


1 


te). | --ae) se) 
PRODUCTS 


——e —News of the Trade———_—- 








- HARDWARE BRIEFS 








(Continued from page 213) 
P. Koltes and Frank Keegan 
of Waunakee. The store will 
be managed by Chet Maas. 





Mediapolis, Iowa — Hutch- 
croft hardware business has 
been sold by Harold Hutch- 
croft to Hubert Kline. 





Wayne, W. Va.—Formal 
opening of the Copley Hard- 
ware Store, owned by Gar- 
land Copley and located in a 
new building in Newtown ad- 
dition to Wayne, was held 
recently. 





Wharton, Tex. The 
Schlick Hardware _ recently 
held its formal opening. The 
store has been enlarged and 
completely remodeled, air 
conditioned and refurnished. 
The business is owned by A. 
F. Schlick who founded it 39 
years ago. 





Stevens Point, Wis. — Wel- 
ler’s hardware store, 1006 S. 
Division St., held a grand 
opening to celebrate the com- 
pletion of its remodeling, 
which had been in progress 
for more than a year. 





Tacoma, Wash. — Weir’s 
Electric & Hardware, Sixth 
Ave. and Pine St., has been 
sold by Louis Weir to L. W. 
Bonawits. The store has been 
named Bon’s Hardware. 





Peoria, Ill—A recent blaze 
caused considerable damage 
to the L. & W. Hardware 
store, Joliet Rd. in Marquette 


| Heights. The store is owned 
| by George Loughlan. 








Fedora, S. D.—Robert Fox 
is having the old postoffice 
building remodeled, after 
which he intends to open a 
hardware store there. 





Hamlin, Tex. Weldon 
Carlton, owner of Carlton 
Hardware, has purchased the 
stock of the Wilson Hard- 
ware Co. and had it moved to 
the Carlton Building. Com- 
bining of the two stores links 
two of the town’s oldest busi- 
nesses. 





Morton Grove, Iil.— Mr. 
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and Mrs. Harry Peterson, 
formerly located at 6205 
Montrose Ave., are now lo- 
cated in their new store in 
their spacious new building 
at 5926 Dempster St. The 
store’s name is  Peterson’s 
Hardware. 





Greensboro, N. C.—Avery 
Phipps has been appointed 
general manager of the 
Phipps Hardware Co. store, 
215 N. Elm St. He succeeds 
Norman W. Kirkman who 
served in that capacity for 
26 years. Mr. Kirkman has 
been assigned other duties. 





Lufkin, Tex.—Tap Holland 
has opened his third hard- 
ware store in Angelina 
County at 112 E. Lufkin 
Ave. The store is named Hol- 
land Hardware. 





Kansas City, Mo.—The Al- 
bers Hardware store, 5602 
Swope Parkway, has been 
purchased by Mr. and Mrs. 
Paul Temple from John Al- 
bers. 





West Lafayette, Ohio — 
Carl Lehman, mayor of West 
Lafayette, has purchased the 
interest of John Gray and 
the late Tom Gray in the 
West Lafayette Hardware 
store. Mr. Lehman has 
taken over as manager of 
the business, succeeding the 
late Walter Bordenkircher. 
George M. Gray, of Coshoc- 
ton, retains his interest in 
the store. 





Tyler, Tex—Mal Kaller- 
son, employee of the Broad- 
way Hardware Co., has be- 
come a partner in the busi- 
ness with Bill Moore, pres- 
ent owner. 





Ackley, lowa—Howard Co- 
bie, for the past 20 years 
employed in the Heinz Hard- 
ware store, recently pur- 
chased the business. 





Grafton, W. Va.—The new, 
modern Blueville Hardware 
store held its grand opening. 
The store is owned by Hubert 
Parrish and Glen, Carl and 
Russell Harman. 
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Jordan Heads Trade 
Sales for Lowe Bros. 


Lyman K. Jordan has been 
appointed to the position of 
trade sales manager of the 





LYMAN K. JORDAN 


lowe Bros. 
Ohio. 

Mr. Jordan began his car- 
er with Lowe Bros. in 1936 
ss a territory salesman in 
the eastern district, with 
headquarters in Jersey City, 
\.J. Later he moved to the 
frm’s Boston, Mass., offices 
as district sales manager. 
In his new position he will 
plan and coordinate all sales 
products through the firm’s 
tation-wide organizations. 
At the same time J. A. Des- 
jardins has been named New 
England district sales mana- 
gr, and Lile B. Wood has 
en appointed intermoun- 
ue division manager for the 
firm. 

Mr. Desjardins, who fills 
the vacancy created by Mr. 
Jordan’s new appointment, 
will make his headquarters 
inthe firm’s Boston office. He 
joined Lowe Bros. in 1945 
aid has served in sales ca- 
tacities at Portland, Me., and 
Burlington, Vt. In his new 
position, he will supervise 
the sales work on Lowe Bros. 
products in the New England 
district area. 

_ Mr. Wood began his career 
in 1937 and has served as a 
representative for a paint 
firm, and manager of a 
Wholesale paint department 
for a large distributor. In his 
new capacity, he will make 
his headquarters’ in Salt 
Lake City, Utah. 


lithox Corp. Changes 
Name to Moor Rubber 
The corporate name of the 
Lithox Corp., Wapakoneta, 
Ohio, has been changed to 
the D. W. Moor Rubber 


Co., Dayton, 
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Corp., it was announced by 
D. W. Moor, president and 
general manager. 

Other officers of the firm 
include T. K. Zuber, vice- 
president and H. E. Sheets, 
secretary-treasurer. 

Mr. Moor is also president 
of the American Mat Corp., 
Toledo, Ohio, and vice-presi- 
dent of the Toledo Rubber 
Products Corp., Waterville, 
Ohio. 





Snyder Directs Sales 
Training for Whirlpool 


Louis M. Snyder has been 
appointed director of sales 
training for Whirlpool Corp., 
St. Joseph, Mich. 

Mr. Snyder will work with 
regional sales managers, dis- 
tributor salesmen and deal- 
ers, directing sales training 
on a scheduled program basis 
throughout the entire nation- 
al distributor-dealer organi- 
zation. 

Since June, 1950, Mr. Sny- 
der has been sales manager 
of the General Appliance Co., 
Omaha, Neb. Prior to that 
he served as district sales 
manager in eastern Ohio and 
later in the Omaha area for 
Servel, Inc., for five years. 





Graybar Electric To 
Handle Revco Freezers 


The Graybar Electric Co., 
Chicago, IIll., has been ap- 
pointed distributor for the 
Chicago area for Revco Food 
Freezers, manufactured by 
Revco, Ine., Deerfield, Mich. 

The Graybar sales staff re- 
cently attended a meeting in 
Chicago at which time Revco 
officials presented the new 
line of -1953 Revco freezers. 

Kenneth O. Schultz, Revco 
midwest regional sales man- 
ager, gave the product story 
to the group. J. W. Rietzke, 
sales promotion manager, 
outlined Revco’s promotional 
and advertising program. 





Mastic Tile Appoints 
S. J. Stoler, F. Martin 


Sam J. Stoler and Frank 
Martin have been named to 
the sales staff of the Mastic 
Tile Corp. of America, New- 
burgh, N. Y., it was an- 
nounced by Carl Resnikoff. 
vice-president in charge of 
sales, 

Mr. Stoler will work in the 
New York sales area, and Mr. 
Martin will be assigned to 
the southwestern sales area. 
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3M pw m 


They took the mystery out 
of sandpaper and gave you 

the greatest array of 
selling aids ever! 








3M HOME & SHOP GUIDE 
FOR SELECTING SANDPAPER 


14 page book shows your customers what 
Sandpaper to buy. Contains actual samples 
of Sandpaper. Explains exactly what kind 
and what grade to use for any sanding job. 





“HOW-TO-DO-IT”’ 
FOLDERS 


Fully-illustrated fold- 
ers show your custom- 
ers the professional way to finish wood and metal 
surfaces. Each information-packed folder contains a 
complete list of materials needed: paint, varnish, 
brushes . . . pre-sells customers on a// materials you 
sell . . . reduces your selling time. 





— 






COUNTER DISPLAY 


Holds your Guide for Select- 
ing Sandpaper and offers cus- 
tomers their choice of FREE 
“‘How-To-Do-It”’ Booklets. 
It’s a complete “‘serve 
yourself”’ selling station 
that boosts sales of Sand- 
paper and related items. 
It’s a persuasive “‘silent 
salesman!” 


PLUS... Free advertising mats, national 3M con- 
sumer advertising, ‘““Hoodunit’’ buttons, and store 
identification decals. 

Get information from your 3M Jobber or Salesman 
or write: 3M Co., Dept. HA 53, St. Paul 6, Minn. 


a <t ka 
Made in U.S.A. by Minnesota Mining & Mfg. Co. General Offices: St a i 
Paul 6, Minn. In Canada: London, Ont., Can., Export: 122 E. 42nd St., & ” 
New York City. Makers of “Scotch” Pressure-Sensitive Tapes, “Scotch” % hd 
Sound Recording Tape, "3M" Adhesives, “Underseal “Rubberized Coat- *y Ad 
ing, “Scotchlite” Reflective Sheeting, “Safety- Walk” Non-Slip Surfacing taxet 
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DRAPER- MAYNARD offe's 


the complete and profitable line of famous 


Wat jregoe TENNIS RACKETS 


designed for every style of play 
priced to fit every purse 


A 





<a e es 
S$ — 


Frank Parker Autograph 
Combining matchless eye ap. 
peal, durability and quality, this 
increasingly popular racket is 
skillfully constructed to meet the 
exacting requirements of the ad- 
vanced player. 


MacGregor Pace-Maker 

Unbeatable value in its price 
field, recommended for the 
occasional player who wants to 
> . improve the calibre of his game. 


, i MacGregor Winton 
Fashioned especially for the 
youngster who wants a rugged, 


light and fast. 





Your Draper-Maynard Wholesale Distributor is 
ready, now, to supply you with the full line of 
MacGregor Tennis Equipment for a more profit- 
able season. Order now! 


E 
Za; 





THE DRAPER-MAYNARD CO., Cincinnati 32, Ohio 
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full-size racket, yet one that is 
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MANUFACTURERS’ AGENTS 








| McKee Sales Div., Thatcher Glass Mfg. Co. 


Names Representatives, Lists Area Changes 


3 


The McKee Sales Div., 
Thatcher Glass Mfg. Co., 
Inc., Elmira, N. Y., has ap- 
pointed several new repre- 
sentatives and has made sev- 
eral changes in branch office 
coverage of the McKee Glass 
Div. 

The state of Kansas has 
been added to the St. Louis, 


| Mo., district, under the sup- 
| ervision of the H. W. Becker 
| Ce. 


The Wisconsin territory, 
which had been covered in 
the past by the Chicago office, 
has now been transferred to 
fall under the jurisdiction of 
the Minneapolis territory 
and will be taken over by the 
Arthur S. Dow Co. This ter- 
ritory includes the entire 
state of Wisconsin, the Upper 
Michigan Peninsula and the 


| following counties in lilinois: 





JoDaviess, Stephenson, Win- 
nebago, Boone, McHenry, 
Lake, Carroll, Ogle, DeKalb 
and Kane. 

Howells & Massengale, At- 
lanta, Ga., currently repre- 


senting Thatcher’s McKee 
Div. in Georgia, Florida, Ten- 
nessee, North Carolina and 
South Carolina, has now been 
appointed to handle the state 
of Alabama as well. 

Cahill & Galbraith, Seattle, 
Wash., has been appointed to 
represent the company in 
western Washington and 
Oregon. The appointment is 
limited to that portion of the 
two states not covered by 
L. H. Williams. 

C. E. Brown of the Roch- 
ester, N. Y., branch will add 
the western two-thirds of 
Pennsylvania, plus the West 
Virginia counties of Han- 
cock, Brooke and Marshall 
to the territory he presently 
covers. 

Gilbert Lehman of the Dal- 
las, Tex., office will also be in 
charge of the states of Louis- 
iana and Mississippi. 

The state of Indiana is now 
under the supervision of the 
Cincinnati office and will be 
handled by Robert Alexander. 





Mountain States Co. To 
Handle Melnor Products 


Mountain States Sales Co., 
Salt Lake City, Utah, has 
been named to represent Mel- 
nor Metal Products Co., Inc., 
Long Island City, N. Y. 
Mountain States Sales Co., 
with branch offices in Salt 
Lake City, and Phoenix, 
Ariz., will cover the states of 
Colorado, New Mexico, Idaho, 


Montana, Utah, Wyoming, 
Nevada and Arizona for 
Melnor. 





Extend Gasstrom-White 
Territory in New York 


Gasstrom-White & Co., 
Inc., New York City, for the 
past year representative for 
Mr. Blister, electric paint 
remover manufactured by 
the B & L Tool & Machine 
Co., Plainville, Conn., has 
had its sales territory ex- 
tended. The firm previously 
covered Metropolitan New 





York. That territory has 
been extended to include the 
remainder of New York 
State on this product. 





Two Firms Appointed By 
Landers-Segal Color Co. 


Hubert Hefner, Hickory, 
N. C., has been appointed to 
represent the Landers-Segal 
Color Co., Brooklyn, N. Y. 
in North and South Carolina. 

The Carl N. Hunt Sales 
Co., New Orleans, La., has 
been named by Landers- 


Segal as its representative in 
Louisiana and Mississippi. 

30th agents will handle the 
manufacturer’s line of Lans- 
co packaged dry colors. 





Name Quinlan Sales Co. 


The Robert J. Quinlan 
Sales Co., Chicago, IIl., has 
been appointed to represent 
the Freewax Corp., Talla- 
hassee, Fla., in the Chicago 
area. 
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For fast furnover and HIGH mer 








@ Uses 25 watt bulb to vaporize insect chem- 

ical Lindane—kills flies, mosquitoes, moths, 

roaches, lice, ants, etc. 

@ Comes in 4 decorator colors (red, blue, 

green, silver)—can be used as TV or night 

light. 

e@ Completely automati e, trouble- 

A proven sales free, easy to install. Lifetime guarantee. 
e@ Has wide consumer acceptance — over 

150,000 already sold — backed by 100’s of 

testimonials. 

@ Makes everyone bothered by flies and in- 

sects a ready and willing prospect. 

@ Retails at only $9.95—offers you big vol- 








Auten 
ponent 











leader . . . over 

150,000 in use. 
Everyone is 
a potential 





customer. ume sales and an exceptionally large mark-up. 
ce ° 
fly-6 = ane Brings you extra volume and profits on sale 
oon of $1.95 chemical refill unit (2 to 3 needed 
by leading 
hardware jobb each year). 
ers e@ We furnish everything you need to sell— 
everywhere. 


newspaper ads, display material, product 
literature, etc. 


Home Manufacturing & Sales Company 
801 S. Downing St., Piqua, Ohio 


If yours can't 
supply you, 
write us today for 
the full profit story. 
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WHITE 
for Utility 


RED 
for Safety 


BATTERIES 
No. 75LP 


LEAK-PROO 
(salite ~~ Secabedt” WsAnie£on 


EVERY CELL 


U.S. Elec. Mfg. Corp., 222 W. 14St.,N.Y.11 
Branch: 323 W. Polk St., Chicago 7 
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SUNSET LINE 












































Every one guaranteed to be in perfect 
fishing condition. Actual tests will 
equal or exceed the printed test 


SUNSET CASTMASTER 


Finest line made for bait and plug casting in 
fresh or salt water. Hard braided high tenacity 
nylon, waterproofed and triple stretched. Sun 
set wet test guarantees 15% bonus strength 





SUNSET STREAM KING 


ae Most revolutionary fly line on the market. Mi- 

‘ nute wire threads in nylon core make Stream 
King actually heavier than silk fly lines, giving 
easier and smoother casts with increased dis- 
tance and accuracy over all other fly lines. 
Tops for both wet and dry fly fishing. Smooth 
durable oil honed finish. 


SUNSET SURF KING 


Built to take abuses of salt water fishing 
Tight coreless braid of high tenacity nylon 
combined with waterproof lubricant finish. 
Sunset wet test guarantees full labeled 
strength—over 15% extra. 


SUNSET SPINNER 


Specially made for casting light lures used 
in spinning and light bait casting. Smooth 
braided of fine monofilament strands, it will 
not absorb water. Due to its extreme slickness 
it will give maximum distance in casting 


SUNSET FLEXON 


The new miracle monofilament that handles 
like magic. Special German softening process 
makes it unbelievably soft and pliable, ex- 
tremely small in diameter, with high knot test 
factor. Ideal for spinning; excellent for bait 
and strip casting 






FREE ADVERTISING AND POINT OF 
SALE AIDS TO DEALERS 






SUNSET LINE & TWINE CO. 


85 JEFFERSON STREET PETALUMA, 












*Because They're 
Scientifically Engineered! 


Yes, Big Stinky family of Outdoor Fly 
Traps are scientifically designed and 
time-proven for effectiveness. Only Big 
Stinky Outdoor Fly Traps give your cus- 


tomers all these features! 


Baffled top forces draft down through 
jar for positive scent scavenging. 


Blackout feature in top — to pre- "a" 


vent escape. 
Chemistry of Control Fluid pro- 
vides ideal atmosphere in jar for 
luring, trapping, killing flies at 
maximum efficiency. 

Specially made gallon and \4 
gallon jars — guaranteeing most 
effective luring and trapping — 
by using large quantities of flies 
to catch flies. 


BIG STINKY 


Outdoor FLY TRAPS EY 
Really SELL! 











j* 


yy 


ify tra? 






BIG STINKY FLY TRAP 





with gal. jar and 8 oz. bottle 
Control Fluid. Retail price $4.95 


Same as above with 


Y, gal. | 
jor, retail price - - - - $4.49 





*Because The 


In addition to the famous a 
tomers also have a choice 


LITTLE STINKY 


y Offer a Com 
Big Stinky Traps, 


w 


plete Line! 
your cus- 


smaller 1roP GB ag 





Slightly smatier 
(- -’ jor) with 11/2 02+ vs 
or) with CR “yes (less lor . Re- . 
Trop = : Seunee. Tae Control Powder, ro 
3 oz. Contro sie i) price - - ' | 
P $2.95 tail Pp 
Retail price - $2.79 b=) 





*Because They're Pre-Sold by National 
Advertising in 27 Publications 
Your customers know the Big Stinky name from seeing 
it advertised in such magazines as: 


Saturday Evening Post 
American 

Popular Science 
Holland's 

Better Homes & Gardens 
Parade 

Field & Stream 


Time 

Good Housekeeping 
Sunset 

Outdoor Life 
Popular Mechanics 
Country Gentleman 


-Farm Journal 


*Because They're Sold in Your Store 
with Powerful Point-of-Sale Merchandising 


Your customers are reminded 
your store by: 


Window Streamers 
Display Cartons 





Order BIG STINKY 


OUTDOOR FLY TRAPS NOW! 


ALES « ° 


by: DIOPTRON CO. 


mfd 


Counter Displays 
Folders 


of Big Stinky right in 








ROFITS 


Wis 


Milwaukee 





| Tex., 
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Austin Co. to Handle 
Parker Sweeper Line 


James G. Austin, of the 
Austin Co., Albuquerque, 
N. M., has been appointed 





JAMES G. AUSTIN 


to represent the Parker 
Sweeper Co., Springfield, 
Ohio. 


Mr. Austin will cover the 
states of Utah, Colorado and 
New Mexico for the Parker 
firm. 

The Austin Co. maintains 
headquarters at 210 Cagua 
Drive, N. E., in Albu- 
querque. 


McDonald & Shaw To 


| Handle Yoder Products 


McDonald & Shaw, Dallas, 
have been named hy 
the Yoder Mfg. Co., Little 
Rock, Ark., to represent it in 
Texas, Oklahoma and Louis- 
iana. McDonald & Shaw will 
handle the entire line of 
Yoder products, including 
Hollywood sirens, tooters, bi- 
cycle horns, and automotive 
horns. 


Gordon Leitz Forms 
Minneapolis Company 
Gordon Leitz has entered 
business as a manufactur- 
ers’ agent with headquarters 
at 2905 Dean Blvd., Minne- 


apolis, Minn., under _ the 
name The Leitz Co. After 
July 1 the company office 


will be at 1117 Bryant Ave. 
N., Minneapolis. 

Mr. Leitz will cover 
nesota, Iowa, North 


Min- 
and 
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South Dakota and Wiscon- 
sin, and he wants to handle 
hardware, tools, cutlery and 
sporting goods lines calling 
on wholesalers. 

For many years Mr. Leitz 
was president of the former 
Leitz Hardware & Paint Co., 
Minneapolis, wholesaler. 





Utica Names Murray Co. 
And Distributing Firm 


Utica Drop Forge & Tool 
Corp., Utica, N. Y., has ap- 
pointed the D. James Murray 
Co., Seattle, Wash., as repre- 
sentative for its lines of tools 
in the states of Washington 
and Oregon, in co-operation 
with the Gardner Distribut- 
ing Co., Seattle, Wash., who 
from now on will stock the 
complete line of Utica pliers, 
adjustable wrenches and 
screwdrivers for shipment to 
customers in these two states. 

By these appointments, 
warehouse stock is_ being 
made available to Utica dis- 


tributors in the Pacific 
Northwest to assure better 
delivery. 


All shipments from Gard- 
ner Distributing warehouse 
will be F.O.B. Seattle. Dis- 
counts will be the same as on 
shipments made direct from 
the factory. 


Leabhard for Blisscraft 


Harry Leabhard, Chicago, 
Iil., has been appointed to 
represent Blisscraft of Holly- 
wood, Hollywood, Calif., it 
was announced by C. 0. 
Bliss, president of the com- 
pany. 

Mr. Leabhard will travel 
Illinois, northwestern Indi- 
ana, eastern Wisconsin, up- 
per Michigan and Minnesota. 


He will maintain headquar- 
ters at 2807 W. Lunt Ave, 
Chicago. 


Mastic Names Feinstein 


Sam Feinstein, Columbus, 
Chio, has been named to rep- 
resent Mastic Tile Corp. of 
America, Newburgh, N. Y. 
in the Ohio sales district, it 
was announced by Carl Res 
nikoff, Mastic’s vice-president 
in charge of sales. 
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PARAGON SPRAYERS 











single wheel truck 
if specified 


Rubber tires 
optional 























Paragon Sprayer No. 3 is the dependable sprayer for 
nurserymen. Just the right size . . . 12-gallon capacity. 
The truck (single wheel or two-wheel) is easy to push. It 
stands steady on uneven ground. I6-inch wheels make 
wheeling easy. 

The pump is not submerged, insuring longer life. Strainer 
reaches to the very bottom of the container and is cleaned 
by every stroke of the pump handle. Agitator prevents 
solution from settling in container. Will not clog. 


Write for catalog and price list. 


THE CAMPBELL-HAUSFELD CO. 
46 State St. Harrison, Ohio 
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New Safety 
Handlebar 


New POWER-FLO 
Fluid Drive 


New Protective 
Contour Hood 


New Low Center 
of Gravity 


Sensational POWER-FLO auto- 
matic fluid drive assures avuto- 
matic sales for the new Bready - 


garden tractor! Only BREADY 
provides full-power start, infi- 
nitely variable speeds forward horsepower. 

and reverse, smooth easy opera- For complete information on the 
tion, full use of engine horse- sensational new 

Power, maximum drawbar pull, BREADY ... the 

and reduced maintenance. tractor that sells it- 

POWER-FLO eliminates belts and self . . . write to- 

pulleys, geor — shifting, jerky day for literature. 


starts, wheel slippage ond lost 


TRACTOR & IMPLEMENT CO. 





8005 AURORA ROAD @ SOLON, OHIO 1212-BT 
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’ That onewill 
stay with him’ 
...thats a 












Good workmen know handles. That's 
why they trade at the store which 
sells the greater natural toughness of 
genuine Hill Hickory Handles. 


If you do not already stock America’s 
finest handles, better find out why 
leading hardware dealers all over the 
nation use them to attract and hold 
more business. 


Better write today for the name 
of your nearest Hill Hickory 
Distributor. 


o TOOL HA N D L E 5 


HOLTHOUSE & HARTUP, INC. 


WAYNESBORO, TENNESSEE 
235 
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Self-service, simplified selling and open displays require com- 
plete, accurate price-marking. Clearly price-marked merchan- 
dise sells faster because customers see correct prices. 

Neat, businesslike Monarch Price-Marking — always correct, 
clearly legible, tamperproof —makes customer shopping easy. 
A quick silent salesman, it gives customers complete sales in- 
formation at a glance. No chance for misunderstandings about 
price, no delay or doubt. 

Every unticketed item in your store is an invitation to con- 
fusion, dishonesty and loss. Untidy pen-or-pencil price-marking 
is almost as risky. 

You can use inexpensive help to produce accurate, legible 
price-marking for every kind of merchandise quickly with a 
Monarch Price-Marking Machine. Use the coupon for informa; 
tion and free samples of Monarch Tickets, Tags and Labels. 
TEAR OUT AND ATTACH TO YOUR LETTERHEAD. 


New Monarch Junior ‘'60"" 
Price-Marking Machine 


The MONARCH 


MARKING SYSTEM COMPANY 


216 South Torrence Street, Dayton 3, Ohio 


Without obligation show us how a Monarch Price-Marking 
System will. increase self service sales; include literature, also 
sample Tickets, Tags, and Labels. 


STORE NAME 





ADDRESS 
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MANUFACTURERS’ AGENTS 





Rogers to Represent 
Hindley Mfg. Co. 
Ben Rogers, Moorestown, 


N. J., has been named repre- 
sentative for the Hindley 


| Mfg. Co., Valley Falls, R. I. 














BEN ROGERS 


Mr. Rogers, assisted by 
Fred Brown, will cover the 
territory of eastern Pennsyl- 
vania, southern New Jersey, 
Maryland, Delaware and the 
District of Columbia. 





Varner & Associates 
New Texas Company 


Herbert A. Varner is now 
conducting his own business 
as Herbert A. Varner & As- 
sociates, 8305 Western Drive, 
Houston, Tex. The firm 
covers the states of Texas, 
Oklahoma, Arkansas and 
Louisiana. 

Varner & Associates rep- 
resents Utica Cutlery Co., 
Utica, N. Y.; American 
Leather Specialties Corp., 
New York, N. Y.; John Ahl- 
bin & Sons, Inc., Bridgeport, 
Conn.; and Liberty Indus- 


| tries, Inc., Brooklyn, N. Y. 





American Steel Wool 
Increases Wenger Area 


Winfield J. Wenger, Had- 
don Heights, N. J., has been 
appointed to represent the 
American Steel Wool Mfg. 
Co., Inc., Long Island City, 
N. Y. Mr. Wenger succeeds 
Edwin H. Shaw, who died 
recently. 
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Mr. Wenger will cover the 
Baltimore and Washington 
area, in addition to the Phil- 
adelphia - Wilmington terri- 
tory which he has been coy- 


ering for American Steel 
Wool for the past several 
years. 


Martin Rubber Names 
Two Firms in West 


Hanes & Co., Seattle 
Wash., has been named by 
the Martin Rubber Co., Inc., 
Long Branch, N. J., to han- 
die its lines of sporting goods 
and toys. The Hanes com- 
pany will cover the Pacific 
Northwest territory for the 
Martin firm. 

Curley - Bates Co., San 
Francisco, Calif., has been 
appointed by Martin Rubber 
to cover northern California, 
Wyoming, Colorado and Utah 
for the same lines. 





Hiram A. Myers Opens 
Office in Des Moines 


Hiram A. Myers has 
opened an office as a manu- 
facturers’ agent in Des 
Moines, Iowa. His territory 
includes Iowa, Missouri, 
Kansas and Nebraska. Mr. 
Myers joined the Thermold 
Co. in 1935 and was pro 
moted to district manager in 
1940. In 1947 he was ad- 
vanced to western sales man- 
ager, the position he held 
until recently when he re 
signed to start his own busi- 
ness. At present he is hat- 
dling the Arvey Light line. 
Mr. Myers has been a mem- 
ber of the Central States 
Hardware Club since its it- 
ception. 





Ailes to Handle Natco 
In Southern States 


Robert L. Ailes, Mact- 
clenny, Fla., has been nam 
to represent the Natco Prod- 
ucts Corp., Providence, R. 
He will cover the states of 
Florida, Georgia, North 
Carolina and South Carolina 
for Natco. 
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the remarkable British 
metallurgical invention 
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boty work 
including gas and oil covers weld 
aluminum tank leaks seams 
yA fills casting 
pores 
radiator and leaky pots, including 
blocks garbage cans | tool repairs aluminum 
= 
SWS 
use like re-builds great for mends sets screws 
solder rusted metal boat work porcelain in plaster 

















to install HELLER 
STORE FIXTURES 


lowest priced, highest quality, sectional and 
Wri € 


nterchangeable store fixtures available. 


today for huge catalog No. | 53MA 








W. C. HELLER & COMPANY 


Montpe lie 
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REAL METAL-IN-A-TUBE ¢ ALL PURPOSE METAL-MENDER 


1001 REPAIRS IN SHOP AND HOME 


@ handles just like putty right out of handy tube 


@ can be hammered, filed, tapped, feather-edged, etc. 


@ withstands up to 150 Ibs. pressure per sq. inch 


@ no heat or mixing needed 


@ oil, alcohol and water-proof 


@ withstands direct flame 


@ won't rust 


e don’t confuse Loy with ordinary adhesives or “repair” 
compounds; Loy is real metal! Retail $1. (Canada $1.25) 


FANWOOD 33, 
write to: TREGLOWN CO., INC. new jersey 


In Canada: 


Makes the clearest 


Treglown, Ltd., 1366 Greene Avenue, Montreal 6 





marks on metal 
you ever saw! 







PO Lisdell 
CHINA MARKERS 


Pricé-mark brilliantly, legibly, any 
metal, china, glass or plastic article. 
Markings stay clear and bold, yet are 
easily removed. Ask for 168-T Blue; 
169-T Red; 173-T Thick Black or 10 


other vivid colors. At your dealer, or 
write for sample naming this magazine. 























representative for the show- 
room sales staff of its home 
office at 295 Fifth Ave., in 
New York City. 


Nicholson File Names 
Horton Southern Head 
Frank H. Horton, who has 


represented Nicholson File 
Co., Providence, R. I., in the 





Van Gerpen Appointed 
By Chicago Specialty 

Rolland P. Van Gerpen 
has been named West Coast 
sales representative for the 
Chicago Specialty Mfg. Co., 
Chicago, III. 

Mr. Van Gerpen will main- 
tain offices at 476 N. Oxford 
Ave., Los Angeles, Calif. 





Sloan Named Manager of 
Westinghouse Lamp Div. 


F. M. Sloan has been named 
manager of the Westinghouse 
Electric Corp.’s Lamp Div., 
with headquarters in Bloom- 
field, N. J. 

Mr. Sloan, formerly opera- 
tions manager of the com- 
pany’s Television-Radio Div., 
succeeds Ralph Stuart, who 
had been in charge of the 
Lamp Div. since 1943. 





FRANK H. HORTON 


southern states since 1929, 
has been named manager of 
southern sales. 

In making the announce- 
ment, Edmond A. Neal, do- 
mestic sales manager, said 
that Mr. Horton’s new duties 
will bring under his super- 
vision, in addition to his 
present territory, Louisiana, 
Alabama, Mississippi and all 
of Tennessee. 

Mr. Horton will be assisted 
by Wesley Vaughn and Wern- 
er Lemmer, who will be work- 
ing under his immediate di- 
rection, calling on distributors 
but concentrating on indus- _ 





Livingston, Fjellman 
Named by Embree Mfg. 
Ralph E. Livingston has 
been appointed to handle 
sales in the New England 
area, and Robert C. Fijell- 


—News of the Trade— 


man to handle sales in Min- 
nesota and North and South 
Dakota for the Embree Mfg. 
Co., Elizabeth, N. Y. 

Both men will direct all 
sales activities on Wipe-on 
plastic-base coating, Liff 
floor restorer, L.F.T. the 
linoleum floor treatment, and 
all other Embree products. 





Federal Enameling Adds 
Rech as Representative 


J. E. Rech has been ap- 
pointed a sales representa- 
tive by Federal Enameling & 
Stamping Co., Pittsburgh, 
Pa. 

Mr. Rech will represent 
Federal in southern Ohio, 
West Virginia and Ken- 
tucky. His headquarters will 
be in Pittsburgh. 

Before joining Federal, 
Mr. Rech was _ associated 
with National Enameling & 
Stamping Co. 





Hamilton Beach Co. 
Names W. A. Huckins 


Wray A. Huckins has been 
named regional representa- 
tive by Hamilton Beach Co., 
Div. Scovill Mfg. Co., Racine, 
Wis. 

Mr. Huckins will cover 
southern Texas with head- 
quarters in Houston. 






Freeman to Head Sales 
Of Choremaster Div. 
Louis L. Weber, president 


of Weber Engineered Prod- 
ucts, Inc., Cincinnati, Ohio 
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JAMES E. FREEMAN 







announced the appointment 
of James E. Freeman as sales 
manager for its Choremaster 
Div. and Farm & Garden 
Sales, Inc., sales subsidiary 
for Choremaster products. 

Mr. Freeman was formerly 
district sales manager of 
Curtiss Co. and previously 
was associated with a large 
management consulting firm 
in Chicago. 

Mr. Freeman has enlarged 
the sales staff and territorial 
coverage for Choremaster 
products. 











PLASTICMAI 


















trial missionary work. He 
will assign permanent terri- 
tories within the area to each 
of these men in the imme- 
diate future. 

Mr. Horton will continue 
to make his headquarters in 
Atlanta, Ga. 






Caltrider Appointed 
By House of Masury 


Charles Caltrider has been 
given the assignment of man- 
aging the Mid-Atlantic Div. 
of John W. Masury & Sons, 
Inc., Baltimore, Md. 

Mr. Caltrider has a life- 
time background in the paint 
business and has operated his 
own store. He has also been 
a successful sales manager 
for one of the country’s 
largest paint manufacturers. 








Edgar Faber Named 


Edgar Faber has been ap- 
pointed by the National Sil- 
ver Co., New York, as sales 
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Georgia and Florida Dealers Elect 









Two retiring presidents and the new officers of the Georgia and Florida Retail Hard- 
ware Associations are shown above, left to right: Hugh L. King, King-Hicks Hardware 
Co., Covington, Ga., retiring president of the Georgia Retail Hardware Association: 
H. George Teaford, Americus Hardware Co., Americus, Ga., new vice-president, 
Georgia association; Olin Williams, Crandall Hardware Co., 
president, Georgia association; A. C. Stine, Hill Hardware Co., Sanford, Fla., new 
president of Florida Retail Hardware Association; M. A. Carter, Carter Hardware Co. 
West Palm Beach, Fla., retiring president of the Florida association, and W. W. Howell, 
Waycross, Ga., secretary of both associations which recently held a joint convention 


at Jacksonville, Fla. 
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..- America’s finest 
quality line of housewares! 


the Dripcut line is growing in sales, demand and importance 

in store after store throughout the country. Now with 

the many new additions to this famous line of dripless 

servers, you'll find this a more profitable line than ever before. 
DECORATED DRIPCUTS . _ gay and colorful three-color 
decorations on sparkling glass containers bring a new note 

of smartness — creates added eye-appeal. They are 

wonderful gift items, either decorated or plain. 


MIRACLE 
GRATER & SHREDDER 


PLASTICMAID MIXING BOWL PLASTIC TOP SALT & PEPPERS 





Nothuwg Selle Fast ... 
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MAT SETS 
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GRIPPY 
UTILITY HOLDER 








CHOPETTE 


WRITE FOR ILLUSTRATED CATALOG SHEETS 
ON THE COMPLETE LINE OF DRIPCUT PRODUCTS 


947 east 62nd street 
los angeles 1, california 











DUTCH TOTS, refreshing new Nether- 
lands design with colorful appeal for 
young and old. 


WILD DUCKS in flight over the 
marshes! Full color on smart new 
wood-grain background! 


STAR 


“+t ASSORTMENT 








ULIES, the romantic beauty of this 
Sergeous flower. Exciting, colorful 
Sccent for any room! 
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ROSE and RIBBON, chosen by populer 
demand! Favorite of thousonds of home- 
makers for colorful beavty and chorm. 


Don't miss out on a big seller! 
Jot down the: gorgeous new de ar 
book Beautiful PRO-TEX teel-top | 
ot affected by heat, n tu 
nm PLIOFILM 3 mats to a 


u 101 u hom 


Nationally Advertised in 
G iH t pir . Hou 


H Beautify 
ng H 


<c> Ballonott 


METAL PRODUCTS CO. 


2536 EUCLID AVE. CLEVELAND 15, OHIO 
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OBITUARIES 





Otto Asmus 


Otto Asmus, 66, president 
of Asmus Bros, Hardware. 
Wyandotte, Mich., passed 
away on April 23 after a 
3 year illness. 

Mr. Asmus was one of the 
original founders of the 
former partnership of Jager- 
Asmus Hardware, which was 
incorporated in 1919. In 
1929, following the death of 
Mr. Jager, the firm became 
Asmus Bros. Hardware, 
which is a quarter century 
member of the Michigan Re- 
tail Hardware Association. 

Survivors include his 
widow, four daughters, three 
brothers, and two sisters. 





Charles A. Lynch 


Charles A. Lynch, 61, presi- 
dent of the Joseph Woodwell 
Co., Pittsburgh, Pa., whole- 
saler, died April 20 of a heart 
attack. He collapsed in his 
office suddenly and died while 
being taken to a doctor. 


Mr. Lynch joined the Wood- 
well company 20 years ago. 
He was a director of the 
Pittsburgh Chamber of Com- 
merce for 18 years and dur- 
ing World War II he was 
the industry member of the 
Labor Relations Board. 

Surviving are his widow 
a daughter and a grandson. 





Walter Ware 


Walter Ware, 73, for the 
past 44 years president of 
Ware Bros., and Chicago 
Roller Skate Co., Chicago, 
Ill., died April 7, after a long 
illness, 

Mr. Ware’s development of 
the 45° action rink roller 
skate in 1907 was _ instru- 
mental in making roller skat- 
ing one of the nation’s great- 
est participation sports. With 
his mechanical and produc- 
tion knowledge, he helped in 
developing standards that 
are still used in the screw 


News of the Trade 





machine and industrial fuse 
industries. 

Mr. Ware was always an 
ardent sportsman. Although 
handicapped by the loss of 
one arm in childhood, he did 





WALTER WARE 


not allow this to interfere 
with his great outdoor in- 
terests — duck-hunting, fish- 
ing and sailing. 





Oscar C. Schmitt 


Oscar C. Schmitt, 59, presi- 
dent and director of the 
Emerson Electric Mfg. Co., 
St. Louis, Mo., died of a heart 
attack April 21. 

In 1910, Mr. Schmitt be- 
came an office worker for 
Emerson Electric, and had 


been associated with the com- 
pany continuously since that 
date, in numerous sales and 
executive capacities, except 
for a period in the Army in 
World War I. 

He was elected vice-presi- 
dent in 1936 and a director 
two years later. In 1940 he 
became executive vice-presi- 
dent, in which capacity he 
continued until he succeeded 
Stuart Symington as presi- 
dent of the company in July, 
1945. 


Hugh J. Beach 


Hugh Jay Beach, 60, presi- 
dent of the Flexible Steel 
Lacing Co., Chicago, IIl., died 
suddenly March 31, in his 
home in Glen Ellyn, IIl. 

In 1912 Mr. Beach started 
working for the Flexible 
Steel Lacing Co. and in 1930 
became president, which posi- 
tion he held till his death. 

Mr. Beach is survived by 
his widow, two daughters 
two sisters, and a _ brother, 
Milton B. Beach, who is vice 
president of Flexible Steel 
Lacing Co. 





Hall Wholesale Co. Buys 
Dallas, Tex., Building 


The Hall Wholesale Co., 
Dallas, Tex., wholesaler, has 
purchased the J. I. Case 
Building, it was announced 
by Tom Hall, president of 
the Hall company. 

Purchasing price is re- 
ported to have been approxi- 
mately $150,000. 

J. I. Case will continue to 
occupy the building until 
completion of its new build- 
ing now under construction. 
It is expected that construc- 
tion will be completed some- 
time next December and that 
the Case firm will move 
shortly thereafter. 

The Case Building, located 
at Austin and Ross, is of 
masonry construction and 
consists of three stories and 
basement, with a total of 
50,000 sq. ft. of floor space. 
In addition it has a 4,000 
sq. ft. dock which will be in- 
closed by Hall Wholesale 
when the firm takes pos- 
session. 

The Hall Wholesale Co. 
was founded in 1944 with a 
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capital of $7,000. On Jan. 1, 
1953, the firm had expanded 
to the point where it in- 
creased its capital from 
$225,000 to $300,000. 

The Hall firm at present is 
located at 611 Elm, where it 
occupies two buildings wath 
a total area of 37,000 sq. ft. 





O'Sullivan Elected 
President of MANA 


J. J. O'Sullivan, president 
of the Metal Parts & Equip- 
ment Co., Chicago, IIll., has 
been elected president of the 
Manufacturers’ Agents Na- 
tional Association during 
the group’s annual meeting 
held recently. 

Mr. O’Sullivan succeeds 
A. B. Smedley, who has 
been elected chairman of the 
executive committee. 

Other officers elected are: 
D. R. Bittan, New York 
City, eastern vice-president; 
J. R. Hedquist, Minneapolis, 
Minn., central vice-presi- 
dent; E. P. Gilsdorf, San 
Francisco, Calif., western 
vice-president; Fred R. 


Young, treasurer, and A. X. 
Schilling, secretary. 

Newly-elected directors in- 
clude: George Granse, chair- 
man; J. E. Bouchard, Wally 
B. Swank, H. H. Jarrett, 
A. D. Deardorff, J. M. Pat- 
ten, Duran M. Vickery, 
R. K. Hall and R. H. May. 

National headquarters of 
the association are in Al- 
hambra, Calif. 





Hardware Boosters To 
Hold Outing June 17 


The all-day stag Spring 
outing of the Hardware 
Boosters will be held—rain 
or shine—Wednesday, June 
17, at Gilgo Pavilion in 
Gilgo State Park on Long 
Island, N. Y. 

Ocean swimming and a 
variety of outdoor sports 
will be on the program, in- 
cluding a soft ball game. 
Beer and hot dogs will be 
served all members and 
guests between 1 and 4 
p. m., with a complete shore 
dinner at 5 p. m. 
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Tickets at $10 per person 
may be obtained from Wil- 
liam W. White, Gasstrom- 
White & Co., 520 Hunts 
Point Ave., New York 59, 
Ms a 





Newburgh Distributing 
Moves to New Plant 


The Newburgh Distribut- 
ing Co., Inc., Newburgh, 
N. Y., wholesaler, has moved 
to new quarters at 354-360 
Liberty St., in that city. 

Purchased on Jan. 3 from 
a garment company, the 
building has 25,000 sq. ft. of 
floor space. It has been eX 
tensively altered and now 
has a large glass enclosed 
front show room. 





Fitler Co. Opens Plant 


The Edwin H. Fitler (0, 
a wholly-owned — subsidiary 
of the Columbian Rope Co. 
Auburn, N. Y., recently 
opened a new million and a 
quarter dollar plant in Ne¥ 
Orleans, La. 
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HA Photo Angles 


A report in pictures of 
people and events 
in the hardware trade 


nots 
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Ray POWER 
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Mal Magers, left, assistant sales manager of RPM Mfg. Co., 
Lamar, Mo., and Al Wagman, merchandising manager of the 
J. A. Williams Co., Pittsburgh, Pa., wholesaler, shake hands 
as 24 new Lawn-Boy rotary power mowers are unloaded at a 
Pittsburgh airport to complete Operation Cooperation. Mowers, 
co-signed to the Williams Co., arrived in Pittsburgh by TWA 
just 12 hours after being trucked to Kansas City airport from 


the RPM plant. 


o 


Off for an all expense paid, 12-day tour of 
Europe as winners in the nation-wide West- 
inghouse TV sales contest, are Mr. and Mrs. 
Garland W. Cooper and their son. Mr. 
Cooper owns Smith’s Hardware in Terre 


Haute, Ind. 


Five new developments of interest to hardware whole- 

salers and dealers were emphasized at the first annual 

sales conference conducted recently by the Atkins 

Saw Div. of Borg-Warner Corp., Indianapolis, Ind. 

Members of the firm's hardware division who attended 
are shown above. 


Louis Wozar, left, general manager of the Dayton 

Pump & Mfg. Co., Dayton, Ohio, is shown discussing 

with Frank M. Tait, company president, the opening 

of the firm's new production line to be devoted exclu- 
sively to jet pumps. 


Adelphi Paint & Color Works, Inc., 
Ozone Park, N. Y., recently held a 
sales meeting of its representatives 
from various territories. Sales poli- 
cies and sales goals were discussed 
by those in attendance, shown here. 
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(Continued from page 14) 
the present boom “eventually may 
taper off into some sort of nor- 
malcy, but that normal level itself 
will be relatively high and the 
long-range future prospects much 
higher.” 


A general rise in the price of 
steel mill products is indicated by 
recent public announcements made 
by the larger producers that they 
are raising prices on “extras.” 

Several major companies have 
announced extras charges on dif- 
ferent products, but it has not 
been possible to average the in- 
creases which represent extra costs 
for special processing to individ- 
ual specifications. 

Snce a number of major steel 
producers have already raised ex- 
tras on several tonnage products, 
these extra increases are expected 
to become industry-wide. 

Eugene Grace, chairman of the 
board of Bethlehem Steel, stated 
on April 30, “We are in the process 
of adjusting extra charges which 
will be pretty general, covering 
most tonnage products with the 
notable exception of tinplate. 

“The reason for this action,” 
Mr. Grace continued, “is that extra 
charges have gotten way out of 
Ine during the long period of gov- 
ernment price contro] and no long- 
er reflect costs of production.” 

The price advances have been 
mostly on cold finished bars, hot 
rolled bars, reinforcing bars, hot 
and cold rolled sheets, terne plate 
and galvanized sheets. 

The base price of rails was 
raised $6 a ton and rail accessories 
were raised $3 a ton, by at least 
two companies. Other producers 
are expected to follow suit. 

Steel company spokesmen have 





242 


te 


call [i 
The Business Outlook—Markets and Price News 














ar ive 





More Trade—Less Aid 
The U. S. Chamber of Commerce 
has urged the government to halt 
the foreign aid program and insti- 
tute a more liberal foreign trade 
program. 


Steel Mills Increase Prices on ‘Extras’; 
Terne Plate, Galvanized Sheets Are Affected 


pointed out that the charges for 
extras are warranted by the fact 
that the mills have had to absorb 
the increased costs on these prod- 
ucts ever since the beginning of 
price stabilization. 

While the industry was allowed 
an increase in base prices of about 
4.7 pet, or about $5.20 a ton, last 
July 26, no provision was made at 
that time for the increased costs 
involved in producing to consumer 
specifications, 

The base price increase was 
awarded the steel industry follow- 
ing the record wage increase of 
25 cents per hour. 

Steel officials vociferously deny 
the rumor that they are amenable 
to a wage increase at this time as 
a condition to a further increase 
on mill products. 


No Reason for Wage Hike 


One spokesman stated that there 
is no good cause for granting an- 
other wage increase at this time 
in view of the fact that there has 
been a decline in the cost-of-living 
index. 

Also, the current pattern in 
wage negotiations in other indus- 
tries does not seem to warrant an 
increase for steel workers. 

However, it is almost inevitable 
that there will be an increase in 
the base price of steel in the event 
that the impending wage negotia- 
tions in the steel industry result 
in a wage increase. 


Consumers Don't Owe 
Too Much, Says C.I.T. Head 


The high total of outstanding 
credit is not at all excessive in the 
light of the present level of employ- 
ment and the production of durable- 
goods industries, Arthur O. Dietz, 
president of the C.L.T. Financial 
Corp., reported to his stockholders. 

Mr. Dietz stated that most econ- 
omists, many Treasury officials and 
the Federal Reserve Board are in 
agreement that the current volume 
is not out of line. 

“Mass financing is the funda- 
mental support of the American 
system of mass production and 
mass distribution,” Mr. Dietz de- 
clared. 

“If markets were restricted only 
to customers who could pay cash 
for goods the economies of mass 
production would largely disappear. 
Prices for automobiles, refrigera- 
tors, gas ranges and the like would 
be out of reach for American fam- 
ilies,” he said. 


Refrigerator Sales 
Slower This Year 


The Kelvinator division of Nash- 
Kelvinator Corp. reports “the in- 
dustry’s inventory of refrigerators 
is rising sharply because sales to 
dealers are not keeping pace with 
last year.” 

The company has laid off about 
400 workers at its Grand Rapids 
plant. 

The Kelvinator appraisal of the 
market is backed by Crosley divi- 
sion of Avco and the Norge division 
of Borg-Warner. 

An opposite stand is taken by 
Westinghouse Electric Corp., Gen- 
eral Electric Co., Phileo Corp. and 
Frigidaire division of General Mo- 
tors Corp. 


Sears’ Business 14% 
Ahead in Ist Quarter 

Sears, Roebuck & Co.’s sales for 
the first 12 weeks of its 1953 fiscal 
year are expected to be 14.5 pet 
ahead of performance in the like 
1952 fiscal period and net income 
“will top last year’s results by about 
34 pct,” Gen. Robert E. Wood, 
chairman, reports. 

The company reports dollar value 
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“We have installed 16 National Sales 
Registers,” writes Mr. Taylor, ‘‘and 
find them completely to our satisfac- 
tion. They perform services that save 
time, trouble and dollars, actually pay- 
ing for themselves the first year.” 


At the convention of the National 
Retail Hardware Dealers Association, 
Mr. Taylor was introduced as the 
president of the independent company 
with the largest volume of hardware 
business in America. This tribute is 
the result of sound management, wise 
merchandising, and efficient operation. 
With regard to his store operation he 
says: 


. ‘Our National Sales Registers place 
individual responsibility for handling 
money and records. In addition to this 





HARDWARE AGE, MAY 14, 1953 


The sporting goods department of Dobyns-Taylor Hardware Company, Kingsport, 
Tennessee, where National Sales Registers have cut auditing costs. 


i 


valuable feature, they furnish sales 
activity records which are used by 
management to determine promotions, 
adjustments in pay, efficiency of our 
sales training program and progress of 
new salespeople. This gives protection 
to management as well as confidence 
and incentive to employees. 


“Sales totals, by departments, not 
only help in buying and keeping inven- 
tory in good balance, but aid in de- 
termining the allocation of advertising 
space. 


“We find our National System is 
indispensable to good business man- 
agement. Year after year, it has given 
us excellent service while acting as a 
major factor in our increased business 
and profits.” 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


Open displays encourage customer 
inspection of merchandise. 


Mr. G. W. Taylor, President, Dobyns- 
Taylor Hardware Company, Inc. 
Kingsport, Tennessee. 


“Our 16 Chalional Sales Registers 
repaid their cost the first year... 


return big annual profit!” 














































Large and small hardware dealers all 
over the country have found that a 
National System is a money-saving, 
time-saving, essential part of their 
business operations. Similarly, you 
can cut costs, up profits in your 
hardware business. The National rep- 
resentative can show you, in your 
store, how a National System pays 
for itself while helping to earn bigger 
profits. He is in the telephone classi- 
fied directory. Call him today! 


Walional 


CASH REGISTERS + ADDING MACHINES 
ACCOUNTING MACHINES 








ASBESTOS PRODUCTS 
tailored to fit the 
hardware trade 


Many of your customers need Asbestos 
in one form or other. Many more will 
buy this famous fireproofing and in- 
sulating material when it is put on dis- 
play. It remained for Sal-Mo to take 
Asbestos out of the basement, to put it 
up in guick-sale, ready-to-take-home 
form that makes it convenient and 
profitable for a hardware store to handle. 

So here they are—Sal-Mo Asbestos 
Products packaged for the hardware 
trade. There’s a ready sale for all of 
them in your store. Order now—from 
your jobber. 


Sib-lle 
ASBESTOS 


PAPER 
12-ft. Household Roll 


18 rolls, each roll 12’ 






NOW:SclHhe 


| 





long, 18” wide, in an at- 
tractive display carton. 
No 
or wrapping required. 











ASBESTOS PAPER 


20-yard Roll. Package contains 20 yds. of fine 
quality Asbestos Paper, 18” wide. Used where 
complete covering of warm air pipes is desired 
or where large areas need fireproofing protec- 
tion. Put up in an eye-catching orange wrapper. | 





ASBESTOS 
PIPE JOINT TAPE 


Easily and qui li 


material 
assures a neat, clean- nee tome job—no rough 

edges. 12 rolls of 3” tape (1,008 ft) or 18 roll of | 
2” tape (1,512 ft.) Put up in an attractive carton. | 








ASBESTOS PANELS | 
16 Asbestos Panels, 1,” thick, accurately cut to 
24 x 36 inches. Panels slide out at one end of | 
the carton. No need to wrap for customers. 








Hamilton, Ohio 
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of earnings only at midyear and 
year end. Sales for February and 
March, the first two months of the 
fiscal year, were about 15.7 pct 
ahead of last year and amounted to 
$436 million. 

Gen. Woods says he doesn’t ex- 
pect any business recession later 
this year and predicts overall vol- 
ume of business for 1953 will prob- 
ably be better than last year. 


Ward Sales 17% Higher 
In First Three Months 


Edmund A. Krider, president of 
Montgomery Ward & Co., says the 
chain store firm would like to build 
more stores, but not now. Mr. 
Krider said Montgomery Ward is 
anxious to expand, but not during 
wartime in competition with the 
government for personnel and ma- 
‘terial, nor under the burden of tax- 
ation or with prices nearly five 
times their value. 

Sales in the first 1953 quarter 
totaled $15,011,811, or 17 pct more 
than volume chalked up in the same 
1952 quarter, Mr. Krider reports. 


Home-Heating Equipment 
Output Much Higher 


Shipments of gas-operated house- 
heating equipment in March rose 
44 pct over the like 1952 period, re- 
ports the Gas Appliance Manufac- 
turers Association. Total shipments 
for the month came to 36,900, 
bringing the total for the year to 
that date to 102,500 units—an over- 
all increase of 38.3 pct over the 
74,100 shipped during the first 1952 
quarter, the association says. 


Cites Tax Benefits In 
Profit-Sharing Plans 

Meyer M. Goldstein, executive 
director of Pension Planning Co., 
claims comparatively few companies 
having pension, profit sharing and 
bonus trusts are utilizing all the 
potentialities for tax benefits which 
the law provides. 

Some companies, he says, are fail- 
ing to defer with capital gains pos- 
sibilities, excess contributions from 
bonus and incentive plans or are 
not claiming the maximum tax ad- 
vantage in their high profit, high 
tax years. 





Changes Proposed 
For Hack Saw Blades 


A suggested revision of Simpli- 
fied Practice Recommendation R90- 
49, Hack Saw Blades, as proposed 
by the Hack Saw Manufacturers 
Association of America, Inc., hag 
been distributed for comment to 
producers, distributors, and other 
interested parties. 

The proposed revision would 
eliminate 15 sizes, add five, and the 
thickness of four blades would be 
changed. 


Farm Income Down 2% 
In First Quarter 

The Agriculture Dept. reports 
farm income for the first quarter 
of 1952 at $6,600,000,000, a drop of 
2 pct below the same 1952 period. 
Cash receipts were up 4 pct in Jan- 
uary, but down 7 pct in February 
and 4 pct in March, compared to 
performance in the previous year. 

Receipts from livestock and live- 
stock products in the first quarter 
declined 9 pct, which the depart- 
ment attributes chiefly to a 17 pet 
drop in receipts from meat animals. 
Crop receipts rose 11 pct. Increased 
marketings of soybeans, wheat, corn 
and tobacco accounted for most of 
the gain. 


Civilian Industries Get 
70% of Aluminum Output 

Widespread diversification among 
the aluminum consuming industries 
is the most notable feature in the 
rapidly mounting production of the 
white metal, according to R. §. 
Reynolds, Jr., president of Reyn- 
olds Metal Co. 

Primary aluminum production is 
setting new records as a result of 
the rapidity with which producers 
have expanded their capacity since 
Korea. During the first quarter of 
this year production was 27 pet 
greater than last year and also in 
excess of the record quarter during 
World War II. 

Only about 25 to 30 pct of total 
production is now going to the mili- 
tary while the other 70 pct is going 
to civilian industry, including the 
construction, automotive, electrical, 
appliance and packaging industries. 
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SOURCE FOR ALL 


SCREEN REQUIREMENTS 


Buy the complete range of best-selling 
screen goods from one well-known 
manufacturer, The F. E. Schumacher 
Co. Schumacher supplies everything 
you need for successful screen goods 
selling ... both wooden and metal rail 
types ... and builds into them more 
than 60 years of manufacturing 


HERE'S ONE DEPENDABLE 


experience and quality. 








the 


PRODUCT sr sesh 







“REDDY-LOC" 


18x14 mesh wire cloth in natural finish wood 
frame. Corners glued under pressure and 
nailed. Wire cloth machine stitched into frame. 
Exclusive “‘Reddy-Loc” safety feature. Self- 
storing, self-displaying packaging. 


“METAL-RAIL” 


Strongly built with heavy gauge lithograph 
coated rails and kiln dried toxic treated wood 
rails. 18x14 mesh wire cloth, machine clamped 
into metal rail. Self-storing, self-displaying 
packaging. 





@ These fine window screens, plus Schu- 
macher’s fine screen doors, can put you in the 
best position for steady screen goods sales. Get 
in that position now! 





Get Set for Quick Profits! 


Every Home-Owner Needs An 


IMPERIAL LAWN-EDGE TRIMMER! 


You'll find plenty of de- 
mand for this nationally 
famous Lawn-Edge Trim- 
mer which makes quick, 
easy work of trimming 
over-hanging grass along 
sidewalks. Stock up now 
and be ready to meet 
the big demand for this 
sure-fire seller. Place or- 
ders with your jobber 
today—or write to— 





© Tempered steel blade 


has extra keen cutting 
edge. 

Sturdy, durable handle 
has convenient D-Grip. 
Specify Imperial on all 
your garden tool and 
harness hardware or- 
ders. Imperial’s quality 
line costs no more — 
yet serves you and your 
customers better! 


IMPERIAL BIT & SNAP CO. © RACINE, WIS. 


RE ER IA SB UR 
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F. E. SCHUMACHER CO., Hartville, Ohio 
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A CURE FOR 
SICK SEPTIC TANKS 
CESSPOOLS and 


en! 


LIQUEFIES SOLIDS—ELIMINATES ODORS—GUARANTEED 
CASH IN ON THIS FAST GROWING DEMAND 


The word is getting around! Owners of septic tanks, cesspools and outdoor 
toilets are obtaining unbelievable results with ENZYMATIC—the enzyme- 
active biological compound which eliminates sewage odors . . . liquefies 
organic waste solids ...reduces sources of contamination and disease. 
Harmless to plumbing or person, easy to use. Not a caustic, acid or chemical. 
Used in hundreds of municipal, military, industrial sewage disposal plants— 
now available for home use. Nationally advertised. Sold by Nonco, Crane Co. 
ond other leading wholesalers. Year's treatment for average size septic tank 
requires four canisters. You sell for $1.50 per canister, cost to you $11.92 
per. dozen. ORDER NOW. 


N. ©. NELSON COMPANY DEPT.G5 


4306 Duncan Ave., P.O. Box 3265, St. Louis 10, Missouri 
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oalth-o- Motor Bath Scales 


lead the “weigh” 


© IN EASIER SALES 
© FASTER TURNOVER 
© BIGGER PROFITS 


































ODEL 161 
agnifying Lens 


COMPLETE LINE! 


wide variety of models 
and styling — 


NATIONALLY ADVERTISED! 


in Good Housekeeping and 
Ladies’ Home Journal — 





There’s a Health-o-Meter Bath 
Scale to suit every budget ... every 
gift requirement ... every 
decorating and color scheme. 
All popular colors— baked 
enamel finishes. 


Powerful, continuous, year ’round 
national advertising pre-sells your 
customers on preferring... 
demanding . . . Health-o-Meter 
Bath Scales. 

















THE ORIGINAL BATH SCALE! 


America’s weight-watcher 

since 1919 — 
Health-o-Meter—the first known 
bath scale is the best known 

bath scale. Precision-built to give 
lasting accuracy, dependability, 
performance. 








CONTINENTAL SCALE CORPORATION © 5701 S. Claremont Avenue * Chicago 36, Illinois | 
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Big Increase in Output 
Of Laundry Appliances 

Factory sales of standard-size 
household washers in the first quar- 
ter of 1953 were 32.2 pct greater 
than in the corresponding period of 
1952, totalling 949,902 units, com- 
pared to 718,283, the American 
Home Laundry Manufacturers’ As- 
sociation reports. 

Automatic tumbler dryers ag- 
gregated 168,989 units, an increase 
of 29.3 pct over 130,822 last year, 
and ironers were up 33.7 pct, 63,049 
compared to 47,179. 

Sales of washers in March were 
345,989 units, compared to 326,604 
in February, an increase of 5.9 pet. 
The March total compares to 248, 
431 units sold in March a year ago, 
or an increase of 39.3 pct. 

Automatic tumbler dryers sold in 
March aggregated 49,593 units, 
down 13.2 pet from 57,136 units in 
February, and were 20.5 pct greater 
than 41,161 in March, 1952. 

March ironer sales amounted to 
16,066 compared to 22,588 in Feb- 
ruary, down 28.9 pct, and were 15.5 
pet greater than 13,913 units in 
the comparison month of 1952. 


New England Businessmen 
Like Reciprocal Trade 


The New England Council and 
the New England Association of 
Commercial Executives reports as 
the result of a survey that New 
England businessmen favor exten- 
sion of the reciprocal trade agree- 
ments program, elimination of the 
excess profits tax, and postpone 
ment of a general reduction in 
taxes until the Federal budget is 
balanced. 

A heavy majority, 917 to 124, 
voted in the survey against exten- 
sion of the excess profits tax. 

The group also favored: 

1. Ending the Reconstruction 
Finance Corp. 

2. State ownership of tidelands. 

3. Repeal of the Fulbright 
amendment to the Walsh-Healey 
Act. 

4. Construction of the St. Law 
rence Seaway. 

The Fulbright ob- 
liges the Secretary of Labor to sé 
minimum wage scales on a regional 
basis for those working on defense 


amendment 


contracts. 
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crystal or opal gloss with noe 


...@ small investment with a big return! 


You pay less . . . make more when you 
sell Kimble Glass Bars. 

Tremendous production facilities at 
Kimble make it possible for us to sell at a 
low price to give you a big profit margin. 


bedrooms, kitchens, and nurseries for 
curtain ties, towels, dish cloths, and 
shoe bags. 

With their sleek crystal-clear glass 
and polished, gleaming metal fittings, 


2d to 326,604 Stock Kimble Glass Bars, display them Kimble Glass Bars are attractive in any 

se of 5.9 pet. : metal mnont 18"-tong. in your window and on your counter. room... stay clean ... never rust. 

ares to 248 B xi ble s You’ll see how quickly shoppers snap Order Kimble Glass Bars—the quality 

agothag 4 oe them up once you point out how helpful line with quantity demand—from your 

h a year ago, EE crystal gloss with Kimble Glass Bars can be in bathrooms, wholesaler, today, or write to us direct 
ot : tings for para o ulleth 

pet. B : 

wears adil use, 24° Hong. ’ 

ryers sold In KIMBLE GLASS BARS WON’T RUST... 


9,593 units, ‘ ite Bont-End On ore : 
. Pi, * crystal or opa wit! 

rl 36 units in p hicatais Withee 

5. pet greater 8" sat 24" lengths. ie 

1952. 


amounted to 
,088 in Feb- 
nd were 15.5 
13 units in 
of 1952. 


STAY NEW-LOOKING! 


KIMBLE GLASS COMPANY 


Toledo 1, Ohio 
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GILBERT 
PLASTIC BOXES 


For Every 
Purpose! 


KNICKERBOCKER 


SHAMP00 
and BATH 
SPRAYS | 


917 to 124, T tr er 
ainst exten- Plame. pay ‘i wi 2 The Nationally Advertised Line 
bs tax. pd Peel hig ee SIX FAST-SELLING MODELS 





ed: A 3 anton om Cash in on the greater demand for portable sprays which 
-onstruction < pivish is due to the increased popularity of home permanents. Feature 
high-quality Knickerbocker Sprays—they cost no more and | 
sell de ad than unknown, unadvertised brands. 

ighest quality rubber and metal parts. Faucet connection 
on; 3 | standard faucets. Kinking is prevented at both ends of 
tubing by means of decorative plated coil springs. Colors of 
beautiful Green and bright Red. 


oe ‘identified “Availabl 
sin 6 sizes with © 
choice of 24+com- ; 
~ partment design 
Write for samples - 
. and prices today! | | 


f tidelands. 

Fulbright 
alsh-Healey 
WRITE TODAY 


for catalog and 
further information 


an 


No. 196 Sunrise Bath 

Spray with multi-tip 

massage brush head 
Retail $1.50 each 


Order from your jobber today or write for catalog to 


Knickerbocker Rubber Company 


6101 S. MAY STREET CHICAGO 21, ILLINOIS 


1e St. Law- 
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AMERICA’S MOST SUCCESSFUL 


Rubber 








ya a 
Shock Absorbing! 


Hf 
xX Outlasts Steel! 


No question about it! The SILENT 
FLASH is America’s top performing 
roller skate! Jumbo rubber tires outlast 
steel ... absorb shock . .. and skate with 
magic ease and effortless speed. Noiseless 
skating—indoors on rainy days or on side- 
walks. It’s like putting wings on your feet! 





SPECIAL COMPOSITION 
RUBBER found only on 
CHICAGO’s SILENT FLASH 
outwears steel! Bigger wheels 
moke skating faster. Noise- 
less! Shock absorbing! 














The SILENT FLASH is made only by the 
great name in skates for over 40 years 


“CHICAGQC: 


Ci Skate Company 
4456 West Lake St., Chicago 24, Illinois 
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April Was Good Month in Nation's Business; 
Retail Trade Boosted by Heavy Auto Sales 


The Federal Reserve Board re- 
ports manufacturing and construc- 
tion continuing “at advanced” lev- 
els in April after moving upward 
in March. 

The Board’s index shows a two- 
point gain for industrial output in 
March, to 242 pct of the 1935-39 
average. This is one-tenth higher 
than a year before and one-fifth 
higher than in mid-1950. 

The agency notes that in April 
output apparently has been main- 
tained close to this advanced level. 
Rounding up other business condi- 
tions, it says retail sales remained 
in April well above a year ago, 
with auto sales up sharply. Aver- 
age wholesale and retail consumer 
prices remained virtually un- 
changed and demand for bank 


credit had remained remarkably 
strong. 

Strongly evident in the two-point 
gain on the industrial production 
index, the board says, were the 
metal and metal products indus- 
tries. 

Steel production in April hit a 
new record annual rate of 119,500,- 
000 tons, while non-ferrous metals 
were up about 20 pct from a year 
earlier. The latter 
board says, stemmed from sharp 
expansion in aluminum. 

“While production of most house- 
hold durable goods rose in March, 
television production was cut as 
business stocks began to accumulate 
and, in April, output has been cur- 
tailed considerably further,” the 
report notes. 





Consumers Have Increased Their Obligations 
Four Times Since End of World War Il 


The Dept. of Commerce reports 
Americans owe $82 billion on mort- 
gages, installment purchases and 
other short term debts. This is $10 
billion more than a year ago and 
nearly four times the $24 billion 
owed at the end of World War II. 

The Department’s April “Survey 
of Current Business” says volume 
of consumer debt “does not appear 
to be exceptionally high,” because 
incomes and savings are high. It 
adds, though, that any cutback in 
personal income would increase the 
burden of this debt and probably 
would affect overall consumer 
buying. 

The survey notes that if income 


and production continue at present 
high levels there probably will be a 
“substantial increase” in consumer 
debt in coming months. It contends 
the recent rapid growth of thi 
debt probably will not continue over 
any long period of time. 

Current volume of consumer 
mortgage and short-term credit is 
equal to about 35 pct of the $245 
billion consumers have been spend- 
ing a year—after paying their 
taxes. 

Consumer savings in cash, sav- 
ings banks and U. S. Defense Bonds 
total $210 billion, or almost three 
times as much as the $82 billion in 
outstanding debt. 





G.E. Raises Prices 
On Miniature Bulbs 


Genera] Electric has increased 
the prices of its miniature light 
bulbs, including automotive types. 

Bulbs affected in most cases reach 
the consumer as parts of larger 
pieces of equipment, such as auto- 
mobiles and flashlights. Examples 
of the increase: Sealed beam auto- 
mobile headlamps, from $1.40 to 
$1.60; prefocused flashlight bulbs, 
from 15 to 17 cents. 





Industry Building Up 
Working Capital 


Industry is bracing itself for 
the long haul by building up its 
working capital along with its 


vast expansion program. 

This is evidenced in the annual 
report by the Securities & Ex- 
change commission, which figures 
that industry began the year with 
$4 billion more in working capital 
than at the start of 1952. 

Total working capital of cor 
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This tried and proven Dripless Sink 
Strainer is now manufactured out of 
Polyethylene, new miracle plastic. Easy 
to clean. Hot water will not distort it. 
Our Polyethylene strainers are more 
rigid than average receptacles made 
out of this plastic. Its special design 
and construction make this possible. 


large capacity. 








ALL-POWER MFG. CO. * MONTEBELLO, CALIFORNIA 


STEP UP YOUR PROFITS 
WATERLESS J), HANDI-CLEANER 
Jart apply and wipe dry 


oo 


=A 


HANDI-CLEANER A 


Te Original 


Packaged in 14 oz., 3 Ib., 
5 Ib., and 5 gal. containers 
DISPENSER AVAILABLE 
FOR WALL OR BENCH 


1 i.e On re a 
ADVERTISED 


SOLD THRU JOBBERS 
ONLY ON A MONEY 
BACK GUARANTEE 





Dissolves dirt instantly ... 
Prevents soreness due to 
chapping . . . Fortified with 
Lanolin .. . Guards against 
skin infection . . . Contains 
no harsh grit or abrasives 
. . . Ideal for home work- 
shop, home, car and office 
. . . Sold on a money back 
guarantee. 


ADVERTISED IN: Popular Mechanics @ Popular Science @ Motor Service 
@ Super Service Station * 


Automotive Journal * 


Hardware Age 


Commercial Car Journal * 
Home Craftsmen + 


Southern 
Popular Homecraft © 
Southern Hardware 


Write or Wire for name of Representative in your area. 


MADE 


ONLY BY 


BANITE CO. 





BANITE BLDG., 
BUFFALO 4, N. Y. 
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"NO MORE DRIPPING” 
on way to garbage can! 












CAN:O-MAT 


THE MOST BEAUTIFUL CAN OPENER EVER MADE! 








No more “fishing” 


removable for easy 


cleaning. 


for lids! Magnet 
1 ss (% cutting wheel 








Other Can-O-Mats from 
$1.98 to $7.95 


cat YOUR 


DISTRIBUTOR 


fe) WRITE 


__— Rival Mfg 


ie) 





Attractive assortment of piccures 
lithographed on metal 


blanks 


permanently clenched into the face 
of the flue stoppers. Folding wire 
fasteners attached to slots raised 
from the metal of the blank. 








Blank Shipping Weight 
Diameter Fasteners Per Doz. Per Gross 
No.3 
Ivory |8-17/64" | 6” or 7° | 3 Ibs. 7 oz.) 43 Ibs, 
No. 8 
Ivory | 8-3/4" | 7° or 8” 5 Ibs. 62 Ibs. 

















Packing — 1 dozen per carton, 1 gross per case. 


MAGNET MODEL $5.98 
WITHOUT MAGNET $4.98 wu.s.a. 


Nationally Advertised . . . 
Powerfully Merchandised ! 
Nobody merchandises like Rival! 











Backed by the powerful selling 
support that has made Rival 
famous... 
the most profitable Housewares 
ever made! 


made Rival products 

















a —>> 
> Guaranteed by ~ 


COMMENDED 
Good Housekeeping PARENTS 
N20r 4s sovtenuce WES a ed 


| RIVAL MFG. CO., KANSAS CITY, MO. 


of Canada, Ltd Montreal 


Order from 
Your Wholesaler 
or Write Us 
for References 


J.L. CLARK MFG. CO. 


ROCKFORD, ILLINOIS 











NEW RUBBER COATED 
SLIDING GLASS RACK 


This new kitchen convenience increases 
cupboard space and keeps glassware 
neatly arranged. Rubber coated clamps 
hold eight 6 to 12 oz. glasses securely 
—without danger of scratching or chip- 
ping. Chrome plated channel mounts to 
underside of cabinet shelf. Available 
with red, yellow or white rubber-coated 
racks. Size 11%_"x7/_”. Retail $1.98 ea. 
— individually boxed. Model 404. 


SEE YOUR JOBBER, or write 
for literature and prices 





THE GRAY CO., MDSE. MART, RM. 1434A, CHICAGO, ILL. 


Setting New Sales Records! 





® 
OVEN CLEANER 





Now Advertised In— 
Good Housekeeping, Better Homes 
& Gardens, Ladies’ Home Journal, 
This Week, American Weekly . . . 

7 Leading Magazines plus 
94 Sunday Supplements 


Think of it! Here’s the biggest, most 
penetrating advertising campaign 
ever offered by any oven cleaner... 
carrying the Easy-OrF story into 
millions of homes 
week after week! Stock 
Easy-Orr ... the oven 
cleaner that sells! 









P waraniecd by > 
Good Housekeeping 
Xoo ~~ 


Aoviens 





_ ORDER Sy Topay! 


THE WOLCOTT CO., Hartford, Conn. 
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seuss FAST Pewee, 


women are looking for it! 














porations as of Jan. 1 was esti- 
mated by the SEC at $86.5 billion. 

A major reason for the increase 
was that there was very little 
change in overall inventory levels 
during 1952, these having been 
built up during 1951. 

During the year, corporations 
increased their cash holdings by 
$1.4 billion to a total of $31 bil- 
lion while reducing their holdings 
of government securities by $300 
million to about $21 billion. 

About 75 pet, or $3 billion, of 
the increased working capital was 
accounted for by manufacturing 
industries. 

It was estimated by the SEC 
that industry invested well over 
$22 billion in plant expansion and 
capital equipment during 1952. 


Advises Earmarking 
Jobless Tax Funds 


Unemployment tax funds should 
be used “exclusively” to compen- 
sate jobless persons, a_highly- 
placed Labor Dept. official con- 
tends. 

Labor Undersecretary Lloyd A. 
Mashburn wants Congress to re- 
vise its system of handling the 
funds. Under present law, money 
collected from the tax on payrolls 
has been placed in the genera! 
Treasury account, and been drawn 
on through Congressional Appro- 
priations. 

During the last complete fiscal 
year, collections were about $260 
million and appropriations about 
$197 million, leaving a balance of 
approximately $63 million. 

Mr. Mashburn proposes a change 
in the law to require that this bal- 
ance be labeled for distribution io 
states “in distress” because of 
a lack of adequate reserves of 
compensation funds. He recently 
told the House Ways and Means 
Committee: 

“Prudent business management 
clearly requires these excess 
funds to be set aside as promptly 
as practicable and earmarked in 
order to give reasonable assur- 
ance that the unemployment in- 
surance program will be ade- 
quately financed under all types 
of economic conditions. ... ” 

He is urging automatic deposit 





Have YOU Ordered 
Your : 


Yori Meet 


TOILET TANK TRAYS 





2 MODELS FIT 
j L 95% OF ALL TANKS 
.) 


A. No. 16 UNIVER. 
SAL — Fits tank with 
exposed center pipe. 
B. No. 17 MODERN 
—Fits tank that rests 


o on bowl. 
Exclusive Sales Feature! 


EAS 
“ADJUSTO-GRIP’’* 
Holds tray firmly in place. —_, 


No rocking or tilting. 


Are you ready to fill the greatest con- 
sumer demand in history for Veri-Neet 
Aluminum Toilet Tank Trays? 
yourself to the introductory ‘ y 
13” Profit Package. You GET 13 trays 
for the price of 12! You MAKE a 42% 
| profit! This offer is for a limited time 
only. Get your order in NOW. Cash in 
| on the powerful newspaper advertising 
reaching your customers and directing 
business to YOUR store. We're telling 
them why the Veri-Neet Aluminum 
Toilet Tank Tray — the best known 
and fastest selling — is the ONE guar- 
anteed solution ton the “moisture drip” 
problem. See your jobber NOW! 
*Trade Mark 


NORTHERN INDUSTRIES, | 


310 N. WATER ST. © MILWAUKEE 2, WIS 



























DAYTON 
WINDOW-UTILITY FAN 


16” Dual-Purpose Fan—2 Speeds 


Priced for a big, new market. Handles every 
room cooling need—a window fan at night and 
a circulator fan during day. Fits in 24” and 
larger windows. Utility fan head can be simply 
lifted from panel and used anywhere. Two 
speeds—choice of 1740 or 1320 CFM. Fan head 
pivots for any directional blow. 16” fan blade, 
2-speed 1500/1100 RPM Dayton fan motor, 
115V, 60/500. 17%” H. x 24%” W. panel 
extends to 31%” 9” deep. Hammerloid grey 
enamel finish. 9 ft. cord with 2-speed switeb. 
list price $46.00. Generous dealer discount. 
Dayton model No. 4F244. Order a sample. 





ie 


PAVACLY Dy 


INC. 
| $3 WAREHOUSES —COAST-TO-COAST 


GENERAL OFFICE: 740 W. ADAMS, CHICAGO 6 


WHOLESALE CATALOG 


Request on Letterhead 
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ef collections in the federal un- 
employment account. They would 
be used to pay for administration 
of national and state programs 
and could be drawn upon to bol- 
ster reserves in needy states. 


Manufacturers’ Sales 
Remained High in March 


March sales of manufacturers 
continued high in March but their 
inventories and new orders de- 
clined somewhat, the Dept. of 
Commerce reports. 

Sales were at about the same 
seasonally adjusted rate as in 
February. 

Continuance of record deliv- 
eries in the hard-goods group was 
due largely to a substantial rise in 
motor vehicle sales. 

Manufacturers’ inventories in 
March were $100 million lower 
than at the end of the previous 
month, after allowance for sea- 
sonal variations. 

New orders were moderately be- 
low the February rate, after sea- 
sonal adjustment. 


Wholesale Prices 
Showed Slight Rise 


Wholesale prices rose 0.3 pct in 
the week ended May 26. It was the 
second week showing a rise after 
four weeks of declining prices. 

Farm prices which led the rise 
in the index of average primary 
market prices to 110 pct of the 
1947-49 average. 





| WORKING DAZE | 

















“Relax—it’s a company car!” 


NATIONAL SAFETY COUNCIL 
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\\ SHIPPING E RECEIVING |_| 


ELECTRIC 
HOUSEWARES 


TWO GREAT 
S Fully 

Automatic 

Electric 


Percolators 


STANDARD 


eaitilu y 
sab —No Wonder They Sell So Fast! 


SMALL quantities of coffee can be made automat- 
ically ONLY in a small automatic percolator.. . 
like the 3 to 5-Cup EMPIRE “Thrift-O-Matic!” 
Just what the 40 million small families of America 
want! Prevents wasting expensive coffee. When 
larger capacity is needed, sell the popular 4 to 
8-Cup Model 1942 EMPIRE Automatic Percolator. 
To be ready for all occasions, sell customers both 
styles! 


@ Just plug it in — no regulating! 

@ Automatically stops perking! 

@ Keeps coffee serving hot for hours! 
@ Makes perfect coffee — everytime! 


WRITE TODAY for Catalog and Prices 


The METAL WARE Gozsoration 


Two RIVERS, WIS. Merchandise Mart 


Chicago 


200 Fifth Avenue 
New York 








BLOCK TEST PROVES 
AMAZING A/F* OF 


ISEAL 


COMPOUND 


CAULKING 


creeneeesessereeeeeiats 





*A/F—Adhesion and Flexibility 

This block is made from two pieces of 
hardwood with bevelled edges, fastened 
to a piece of plywood to form a joint| 
which is caulked with FLEXISEAL. 





a\ 


To demonstrate the terrific adhesion | 
and flexibility of FLEXISEAL CAULK- | 
ING COMPOUND under expansion and | 
contraction found in normal building 
construction, the block is flexed by| 
hand. For the illustration above, how- 
ever, the block was bent mechanically to| 
spread the joint a full 3/16”. Note that 
even under such extreme stress, FLEXI- 
SEAL CAULKING COMPOUND main- 
tains a tight seal and does not pull away, | 
crack or craze! 

FLEXISEAL CAULKING COM.-} 
POUND does not dry out or harden in| 
storage or on the job. It sets up quickly | 
and forms a tight, tough seal. Elasticity 
of its rubbery surface-skin lasts and lasts 
and lasts. 

A good caulking job depends on a} 
good caulking compound to protect | 
against moisture damage and heat loss. | 
Stock and recommend FLEXISEAL | 
CAULKING COMPOUND to maintain | 
customer confidence. Assure yourself of 
many repeat sales! | 








FLEXISEAL CAULKING 


Order 
COMPOUND from your jobber; 
or write the factory for full in- 
formation and prices on all FLEXI- 
SEAL Products. 


LANDEN PUTTY WORKS, inc. 





425 IRVING ST., MALDEN, MASS. 


252 











Momentum Expected to Continue Business 
At High Level Through Next Two Months 


The National Association of Pur- 
chasing Agents reports industrial 
business during April held on to 
previous gains, with a slight in- 
crease in new orders and pro- 
duction. 

The group says buying executives 
were “almost apathetic” to the Rus- 
sian change of pace on Korean 
truce. Except for a further tighten- 
ing of an already cautious buying 
policy, the general attitude was one 
of “wait and see.” Present momen- 
tum, the agents say, is expected to 
carry general business through the 
next two months at a high rate. 

The purchasing group finds that 
prices are developing what they 


term is a sideways movement—for 
although the trend of industrial 
prices is up, it’s at a creeping pace, 
Supply and demand forces press to- 
ward buyers’ markets with sellers 
of fabricated items making conces- 
sions in an effort to encourage long- 
term volume commitments. 

The association finds in a survey 
that industrial inventories, which 
tended- to level off in March, have 
dipped slightly in April. Stating 
this is a normal condition, the 
group says very few materials are 
hard to get and reports of defense 
order cancellations, cutbacks and 
stretch-outs have not had much 
effect on supplies. 





California High Court 
Rules for Fair Trade 


The California State Supreme 
Court became the first high state 
court to rule on the validity of the 
McGuire Act, when it unanimously 
upheld the state’s fair trade law 
and ruled that the Federal McGuire 
Act “nullifies the Schwegmann 
case.” 

The decision was made in the 
case of Cal-Dak Co. v. Sav-on 
Drugs. 

The McGuire Act was passed by 
Congress and signed by the Presi- 
dent in July, 1952, to overcome the 
U. S. Supreme Court’s Schweg- 
mann decision which held that the 
non-signer could not be bound 
where interstate commerce was in- 
volved because the Miller-Tydings 
Act did not specifically include a 
non-signer clause. The McGuire 
Act does contain a specific non- 
signer clause. 

The decision of the California 
Supreme Court reverses rulings of 
two lower courts. 


Westinghouse Begins 
Fair Trade Clean-up 


On the same day that it filed 
suit to prevent a Pittsburgh re- 
tail firm from selling any Westing- 
house appliances “at prices which 
are less than the minimum retail 
prices” Westinghouse’ Electric 
Corp. was awarded a temporary in- 
junction. 





In filing suit against the Pitts- 
burgh firm, in the Court of Com- 
mon Pleas of Allegheny County, 
Westinghouse charged violation of 
the Pennsylvania Fair Trade law 
on its electrical housewares. 

In commenting on the court ac- 
tion a company spokesman said the 
suit was brought to enforce con- 
tracts “after a recent warning to 
all Westinghouse dealers that fair 
trade prices would be enforced.” 

He promised that similar suits 
will be brought “whenever and 
wherever it may be necessary to 
take such action to maintain fair 
trade prices in the 43 states having 
fair trade laws.” 


Hardware Wholesalers 
Had Big Increase in March 


March sales of hardware whole- 
salers were 13 pct higher than 
they were last March, and were 18 
pet higher than in the previous 
month. 

For the first three months of the 
year the hardware _ wholesalers 
dollar volume was 1 pct higher than 
in the comparable period of last 
year, according to the monthly re- 
port of the Bureau of the Census, 
U. S. Dept. of Commerce. 

March business of all merchant 
wholesalers increased 12 pct over 
the previous month and were 138 
pet above sales a year ago. First 
quarter sales were 6 pct higher 
than in the corresponding period 
of 1952. 
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The One & Only 
BALL CASTER 


that moves 
Always! 


Help yourself to increased sales and bigger profits by selling 
the patented “Alwayse" Ball Casters—the only ball bearing 
Ball Caster in the world. Readily adaptable to all types of 
domestic, business and industrial equipment. The Caster rolls 
smoothly and silently in every direction; it cannot lock, and 
rides with ease over carpets. Easily fitted to wooden or metal 
furniture. Strongly constructed to carry heavy loads. 
Write for literature 


BELF & LUSTIG 


Factories’ Sole Distributors 


23 PARK PLACE, NEW YORK 7, N. Y. 
Telephones: BEekman 3-1872-3 








MADE IN ENGLAND 











SPRING 

HINGES 

ARE THE 
BEST 


Qt! 


BUTTON TIPS 
STANDARD 
TYPE 

NO. 29 
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s of hardware equipment such as: 


for all type 


@ Padlocks 
@ Window sash locks 





@ Curtain springs 
@ Window screen springs 
@ Screen door closer springs @ Door check springs 


@ Perfection door springs @ Wiring nut springs 


Let us know your requirements for springs in any 
size, shape or design. Write to Sales and Engineer- 
ing, 2 New Bond Street, Worcester, Mass. 


WICKWIRE SPRINGS 
AND FORMED WIRES 


= cwiere on one | 


1275 


mF 








NEW PLASTIC TUBE 





SELLS ITSELF! 


CASH IN 


on tHE BEG pemanp ror 


SHELTON 
















DOUBLE : 
POINTS “WRITE TODAY i 
FOR INFORMATION 
| ABOUT OUR SELF-SELLER 
| COPPER ne : 
— rack FREE with cach EAL 
CREATE FASTER TURNOVER edieiee 
BLOCKS 
P LAS-T-CAP IN DISPLAY 
THUMB TACKS 
| WITH A SHOW THEM! 
TACK LIFTER ON EVERY BLOCK SELL THEM! 









SHELTON TACK CO., SHELTON, CONN. 
HOLLAND MFG. CO., BALTIMORE 31, MD. 


Available 
from 







PALMER 


Drop Forged 
WORLD’S STRONGEST 


ALL OF THE 

QUALITIES OF 

A FINE STRIKING 

TOOL— 

PLUS 

PALMER— 
DESIGN 

a ee 
ALLOYS 

PALMER — 
TECHNIQUES 

OF FORGING & 

FINISHING 


PALMER 
SUPREME 


MAKES THE 
DIFFERENCE 

IN EYE CATCHING 
SALES APPEAL 


& 
Shown above, SUPREME 


Series No. 40114 
List price $2.50 





Complete line 


ASK ABOUT OUR 
FAST SELLING NO. 
5915. YOUR BEST 
VOLUME HAMMER 
BUY. 





NATIONALLY ADVERTISED IN 
POPULAR SCIENCE * POPULAR MECHANICS 
HARDWARE AGE + HARDWARE RETAILER 
SOUTHERN HARDWARE « BUILDING SUPPLY 

NEWS « AUTOMOTIVE DIGEST 


Get our illustrated 
literature on 


PLIERS & HAMMERS 


PALMER (weixccr TOOL CORP. 
MEADVILLE, 


PENNA. 

















B.B.B. Sees No Let-up 
In "Baiting, Switching’ 

Despite a two-year nation-wide 
campaign to curb “baiting and 
switching” practices employed 
against the public, the problem is 
larger and tougher than ever, ac- 
cording to the Association of Bet- 
ter Business Bureaus bait advertis- 
ing committee. 

The evil is particularly pro- 
nounced in the sewing machine and 
vacuum cleaner fields, the Associa- 
tion reported. 

The conclusions were based on 
some 200 shoppings of new and 
used vacuum cleaner and sewing 
machine advertising, selling at $50 
and under, in 33 cities, between 
Jan. 15 and Feb. 15. 

Reports on 25 additional Bu- 
reaus on almost 100 customer com- 


plaints made during this period 
were included. 
The committee’s report said, 


“The false advertising and the 
false pretense are sharply dif- 
ferentiated from the procedure of 
letting the purchaser, himself, kill 
the desire to buy the bait advertised 
item. 

“Regardless of how they are said 
or written, or what happened, the 
bait practices add up to the same 
thing. They are aimed at the same 
goal of not selling, or wanting to 
sell the cheap item that was ad- 
vertised,” the report continued. 

“They also destroy that desire 
created by advertising and divert 
it to much more expensive mer- 
chandise that normally is never ad- 
vertised.” 

The report said that quite a few 
customers complaints arose from 
the fact that, after baiting a cus- 
tomer and delivering a rebuilt or 
new or even an expensive switch 
model, the firms were reluctant or 
refused to stand faithfully behind 
their written guarantees, refusing 
to permit purchasers to know fully 
how to obtain value and satisfac- 
tion for their purchase. 


10% More Vacuums 
Shipped in Ist Quarter 


Factory sales of standard-size 
household vacuum cleaners in the 
first quarter of 1953 showed an ad- 
vance of 9.9 pct over the same 
period a year ago, 





PREVENTS RUST 
REMOVES RUST 
MAKES PAINT STicx 


Packed 1 
in display oo 








For prices and sample, write 


THE KLEAN-STRIP CO., Inc. 


2340 $. Lavderdaie, Memphis 6. Tenn. 
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Recommended 
by Experiment 
Stations and 
Extension 
Services 


Finest knapsack sprayer made. Pump lever 
develops high pressure with little effort. Zinc- 
grip steel or copper 
tank is air condi- 
tioned and form fit- 
ting and prevents 
dampness touching 
the back. Adjustable 
brass nozzle for 20- 
30 ft. stream or 
short, fine spray. For 
all spraying, includ- 
ing weed and brush 
control. 


D. B. SMITH 


426 Main St., Utica 2, N.Y. 
“Originators of Sprayers” 
Canadian Rep. G. L. Cohoon 
1265 Stanley St., Montreal 2, Canada 
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SEY MOUR’S 






Peay pe ok 


\ ENAMEL j fay 
f —— on 


@ More profit in every paint job 
@ Eliminate costly mixing and 
clean-up time 

@ Specially designed patented 
agitator keeps paint thoroughly 


e Amateur painters get profes- 
sional results 


@ Wide variety of colors from 
which to choose 


@ Write for name of your near- 
est jobber. Ask about free dem- 
onstration spray booth offer 


mixed . . . increases coverage 


@ Appeals to ycur customers for 
those ‘’do-it-yourself” paint jobs 






at home Rg Dept. E 
: WHITE AND 
f 27 


BEAUTIFUL COLORS 


McCORMICK 


Sticks to National Advertising! 






Tells and sells your customers in 

the BIGgest magazines in the U.S.A.! 
Better Homes & Gardens * Household 
American Home * Pathfinder 

Country Gentleman * Farm Journal 
Good Housekeeping 


270,750,000 readers—your customers included! 





EASy_ SAFE 
Ready to use 
anywhere! 


ROVE 
“ G + avr! Note—fine furniture 
twos mos 4 makers use it for all 

major repairs! 
McCormick & Co.. Inc. 
e in new attractive 


14 01. and 2'% o2 bottles 


Product of 


McCORMICK & CO., INC. 


Baltimore 2, Md 


ANOTHER 
SALES-TESTED 
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KEEP PROFITS ‘‘ROLLING’’. 


METAL 
op WHEELS 
SF For HOBBYISTS and 
HOME CRAFTSMEN 


@ Year around profitable, 
fast-selling ALLIED Wheels 
—solid and semi-pneumatic 
tired — for all sorts of home 
craft projects. Available for 
DEALERS in handy display rack assortment, pop- 
ular sizes. Ask your jobber or write for details. 


AVAILABLE THROUGH LEADING JOBBERS 


MANUFACTURERS A 


If you make a product that “rolls"’— 
seeders, lawn mowers, sweepers, 
carts, etc.—get prices NOW on 
ALLIED Wheels. Priced right, 
finest quality, produced 
to meet your engineer- 
ing and delivery 
requirements. 

















































ALL SIZES AND KINDS! 
ALLIED WHEEL PRODUCTS, INC. 


29 BROADWAY e TOLEDO 4, OHIO 


Representatives And Warehouses In Principal Cities 



























Your customers are going to ask to 
see the new Carlson “Rule for Right- 
handed People.” National adver- 
tising is calling attention to this new- 
est design in rules, The Carlson 3210 
RH rule with its 10 foot white blade 
is easier for right handers to use. 


BUILDS NEW INTEREST 
IN STEEL TAPE RULES 





- 


It’s designed with numerals on the blade reading from right to left 
(conventional rules read left to right). When you hold the 3210RH rule 
in your left hand and pencil In your right . . . numerals are rightside 
up for right handed marking. This is real convenience. And of course 
you get all the famous Carlson features on this fine rule: 

* 10 Second Blade Change * 10 ft. Crackproof White Blade 
* Easy-action Swing Tip * Automatic friction brake 

ORDER TODAY FROM YOUR HARDWARE JOBBER 
Produced under Patents 2089209, 2510939, 2629180 


CARLSON & SULLIVAN, INC. 





MONROVIA + CALIFORNIA 
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ADJUSTABLE 
CUTTER - RIPPER 


for use in 

@ HOME e OFFICE 
@ CAR @ STORE 
@ WAREHOUSE 














USES DOUBLE 
EDGE BLADE 


4 
McGill Metal Products Co. 


MARENGO @ ILLINOIS 














Ufa 


ax € HANDY— 
Pocket-Sized 


a... Set 
Mh all Homeowners 







AMALITE’S 4 in 1... 


Only 4" long when not in use. Yet sturdy 
and durable. The cavity of the transparent, 
non-inflammable plastic handle stores four 
interchangeable blades (Ya" and 3/16" dia. 
slotted, No. | recessec and 3/16" dia. 
punch). The “SPECIAL SWIVEL CAP" opens 
and closes easily. All blades made of hard- 
ened and tempered tool steel. Ideal for 
quick sales to the general public. 


SET Individually carded 
S16 22. or packaged bulk, | 
a, 2 dozen per box. | 





hi om 


1884 PITKIN AVENUE, BROOKLYN 12, N.Y. 
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Member Stores Listed In 
American Hardware Ads 
A series of full-page newspaper 





the American Hardware Supply 
Co., Pittsburgh, have been started 
in Pittsburgh papers. 

“Paint it Yourself and Save,” is 
the headline and theme of a series 
of five ads on Lucas paint which 
are appearing in the Pittsburgh 
Press. Similar ads are also ap- 
pearing in Erie, Johnstown and 
Altoona, Pa.; in Cleveland and 


Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


ads which list dealer-members of 


Youngstown in Ohio, and in Fair- 
mont, Charleston and Huntington 
in West Virginia. 

This is a campaign to bring to 
retail hardware dealers the con- 
sumers’ purchases of paint. 

Two additional full page ads are 
also being used this Spring in the 
Pittsburgh Sun-Telegraph, adver- 
tising more than 100 items of sea- 
sonal interest. These ads also list 
American Hardware Supply Co, 
dealers operating in Pittsburgh 
and environs. 





Promotions 


Myers’ Publication 
Gives Promotion Ideas 

A new merchandising publication 
with an accent on “sell” has been 
distributed by The F. E. Myers & 
Bro. Co., Ashland, Ohio, to its dis- 
tributors and dealers. 

The four-page tabloid-sized paper 
presents ideas on conducting promo- 
tions, using dealer aids, participa- 
tion in fairs and shows. Called 
“The Bell Ringer,” it will be dis- 
tributed quarterly and will supple- 
ment Myers’ regular dealer maga- 
zine, “Waterway.” 








10 Point-of-Purchase 
Displays for Yale Locks 

A new merchandising program, 
aimed at increasing retail turn- 
over of such Yale products as pad- 
locks, nightlatches and such spe- 
ciality items as bicycle and tele- 
phone locks, has been launched by 
Yale & Towne Mfg. Co. 

The new program uses a wide 
variety of specially devised point- 


| of-purchase retail sales aids which 


have been successfully tested in 
the principal cities of New 
England. 

In the present phase of the pro- 
gram there are 10 separate coun- 
ter and store interior product dis- 


Manufacturers’ New Merchandising Plans 


plays and dispensers now being 
offered to the trade. 

Among the new product mer- 
chandisers are a series of expen- 
dable carded lock displays. This is 
the first time that Yale & Towne 
has undertaken such large seale 
carding of locks. 


Garroway Headlines 
Congowall Promotion 


Dave Garroway is now back with 
Congoleum-Nairn, his origina! 
sponsor, for the spring promotion 
on Gold Seal Congowall. 

Garroway will represent Gold 
Seal Congowall for a five - week 
period on his NBC network, 7 to 
9 a.m. 

As part of the promotion, the 
company is providing dealers with 
display racks for 36 in. Congowall 
without charge with the purchase 
of six rolls. 


Ekco Premium Offer 
Ads in Three Media 

Ekco Products Co. has launched 
its first premium promotion for 
consumers. 

Aimed at building store traffic 
for dealers it gives consumers a2 
opportunity to obtain the newest 
item in the Flint cutlery line, 4 
slicer-server with a retail value of 
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y Buy Quality 
Security Hardware 
that will bring you 
additional profits. 
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SAFE 


PADLOCK AND HARDWARE CO. 
LANCASTER, 
PENNSYLVANIA 









C 


RETAIL 


TD 


THE LOWEST PRICE! 





® Fast cutting 


® Gets into 
corners 


® Double-edge 
blades 








ACCURACY 


FREE DISPLAY! 


Sell more scrapers with 
this attractive hardwood 
display! It’s free with a 
small assortment of 
scrapers and blades... | 
dealer cost only $8.00. 


Order from your jobber 
or write us about Warner 
No. 1012 display. 






en E™ 





WARNE 








--WARNER Manufacturing Co.--- | 


MINNEAPOLIS 14, MINNESOTA 
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1. Standard Hole- 
In-Cap with Metal 
Nozzle Guns 


2. With Snap-in 
Plastic Nozzle* for 
all Other Guns 





At last . . caulking 
: compound cartridges to fit 

every type gun! So easy to use. . either way 
there’s no after-cleaning required. CALBAR 
Caulk-O-Seal is non-hardening, non-staining and 
meets all specifications! 



















*Plastic Nozzle supplied with each 
cartridge at no additional cost 


SIMPLIFIES INVENTORY... 
ANSWERS ALL NEEDS! 


Write today for complete details 
CALBAR PAINT AND VARNISH CO. 


Products 






Manufacturers of Technical 


C2, 2612-26 N. Martha Street, Phila. 25, Penna. 














ee 
PRICED LOW FOR 


CLAMPS ARE 


FAST TURNOVER, 
BIGGER PROFITS 


ON LOST SALES 
because of HIGH COSTS! 


Your stock of “C” clamps need not be a “necessary 


evil” for customer’s convenience only .. . no profit. 
B & C clamps are priced right, leaving room for a 
good profit. B & C clamps are offered in a wide 
variety of jaw openings and throat sizes. Frames 
are of specially heat-treated Malleable iron for ex- 
ceptional strength, elasticity and toughness. 


Ask your Jobber for Prices and Information 


Manufacturers of Clamps — Vises — Hand Tools for 
Production — Maintenance — Service, Since 1925. 





roe BRINK & COTTON merc. co. 


33 POLAND STREET @ BRIDGEPORT, CONN 




































$2.95, by sending $1.00 to Ekco Inc., Rockefeller Plaza, New York 


























with a sales slip showing the pur- City. 
chase of any other of more than Showings also will be arranged 
2000 Ekco housewares products. by G-E major appliance distribu- 
| The offer is advertised in big- tors and dealers. 
space ads in two national newspaper 
| Sunday supplements, This Week Farm Roofing Kit a 


and Parade, and in full pages in 





the May issues of Good Housekeep- Prepared by Alcoa gerion 0 

ing, Woman’s Home Companion and A new series of sales promotion convenience 

Woman’s Day and will be plugged aids, to assist jobbers and dealers MILLER 195 

| on three programs of the Tommy in the increasingly competitive nfley 

| Bartlett “Welcome Travelers” tele- farm roofing field, has been pre- a, octane 

Another NEW | vision show. pared by Aluminum Company of outstanding 
| America. foe NO I 


CREEPING. 


per W ey PROFIT G.E. Appliance Movie These tools will be demonstrated decide 


to jobbers by company salesmen portable. C 

9 o from 110 v 

PRODUCER For Dealer, Group Use with the new “Alcoa Farm Roofing oy size ee 
to galions, 


A 26-minute black-and-white mo- Promotiona! File.” Age +? 


THE SENSATIONAL 


tion picture utilizing a situation- One of the features is a cover- 
UTIL-A-BRUSH | comedy theme to tell the story of —_ age chart for point-of-sale display 
With Flexible Bending Unit For Painting the newest General Electric home that allows a farmer to accurately 
ns har sien eg . . laundry appliances has been made estimate the amount of aluminum 
ls revolutionary, quality rusn, made . * e 
to sell at popular price, actually paints available for showings to educa- roofing needed for his barn. 
ee ee net ae ae tional, social, business, church, and 
© Pathe, desttte. 0 pats Om Se. Hotpoint Campaign 
exibie, aurabie. a an ie. * ‘“ * . ” 
° et pure bristie are pet af Titled Rain or Shine, the P palg 
cord. - ° ‘ - 
ee 16-mm sound-film is being distrib- To Run for Two Months . 


Y 
Seo Your Sether or Wette uted through 27 film exchanges of Top consumer magazines, radio 
FERN-WEY CO. peot. Ha Modern Talking Picture Service, and television shows will be used in 


11705 Detroit Ave. Cleveland 7, O. <i 


9425-45 SEYM( 


q 


EX! 
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anether SPOCIAL trom | For Your June Promotion 


WILSHIRE! 


A SURE BET FOR YOUR 


| SPRING PROMOTIONS! 
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ENSEMBLE No. AS-258 


*Polished Brass Curtain Screen, Hanging 
Fire Tools and Polished Brass Andirons 





only $ 00 
COMPLETE | 
ENSEMBLE When June comes, goutes minds turn to thoughts of gifts for the 
June Bride. This gift window also turns the thoughts of people to 
eect ait tel am the Coast Hardware, Studio City, Calif., as the place to “y for 
aaa oe the June Bride. Designed around the theme, Dreams Can Come 


Ce i, oe 








True, the window shows dinnerware patterns, silver, and individual 
gift items. Window colors include a blue background to contrast 
with the manikin, dressed in pink. Fluted display columns symbolize C 
the church wedding. one § 
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Keeps your paint in perfect condition PAINT MIXER! 
. always ‘Factory Fresh"... re- e 
gardiess of age. For a sound invest- 
ment, give your customers the extra t ~ 
convenience of pre-mixed paint, " 
equip your store with the new 
MILLER 1953 PAINT MIXERS. Keep 
your customers satisfied and com- 
ing back for more. For 16 years, 
the original ‘‘horizontal motion" 
MILLER PAINT MIXERS have been 
outstanding for quiet, smooth 
operation, and minimum vibra- 
tion. NO BOLTING DOWN. NO 
CREEPING. Available in single 
or double can models. Entirely 
portable. Operates anywhere 
from 110 volt outlet. Easily takes 
any size can from quarter pints 
to gallons, without any lost mo- 
tion. GUARANTEED 2 YEARS. 


TAKES ANY SIZE .. ROUND OR 
SQUARE . . CANS OR JARS 
GET THE FACTS NOW! 


Write for this FREE Catalog. Fully 
illustrated. Explains 
every feature and ex- 
clusive advantage, 
and why MILLER'S is 
still the best. Write 
today! 









y 





Serving Industry Since 1927 





manufacturing company 


9425-45 SEYMOUR ST. SHILLER PARK, ILL. GLadstone 5-3343 





ADJUSTABLE CUTTING | 








Qué 


ADJUSTABLE HOLE 
CUTTERS 
Cut holes % to 2%” 


in metal, wood, 

plastics * High- 

speed steel blade— 4 
stays sharp longer—cuts 
easier * Economical— 
one Clark tool replaces 
many fixed radius cutters. 


EXPANSIVE BITS 


Cut any size hole % to 3” in 
soft or hard wood! * Tool 
Steel Blades * Rust Resist- 
ant * Quick, Accurate 
Adjustment ¢ Self- 
Clearing Lead Screw. 





‘ 


Qué 


ADJUSTABLE CIRCLE CUTTER 


Cuts 1% to 8” holes 
in sheet metal, 
wood or plastics. 
Combination drill 
pilot and 
high-speed steel 
cutting blade. 


Qué 


HOLE CUTTER KIT 


Colorful, new, 
plastic protective 
case contains two 
Clark adjustable 
Hole Cutters with 

a cutting range 

of 5% to 2%”. 





eeerereeeereeeeeeeeeeeeeeeseseeeeeeeos 
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Order from your jobber or write 


Robert I Clatk Company 


9330 Santa Monica Blvd. 7 Beverly Hills 5, Calif. 


“LARK TOOLS ARE NA 
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Hal Sells ROOT-LOWELL 


Customers swarm thick as flies around a 
Root-Lowell display. You get the 
profits, flies get the business when 
you sell the Root-Lowell line of 
sprayers and dusters. There’s a Root 


duster, a Lowell sprayer for any need 
— farm, garden, home. 








Typical of the precision knives for 
professional use is the Hyde 300 featuring 
the famous Super Hydex Steel blade—the best 
for linoleum cutting. Other quality features 
include heavy nickel plated ferrule and fibre 
finish handle, riveted. For home use, the 

No. 33 offers a high carbon steel blade, 
heavy ferrule and stained handle, 

riveted. Ask to see Hyde’s com- 

plete line of linoleum knives— 

for professional and home use. 


MANUFACTURING CO. 
Southbridge, Mass., U. S. A. 












Al 

































@ Capitalize on the popularity of this 
handy lawn tool! Saves time and sore 
backs...cramped fingers. Makes edging 
fun, easy! Continuous scissor action. 4’’ 
tubber wheel. 48’’ hardwood handle. 


Lists at $4.49 NMACTC 


Shearing 
Action! 


with patented spring-set 
blade trims clean through 
grass or weeds ... never 
digs or plows! The secret 
is in the spring. 


Dealer Sales Helps 


include colorful floor display stand, sales 
folders, catalog sheets and free news- 
paper mats... all to boost your sales! 


WRITE TODAY for complete details 
on three models and Bulletin HA514. 


ENGINEERING, INC. 
Am lex NEW CASTLE, ‘INDIANA 


¢) x-acto 


HANDICRAFT KNIVES * BLADES * TOOLS 














No. 86 Hobby Chest—$12.00 
Retailing from 25¢ to $30.00 
Write today for our new itlus- 
trated Catalog of the complete 
X-acto line. 
X-acto Crescent Products Co., Inc. 
440 Fourth Avenue, New York 16, New York 
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the biggest 60-day consumer pro- 


| motion in Hotpoint history, sched- 


uled to start June 1. 

Called the “Summer Shower of 
Special Values,” it will feature ap- 
pliance specials and the 1953 line of 
kitchen and home laundry units. 
Dealers are being supplied with 
new display backgrounds, individ- 
ual displays, demonstrations and 


| consumer mailing pieces. 


A new store traffic builder is Hos- 
pitality Home, a digest magazine 
for which consumers can get a 
year’s free subscription by visiting 


a dealer’s store. 





Retail Sales Still 
High in March 


Retail store sales in March 
were about 9 pct above a year 
ago. 

Sales eased only slightly from 
the record February rates, after 
adjustment for seasonal factors 
and trading day differences, the 
Dept. of Commerce announced. 
March sales were down about 1 
pet from February but still high- 
er than in any other month. 

Compared with a year ago, 
when automobile production was 
under restrictions, the rise in the 
automotive group was 34 pct. 











Thor Outlines Policy 
For Its Distributors 
A policy statement regarding 


| Thor’s entry into full-line selling 


was made by John R. Hurley, Thor 
Corp. president, at a meeting where 
the new Thor line was introduced 


to distributors. 


Refrigerators, freezers and elec- 


| tric ranges have been added to the 


line of washers, ironers and dryers. 
“We are fundamentally laundry 


| equipment manufacturers and our 
| relationship with distributors will 


| ley. 


be governed by the job they do on 
laundry equipment,” said Mr. Hur- 
“Those distributors who do not 
have a freezer or refrigerator line, 
we shall welcome as Thor refrigera- 
tor and freezer distributors. 

“If you are selling other refrig- 
erators to your dealers, you will 
not lose the washer-dryer line if 
you decide to continue your present 














MEET HANSER’S HUSTLERS! 


40 top-notch salesmen concen- 
trated in a rich sales territory 
. . « 40 result-producers work- 
ing directly for you, giving you 
Complete Coverage in: 


NEW ENGLAND STATES; NEW 
YORK (Incl. Metropolitan area); 
NEW JERSEY; PENNSYLVANIA; 
MARYLAND; DELAWARE; DIST. 
OF COLUMBIA; VIRGINIA. 


The HARRY HANSER 
ORGANIZATION 


Manufacturers Representatives 


1841 Broadway, New York 23, N.Y. 











WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters 
100 DIFFERENT MAKES 
Single, Double, Triple, 
Instantaneous, Multi-Coil 
Send for Catalog yyy 
DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa. 














CHAIR-LOC 


Amazing New Liquid 
S-W-E-L-L-S Weod 







© Penetrates weed fibres— 
makes them @-x-p-a-2-¢ 
permanently. 


© Quickest and easiest way 
) aA fix leese chair rene 
dove-talls, ote. 


A Fast-Selling Impuise ite> 


ar ure 
CHAIR-LOC CO. 
oLuE Lakehurst 3, N. J 








MANUFACTURERS AGENTS WANTED 


BULL DOG REMOVERS 


am. Liq if. RB. 


rear / 
HOLDTITE (Liquid Sesteager’ BUL af DOC 


BUILD YOUR PAINT DEPT. 
Thru Satisfied Customers 














Write For Special Combination Deal 
GILLESPIE VARNISH CO. 
131 Dey St., Jersey City, N. J. 














SCIENTIFIC INSECT CONTROL 


WALKO ppeovers ne a iH 


e Unit— 
ie $595. (Retail) 
0 


trial machines manufactured and de- 
signed by people = years of ex- 
perience in pest control. 
NOW—a potential saaneer in every 
factory, every home, store and farm 
WALKO PRODUCTS protect family. 
customers, food from insects. Be 
p.m i a yy season . ° 
free information. 
WALK “INDUSTRIES, Dept. G-43 jndustrial Unit 
Highland Pork Box 652 __ Illinois —$10. 95 _( Retail) 


seay 











£23 BRUSH 
HOLDERS 


They SNAP ON 

PROTECT PAINT BRUSHES 

"Hold Any Brush” 
To any Can 


ous nd brushes from th 
aie . keep bristles 


straight “and handlos eles 
. «+ « Riekleplated. 


10¢ each 
E. & J. ENTERPRISES, INC 
VERONA, NEW JERSEY 





1953 


HARDWARE AGE, MAY 14, 












FLEXO-S 
the ends 
shop on 
FLEXO-S§ 
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, NEW JERSEY 
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NEW! SELF-SERVICE ISLAND 
300% More tity Space 


FLEXO - SPACE, 
the new Low- 
Priced Self - Ser- 
vice Island gives 
you 300% more 
selling space than 
the conventional 
flat-type counter 
in the same floor 
area. With 
FLEXO - SPACE 
you will enjoy 
Increased Sales 
through Self-Ser- 
Mass 
Increased 








FLEXO-SPACE is a complete Island. No obstruction on 
the ends to prevent customer shopping. Your customers 
shop on all 4 sides from 5 large Self-Service shelves. 
FLEXO-SPACE takes only 12% Sq. Ft. of floor area, yet 
you get 50 Sq. Ft. of selling space. You sell more mer- 
chandise because you can display more. The middle 
shelves can be raised or lowered every 2” within the 
13 adjustments. Heavy steel tubular supports for rigidity. 
Neutral finish to blend in or match other fixtures. Shipped 
K. D. for lowest freight rate. Write for FREE catalog on 
FLEXO-SPACE and other Self-Service Fixtures — Today! 


ADD SALES COMPANY 


724 Commercial St. Manitowoe, Wis. 














BEST SELLERS! 


‘\STRESS-TESTED"’ FOR 100% DEPENDABILITY 
POLCOD SPINNER 


A powerful oversized spinner (81% from tip to tip)— 
specially for Pollock, Cod and Striped Bass. Shaft and 
swivel of nickel- -plated brass. with size 4 Colorado 
blades, and 8/0 O’Shaugnessy hook. 


FLUKE TROLLING SPINNER > 


A versatile spinner—useful not only for fluking, 
but effective also for other y oume fish. Blades 
and shaft of nickel- te 88; 5/0 extra long 
shank Carlisle hook. 744" from tip to tip. 


SNAPPER SPINNER 


Has two Indiana type blades on swivel! 

shaft. Fitted with extra long shank 

Bridgeport Snapper hook, easily remov- 

able for baiting. No. 3 Snapper Spinner 

has size 3 Indiana blades, and Bridgeport 

i per hook. No. 4 has size 4 Indiana 
and Bridgeport Snapper hook. 


4@SQUAN WOBBLER 


Here's a junior-sized wobbler that’s tops for snapper, 
bluefish, and other small game fish in fresh or salt water. 
Solid brass, nickel plated, No. 2 O’Shaugnessy hook. 


Order From Your Supplier 
Export Office: Berg, Hedstrom & Co., Inc., 79 Wall St., N. ¥. 5, N.Y. 


“A Complete Line of Terminal Tackle at Oue Source” 
ART WIRE AND STAMPING CO. —— 
2-D Boyden Place Newark 2, N. J. 


Member of Sport Fishing Institute 


"HUSKY SALT WATER SPINNERS: 
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A MUST FOR 
HOMEOWNERS... 
A MONEY-MAKER 
FOR DEALERS! 


























Just what the homeowner wants and needs! 
Champion Sprayon "Wet-Pruf" water re- 
pellent has 100! popular, practical uses 
around every home and farm. Protects 
every material with an invisible coating... 
flexible on fabrics, paper and leather... 
harmless to furniture and equipment. Safe- 
guards wood, fiber, plastic, etc., from 
excessive wear, moisture-damage, rot and 
mildew. Ideal, too, for weather and wear 
proofing clothes for work and sports. “Wet-Pruf” never leaves 
@ greasy or sticky surface! Won't stain, run or change colors 

. doesn't clog fabric pores. 

Yes, “Wet-Pruf" packs a mighty sales story! An attractive, 
handy-size can with built-in spray valve has instant customer 
appeal. It's a natural "add-on" sale to any purchase of paint 
—wallpaper or hardware .. . sure to prove one of the fastest 
moving items in stock. Learn more about this “Champion seller" 
that means extra profit for you. Write today for all the facts. 


CHAMPION BRONZE POWDER & PAINT CO., Inc. 


DEPT. H, CHICAGO 12, ILLINOIS 


2526 W. VAN BUREN ST., 




















Steamship "United States” 


Greatest American Shipbuilding Achievement 


We are proud of the Steamship United States and proud 
also that Chicago Spring Hinges were used din the largest, 
finest superliner ever built by Americans. This is further evi- 
dence of the adaptability of our products to modern require- 
ments and their recognized quality. The always increasing 
demand for Chicago Spring Hinges indicates a general opinion 
of their value by Architects and builders’ hardware consultants. 


QUALITY 


We believe the quality of Chicago 
Spring Hinges is universally recog- 
nized. Our trade mark identifies 
that quality. 


Look for the Trade Mark 


~(CHICAGO)— 
SPRING HINGES 








Type BU2001 
“Triplex” 


Chicagos Sprina Hinae Co. 





U.S.A. NEW YORK 


CHICA 
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Hooks and Eyes! : 


We make hooks and eyes for a 
very wide variety of uses—from 
hooks and rings on screw plates 
to professional and industrial 
fixtures such as the porcelain in- 
sulators shown above. And we 
guarantee everything we make! 
Can we do something for you? 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 








CAN’T LEAK. Sensitive 

in operation. For cold or hot 
water or steam, 200 Ibs. 
pressure. Seven sizes. 

Write for Bulletin No. 302. 


order from your jobber 


STRATAFLO 


PRODUCTS, INC. 
FORT WAYNE 1, INDIANA 





"BROGKS ! HOOKS 


affiliations,” Mr. Hurley continued. 


Regarding Thor electric ranges, 
he said, “We expect all our present 


| distributors to handle the Thor 
| ranges because they are built-in 


ranges. They do not conflict in any 
way with any line of conventional 
electric ranges which you are now 
distributing. We do not have any 
plans of having a _ conventional 
range.” 


9 Out of 10 Executives 
Expect Sales Increase 


Nearly nine out of 10 of 1,261 
executives in manufacturing, whole- 
saling and retailing who partici- 
pated in a survey conducted by Dun 
& Bradstreet, indicated that they 
expect to maintain or increase their 
dollar sales during the latter half 


| of the year. 


About two-thirds stated that they 
expected an increase. 

Manufacturers were more opti- 
mistic than either wholesalers or 
retailers. 

Seventy pct of manufacturers 
making durable goods and 69 pct 
making soft goods expect sales in- 


|} creases. 


Sixty-three pct of the retailers 


| and 59 pct of the wholesalers 


anticipate better volume. 


Construction Costs Up 


After a slight dip in February, 
the American Appraisal Co.’s con- 
struction cost index rose to 569 in 
March—a net increase of two points 
for the first quarter of 1953. The 
index uses costs in 1913 for its base 
figure of 100. 


HARDWARE HUMOR 
By Hardwar> Aqe 





"Il can positively guarantee our 
electric iron heats in half the 
time of other makes." 





No matter how 
you slice it... 





Alibis won’t feed the kitty, or fill 
the cash register. And if you 
have to give your customers alibis 
instead of the particular brands of 
merchandise they want, it’s bad 
business all around. 


Impartial surveys show that among 
your own customers the preference 
for makers’ brands is 8 to 1! They 
won’t buy alibis, substitutes, “just 
as good,” or whatever you call 
them. 


As brands mean satisfaction to 
your customers, they mean money 
to you. Well-known, advertised 
brands pre-sell your customers 
before they set foot in your store. 


The prestige and reputation of 
these makers’ brands guarantee 
high standards of quality—assure 
fewer adjustments, markdowns, or 
complaints. And, of course, prod- 
ucts so well known and trusted 
move faster, turnover and over to 
increase your profits. 


That’s why you make your business 
stronger when you keep the force 
of famous brand names behind 
vour selling. Let your customers 
know they can get from you the 
brands they know and want. Why 
be content—or expect them to be 
content—with anything less? 


Give your customers what they ask 
for—it's bad business to substitute 


Band _, 
by Sa ee 


INCORPORATED 


il 





A non-profit educational foundation 
37 WEST 57 STREET, NEW YORK 19, N. Y. 
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ROGERS GLUE 


1953 DISPLAY OFFER 
Dated April 1, 1953 
Thru August 1953 
COST DEALER 





ee 
SELLS FOR 
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97 $2.00 .. $3.00 6 gills 
os .... -. .. $3.40 4% pts. 
$2.00 . Paes’ . $3.00 2 pints 
FREE ae $1.00 2 gills free 
$6.27 eas: fa $10.40 
Sells for Ais oes $10.40 
Cost to Dealer ... §$ 6.27 
DEALER'S PROFIT...  $ 4.13 


Plus Beautiful 4-Color Counter Display Card 


cee INITIAL ORDER: 
cartons 
WEIGHT van CARTON OR PER 
DISPLAY OFFER: 10 Ibs. 

Hop on the band wagon today .. 

be sure to stock at least two com- 
plete display offers at once because 
Rogers national consumer adver- 
tising will help you sell more 
Rogers Glue. 


_— 


S 





the bedt LIQUID FISH GLUE 
GLOUCESTER, 


HARDWARE 
CLOTH ... every 
wire round and 
true to gauge... 
uniform mesh. . . 
' free from bulges 
. . « straight sel- 
vage . .. heavily 


and brightly gal- 
vanized the 
Wright way. A 
Wright product 
all the way from 
rod to you. 


HT STEEL & 
WIRE CO. 


"MASS. 












: 
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Pessute Packed for PROFIT 
Plaati-t 


'TOUCH-UP) 


@ Appliance @ Aluminum 
White @ Black 


e Paint and Pressure all in 
one container. 


e New 6 Ounce Size. 
e Free Display Material. 


Make way for a new "spray- 
way" to profit. Shelf-tested Plasti- 
Kote self-spray touch-up enamels 
are priced to retail for as low as 
$1.00. 


JOBBER AND DEALER 
INQUIRIES ARE 
INVITED ... NOW. 


425 Lakeside N. W. 








nal fete 
“READY-PAK” 


sells MORE rope in 
3 EASY steps 


ORDER Ready-Pak BY RUGG 







SELF-SPRAY 



















Cleveland 13, Ohie 
Warehouses in: Los Angeles © Toronto 





6 pre-measured connected coils 





display container... 


packed in sealed shipping carton. 


DISPLAY All-Purpose QUALITY 


Carton unfolds into colorful counter 


weatherproof, 


non-kink manila or sisal. 


SELL Pre-measured COILS 


Steps up quantity and speeds the sale. 


Size Per Coil 
75 fe. 
50 ft. 
50 ft. 


RUGG All-Purpose a; 
QUALITY PLEASES... (Pu 
RUGG Ready-Pak SELLS fy 


NOW AT YOUR JOBBER’S 






OR WRITE 


The E. T. RUGG CO., 51 Miller St., Newark, Ohio 





Per Display 








Fam WW MARSHALLTOWN 







(MARSHALLTOWN) 
wv 


MARSHALLTOWN TROWEL COMPANY  « 


TROWELS 


MARSHALLTOWN, IOWA 


























| pairs in carton——47 Ibs. 36 
pairs packed for shipment 


plete display of Marx Toys. 
z= 


WINSLOW 
BALL-BEARING 
ROLLER SKATES 


Specially Priced to 
Create Sales 


A real down to earth value 
—place your order now. A 
famous brand skate with 
ball-bearing wheels. Skate 
extends from 7%” to 11”. 


One pair in wrapper, doz. 


$1.80 


per pair 








TOY DISTRIBUTORS 


New York, N. Y. 


ALLIED 


18 West 23rd St. 


When in New York be sure 
to drop in and see our com- 





0142AB 


EXACT LEVEL & TOOL MFG. CO., INC 


HIGH BRIDGE, N. J 


ee a’ 


BRASS & ALUMINUM BOUND - OPEN HAND HOLES MASONS’ 
@) | SExy 





ei ee 
















for your fine cooperation “| 


THIS “‘trio’’ of popular MILK FILTER DISCS has; 
won the No. 1 spot in dealer distribution because 
your merchandising sense has recognized them as the 
profit line, designed with your CUSTOMERS in mind! 


BEST LINE* BEST ADVERTISED® MOST PROFITABLE 
Again: Over 39 Million Ads in 1953 


to help you sell your farm trade. Free ‘‘dealer helps”’ 
also available. 
ASK YOUR JOBBER . .. or write for FREE SAMPLES. 


4 





SCHWARTZ MEG. CO., Two Rivers, Wis. 
America’s No. 1 FILTER DISC LINE © Tops in profits? 





| inquiry. The Hi-N-Dry is headed 
| straight for the top in the Sump 





rT GORMAN-RUPP 


HI-N-DRY 
SUMP PUMP 
DEPENDABLE! 
Pump and motor entirely out of sump. 
Install on floor level beside the sump, or 
on wall bracket. Accessible. Durable, Built 


for long, continuous service. Positive auto- 
matic self-priming. 


DISTRIBUTORS! We invite your 








Pump field. Competitive in price 
and profitable to sell! 


THE GORMAN-RUPP COMPANY 


OH! 


MANS F!S€ 








FAST TURNOVER 
HIGH PROFITS 


CUSTOMER 
SATISFACTION 














WHAT'S NEW? 


Turn to pages 173-174 of 
this issue. The Quick Check 
Card properly filled out will 
bring you quickly the details 
on new products that in- 
terest you. 


IT'S QUICK—IT'S FREE 
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chandise 
AGE brir 


HARD 


HARDWARE 


DOUBLE-BARRELED PROFITS 
with FLY KING and FLY TOXIN REFILL 


FLY KING declares all-out inst “ = 

deadly disease-bearing — — West Coast hardware stores smash te) retails 
—— all sales records with FLY KING a 
S. 


D> SST C#*urtdooor fly trap. The original sani- 

_A FLY TOXIN tary fly trap made for throwaway 
REFILLS jars. No breakage or storage prob- | 

a a lems here. Jar not included. NEW 

ical FLY LOW PRICE. Retails at 1.59 incl. 


TOXIN RE- | reg. can FLY TOXIN. 
LES YOUR 
reorits: MIO ML tee Ie | 
counter dis: TKDE MR MARR EOE RAMEE prepeic ts 100 1. 
- quantities consisting of: 18 doz. FLY KINGS 
12 units. Re- BURBANK. CALIFORNIA or 12 doz. FLY KINGS and 6 doz. FLY TOXIN 


tails at 89¢. REFILLS. Weight of 1 FLY KING—8 oz. 


13 









MAKE YOUR BIKE AN 
ARISTOCRAT OF THE ROAD 





IBUTORS 


v York, N. Y, may Oe AT Se Mm 


FINE DRAPERY HARDWARE 









f 









© © © © © © © © « » 


Economy 











The Quality Extension Curtain Rod 


Made of heavy-gauge metal—50% heavier 
than competitive lines! Won’t sag or twist. 
Available in single or double rods, venetian 
blind rods and extension pieces. Write for 
details today. 


eee 
. ° 
@re oe eee @ eee 

eee e ° 
eeeeeeee eeee#eeenee#e#ee#ee#e 





——— 


LAG za! Distributed in U. S. A. by 
- Wf Andrew Fisher Cycle Co., Inc. 
The Eastern Venetian Blind Co. “<q 4 ott ites tat tenn, Gees Oi ee 


elislslela-aee atelm@alelale| 











CARPENTER SQUARES TROWELS, FLOATS, CEMENT TOOLS, DARBIES, HAWKS 


AMERICA’S FIRST FOR THE TRADE ee 
with FOR THE FARMER 


CRAFTSMEN ae 
FOR EVERY USE FOR THE HOUSEHOLDER ai 


IGHOL “Quality with fconomy” par aeeniaiail 
Ne c= NICHOLLS MANUFACTURING CO., OTTUMWA, IOWA — U.S.A. 











‘ Looking for New Merchandise ? 
There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading ‘What's New," which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


| HARDWARE AGE 100 East 42nd Street New York 17. N. Y. 
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Classified Opportunities Section 









Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words........... $5.00 
Each additional word........... 10 
Positions Wanted 
(Special Rate) set solid, maximum, 
WD 5 tars hadaraduecsctbessenicnéacte 2.00 
Each additional word. 05 


Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 

5% discount allowed for 4 or more con- 

secutive insertions of Boxed Display Ads. 

Cuts or special borders not accepted. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 

Remittance must accompany order in form 


of check or not currency or 


stamps. 


money order, 















Representatives Wanted | Representatives Wanted | 








REPRESENTATIVES WANTED 


We have the following states open 
for hustling ond energetic commission 
salesmen soliciting hardware jobbers 
and Lumber yards for an old estab- 
lished nationally known manuflac- 
turer of Padlocks, Night Latches, 
Builders’ Hardware: Alabama, Arkan- 
sas, Conneclicut, Florida, Georgia, 
Iowa, Kansas. Kentucky, Maine, Mas- 
sachusetts, Missouri, Nebraska, New 
Hampshire, New York State (except 
Metropolitan Area), North Dakota, 
Oklahoma. Rhode Island, South Da- 
kota, Vermont. 


Address Box B-230, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











OLD ESTABLISHED NEW YORK FIRM | 
desires salesman with allied line to sell plumbing 
specialties to Hardware Stores, etc., in TEXAS. 
6% commission. Forward references. Address: 
Box B-226, care of Harpware AGE, 100 East 
42nd St., New York 17, N. Y. 








LOWEST PRICED LINE 


OF MEDICINE AND KITCHEN CABINETS. 
AVAILABLE FOR ALL TERRITORIES. 
STRAIGHT COMMISSION—EXCELLENT SIDELINE | 
Metal Products Division 
THE WALTER S. KRAUS COMPANY 
48-01 Forty Second St. Long Island City 4, N. Y. 
——OUR 29TH YEAR 














NATIONALLY KNOWN CUTLERY MANU- 
FACTURER and Importer desires salesmen to 
contact hardware stores, gift stores, etc., with 
world’s finest line of cutlery, domestic and im- 
ported, and manual household machines. Free 
sales details, complete line of literature, rushed | 


at once. State how you operate and territory | 
covered. If not interested at present visit us at 

booth 418 at the National Hardware Show of | 
N, Y. C. Address: Box B-213, care of HARDWARE | 


AcE, 100 East 42nd Street, New York 17, N. Y. | 





SALESMAN SELLING TOOLS OR KIN- 
DRED LINES to the Automotive, Hardware, 
Electrical and Plumbing supply jobbers § and | 
dealers in the Detroit area. Commission basis. | 


Address: Box B-237, care of Harpware AGE, 100 | 





East 42nd St., New York 17, N. Y. | 
SALESMEN WANTED: OLD ESTAB- 
LISHED NEW YORK firm offers excellent 


opportunity for men with active follewing among 


plumbing and heating contractors and hardware 
stores. Territory protected. Drawing against 
commission plus bonus arrangement. Replies con 
fidential. Address: Box B-236, care of Harp- | 
ware Ace, 100 East 42nd St., New Yerk 17, | 
i | 


266 


EXCLUSIVE PROTECTED TERRITORIES | 


OPEN ON nationally advertised Mak-O-Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra- 
tion sells eight out of ten on first call. Excellent 
for opening new accounts and high volume re 
peat business. Address Box A-870, eare of 
cee Ace, 100 E. 42nd St., New York 17. 





WANTED—MANUFACTURER'S AGENTS 


Territories now open for Hardware and Paint 

Specialties, include the entire West, Alabama, 

Georgia, Florida and Tennessee. We give ex- 

clusive trade area and liberal commissions. 
Address replies to: 


AMUNDSON PRODUCTS COMPANY 
SUPERIOR, WISCONSIN 











PAINT SALESMEN WANTED. A FEW 
GOOD territories open. Popular priced, well 
merchandised, complete line. Write 20th Cen- 


tury Paint and Varnish Corp., 456 Driggs Ave., 
Brooklyn 38 N. ¥. 





WANTED — SALES REPRESENTATIVES 


Salesman now calling on hardware, paint, variety and 
general merchandise stores as well as building supply 
and lumber dealers. Paint and hardware specialties 
that have been on the market for over fifteen years and 
well known to the trade. We will give protected and 
exclusive trade territories 


Address all replies to: 


AMUNDSON PRODUCTS COMPANY 
SUPERIOR, WISCONSIN 











N. Y. HARDWARE JOBBER HAS OPEN- 
INGS for commission salesmen to cover retailers 
Complete line of spopular priced line tools, do- 
mestic & imported to be carried as second line, 
Write confidentially to Address Box B-227, care 
of Harpware Ace, 100 East 42nd St., New York, 


i, me % 





MANUFACTURER'S 
REPRESENTATIVES WANTED 


with following among Hardware and Seed Jobbers to 
sell America’s Cheapest And Best Soil Conditioner 
STA-FLUFF. We are manufacturers, not_ packers. 
Good commission Protected Territory. Write 
details of experience and territory coverage. 


SPIEGAL CHEMICAL CO. 
Box 2626 Cincinnati 37, Ohio 


full 














Accounts Wanted 


ACCOUNTS WANTED: ATTENTION MAN 
UFACTURERS! Quality lines wanted for State- 
of Washington and Oregon by reliable and thor 
oughly experienced wholesale man who is becom 
ing Manufacturer's representative July 1st. Com 
mission basis. Aggressive and comprehensive so 
licitation of Hardware and Floor Covering dis 
tributors, plus considerable sales promotion he}; 
will be given to lines sclected. Please send re 
plies and information to Box B-180, care of Harn 
ware Ace, 100 East 42nd Street. New York 17. 
N. ¥ 








Accounts Wanted 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 











SALESMAN REPRESENTATIVES DE 
SIRES THESE LINES, Plumbing specialty, 
Hardware, Bathroom fixtures and rubber goods, 
Brass goods. Having an experience of 40 years 
in the above. Address: Box B-193, care of Harp 
warRE AGE, 100 East 42nd Street, New York 17, 
H..%. 





ATTENTION MANUFACTURERS: SUB 
STANTIAL LINE WANTED FOR ILLINOIS, 
Wisconsin and Minnesota by Manufacturers 
Agent. Do you need a mature sales force now 
selling and with close personal contact of several 
years’ standing with 75 major accounts and 100 
minor accounts in the above states? This we can 
offer you. Hardware Jobbers, Mail Order Houses 
and Department Stores mainly comprise this list. 
Write us if your line is of sufficient importance 
to justify this kind of representation. Address 
Box B-162, care of HaRDWARE AGE, 100 East 42nd 
Street, New York 17, N. Y. 


NEW YORK SALES ORGANIZATION 


(for entire East Coast) is open for another line. Toys, 
hdwe, hswe, gifts or automotive items preferred. Ab- 
solute geographic basis only. Straight commission 
Attractive well staffed showroom. Five outside sales- 
men. We service jobbers, exporters, buying offices, 
mail order houses, chains and key dept. stores. 


Address Box B-231, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














WELL-KNOWN ESTABLISHED SALES- 
MAN SELLING practically every jobber and 4 
good number of large retail outlets in the states 





} ware 


| of Ohio, 


Indiana and Eastern Michigan. Seeks 
connection with reliable manufacture with gord 
volume and repeat business possibilities. Hard: 
Housewares, Factory or Plumbing items 
Address: B-235, care of Harb 
100 East St., New York 1/, 


Box 


preferred. 
42nd 


WARE AGE, 
a 


——— 


FOR CONCENTRATED AND THOROUGH 





| COVERAGE among Hardware Jobbers, Dealers 


and Automotive Accounts. The following area 
will be covered to your complete satistacher 
Eastern Pennsylvania, South Jersey, Maryland, 


Delaware and the District of Columbia — 
| best references. Address Box B-186, care 0 
HlaRDWARE AGE, 100 East 42nd Street, Ne* 


| resent manufacturers only 


| 
| 
| 


York 17, N. Y. 





HIGHEST TYPE OF SALES REPRESEN- 
TATION available for Michigan, Indiana, Ohio, 
Northern Kentucky. Firmly established with four 
leading lines to the Hardware, Houseware, 
cialty Jobber, Department -_ — ~~, -{ 
Address: > rears 
care of Harpware AGE, 100 East 42nd St., New 
York 17, N. Y. 





——____—__—— —_—_— Oe 
LINES WANTED MANUFACTURERS’ 
AGENT—States of Texas, Oklahoma, Kansas 
& Western Missouri. Geod contacts. <9, reo 
sales experience—Prefer lines sold to Jo at 
and wholesalers. Address: Box B 229 at 
Harpware Ace, 100 East 42nd St., New *0 
17, N. ¥ 
HARDWARE AGE, MAY 14. 1953 
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NEW LINES WANTED 
ALABAMA—MISSISSIPPI—TENNESSEE— 
GEORGIA 


Established Manufacturers’ Representative with repu- 
table background—now calling on wholesale hardware, 
plumbing and heating, mill supply trade—Concen- 
trating on a few strong lines—desires additional 
leading lines and ofers aggressive, personal repre- 
sentation. 





Address Box B-228, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








MANUFACTURERS REPRESENTATIVE— 
Illinois, Wisconsin, Minnesota, Dakotas, Iowa, 


well established with Hardware and Sporting 
Goods Jobbing Trade also chains and mail 
order houses. Can use one or two additional lines 
of established reputable standing who can co 
operate for thorough coverage and intelligent mer- 
chandising. Address: Box B-197, care of Harp- 
‘-_ AcE, 100 East 42nd Street, New York 17, 





CONSCIENTIOUS COVERAGE 
MICHIGAN, OHIO and INDIANA 


Experienced Agency, good health and 
best of references. Can handle addi- 
tional goed, established line 
straight commission basis. Engineer- 
ing training plus 16 years selling 
to wholesole hardware or electrical 
items wanted. Advise full details for 
prompt consideration. 


Address Box B-199, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


on 











MANUFACTURER’S REPRESENTATIVE, 
CONSIDERABLE EXPERIENCE, MATURE 
with established and rated following in the Hard- 
ware and Mill Supply Trade covering the Metro- 
politan New York City area including territory 
within 50 miles, seeks an additional line. Best 
of references offered. Address: Box B-232, care 
of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





MANUFACTURERS REPRESENTATIVES 
TRAVELING 4 MEN DESIRE an additional 
line in the hardware field, covering states of 
Wisconsin, Illinois, Indiana and Kentucky, calling 
on hardware jobbers, electrical jobbers, automo- 
tive distributors, mill supplies, mail order houses, 
chain organizations and large retail dealers. Ad- 
dress: Box B-212, care of HARDWARE AGE, 100 
East 42nd Street, New York 17, N. Y. 





Nebraska, Kansas, Missouri—15 years in territory | 





MANUFACTURERS: DO YOU HAVE 
SALES, distribution or handling problem in 
Chicago area? Long established small manufac- 
turer of builders’ hardware has desire, facilities 
and ability to service one or more additional lines. 
Sorry, but cannot picneer or introduce items. 
Must be legitimate, high class line already mar- 
keted in Chicago. Owner personally can devote 
half of his time to your needs. Address Box 
B-234, care of HARDWARE AGE, 100 East 42nd 


| CANADIAN: 
| QUALITY LINE 


COMPANY SEEKS 


suitable for velume sales i 


Canadian market. Commission basis, or wi 
stock and distribute on our own account. W 
will give special consideration to a line whic 


can be successfully sold through mail order. A 
liance Distributors, 8570 Stuart Ave., Montrea 
> 
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HIGHLY PROVEN SALESMAN IS INTER- 


e 


| 

| ESTED in one line only, which has a larg 
volume potential amongst the appliance, elec- 

trical, furniture and hardware trade. This lin 

! 


worked constantly. 
northwestern states. 


be Territory would be th 


ences. Address: Box B-223, 
AcE, 100 East 42nd St., 


care 
New York 17, N. 


of Harpwar 


e 


would receive first class representation and would 
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Commission basis and ex- 
Can give the finest refer- 
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| clusive territory only. 
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Help Wanted 








Nationally Known Hand Tool Manu- 
facturer Products Distributed Thru 
Hardware Wholesalers Only 


WANTS 
SALES MANAGER 


* We Prefer a man with a good Live 
National Standing among Hardware 
Wholesalers 

* Must make Personal Sales Contacts 
among larger wholesalers 

* Supervise Sales Force— 


Sales Promotions 

Prefer a man in his Mid-Thirties to 
Mid-Forties 

This is an excellent opportunity for a 
CREATIVE, HARD-HITTING, COMPETI- 
TIVE, sales executive. 

Submit Resume 
Our Personnel know of this advertisement 


Address Box B-240 care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


* 














MAN WANTED TO COVER INDUSTRIAL 
ACCOUNTS for well-known established Elec- 
trical Wholesaler located in Brooklyn. Part time 
or full time. Must have active accounts. Elec- 
trical experience not necessary. Drawing and 
expenses against commission. Address Box B-169, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 





Positions Wanted 





| 


SALESMAN WITH 10 YRS. EXPERIENCE 


IN Industrial, Automotive also wholesale hard- 
ware, covering Penna., Southern Jersey, Mary- 
land, Eastern Ohio, desires position with Repu- 
table Manufacturer in this trade. Energetic & 
Aggressive with sales supervisory experience. 
Age 40 years, married, can furnished excellent 
references. Address: Box B-239, care of Harp- 
waRE Ace, 100 East 42nd St., New York 17, 
ms Us 





Street, New York 17, N. Y. 





HARD-HITTING MANUFACTURERS REP- 
RESENTATIVE FIRM calling on jobbers in 
uthern States desires an additional line. Ex- 
Perienced salesmen carrying a limited number of 
lines and each line is given proper attention. 
Address: Bex B-233, care of HARDWARE AGE, 100 
East 42nd St., New York 17, N. Y. 


HARDWARE AGE, MAY 14, 1953 








SALESMAN 35 YEARS OF AGE WISHES 
TO represent manufacturer or would accept good 
position with wholesale hardware concern. Have 
spent most of life in the hardware field and 
related lines. Most of it as a traveling repre- 
sentative. Can furnish a very highly proven sales 
record and the finest character references. Pre- 
for western states. Address: Box B-224, care of 
Harpware Ace, 100 East 42nd St., New York 
17, B.. ¥. 


to be found anywhere. 





SARAN PLASTIC SCREEN WIRE 


Offering 26”, 28”, 30”, 32” .015 Ga. 
Heavy plastic screen wire. All guaran- 
teed first quality ... 5¢/sq ft... . in 50 
roll lots 5% additional discount. Also at 
same prices we offer 24”, 32”, 34” .015 
Ga. grey plastic Velon Screen wire. 
Please note that our stock of wire of- 
fered is limited. Order now and buy at 
below current factory carload prices. 


MILLMAN HARDWARE CO. 


114 Market St., Phila. 6, Pa. 














| Lo-3-487! 
} HARDWARE, HOUSEWARES, PAINTS & 
GIFTS STORE Best Iecation, Long Island, 

ee i 20,000 Families, immediate area, new 

building now going on. Clean stock new modern 

fixtures, long lease, $60,000 gross first year can 

be greatly increased Desire to retire because 

of ill health, $17,000 terms. Must be seen to 
be appreciated. Address Box B-48, care of 

100 East 42nd St., New York, 


HARDWARE AGE, 
7, a. FT 


MISSOURI-OZARKS! Very clean hardware 
store in a prosperous community of 2,000. Both 
farm and industry support this cemmunity. Do- 
ing excellent business and showing a nice profit 
Books will prove this Selling general hard 
ware, plumbing, farm implements, electrical fix 
tures and appliances. Located on Main Street of 
Town. For the price, etc., write Fred McMahon, 
Herb Tillman Co., Realtors, 1338 E. Sunshine, 
Springfield, Missouri. 





WANTED 


SLEIGH BELLS 


WE need Cast Bronze Sleigh Bells. Sizes 0 to 8. 
If you have any please quote us. 
BERNALILLO MERCANTILE CO. 
BERNALILLO, N. M. 











CALIFORNIA: FOR SALE: GENERAL 
HARDWARE AND appliance business, estab- 
lished 60 years, no local competition, located area 
showing most rapid industrial and population 
growth in State. Four-year lease subject renewal. 
Will sell inventory at cost approximately $65,- 
000.00 fixturess and equipment, book value $9,- 
000.00. Owners’ health reason for selling. Cash 
only. Address: Box B-194, care of HaArpWare 
AGE, 100 East 42nd Street, New York 17, N. Y. 





REG. GALVANIZED FLY SCREENING 
at FACTORY CARLOAD PRICES 


Have total of 2.000 relis of regular 16x14 mesh branded 
C) . sereen wire in all widths. We will sacrifice 
this material at the eurrent factory prices FOB Phila. 
This offer is met te be duplicated elsewhere, Write 
immediately. Subject to prior sales. 
MILLMAN HARDWARE CO. 
114 Market Street, Philadeiphia, Pa. Phone LO 3-487! 











HARDWARE BUSINESS FOR SALE: 
Southern California store. Stock and fixtures 
$13,000.00. Stock is clean and well balanced. 


Doing a nice paint, plumbing, and electrical sup- 
ply business which pays better than average 
profits. Growing community with many develop- 
ment possibilities. One of the biggest little stores 
Address Box B-241, care 


of Harpware Ace, 100 East 42nd St., New York 


17, HN. F. 





HOUSEWARES. 
modern 
| motive & industrial community. 
good volume. 
Store 
real estate. 
For quick sales. 


HARDWARE, PAINT, PLUMBING & 
Have one of the finest, most 
in fast growing auto- 
Excellent stock, 
Stock & fixtures amount to $40,000. 
is 44 x 100. Will sell with or without 
Building can be bought on contract 
Chicago, Illinois. Address: Box 


stores, situated 


B-238, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y 
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Fast-selling. low 
priced. Two red 
ond two black 
rubber quoits. 
Two bright out- 
door stakes. Two 
indoor pegs with 
non-skid rubber 
bases. Suggested 
retail — $1.98. 


Order No. 201. 
MARTIN RUBBER CO., inc. 


LONG BRANCH, NEW JERSEY 


NINGSTO 


ROLLER LEE 


gist IN THE 


POPULAR PRICE @ 
MODELS FOR ALL AGES 


MARKET 
KINGSTON PRODUCTS CoRP., 





















FOR COMPLETE 
INFORMATION 


HDW. DIV. H-5 Kokomo, Ind. 


— 












BUILDERS’ 
HARDWARE 





, For long-range planning 


The advanced modern designs of this hard- 
ware not only fit today’s architectural theme 
but the needs of the future as well. 


eeeeee 


: A complete line of over 300 hardware products 
- Our fully illustrated catalog or attractive wall chart will be mailed 


to dealers on request—try this great selling aid now. 


. 














Over 50 Years of dependable service-records 


NATIONAL MANUFACTURING COMPANY 


STERLIN ILLINOIS 






Ceeeeerssee 








40 44 HO HOS Ket Mom 444-18 %? 


EYE BOLTS 


No. 113 
DISPLAY ASSORTMENT 





Popular Sizes | ei | 
Fast Turnover ji 


THE WASHBURN COMPANY 


KFORD 


WORCESTER MASS 
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make more money! 


Feu 
SILVER LAKE — PELHAM — NUCORD 


for all these needs 


® Sash Cord 
® Awning Cord 











ee 















® Mason Lines 
® Venetian Blind Cord 


® Cello Wrapped Clothes Lines 
ASK YOUR JOBBER FOR THEM 


SILVER LAKE COMPANY 


Boston 10, Mass. 


60 Batterymarch 
































yicoro’ 


It’s Vigoro in water sol- 
uble form! Ideai for sup- 
plemental lawn feeding 
and leaf feeding during the 
summer months, 





*Vigoro i is the trade-mark for Swift & 
Company's complete balanced plant food. 
















































Hurricane quality pays off in sales! 
Why else would jobbers double and 
triple their orders year after year? 
Three great Hurricanes — each one 
designed for specific customer 
demands — make for easier + 
selling, happier customers. 

Find out the money-making facts 
on Hurricane today. 

Write: —— 

NATIONAL METAL PRODUCTS. co., INC. 

Dept. H, 2722 Cherry St. Kansas City 8, Mo. 









































SIMPLE, ONE-PIECE RUBBER VALVE 


Gives WOODMANSE Frost-Proof 
Hydrants EXTRA Sales Appeal 


Rubber plunger is leak-proof .. . long-lived . . . 
Hydrant is extra long for tall 


Many other hard- 


easy to operate. 
containers. Variable flow. 


hitting, sales-building features. 


WRITE FOR DETAILS TODAY! 


WOODMANSE 


MANUFACTURING COMPANY 
ILLINOES 





rubber 


con- 


One - piece 
valve directly 
nected to one-piece 
contro! rod. 


sou, 


3 


FREEPORT 
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With my Color Gallery 7 


you sell more paint §-\ ila. 
| if 








— you also make extra profit 
on every gallon sold! 


Safate 
mi ~ 


If you want to see why, just get a “Dutch 4 1 eT 
Boy” salesman to show you the beautiful, Shh G2 UG PAINTS - ENAMELS + VARNISHES 
new Color Gallery in your own store. Simply NATIONAL LEAD COMPANY: New York 6; Atlanta; Buf 

é oe 


falo 3; Chicago 8; Cincinnati 3; Cleveland 13; Dallas 


write or phone our nearest branch office for Philadelphia 25; Pittsburgh 12; St. Louis 1; San Francisco 10: 
Boston 6 (National Lead Co. of Mass.). 


a private showing of this big money-maker. * Reg. U. S. Pat. Off 


OLDERING 


LUBRICATING STICK | one WN ue" 7/ and ~<GREATER PROFITS 
Windows Stick ? Li”) : a QE ta 


counter merchandisers. Preferred by 


Doors Squeak? y ‘ , customers because Rubyfluid is fast 


acting, wets out freely, easy to use, 


Drawers Balk? a. pes makes strong unions. 
A practically colorless stick that lubricates stubborn windows, i Y, x RU 7 Y CH E Mo | CAL CO. 


office files, doors, door latches, zippers, bicycle chains, auto /, 
doors—anyth'ng that sticks—by just rubbing it on. No messy J 58 S. McDowell St. Columbus 8, Ohio 


fluids. Will not soil, mar or stain wood, plastic or metal 
surfaces. Display case holds 12 sticks. 


SOLD THROUGH JOBBERS 
DECTO PRODUCTS COMPANY, SALEM 9, MASS. 


Also make Decto-Stick for filling and coloring nicks, dents and gouges. 























a ROLLER SKATES 


PLANT FOOD .,,,. PARLMER 500 MILE GUARANTEE! 


FAST SELLING, NATIONALLY ADVERTISED on taster because ty 


Now demanded by millions for houseplants, flowers, vegetables, lawns, ‘ - r 
geegere. Produces vigorous, beautiful growth in all plants quickly. Pays ” am eeable ball” toate a 
jealer 331%, profit. ae ee for display. Does not deter- FOR Cuentionr. aad tuasie tian rh life 
lean, ‘age and SAFE. Dissolves instantly in water for use The 600 is pinched - 500 
iain l1-oz. makes 6 gallons liquid plant po eh EXTRA SKATING miles! Check the whole Seal 
a OS aeiun0 op King Line—there’ odel for 

-0t. pk. 80 eth dee, COMFORT po te oe Aig tl psn 


S" Guaranteed by ™ 
24 to case wt. 14 Ibs Good Housekeeping See Your Jobber. 


12 to case wt. 16 Ibs. ; 48 soveansie . 9 ” 
Also packed in 10-Ib., 25-Ib.,,50-Ib. and 100-Ib. drums Only Speed King offers “shaped to the shoe” comfort! 


If your jobber cannot supply you, order direct. 
HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. HUSTLER CORPORATION, STERLING, ILLINOIS 


lorate, is c’ 

















DISPLAY Genuine, easy-to-sell One set in a 
box. 12 boxes 


in carton. 
DOMES or SILENCE 
ly” - “ee %” 


One set on a Card. . we ee 
cde’ World's | To get your share of steady year- 

a SIZES best-known round profits from DOMES OF 

i al * | SILENCE— 


quickest- |) ATIONAL ADVERTISING 
selling —e 
piekeeen.| re Sew sieniine Save 


GLIDES your counter. 


Ask your jobber or write 
DOMES of SILENCE, Division of 


ROBERT E. MILLER & CO.,INC., 35 Pearl St., New York 4, N. Y. 














HARDWARE AGE, MAY 14, 19539 





PROFITS 


1 liquid and 
eye-catching 
Preferred by 
luid is fast 
easy to use, 


arings, are 
longer life. 
ed for 500 
hole Speed 
a model for 


comfort! 


.LINOIS 





